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MULTIKOPY TYPEWRITER RIBBONS. = sharp, clear impressions every time. It's similar quality. Sold under three brand 
Guaranteed to give exceptionally shary tops in its field. NonTack is especially names: MultiKopy, Web-Star, and Old 
impressions. Are non-filling. Greater lesigned not to stick in machine forms Oak Tree 
length means less changing and added It is made only in blue SILK STAR RIBBONS. Made from 
service MICROMETRIC CARBON PAPERS. closely woven fabric of the finest silk 
MULTIKOPY AND NONTACK PENCIL [heir numbered scales along the edge Carefully inked to give exceptiona 
CARBONS, MultiKopy guarantees 100 takes the guesswork out of spacing a clear, lasting impressions 
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{ OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
ind. distribution of office 
nachinery, office devices, of- 
fice furniture, office supplies 
nd the complete range of 
ommercial stationery. Its 
omprehensive news reports 
yf the industry and its valu- 
ible special articles upon 
subjects germane to its field 
have given it unusual pres- 
tige. It serves a clientele 
composed of managers and 
agents for the various office 
machines, devices and sup- 
plies, commercial furniture, 
commercial stationery deal- 
ers and many of the largest 
corporations in the United 
States. It also reaches some 
dealers in forty-eight other 
countries who deal in Amer- 
ican office equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directly connected with the 
industry the journal repre- 
sents has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 


asks its readers in all parts 
of the world to aid it with 


inquiries and suggestions to 
which it will give prompt 
and earnest consideration 
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in the United States and its 
possessions—one year, $3.00; 
two years $5.00; three years 
$6.00. Canada and Pan 
American countries — one 
year, $3.50; two years, $6.00; 
three years, $7.50. Other 
countries—one year, $4.00; 
two years, $7.00; three years, 
$9.00. Remittances may be 
made by personal checks, 
drafts on New York or Chi- 
cago, post office or express 
money orders, or in Ameri- 
can postage stamps or cur- 
a if sent by registered 
Single copies, thirty- 
me cents. 
{ CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
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new addresses must be given. 


{ CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 
tor honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and 


customers. 
A 

Acco Products 26 
Ace Fastener Corp. 17 
Acme Staple Co. 299 
Adirondack Chair Co 296 
Advance Industries 278 
Advanco Prod. Div. Adv. S.B. 277 
Aigner, G. J., Co. 292 
All-Steel Equipment, Inc. 128 
Allen & Co. 279 
Allen, R. C., Bus. Mch., Inc. 143 
Allied Carbon @ Ribbon 

Mfg. Corp. 19 
Alma Desk Co. 210 
Aluminum Seating Corp. 234 
Amberg File & Index Co. 294 
Amer. Carbon Paper Mfg. 

oe. 205, 6, 7, 8 
Amer. Hair & Felt Co. 191 
Amer. Map Company 294 
Amer. Number. Machine Co.....246 
Amer. Photo Laboratories 803 
American Stencil Mfg. Co. 230 
Ames Supply Co. 244 
Anderson-Hickey Co. 235 
Apex Business Systems 298 
Art Metal Construction Co. 153 
Art Steel Sales Corp. 130, 13 
Atlas Stencil Files Co. 148 
Autopoint Company 221 


B 
Bainbridge, Kimpton & Haupt..287 
Bandes, Julius, & Co., Ine 271 


Bankers Box Co. 190 
Barcalo Mfg. Co. 183 
Barkley, C. L., & Co. 245 
Barrett Add. Mach. Div. 186 
Bates Mfg. Co., The 149 
Beach Publishing Co. 299 
Blackbourn Systems, Ine. 300 
Blotter-Kuff Co. 276 
Bolta Products Sales 10 
Boorum & Pease Co. 125 
Borg-Erickson Corp. 159 
Bright Chair Co. 291 
Browne-Morse Co. 113 
Brush-Punnett Co. 158 
c 
C-Thru Ruler Co. 26 
Calculator Equipment Corp 2738 
Cardinal Sales, Inc. 235 


Cardinell Corp. . 29 
Carter’s Ink Co. ....169, 70, 71, 7 
Cel-U-Dex Corp. 28 
Central Can Co...... 27 
Chicago Cash Reg. Parts Co..296 


Clark, R. K., Co. 269 
Clarotype Co. 285 
Clary Multiplier Corp. 137 
Clipless Corp. 278 
Codo Mfg. Corp. — | 
Cole Steel Equipment Co. 185, 136 
Collier-Keyworth Co. 187 
Columbia Ribbon & Carbon 

Mfg. Co., Inc. 8 
Columbia Steel Equip. Co. 165 
Commercial Controls Corp. 147 
Commercial Institute 298 


Consolidated Stamp Mfg. Co.. 254 
Consolidated Wire Prod. Co._111 
Cook, H. C., Co., The 265 
Cooks’ Inc. 133 
Corona Typewriter 7 
Corry-Jamestown Mfg. Corp.....18 


Cotterman, I. D. 299 
Cram, George F., Co. 279 
Cramer Posture Chair Co. 297 
Crofoot, Nielson & Co. 284 
Cushman & Denison Mfg. Co. 28 
D 
Darnell Corp., Ltd. 179 
Dayton Stencil Works 297 
Dixie Chrome Products 107 
Dixon, Jos., Crucible Co. 202 
Dolin Metal Products, Inc. 805 
Dome Publishing Co. - 298 
Domore Chair Co., Ine... 129 
Doppelt, Charles, & Co., Ine...155 
Downey, C. L., & Co. 296 


4 


k 
Eaton Paper Corp 
Ehrman, M. E., & Co 
Elbe File & Binder Co 

F 
I Furniture Co 
Farbe r, Louis H 
Ferris Products, In« 
Fixtures Mfg. Cory 
Floorcraft Co., The 
Ft. Steuben Metal Prod. Co 
Fritz-Cross Co., The 

Specialty Co 

G 
General Fireproofing Co 
General Pencil Co 
General Photo Products Co. 
Gits Molding Corp 
Glaro Machine Products Co. 


Glebe-Wernicke Co., The 108, 


Graff, George B., Co 
Grand Filing Supply Co 
Grand Rapids Leather 


Furniture Co 
Guide System & Supply 
Co 150, 
Gunlocke, W. H., Chair Co 
Gunn Furniture Co 
H 


Hall-Welter Co Ine 

Hanson Scale Co 

Harding, Milo, Co 

Hart, Harold D., Co 

Hart Mfg. Co 

Harter Corp 

Hazel, Ernest, Jr 
Hectographia Corp 
Herring-Hall-Marvin Safe Co 
Heyer Corp., The 

H gins Ink Co 

High Point Bend. & Chair Co. 
Hunt, C. Howard, Pen Co. 


I J 
Ideal School Supply Co 
Ideal System Co 
Imperial Desk Co 
Imperial Lthr. Furn. Co 
Imperial Methods Co 
Indiana Desk Co 
Ink Specialties Co., Inc 
Int'l Bus. Machines Corp 
Invincible Metal Furn. Co. 
Jasper Chair Co 
Jasper Desk Co 
Jasper Office Furniture Co 
Jasper Seating Co 


K 
Karl Mfg. Company 
Keystone Steel Equip. Co 


Kol, Ine. Sales Div 

I 
Lawson, F. H., Co., The 
Ledgerole Co 


Leopold Company 


293 
202 
109 
977 


215 


Manifold Supplies Co 


Multistamp Co., Inc 


Upholstery Co 188 U. S: Type 


Van Dyke I: 





—» 


tisers. 


proved value. 














| THE SERVICE BUREAU 


of Office Appliances is maintained for the Walz Mfc. ( 
exclusive use of subscribers and adver- nee 
It answers by personal letters all 
inquiries upon matters germane to the 
field, supplies names of manufacturers of 
any office article wanted, puts man and job 
together, furnishes lists of desirable agents 
and dealers in nearly every country, aids 
foreign dealers in securing U.S.A. lines, 
and in many other ways performs useful 
services, all without charge. Subscribers 
in every land have made, and are mak- 
ing, good use of this bureau. Manufactur- 
ers in every field have evidence of its 


Victor Safe 
Vogel-Pet« 


Watson Mfg 
Webster, I 
Weis Mfg. ¢ 
Wells Furt 
Wells Office 


Wilmer, E 


Wright Co., 
Write, Inc. 

















OFFICE APPLIANCES 


hey do, however, offer their services in resolving any disagre:ments which result from relations established 
through the journal 


Meta! Prod Inc 280 Print-O-Matic Co l Ihe 154 
r Addg. Mch. Co 284 Pronto File Corp l 136 
Corp 289 Protectall Mfg. Corp 12 
Inc 253 Quality Park Envelope Co 20; 
Industries 234 Queen Ribbon & Carbon (« 162 
Manufacturing Co. 194 R 
Products, Inc bs] 
Rapid Roller Co ll¢ 
M Regal Typewriter Co Ri 
75 Reliable Type & Add 
299 Mach Co 19¢ 
Mfg. Co 200 Remington Rand, Inc 87 
Type Cleaner Co 299 Reyburn Manufacturing Co 801 
Masland Duraleather Co 301 Rice Brothers 260 
Products 293 Riteform Chair Co 29 
Addresser Co 219 Rite-Rite Mfg. Co 2832 
Corp., Div. S-W 90 Rivet-O Mfg. Co 27 
The 278 Roberts, Weldon, Rubber (« 30 
Joshua, Co 167 Rockwell-Barnes Co 20) 
Systems, In« 298 Ronlite C« Inc., The IT R 
Meilink Steel Safe Co 247 Rose Ribbon & Carbon Mfg 
Metal Office Furn. Co a9 Co. 276 
Specialties Mfg. Co 228 Roto-Shear Co Div N.W.P.. 232 
Metalstand Co., Inc 217 Rowles, E. W. A., Co 231 
Meyer & Wenthe, Inc 285 Royal Metal Mfg. Co 306 
Naturlite Co 174 Royal Typewriter Co., I: Q} 
251 
Mittag and Volger, In: 93 - 
» Push Pin Co 226 St. Marks Metal Prod Inc 2 
M Co The 218 Security Steel Equ Pp Cort 18 
Co., The 18] Seng Company, The 186 
Moss Atlas Corp. 75 Sengbusch-Self Cl. Inkst 
243 Co Ze 
Co 209 Service Prod. Div. Woodall 279 
Bros 261 Shallcross Co 266 
Co 214 Shaw-Walker Co., The 0, 91 
. Sheboygan Chair Co., In« 10 
N Sheboygan Desk Co 259 
Blank Book Co 146 Shelbyville Desk Co 27 
Desk Co., Ine 141 Sheppard, ¢ E., Co 23 
Inter-Comm. Sys., Inc...305 Shipman-Ward Mfg. Co 176 
Nestler-Fields Mfg. Co 275 Sikes Co.. In The 9 
Products, Inc 115 Smead Mfg. Co 226 
Indiana Chair Co 258 Smith, L. ( & Corona Tws 
286 Sorvall, Ivan, Inc 299 
Distributing Co. ...297 Speed Key Corp. 29 
Northern States Envel. Co. 238 Speed-O-Print Corp 1h 
Northwest Leather Goods Co...290 Speed Products, Co., In 
Nu-Craft Products Co 304 facing 274 
Oo Staedtler, J. S., Inc 298 
, Stationers Loose Leaf Co 288 
ene Sain eek Paste Mile. Ce 272 
ndustries of Am 275 : ; 
Ohio Chair Co. 298 Stewart, R. A., & Co 240) 
Old Town Ribbon & Carb. Co..149 Storms, H. M., Co... ave 
Supply Co 178 Sturgis Posture Chair Co 152 
Superior Metal Products 238 
> 
P Q T 
Products Ine 282 
S., Co -270 Taylor Chair Co., The 28 
Imperial Co., Technygraph Co., The 300 
“ 144, 145 Thomas Furniture Co 10 
Equipm: nt Co...216 Tiffany Stand Co. 257 
Pelouze Mfg. Co. 250 Toledo Guild Products, In« 249 
Co. 296 Toledo Metal Furniture Co 91% 
peat Cush. Co 280 
Phillips Process Co 280 U Vv 
Pittsburgh Cut Wire Co wweee 295 Underwood Corp Back cove! 


Ribbon Mfg. Co...283 
Vail Manufacturing Co 


dustries 


& Equip. ¢ 


son Co 


w Y 


Wansco Paper Products ( 
Warshaw Mfg. Co 


Co 


S., Co 


oO 99, 10 101 


ire Mfg. Co 


Furniture Co 
Westcott Rule Co., In 
Western Mfg 
Wen Inc 
Wilson Jones 
Wolber Duplctr. & Sup. Co 
Woodstock Typewriter Co 
Wrenn Paper Co. 


Lo 


Company 


The 


Yawman & Erbe Mfg. Co. 2 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern businss office 

ure represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 

th the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
obligation 


DOM PIT LIT EC 


Accounting Systems Equipment 
Blackbourn Systems 


rome Publis Co., Ir 


Ideal Sys ‘ 1 The 
Wilmer, E. P., I 
Adding Machines 
4 r R. ¢ BR ness Meche tr 
Rennntt A Ma at 
Clary M er ¢ 
Reming R I 


Adding Machines, Rebuilt & Used 


Re able T w. & Add. Mach. Con 
S pman-W Mf Compan’ 
Addressing Machines 
Master Addresser ‘ 
Vi 
Adhesives 
See Ink 


Air Cireulators & Conditioners 
Van Dyk I P 

Albums 
Amberg | K x « 

Arch & Clipboard Files 
‘ si « T 


\V s OF I ( 
Atiases, Geographical 

(rar G I ( 
Bank Supplies 

Low ‘ | N 
Bankers Notecases 

Gener } r fir 


4 
Globe-W ke ¢ The 


Victor Safe & F mment « 
Billing Machines 

Reming R 

I nderwor 


Binder Roller Back Fenders 
Binders, Catalog & Pericdical 
4 Pro I 


Binders, Permanent Storage 
Bankers 
Maste ( ( D S.-W 
Shepr } ( 
W r nes 

Binders, Public Record 
Haze I J 


Blackboards 

tow (Compa 

S I W “i 
Blankbooks 

B ‘ ( 

Ideal S 

Na I wk 

NV 


Blotters 
Wrenn I Comt 
Blue Print & Plan File Cabinets 


4 St } 


Art Metal ¢ n ¢ 


ta 


Bond Boxes 


Bookeases 
\ Stee r i 
4 Met ( m 4 
W M 
fe. « 
General I ( 
( Ww f 
k 
Shaw -W 
Weis Mfe 


Y awmar 
Book Ends 
Rrowne-M 


Bookkeeping Machine 
tle ae 


erwo t 
Box Letter File 
Amberg I « ex‘ 
Globe-Wernicke ( The 
Wels Mfg. 


Brief & Zipper Cases 
' Charles, & 


«& nder ¢ Im 
rt Div. S-W 





Northwest Leather Goods Co 
Stationers Loose Leaf Co 
Built to Order Office Furniture 
Tatson Vi facturing Company, Inc 


OFFICE 


APPLIANCES, 


Bulletin Boards 
Rowles, E. W. A., Companys 
Business Forms 
Grand Filing Supp. Co 
Ideal System Company. The 
Cabinets, Refreshment 
Moss Atlas Corp. 
Caleulating Devices 
Lighting Adding Machine (« 
Meilicke Systems, Inc 
Victor Safe & Equipment (« 
Caleulating Machines 
Allen, R. C., Bus. Machines. In 
Barrett Add. Mach. Div 
Clary Multiplier Corp 
Smith, L. C., & Corona Typws 
Sorvall, Ivan, Ine 
Caleulating Machines, Used 
Calculator Equipment Corp 
Reliable Typw. & Adding Mach ‘‘orp 
Shipman-Ward Mfg. Company 
arbon Papers 
See Ribbons & Carbons 
ard Index Boxes & Trays 
All-Steel Equipment, Inc 
Amberg File & Index Co 
Art Metal Construction Co 
Cole Steel Equip. Co 
Columbia Steel Equipment (C« 
Corry-Jamestown Mfg. Corp 
Farber, Louis H 
General Fireproofing Co 
Globe-Wernicke Co.. The 
Guide System & Supply C 
Imperial Methods Co 
Invincible Meta] Furniture (: 
Metal Office Furniture Co 
Parker Steel Products, Inc 
Peerless Steel Equipment (o 
Rockwell- Barnes 
Shaw-Walker Co 
Superior Metal Products 
Weis Mfg. Company 
Wells Office Furniture Co 
Yawman and Erbe Mfg. (« 
Cash Boxes 
Central Can Co. 
Cole Steel Equipment Co 
General Fireproofing Co 
Glohe-Wernicke Co.. The 
Guide System & Supply (+ 
Imnerial Methods Co. 
Invincible Metal Furn. Co 
Metal Office Furn. Co 
Peerless Steel Equipment (Co 
Shaw-Walker Co. 
Wells Office Furniture Co 
Yawman and Erbe Mfg. Co 
Cash Register Parts 
Cheo. Cash Register Parts (« 
Casters, Caster Bearings, Slides 
Darnell Corp., Ltd 
Flooreraft Company, The 
Rice Brothers, Inc 
Celluloid Envelopes 
See Envelopes, Plastic 
Chair trons 
Collier-Keyworth Co 
Seng Co : The 
Chair Mats 
Bandes, Julius, & Co.. Inc 
Flooreraft Company, The 
Office Furniture Wholesale Dis«i: 
Service Prod. Div. Woodall! 
Chairs, Folding 
Adirondack Chair Co 
Farber, Louis H 
T.yon Metal Prod., Inc 
Royal Metal Mfg. Co. 
Wells Office Furniture (« 
Chairs, Office 
Aluminum Seating Corp 
Art Steel Sales Corp 
Barcalo Mfg. Company 
Bright Chair Co 
Cramer Posture Chair Co 
Dixte Chrome Products 
Domore Chair Co. 
Fritz-Cross Company 
General Fireproofing Co 
Grand Rapids Leather Furn. ( 
Gunlocke, W. H., Chair Co 
Harter Corp 
High Potnt Bending & Chair 
Jasper Chair Co 
Jasper Seating Co 
Kol. Ine. Sales Div. 
Lombard Industries 
Metal Office Furn. Co 
Murphy Chair Company. In 
New Indiana Chair Co 
Niemann, Ine. 
Princeton Upholstery Co.. Inc 
Riteform Chair Co 
Security Steel Equipment Corp 
Shaw-Walker Co 
Sheboygan Chair Company 
Sikes Co., Inc., The 
Sturgis Posture Chair Co 
Taylor Chair Co. 
Toledo Metal Furn. Co 
Wells Office Furniture Co 
Chairs, Posture 
Aluminum Seating Corp 
Art Steel Sales Corp. 
Bright Chair Co. 
Cramer Posture Chair Co 
Dixie Chrome Products 
Domore Chair Co. 
Fritz-Cross Company 
General Fireproofing Co 


° 


° 
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Gunlocke, W. H., Chair Co. 

Harter Corp. 

High Point Bending & Chair Co 

Jasper Chair Co. 

Metal Office Furniture Co 

Metalstand Company 

New Indiana Chair Co 

Ohio Chair Co. 

Riteform Chair Co. 

Royal Metal Mfg. Co. 

Security Steel Equip. Corp 

Sikes Co., Ine. 

Sturgis Posture Chair Company 

Taylor Chair Co 

Wells Office Furniture Co 
Chairs, Tablet Arm 

Jasper Chair Co 

New Indiana Chair Co 

Wells Office Furniture 
Cheeks, Stamped Metal 

Dayton Stencil Works 

Mever & Wenthe, Inc 
Cheekwriters & Signers 

Hall- Welter Company 
Clipboards 

(See Arch & Clipboard Files) 
Coat and Hat Racks 

Vogel-Peterson Co. 
Coin Bags, Trays, Wrappers 

Downey, C. L., & Co 
Copyholders 

Acco Products, Inc 

Rankers Box Co. 

Hall-Welter Co 

Wells Office Furniture Cx 
Correspondence Trays 

Art Metal Construction Co 

Corry-Jamestown Mfg. Corp 

General Fireproofing Co 

Globe-Wernicke Co 

Imperial Methods Co 

Maso Steel Products 

Metalstand Co., Ine 

Nu-Craft Products Co 

Peerless Steel Equipment (o 

Sengbusch Self-Cl. Inkstand (Co 

Service Prod., Div. Woodall! 

Shaw-Walker Co. 

Steel-Parts Mfg. Company 

Wells Office Furn. Company 

Yawman and Erbe Mfg. Co 
Ceostumers 

Fair Furniture Co 

Fixtures Mfg. Corp. 

Glaro Machine Prod. Co 

Globe-Wernicke Co.. The 

Peerless Steel Equipment Co. 

Vogel-Peterson Co. 

Wells Office Furniture Co 


~ 


0 


Crayons 
Dixon, Jos.. Crucible Co. 
Rowles, E. W. A., Co 


Cushions & Pads, Chair 
Fair Furniture Co 
Perfect Rubber Seat Cushion (o 

Cuspidors 
Lawson, F. H., Company 

Dating Stamps 
American Numbering Mach. Co 
Bates Mfg. Co 
Consolidated Stamp Mfg. Co 
Fulton Specialty Co. 

Meyer & Wenthe, Inc 
Rivet-O Mfg. Co 
Stewart. R. A., & Co 

Desk Lamps 
Bainbridge, Kimpton & Haupt. Inc 
Dixie Chrome Products 
Glaro Machine Prod. Co 
Mayfair Company, The 
Midwest Naturlite Co. 

Ronlite Co., Ine., The 
Wells Office Furniture Co 

Desk Pad Protectors 
Blotter-Kuff Co. 

Desk Pads & Tops 
Aigner, G. J., Co. 

Fair Furniture Co 
Meter, Joshua, Co. 
Office Furniture Wholesale Distr 

Desk Pen & Ink Sets 
Morris, Bert M., © 
Sengbusch Self-Cl 

Desk Side Files 
Amberg File & Index Co 
Cole Steel Equipment Co. 
Farber, Louis 
Northwest Metal Prod. Co 
Steel-Parte Mfg. Co. 
Western Mfg. Company 

Desk Trays 
Bandes, Julius, & Co., Inc 
Weis Mfg. Co. 

Desk Work Distributors 
Advanco Prod. Div. Adv. 8. B 
Globe-Wernicke Co., The 
Lyon Metal Products, Inc 
Victor Safe & Equipment Co 

Desks 
Alma Desk Co. 

Art Metal Construction Co 
Browne- Morse Co. 
Cardinal Sales, Ine. 
Corry-Jamestown Mfg. Corp 
Dixie Chrome Products 
Farber, Louis H. 

General Fireproofing Co 
Globe-Wernicke Co., The 
Gunn Furniture Co. 
Imperial Desk Co. 

Indiana Desk Co. 
Invincible Metal Furn. Co 


‘0. 
Inkstand Co 


Jasper Desk Co. 

Jasper Office Furniture Co 

Leopold Co 

Metal Office Furniture Co 

Myrtle Desk Co 

National Desk Co., Ine 

Peerless Steel Equipment Co 

Royal Metal Mfg. Co 

Security Steel Equip. Corp 

Shaw-Walker Co 

Sheboygan Desk Company 

Shelbyville Desk Co 

Victor Safe & Equip. Co 

Wells Furniture Mfg. Co 

Wells Office Furniture Co 

Yawman and Erbe Mfg. Co 

Diaries 
(See Memo Books) 

Drafting Instruments & Equipment 
C-Thru Ruler Co. 

Cardinell Corp 

Duplicating Machine Parts 
Rapid Roller Co. 

Duplicating Machines & Supplies 
American Stencil Mfg. Co 
Ames Supply Company 
Rainbridge, Kimpton & Haupt, Inc 
Codo Mfg. Co. 

Columbia Rib. & Carb. Mfz. Co 
Harding, Milo, Co 
Hart Mfg. Co 
Hectographia Corp 
Heyer Corp., The 
Ink Specialties Co.. Inc 
Manifold Supplies Co 
Mittag & Volger, Inc 
Multistamp Company 
Old Town Ribbon & Carb. Co 
Pengad Mfg. Co. 
Print-O-Matie Co., The 
Queen Ribbon & Carbon Co 
Rose Ribbon & Carb. Mfg. Co 
Shalicross Company 
Smith, L. C., Corona Tws 
Speed-O-Print Corp 
Technygraph Co., The 
Victor Safe & Equipment Co 
Wolber Dupl. & Supply Co 
Wright Co., The 

Duplicating Stencil Files 
Atlas Stenci! Files Co 

Endorsing Machines 
Commerical Controls Corp 

Envelope Sealers—Envelope Openers 
Commercial Controls Corp 
Roto-Shear Company 

Envelopes 
Globe-Wernicke Co., The 
Northern States Envelone Co 
Quality Park Envelope Co 
Smead Mfg. Co 
Wilson Jones Co 

Envelopes, Plastic 
Aigner, G. J., Co 
Ames Supply Co. 

Cel-U-Dex Corp 

Cooks’, Ine 

Markilo Company 

Roberts, Weldon, Rubber Co 

Eradicators, Ink 
Carter's Ink Co. 

Erasers, Blackboard 
Rowles, B. W. A.. Company 

Erasers, Rubber 
Ames Supply Co. 

Dixon, Jos.. Crucible Co 
Roberts, Weldon, Rubber ( 

Expense Books 
Beach Publishing Co. 

Eyelets & Eyelet Fasteners 
Bates Mfg. Co 
Rivet-O Mfg. Company 

File Boxes, Collapsible Corrugated 
Weis Mfg. Co. 

File Boxes, Fibre 
Bankers Box Co. 

Barkley. C. L., & Co, 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Oxford Filing Supply Co 

File Boxes, Metal 
Advance Prod. Div. Adv. 8. B 
Art Metal Construction Co 
Cole Steel Equipment Co 
Corry-Jamestown Mfg. Corp 
Globe-Wernicke Co., The 
Keystone Steel Equipment Co 
Lonergan Manufacturing Co. 
Parker Steel Products Co 
Peerless Steel Equipment Co 
Shaw-Walker Co. 

Victor Safe & Equipment Co 
Weis Mfg. Co. 

File Drawer Dividers 
Cel-U-Dex Corp. 

Filing Cabinets, Insulated 
Herring-Hall-Marvin Safe Co 
Meilink Steel Safe Co. 
Shaw-Walker Co 
Victor Safe & Equipment Co 

Filing Cabinets, Metal 
Advanco Prod. Div. Adv. 8. B 
All-Steel Equipment, Inc 
Art Metal Construction Co 
Browne- Morse Co. 

Cardinal Sales, Inc. 

Cole Steel Equipment Co. 

Columbia Steel Equipment Co 

Corry-Jamestown Mfg. Corp 

Fhrman, M. E., & Co. 
(Continued on page 6) 





(Continued from page 5) 


General Fireproofing Co. 
Globe-Wernicke Co., The 
Invincible Metal Furn. Co. 
Keystone Steel Equipment Co 
Lexington Metal Products, Inc 
Metal Office Furniture Co 
Parker Steel Products, Inc. 
Peerless Steel Equipment Co 
Remington Rand, Ine. 
Rockwell- Barnes 
St. Marks Metal Products, Inc 
Shaw-Walker Co. 
Victor Safe & Equipment Co 
Watson Manufacturing Company, Inc 
Weis Mfg. Company 
Western Mfg. Company 
Yawman and Erbe Mfg. Co 
Filing Cabinets, Wood 
Bainbridge, Kimpton & Haupt, Ine 
Globe-Wernicke Co., The 
Weis Mfg. Co 
Yawman and Erbe Mfg. Co 


Filing Supplies 
Acco Products, Inc 
Advance Industries 
Advanco Prod. Div. Adv. 8. B 
Aigner, G. J., Co 
Amberg File & Index Co 
Art Metal Construction Co 
Art Steel Sales Corn 
Barkley, C. L., & Ca 
Browne- Morse Co 
Corry-Jamestown Mfe. Corp 
Farber. Louis H 
Globe-Wernicke Co., The 
jrand Filing Supp. Co.. The 
Guide System & Supply Co 
Imperial Methods Co 
Metal Office Furniture Co. 
Northern States Envelope Co 
Oxford Filing Supply Co 
Parker Steel Products 
Quality Park Envelope Co 
Rockwell - Barnes 
Security Steel Equipment Corp 
Shaw-Walker Co 
Smead Mfg. Co 
Victor Safe & Equipment Co 
Weis Mfg. Co. 
Yawman and Erbe Mfg. Co 
Finger Pads 
Speed Products Co., Inc 
Globes, Geographical 
Cram, George F., Co., The 
Gummed Cloth Rings 
Reyburn Mfg. Co., Ine 
Warshaw Mfg. Co 
Gummed Tape (Pressure Sensitive) & 
Appl. Machines 
Ferris Products, Inc 
Gummed Tape & Sealing Machines 
Metal Specialties Mfg. Co 
Reyburn Mfg. Co., Ine 
Index Card Signals 
Cel-U-Dex Corp 
Cook, H. C., Co 
Ennis Tag & Saleshook Co 
Graff, George B.. Co 
Victor Safe & Equipment Co 
Index Tabs 
Advance Industries 
Aigner, G. J., Co 
Amberg File & Index Co 
Barkley, C. L., & Co. 
Cel-U-Dex Corp 
Globe-Wernicke Co., The 
Guide System & Supply Co 
Markilo Company 
Master-Craft Corp., Div. 8-W 
Reyburn Mfg. Co., Ine. 
Shaw-Walker Co. 
Sheppard, C. E., Co 
Speed Products Co., Ine 
Victor Safe & Equipment Co. 
inks, Adhesives, Ete. 
Carter's Ink Co. 
Higgins Ink Co., Ine 
Inkstands 
Cushman & Denison Mfg. Co 
Sengbusch Self-Cl, Inkstand Co 
Inter-Communicating Equipment 
Nat'l Inter-Communicating Sys., Inc 
Knives, Office 
Gits Molding Corp. 
Labels 
Imperial Methods Co. 
Oxford Filing Supply Co 
Reyburn Mfg. Company, Inc 
Warshaw Mfg. Company 
Weir Mfg. Co. 
Ladders, Library, Store & Vauit 
Cotterman, I. D 
Leads for Mechanical Pencils 
Autopoint Co. 
Dixon, Jos., Crucible Co. 
Listo Pencil Corp. 
Leather Goods 
Doppelt, Charles, & Co 
Northwest Leather Goods Co. 
Leather Upholstered Furniture 
Grand Rapids Leather Furn. Co 
Niemann, Ine. 
Office Industries of Amer 
Princeton Upholstery Co., Ine. 
Letter Trays 
(See Correspondence Trays) 
Lockers & Storage Cabinets 
All-Steel Equipment, Inc. 
Anderson-Hickey Co., Inc 
Art Metal Construction Co 
Browne- Morse Co 
Cardinal Sales, Ine. 
Globe-Wernicke Co., The 
Invincible Metal Furn. Co 
Keystone Steel Equipment Co 
Lyon Metal Prod., Ine. 
Parker Steel Products, Inc. 
Security Steel Equipment Corp 
Shaw-Walker Co. 
Yawman and Erbe M‘g. Co. 
Loose Leaf Books & Systems 
Amberg File & Index Co 
Boorum & Pease Ca. 


Elbe File & Binder Co.. Inc 
Hazel, Ernest, Jr 
Ideal System Company, The 
Master-Craft Corp., Div. 8-W 
National Blank Book Co. 
Sheppard, C. E., Co 
Stationers Loose Leaf Ca 
Wilmer, E. P., Ine 
W m Jones Cc 

Loose Leaf Metals 

stional Blank Book Ce 

- r 4 ( E ( 
Ww aor lonea ( 

Loose Leaf Sheet Covers, Plastic 
Aig 1. J 
( U-Dex Cort 
Markilo Co 
Me r. Joshua, Cx 


Mail oe 
4 








D \ S-B 

( he We rni sice Co The 

\ wr Safe & A ne A eh ( 
Melttes Machines 

r reial Controls Cort 

Mas Tacks 

{ iff. G t% 

Moore Push Pin Company 
Maps. Globes, ete 

Ar Map Con 

Cram, George I Ce Tt 


Marking Devices 
amp Company 
Mechanics and Repairmen Available 
Cc ercial Institute 
nennumian Books 
Roorum & Pease Co 


Master-Craft Cort Di S-W 
National Blank Book ( 
wi n Jones Co 


Memorandum Devices 
i Mfg. Co. 
Mending Tape 
R rn Mf 


gz. ¢ Ir 
Metal Badges, Cheeks, Tokens 
Dayton Stencil Work 
& Wenthe, Ir 
Metered Mail Systems 
nereial Contr Corp 
speiaianee 
Metal Sp« es Mfg. Ce 
R t-O Mfg. Compans 
Seneghuech Self -( Inkstand C« 
Numbering Machines 
Amer, Numbering Ma Ce 
B s Mfg. ¢ 


Stewart, R. A., & Co 
Office Partitions & Railings 
TI 





( / Wernicke ( 
Wa nm Manufacturing Co Ime 
Pads, Figuring 
BR & Pease Company 
N nal Blank Book Co 
W n Jones ¢ 
Paper 
Eaton Paper Corp 
War » Paper Prod. ¢ 
Paper Clamps 
H t. Howard. Pen Co 
Paper Clips 
4 > Products. Tr 
Cook Co 
Cu Denison Mfg. ¢ 
P urgh ¢ Wire Co 
\ Mfg. ¢ 
Paper Fastening Machines 
4 Fastener Corr 
Acr Staple ¢ pa 
R Mfg. Ce 
{ s Corpora 
lated Wire 1 s. ¢ 
M well Mfg. ¢ 
N a-¢ g PP ] s, Ir 
it lucts ¢ I 
\ r Safe & I nt ( 
Parcel a & Postal Scales 
Ror Corp The 
(on uae Controls Corp 
Ha m Seale Co 
Pel re Mire. ¢ pany 
Paste 
See Inks. Adhesives 
Penell Pointers for oitiemen 
*%. Nielsen & Co. 


Pencil Sharpeners 
H ( Howard, Pen (x 
R Rite Mfe. ¢ 

Pencils, Mechanical 


\ point Co 

Li Pencil Corp 
Pencils, Wood Cased Lead 

Dixor J ( ble Co 

G ral Pencil ¢ 

Sta ler, J. S., Is 
Penhelders 

Dixor ry Crucible (¢ 


Pens, Steel 

Hunt, C. Howard, Pen Co 

Ser sch Self-Cl. Inkstand Ce 
Photo ee. eee | 


oducts 0 


Pins and gy ~ thar 
\ Mfg ) 


Platens ~<A ete 
Ar Supply Company 
Shiy Ward 

Postal Meters 
Commercial Controls Cort 





Presentation Covers 
Ar x File & Index Co 
Barkley. ¢ I & Ca 
Meier, Joshua, ( 
Price & Sign Markers 
I m Specialty C< 
Stewart, R. A., & Co 
Punches 
Acco Products, Inc 
Bates Mfg. Co 


Boorum & Pease Company 
Globe-W Wernicke Co., The 
M falties Mfg. Co 


Mitchell Corporation 
National Blank Book Co 
Wilson Jones Co 
Push Pins 
Moore Push Pin Co 
Ribbons and Carbons 
Allen & Company 
lied Carb. & Rib. Mfg. Co 





Carter's Ink Company 
Mfg. Co 
( bia Rib. & Carb. Mfg. Co 
Little, A. P., Ine 
Manif 1 Supplies Co 
M sg & Volger, In 
Old Town Ribbon & Carbon Cc 
Peerless Imperial Co., In 
re 1 Mfg. Co 
I s Process { Ine 
Q n Ribbon & Carbon Co 


I rypewriter Cc 

I n Rand, Inc 

I Ribbon & Carbon Mfg. C« 
R al Typewriter Co. 

Ss ss Company 

t wood Corp 


S. Typewriter Ribbon Mfg. Ce 


W r. F. 8 cr 
WW e. Ine 
wupter Stamps 
yer & Wenthe, Ir 
Stewart, R. A & ( 
Rubber Type 
ilton Specialty Ce 
Stewart, R. A., & Co 
Rulers, Transparent 
C-Thru Ruler Co. 
Rulers, Yardsticks 
Westcott Rule Co., Ir 
Safes, Office 
Art Metal Construction 
h-Punnett Company 


General Fireproofing Co 
Glot Wernicke Co., The 
Herring-Hall-Marvin Safe Co 
I cible Metal Furn. ‘ 
M nk Steel Safe Co 
Mosler Safe Co. 
R gton Rand, Inc 
Shaw-Walker Co. 
Victor Safe & Equipment C« 
Sand Urns 

ro Machine ue 





L awson, F. H 

Scrapbooks 
berg File & Index Co 

} ernicke Co., The 

Weis Mfg. Co 

Wilson Jones Co. 
Seals, Notary 

Meyer & Wenthe, Inc 
Shelving 

Clark, R. K., Co. 

Ft. Steuben Metal Products Co 

Lyon Metal Products, Inc 
Signs, “—< Letter 

Rowles, E, W. A., Co 
Slide Rules 

C-Thru Ruler Co 
Smoking Stands, Office 

Dixie Chrome Products 

Glaro Machine Prod. 

Nestler-Fields Mfg. ¢ 

Wells Office Furniture Co 





Stamp Affixers 
nercial Cont s Cort 
Stamp Pads 
Rates Mfg. Ca. 


( ter’s Ink Compar 
I n Specialty Co 
Meyer & Wenthe, Inc: 
Phillips ones Co., I 


Rivet-O Mfg. C« 
Stewart, R. A., & Co 
Stamps, Duplicating 
Mult amp Co 
Stamps, Rubber 
See Rubber Stamps 
Stands for Office Machines 
\ Supply Co. 
Cardinal Sales, Inc 
vix Chrome Products 
i Furniture Co 
rber, Louis H 
( al Fireproofing 
Harter Corp 
Karl Mfg. Company 
I Inc. Sales Div 
» Steel Products 


\ ailstand Company 
s in-Ward Mfg. Co 
Tiffany Stand Co. 


\Tole Guild Prod., Inc 
Wells Office Furniture Co 
ay Extractors 
e Fastener Corp 
kwell Mfg. Co 
M Specialties Mfg. Co 


Staples & Stapling Machines 
Ace | aerens r Corp 
Acme taple Company 
Bates Mis Co. 
Consolidated Wire Prod. Cc 
Markwell Mfg od 
N ,-( 7 P rox luct Inc 
<lucts Co 
Stenographers’ Notebooks 
tional Blank Book ‘ 





Harter Corp 

Wells Office Furniture Co 
Storage & Transfer Cases 

All-Steel Equipment, Inc 

Amberg File & Index Co 

rt Metal Construction Co 

ikers Box Company 
ley, C. L., & Co 
Browne- Morse Co 
Cardinal Sales, Inc. 
Cole Steel Equipment Co 
Columbia Steel Equipment ( 
Corry-Jamestown Mfg. Corr 
Dolin Metal Products, Inc 
Ehrman, M. E., 





) 





General Fireproofing Co. 
Globe-Wernicke Co., The 
Guide System & Supply C« 
Herring-Hall-Marvin Safe Co 
Imperial Methods Co, 
Invincible Metal Furn. Co. 
Lonergan Manufacturing Co 
Metal Office ) Furnit ure Co 
Office Industries of Amer 

g Supply Co. 


Parker teel Pt jucts, Inc 
t quipr 





Peerless Ste I pment 
Rockwell -Ba 8 

Security S } pme ‘ 
Shaw-Walker ¢ 

W Mfg. ¢ 


Yawman and Erbe Mfg. Co 
Store Fixtures & Conioment 
ment, Ir 


All-Stee 
Strong Boxes, ‘Fire Protected 
Herring-Hall-Marvin Safe ¢ 
. ; e to 
ipmer ‘ 
ing Co 





teel Equipment ¢ 
eel Equipment Cort 


& Equipment ¢ 

« I i re Mfe. Co 
Wells Office Furniture Co 

Tabulating & Statistic Mashines 





Int'l Bustr s Machs. ( 
Remingtor Rat 1, Im 
Tags 


Reyburn Mfg. Co., Ine 
Tax Records & Forms 


Apex Business System 
Telephone Ascosseries 
Bates Mf 


Victor Safe & ‘y juipment Co 
Thumb Vaske 








Gra € ; Co. 
Ticket Holders 
Aigne G Co 
Mele los! Co 
Time Checks & ‘Recorders 
Internat’! Bus. Machines Cort 
Trimming Beards 
Amer. P! boratories 
Ideal Scho Si Co 
Type, Typewriter 
Ames Supply Company 
Typewriter Cleaning Material 
! npany 
ton & Ha In 
The 
aner Co 


Typewriter Cushion Bases & Knobs 
Amer. Hair & tae Co 





Peerless Steel quipment ¢ 
Typewriter Cushion Keys 

Ames Sul npany 

rs wm Rr ve hem y Ir 

Speed Key Cort 

Speed Products ( In 


Typewriter Parts & Tools 
Ames Supply Company 


Typewriter Tables 
(See Stands for Office Mac! 


Typewriters, Mfrs. of 
In 





t'l Bus ss Machines Corr 

Remington R i, Ine 

Royal Typewriter Co 

Smith, L. ¢ & Corona Typws 

Underwood 

Woodstock vewriter Co 
Typewriters, Rebuilt & Used 

Regal ypewriter Ce 

Reliable Typw. & Add. Mach. Cort 


Shipman-Ward Mfg. Co 
Upholstery Materials 
Bol 


ta Products Co 
Masland Duraleather ¢ 
Visible Systems Equipment 
gner, G. J Co 


Art Metal Construction ¢ 
tjoorum & Pease Co 





Wilson J s Co 
Yawman ar Erbe Mfg. ¢ 
Wardrobe Racks 
ogel-Peterson ¢ 
Waste Baskets 
Bain ige, Kimpton & Haut 
Cole Steel I € 
Corry-Jar 
General irepr r 
Globe-Wernicke Co., The 
Lawson, F. H., Company 
Shaw-Walker Co. 
Steel-Parts Mfg. Co 
Superior Metal Products 
Wells Office Furniture Cc 
Wholesale Stationery 
Bainbridge, Kimpton & Haupt, Ir 
Pearson, G. 8., C 





OFFICE APPLIANCES, November, 1948 





LESMAN 
\ 
AVAILABI 


FACTORY 


ALESMAN 


WORLD 


SALESMEN 
ALESMAN 


EX PERIEN 


rSIDE SA 


APABLI 


OFFICE 


UARY 1, 


WAN] AN 


) TOR SALE 


The rate for classified advertisements is ten cents a word, minimum charge $2.00 


SITUATIONS WANTED 








HAS WORKED ILLINOIS and “Wisconsin, and entire 

ippi River to the Pacific, is open for new connec 

ng full time to sale of one manufacturer's product 

re lines on commission. Favorably known wher 

Top men in the industry for references Available 
Address L-181, care Office Appliances, Chicago 6. 


retail 


and wholesale office 
years of age, over 16 years’ 

Best of references can be 
msider traveliing. For inter 
Office Appliances, Chicago 6 


EXPERIENCED in 
nt and printing. 40 
far west preferred 
yutside work. Will c 
Address L-180, care 


SALESMEN | WANTED 


Interested in selling an 


item that brings repeat orders? 


UCK-L-BINDER for storing loose-leaf records, once 
rt of the user's filing system, insuring repeat business 
illotted to desirable representatives Write The 
Box 208, Royal Oak, Michigan 


ry men to call on stationers in Midwestern and 
Our men receive commission on all sales in their terri 
account, and we pay their traveling expenses. Send 
ncluding photo if possible, and personal interview 
Write Old Town Ribbon & Carbon Company, Inc 
known and highly regarded manufacturer in office 
field has unique opening for an outstanding man 
sell. Draw, expense acct. and liberal commissions 
ints and to call on company leads. This is a 
for the qualified salesman. Must have car. Writ« 
for local interview, to Z-348 care Office Appliances, 
CALCULATING AND ADDING MACHINES, both 
eden, are now being imported to this country. Avail 
nen of office equipment, who sell directly to offices, 
ines an interesting and profitable sideline Write 
Avenue, New York 10, N. Y¥ 
NAL SEEKS ADDITIONS TO ITS SALES FORCE 
i from men capable of becoming field or branch 
background in carbon and ribbon industry essential 


ESENTATIVE 


Leading Eastern Manufacturer has open 


have 


full 


ion on all sales in their 
ng expenses. If interested, 


territory, 
include 


a drawing 
particulars 


ition; convenient appointment will be made following 
International Carbon & Ribbon Co., Inc., Logan, Ohio 
VAILABLE for factory representatives to handle Dupli 
é Ink, and Correction Fluid. Manufactured by an 
y. Commission basis. Challenger, Inc., 125 Winder 
‘TED FOR outstanding line of steel filing cabinets 
ed Address Z-337, care Office Appliances, 100 E 

> N.Y 


FAST-SELLING line of prong-type metal paper fasteners. 


MBITIOUS MANAGER in 


Furnish 


APPLIANCES, November, 


Exclusive territories now available. Commission 
lines nm carried, personal history. Address Box 
\ iances, 100 E. 42nd St New York 17, N. Y. 
\DDING MACHINE SALESMAN to sell VICTOR adding 
3 thousand population and surrounding territory 
basis, 20% Must be honest and reliable Hall 
i Taylor, Corpus Christi, Texas 
N wanted for local territory in Southeast Florida city 
perienced in stationery and office supplies. Perma 
e car Furnish all details and salary desired 
Appliances, Chicago ¢ 
1IEN For new outstanding line of foam rubber office 
missions Address Z-339, care Office Appliances, 


EXECUTIVES WANTED 


rapidly expanding Forty Year 


Office Furniture business in fast growing City. An out 
with successful record including buying and super 
nen A better than average proposition is offered 

etails and photo Diehl! Office Equipment Com 


ES MANAGER Wanted to develop and supervise 


sales 
established firm covering large territory for Friden 
Also, we need men in the same capacity for our 

ne, Di taph me and Typewriter Departments. Relli 

Co ne., 309-311 Sycamore St., Evansville, Indiana 
RCHASING AGENT for large mail order office supply 
Vest that is expanding rapidly. Complete responsibilit 


various phases of the purchasing operation The 
experience and will provide a definite opportunity 
full details and when available. All replies held 


Write Z-330, care Office Appliances, Chicago 6 


1948 


SALES ORGANIZER 
WELL FINANCED and old established New York corporation specializing in 
Loose Leaf, Peg Boards, Visible Record and kindred Systems and Supplies 
operating nationally, has opening for top-notch man to develop and expand 
sales force. System background essential and training in allied line pre 
ferred. Send full resume. Salary and bonus. Z-340, care Office Appliances, 
Chicago 6. 





EXPERIENCED MAN to take charge of large stationery store in 
Excellent opportunity. In application give full particulars 
references. Address Z-333, care Office Agguanem, Chicago 6. 


WANTED: 
Virginia. 
including 








MECHANICS AND REPAIRMEN WANTED 
BOOKKEEPING 











MACHINE SERVICE MAN: Must 9 experienced on 
Burroughs Bookkeeping Machines and Moon Hopkins. Permanent posi- 
tion, good pay. All applications strictly confidential. Write Z-341, care 
Office Appliances, Chicago 6. 
EXPERIENCED OFFICE MACHINE MECHANIC WANTED:  Special- 
izing typewriters and adding machines in Finger Lakes Area Western 
New York State. Good salary and bonus. Write fully stating experience, 
etc. Strictly confidential. Address Z-342, care Office Appliances, Chi 
cago 6. 
EXPERIENCED TYPEWRITER MECHANIC WANTED—AIll makes. Steady 


position for steady man. 
Z-343, care Office 


Will assist in obtaining living quarters. 
Appliances, Chicago 6. 


Address 








REPRESENTATIVES AVAILABLE 
ARIZON A, NEV ADA. 





CALIFORNIA, Age ressive sales organization with 


25 years experience in office machines, furniture and stationery calling 
on dealers and large accounts desires additional line for this territory 
We maintain attractive sales offices in Los Angeles, have warehouse 


facilities if desired and can give the equivalent of branch office operation 
without expense to you on a straight commission basis. Best financial 
and character references. Address L-175, care Office Appliances, Chicago 6 





are you satisfactorily represented on the West 
Are your Sales here keeping pace with this fastest growing market 
in the world? You may be selling your entire production outside of this 
market now, but what about the years to come? We have warehouse 
facilities for the right lines—particularly interested in steel equipment— 
desks—chairs—etc., but will consider any line on commission that has 
merit. Can satisfy you on references L-176, care Office Appliances, 
Chicago 6. . 


MR. MANUFACTURER, 
Coast? 





MAJOR LINE WANTED—A highly successful distributing organization 
covering the States of Kansas, Oklahoma, Nebraska and Western Mis 
souri desires to add one major line on either an agency or distributing 
basis. We will give you the benefit of our national merchandising expe- 
rience. Our efforts will be concentrated on the sale of your product. Re- 
plies treated in confidence. Address L-177, care Office Appliances, Chi- 
ago 6. 





SEASONED SALESMAN WITH 11 YEARS successful experience as sales 
representative of nationally known office equipment and supply manufac- 
turer, is contemplating establishing himself as an independent repre 
sentative of several manufacturers of non-competing but related lines 
of office furniture such as desks, chairs, filing cabinets, filing supplies and 
commercial stationery products. Has knowledge of management from a 
period in which he operated his own business. Metropolitan Chicago is 





preferred, but will travel midwest states if proper lines are offered. Write 
178, care Office Appliances, Chicago 6. 

SALESMAN NOW SELLING DUPLICATORS and supplies and paper 
punches to stationers and typewriter dealers in Minnesota, Iowa, the 
Dakotas and Wisconsin has capacity for one additional office supply or 
equipment line. Covers the territory thoroughly and successfully. Best 
references. Address L-179, care Office Appliances, Chicago 6. 


with excellent contacts is in- 
Virginia and nearby Maryland 
Chicago 6 


SALES AGENCY 
additional line. Also cover 
care Office Appliances, 


WASHINGTON, D. C. 
terested in one 
Address L-182, 
MANU FACTURERS- _DE ALER- SALES AGENCY~--located in Washington, 
D. C., is prepared to give sales representation to office appliance and 
supply manufacturers on agency or dealership basis. Doing business with 
commercial accounts and Federal Government. Nine years’ experience in 
office equipment, supply and stationery business. Address L-183, care 
Office Appliances, 100 E. 42nd St., New York 17, N. Y 


EXPERIENCED SALESMAN covering Oregon 





and Washington. Good fol 











lowing. Will consider new lines. Address L-174, care Office Appliances, 
Chicago 6. 

REPRESENTATIVES WANTED 
SMITH METAL ARTS Company of 1721 Elmwood Avenue, Buffalo 7, New 


York, will discuss Southwestern territory representation with responsible 





parties with showroom facilities in Dallas, Texas, starting January 1, 1949 
DISTRIBUTOR OR MANUFACTURERS’ representative wanted by manu 
facturer of nationally known popular priced loose teaf binders, who 
fabricate complete line of quality binders sold to stationery and depart 
ment stores. Exclusive territories in any part of the United States. Fur 
nish complete details as to past connections and performances. 


Address 
Z-344, 100 E. 42nd St.. New York 17, N. ¥ 


WANTS AND FOR SALE, Continued Page & 


care Office Appliances, 





7 





WANTS AND FOR SALE, Continued from Page 7 


REPRESENTATION WANTED 








Tags. Sold through Dealers 
ERSCO 9830 Patterson Ave 


SALESBOOKS—Business Forms, Envelope 
Only. Write for illustrated price list 
Bronx 61, New York. 





JOBBERS AVAILABLE 








WELL-RATED MANUFACTURER of office furniture xpanding distribu 
tion operations, wants to add desks, files, et yn bbing basis. Inter 
ested only in quality lines leading to consistent repeat business. Box 
L-173, care Office Appliances, Chicago ¢ 
MFG. BUSINESS FOR SALE 
OHIO FIRM offers new business of manufacturing and selling high class 
office specialty. Only $20,000. Write Z Office Appliances, Chicago ¢ 
WANTED TO BUY RETAIL BUSINESS 

WANTED TO BUY—Office supply, equipment and stationery store. Prefer 
ably in Southern California, will consider other westert itions. Have 
$10,000 cash and 25 years’ managerial experience Describe store atior 


competition, inventory, volume, and lease Z-34 ure Off Appliances 
600 West Jackson Blvd., Chicago 6 


RETAIL BUSINESS FOR SALE 


STATIONERY, OFFICE FURNITURE, Off Supplie Type 


writer Book 


and. Gift Store. Established 1920. Excellent atior growing town of 
twenty-five thousand in Rocky Mountair Annu volume over 
$175,000.00. Further information to int te ind fina ally qualified 
parties only. Address Z-329, care Office Apy f Chicag 


FOR SALE—Typewriter, adding machine business, So. (¢ establishes 


$4,250.00. Address Z-346, care Office Applian Chicago ¢ 

FOR SALE—Commercial Printing, Office Supply and juipment business 
in a highly industrialized community in the East \ , $200,000 t 

$225,000 a year; printing $70,000. Other ~ ”. Can Be sub 
stantially increased, Will require substanti pital t juire, but it 

a very profitable enterprise. Most if not all the present personnel of 2 

can be retained. Reason for selling; age and healt f chief owner Ad 
dress Z-336, care Office Appliances, Chicago ¢ 

FOR SALE—In Southwest. Office Supplies, furnitur achines Sales 


S200.00 to 


volume $10,000.00 per month, inventory $30,000.00. Net profit 
$1,000.00 per month. Address Z-347, care Office Appliances, Chicago ¢ 


RETAIL BUSINESS EQUIPMENT Store on West Coast All top agencies 





Doing almost half million volume Established 25 yea Retiring. Price 
about $175,000 cash. Write Z-328, care Offi Appliance Chicago 6 
OFFICE SUPPLY, STATIONERY and gift store Best ation with ver 
desirable lease. 1947 net profit approx. Ten Tt ur Fix and Equip 
ment $5,000.00 plus stock at invent He ht Unusual 
opportunity Address Owner, 104 nd St Merced, Calif 

FOR SALE—Old established station i printing pany, annual 
business of $300,000. Complete plant ntaining letterpres ind offset 
equipment Located in the industria ectior Los Ang $96,000.00 
will handle, will consider partnershi; B Z-34 Office Appliances 


Chicago 6 


ESTABLISHED PROFITABLE RETAIL Off 


Equipment and Supply 
Business. Will sell for cash or terms. G cati in downtown midwest 
trading center Write f 


Well stocked Diversifies inventory 815.006 
complete information. Z-332 


2, care Office Appliance 








FOUNTAIN PEN REPAIRING 


WELTY'S REPAIR ALL MAKES FOUNTAIN PENS, Desk Pens, Pencils 


etc. Repaired at standard prices—t vy average days and 
improving. We especially feature CONKLIN SWAN, WATERMAN 
WAHL, PARKER, WELTY, SHEAFFER, MOORI t but can repair all 
other makes. We feature Gold Pen Point Re ring Mail all makes 
to ONE place for better service ASK ABOUT NEW WELTY PENS 
$1.50 to $10.00 LIST. Welty Pen a I rt Est 04 8 So 


State St., Chicago 8 





ADDING MACHINE PARTS FOR EXPORT 


BURROUGHS ADDING AND BOOKKEEPING MACHINE PARTS 
ported. Foreign inquiries invited. Dearborn Equipment ¢ 05 8S. Dear 
born St., Chicago 5. 





ADDING MACHINE PARTS, TYPE, ETC 


LARGE STOCKS of new and used Adding and Ca iting Machine Part 
available. Quotations furnished or pecif parts pon request Il. A 


Dehn, Jr., 1643 10lst Ave., 


Oakland, ¢ 





TYPEWRITER PARTS 
TYPEWRITER PARTS, TYPE, ET‘ Good used typewriter parts, type 


ete. The hard to get kind. Large st W my best t get y 
part if not in stock tright’s Typewrit Excl 64 S. I i, Glend 


California 


FOR SALE AND WANTED TO BUY, USED EQUIPMENT 


ELLIOTT-FISHER, Burroughs, Moon 
Machines, Comptometers, Electromatic Typey . 
bought and Chicago Office Ap since Co 0) West st St 
Cheiago 8. 


Adding and Calculating 
fant nachines 


sold 


BURROUGHS, MOON HOPKINS Billing and Bookkeeping Machines, Comp 
tometers, Calculators, etc. Bought and Sold. Dearhorn Equipment Corn 
miny, 605 So. Dearborn, Chicago 5, Il! 





Elliott- Fisher 
bought and sold A. L 
Minn 


HOPKINS, 
calculators, 
llth, Minneapolis, 


ealculating machines, adding machines—al 
sold r Crowley { 


BURROUGHS, MOON Bookkeeping 
Comptometers, all makes 


Office Machine Co., 98 58. 
ELLIOTT-FISHER machines, 
ff equipment, bought and 


Milwaukee 2, Wis 


mpany, 906-908 N 
Water St 


WANTED TO BUY—Sundstrand bookkeeping machines, Models A, ¢ ant 


D und 8142P Give complete model number, serial, size irriag and 
whether front feed or back feed. International Office Appliance Ir 
29 East 22d St., New York 10, N. Y 


WANTED—AIl makes ilculators and adding machines State make 
model, serial number and adding capacity. International Office Appliance 
In 29 East 22nd St New York 10, N Y 


ELLIOTT-FISHER Machines, Adding Machines, Comptometers ( 
und Monroe Calculators, Typewriters and all office machines bought and 
sold. Teeter-Warsh 849 N. 3d St., Milwaukee Wis 


BURROUGHS, MOON HOPKINS, Elliott-Fisher Remington A 


Machines, and everything in the office machinery line State mode erial 
number and we will quote highest cash prices I rnatior oft Ar 
pliances, Inc., 29-31 East 22nd St., New York { N y 


BURROUGHS PRODUCTS our specialty, get our higher cash prices for cal 
itors, bookkeepers, billers, comptometers.. A. L. Steen, 60 West Harri 
Illinois 


n, Unicago 6, 


BURROUGHS SPECIALISTS. Also buy, sell and rebuild all typ office 

macl Comprehensive dealer service. Nelson Adding Machi Service 
S. Dearborn, Chicag Illinois. 

ELLIOTT—L. C. SMITH—Stencil cutters bought i, rebuilt AAA Add 


ing Machine & Typewriter Co., 438 W. 38th St., New York 18, N. 


QUANTITY of Monroe and Marchant Calculators, hand or electr rough 
plete Inquiries s ted on all types of other machines American 
d St., New York 13, N. ¥ 


Bu Machines, Gral 


WANTED TO BUY ite model Elliott-Fisher 
iachines. Must be over 200,000 serial number. A 
Co., 605 W. Washington St., Chicago 6. 


billing 
Service 


bookkeeping and 
nting Machine 


SALE—Burroughs Accounting Payroll Machine 





FOR Ser. N A 37487 

Model N 0, 17 colu keyboard, 10 registers, A-1 condition ike offer 
J. P. Davenport, 126 N. Galt Ave., Louisville, Ky 

FOR SALE—1 Underwood Elliott-Fisher posting machine 20-24 serial 
number CA x 4 AE 112788, complete with table (stee Complete informa 


i price will be writing. Hoffman's 


ior furnished by 
Equipment. Corcoran 


California 


Office Supply & 


RAND ELECTRIC Bookkeeping Machine; Dal 


SALE—REMINGTON 
s rat Lewis Sales Co., Box 92, East Side 


del; $80 plus ing charges 
Station, Providence 6, R. I 





FOR SALE ON OPEN BID: 1 Model |} 


DITTO DUPLICATORS Ditto 
2x34, Metal Cabinet 1d Table, 1943, nearly new model D-44 9x17 
Elects Automatic s slight repair 1942; 1 model D-44 14x17 cylinder 
elect sit-down cabinet 1943; 1 Standard new process electri Mlel W 
Write | ( McGill, Head of Commerce Department, Kansas State 
react s Cr ge, Emp 1, Kansas. 

FOR SALE—Substant uantities of close-outs in stee shelving il 
folders, filing supplies rapbooks, albums, and s lar items ( tact 
B. Amberg, Amberg I & Index Company, Kankakee, Illir 
ADDRESSOGRAPH WANTED—Model 3700 C or EE, 300M Seria r better 


iny other Address Box Z-334 ure Office Appliances 


C} 4 f 


graph products. 


VISIBLE EQUIPMENT—Bought, sold and exchanged We specialize ir 


Kardex, A d International Visible Factograph ibinet 1 
ther mak Write and tell us what V Equiy nt 1 need 
1 ale Special prices to dealers I H. Heinen 4 Nort! 
Kigl St ~ Lo a 7 " 
KARDEX, ACME, al tikes used visible filing equipment rT} 
é ditioned cabinet panels, books, alway I and. Specia e an 
é t dealers f | hase or sale Get r quotati ( Ss 
Nathan, Inc., 548 Broadway, New York 12, N. ¥ 


iHS, MOON HOPKINS, ELLIOTT-FISHER—We buy, s repail 
Comprehens service for dealers Adding and I kkeeping 
Service ( Grand, Kansas City 6, Missouri 


BURROUG 


uM ac! ine 
VISIBLE FILES 
KARDEX, ACME, POSTINDEX AND GLOBE 


WE HAVE ON HAND offer for immediat lelivery a type ar 
es. Dealers inquiries welcomed. Universal B I Equipment ¢ 
S. Dearborn St., Chicago 5 
VISIBLE FILING EQUIPMENT 


Oldest established dealer specializing in rebuilt Kardex, Acme, Postindex 


et We offer full cooperation to the dealer on sales and purchase. Writ 


is in full confidence that our twenty years [ experien my s the 
k w how you require Commercial Card System CG 1385 Grand Street 
New York N. ¥ 
WANTED 
INTERNATIONAL Visil Factograph cabinets, in 6- and 12-drawer &x 
ze, complete with card holders. We are also interested in extra 8” In 


national card holders in any quantity. Advise what you have available 


gH Heineman, Box 552, St. Louis 1, Mo 
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Copies of patente shown here can be obtained | “a 

from the Commissioner of Patents, Washington, 

D. C., for 25 cents each im cash, postofiice 

money orders or certified check. Stamps and 

personal checks not accepted. Copies of design 
patents are ten cents each. 


PATENTS ” 














2,449,567. Fountain Pen. Ludwig F. Perwas, Bronr, 
.. ¥. A April 4, 1946, Serial No. 659,591. 


‘ 
148 








2,449,576 Visible tndex Signal Means. Charlies E 
Attwood, ¢ , assignor to Acme Visible Ree- 
I B I a corporation of Delaware. eceasee ssneen ane 


ADI 4 F 2 1944, Serial No. 551,114, 





2,449,770 Method of Running Direct Process 
Gummed Units. Harold L. Dempsey, Columbus, Ohio 
signor rporated, Chicago, Ill & cor 
rati f West Virginia. A pplicagion April 2, 1945 
rial N Granted Septemer 21, 1948 
2,449,909 Ink Reservoir for Marking Machines } 
Fr. I Keene, and Charles H. Cheeseman, + 


» 


r H gnors to Markem Machine Com 
Ke N. } a corporation of New Hampshire = 
t r 20, 1945, Serial No. 617,460 a 


ADI ita - 

anted 1948 

2,449,939. Writing Instrument. Francis Heyberger + 
Gree Application November 14, 1947 ” 


| ” . 
14, 1947, ig all 
ul N Granted September 21, 1948 praei @ > 
449,954, Slide Ru 1zham 8. Roberts, Ridley > : mes 
' 


March 26, 1945, Serial No 






k 





Gr ~ 2.449.964 450 062 2.450.121 


2.450.062 Caster . New York, 
, ( N. J. Applica- 
Granted Sep 


Guard 
Ellis 


Serial 


2,450, 12 Accounting Machine. Raymond A. Chris 
i 5 unger, and William L. Paden, Dayton, 
oO as The National Cash Register Com- 
I 0 2 corporation of Maryland. Appli a 
t 445, Serial No. 579,270. Granted ——_ 


3 r r x = — + . » 
2,450,165. Cash Register. Harold O. Randall, Ohio — >= oe ‘ TF A = ~ 
; toe jeceased, late of Dayton, Ohio, by = . os | “ia al | SP / be a . 





H M rator, Cincinnat! Ohio, as . 4 


. . 1 Cash Register Company, Day » : 
0 s corporation of Maryland. Application — az - 


N 489.516. Granted September 











- . 2456 228 1 45e 468 2450 een 2.460.068 2451 eee 
2,450,228. Caster Unit. Lawrence E. Blazey, Bay 
I by mesne assignements, to 
L c I ires, Inc., Washington, TD. ¢ 
f re Application Septeniber 17 
Ser p 898. Granted September 28, 1948 
2,450,442. Card Separating Device. Carl R. Nymar 
( ADI ation February 12, 1945 
( 1 October 5, 1948 
».450,668. Calculator. Elmer G. Kesling, Bloomfic 
‘ \ 23 1944, Serial No 6,842 


2,450,703. Sanitary Shield for Telephone Transmit- 

ers. Iva v rod, Douglaston, N. Y as 
4 Sackey New York, N 

194¢ Serial No. 703,08¢ 





4 9 Key Case nard H. Kaminer, Brook 
4 f 2 1946, Serial No. 656,967 





5 Lesiiil 451.233 2.451.590 .es1 ont 
451,011 Writing Instrument. Edgar B. Nichols 
" , ution August 19, 1944, Serial 
‘ October 12, 1948 
2,451.23 Combined Envelope and Letter Sheet 
Havana Cuba Applicatior = 9 
No. 640,504. Granted October J eee 


2,451,330. Sheet Feed for Writing Machines. Josep! 


and Paul A t t Y ° . 
rs to Moore Business Forms | } poe ae 
' f corporation of Delaware | ; }) } 
A 1945, Serlal No 2,200 nf Fi : * > 
¢ Oo 2 ‘ | Renan t ™ + = 
2,451,631. Combined Accounting Machine and Type- \ ‘ 1 be On anuitieeesndll ‘ 

‘ j war 4 ' } " ——_ + G 


writer. Art \ k, Milwaukee, ar 
vi Wis assignors t The Na 
Ce Company, Dayton, Ohio, a cor asi om 451 asa Tee ss1.per 
fe } | Application November 6, 1943 
N Gr ed October 19. 1948 
2,451,694. Easel Book Construction for Ring Books 
Loose Leaf Binders. Frank Stanley Schade, Holyoke 
: a National Blank Book Company 
tts. Appli 


ke. M ration of Massacht 
Serial No. 764,723 


2,451,752. Reeord Punching Machine. Clair D. Lake, i HH i » 

E. Hamilton, Endicott, N. Y., i | =) 
g B ness Machines Corpora 17 " 4 J 1 
4 N \ a corporation of New York , 


- j \ 


i’ 1946, Serial No. 692,758 f 4 
2,451,784. Ca stor Mec j 7 — J \ 









Uti ** 5), 


hanism. Frederic Tellander 
r to Victor O. Lothman 


Tune 13, 1947, Serial Ne | b 7 y 


eS 


148 


<2 


=x 


f (> a 19 
451,842. Ca ating Instrument. Dora Minna Lie! | V 
4 ( bmanr Cambridge England j 4 , » 
I Yy gg oo b 151,052 isk sue 161.233 181.279 
a r ) 1944. Granted October 19 


GN PATENTS 


Design for a Mechanical Pencil. Sylvester ‘A ‘ j 
M Application May 12, 1947 =_,- (aA : ¢ 
ed September 21, 1948 a - 
Design for a Table, Desk, or Similar Arti 
New York, N. Y.. assignor 
A. § rated, New York, N. Y => 


plication ge { LL) (2) ~ 7 { of 
» 





A 
4 





\ ( ed September 21, | 
89. Design for a Combined Stand, Electric 
Heater and Far T. Rausch and George * ‘ 
, November 2 194¢ Seria 





Towr ~ 





er 2 1948 
ination Pen and Pencil 
1 Heights, Mo., assignor 
I s, Mo 


a corpora 
] 
I 


233. Design for a Comb 


Q { St a1 

\ icatior September 
a Grar 1 October 5, 1948 19 
279. Design for a Desk Stand for a Hand Tele 
ans eS & oe 


1047 a _ 
194 


is plication December l 194 Serial No. 135.856. In 

151,425. Design for a Des Jack Barofsky Los Sweden December + 1946. Granted October 19. 1948 
sor aplewood Angeles, Calif Application February 8, 1947, Serial 151,474. Design for a Microfilm-Reader Casing 
M kson Heights, N. Y., assignors No. 136,778 Granted October 19, 1948 Nathan Sally Stern, New York, N. Y¥ assignor to 
se1) sboratories, Incorporated, New York, 151,456. Design for a Pencil Sharpener. Ake Jari American Measuring Instruments Corporation, New 
¥ R rpora ~” New York. Application Decem Erik Kihiberg, Stockholm, Sweden, assignor to Instru- York, N. Y. Application May 4, 1948. Serial No 
r 13 ‘ Ser N 135,466. Granted October 5 mentaktiebolaget J. A. Palm, Stockholm, Sweden. Ap- 129,342. Granted October 19, 1948 
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A horse walked into a bar and or i a Mart with tw 
olives. After disposing of fH lrink th r sid the ba 
tender, said ''Good afterno r ind walk 

"Shay," said a well-oiled tomer w 1 watched the 


proceedings, ‘‘isn't that a 

“Not at all" replied the bartender frequently put tw 
olives in a Martini.” 

a 

Here's one which, according to the ''Penn-Mar-Va Traveler,” 
is making the rounds of the United Nations: 

A Canadian and an Australian diplomat were chatting. The 
Canadian said he thought Canada should put out new currency 
distinctive of Canada. “! think,” he said, "the buffalo would 
be very distinctive.” 

“You mean the bison," said the Australian. 

"No, | don't,” retorted the Canadian, |] mean the buffalo. 

"I'm sorry, old chap,” persisted the other, "you mean the 
bison.” 

"If I recollect correctly,” responded the Canadian icily, “a 
bison is a receptacle in which an Austrylyun washes his fycel’’ 


— cc— 


A truthful little ‘quickie’ from a Kansas stat r via Ralpt 
8B. Ortel, well-known author of "'f 
"Early to bed 
And early to 
And you'll na 
To do otherw 


—<cc— 


Rastus was coming home late at night and started up the 
stairs when, much to his dismay, a step creaked. He heard his 
wife call out, "Who dat?", but didn't answer. Waiting a few 
seconds, he again started up the stairs and again a step 
creaked. This time a male voice called out, "Who dat?” This 
was foo much for Rastus, and he shouted, “Who dat say dat 
second 'Who dat?’ 


A big businessman had d to the wer reg 
tor away tron the pearly yor ha 10 he ettled JOw 
for a nice long noke wh 
bac k, and into h eor boomed }/ ’ 4 yf y +, * sole 


nan who had pestered y 
"Well, Mr. Smith Lod 
1Wpointment.” 
"What appointment 
» 
Don't you remember 


wrth . +e I me 
earrn you fo > youd 


a 
Wife (shopping for a new hat) 
down, dear?” 
Husband: "How much is it?” 
Wife: ‘Twenty-five dollars. 
Hubby: "Yes, by all means turn it down. 


Do you like this turned 


—_—cec— 





NSA <x 3 


aa { 
TOURNAMENT sS 


a 




















"Here, Bees. take eee aid go out and lead 
some of the stragglers back to the clubhouse." 


10 











BUSINESS OPPORTUNITIES 





Wanted Abroad 


india Firm Seeks Agencies for Stationery items—G. 8. Dugal & Co 
Ltd., Khaleeli Mansions, Mount Road, Madras, India, desires to secure 
agencies and representative rights for stationery products manufactured 


in the United States. Items especially wanted include carbon papers and 
ribbons, letter clips, paper clips, dating stamps, paper and plastic en- 
velopes, rubber erasers, files, fountain pens, inks, pencils, numbering 
machines, pencil sharpeners, steel pens, fountain pen nibs, punches, 
stapling machines and staples, stamp pads, drawing pins, writing pads 


ind paper pins 


Norwegian Firm Wants Manufacturing iImplements—Kontor-Service 
Fredirikstad, Norway, is interested in contacting American manufacturers 
for the purpose of buying tools for punching or stamping office articles 
in Norway. As an alternative, the firm would like to obtain the right t 
use drawings for a limited or unlimited time on a financial basis rhe 
war interrupted former import arrangements. 


Ra yy African Firm Desires Stationery Representation—Howard Ver 
rinder Agencies (Pty.) Ltd., P. O. Box 1761, Cape Town, So. Africa, is 
very anxious to secure additional representation of American manufac 
turers of stationery items. At present, the firm represents Koh-I-Noor 
Pencil Company, Floquil Products, Inc., Sengbusch Self-Closing Inkstand 
Company and American Hair & Felt Company. 


Paris Firm Wants Business Connections—Machines A. Ecrire Olympia 
29 Rue de Berri, Paris 80, France, desires to establish business relations 
with U. S. manufacturers of office machines. 


Wanted at Home 


New Firm Seeks Trade Literature—Office Machine & Supply Company 
2 new firm at 19 First St., N.E., Mason City, Iowa, seeks trade literature 
on office supplies and equipment. This is an Underwood agency covering 
ten counties in northern lowa, operated by J. H. Young, 4 W l4th St 
Sioux City 17, lowa 


Stationer Wants Lines to Sell on West Coast—G. | Ruthenberg 


Murfield Rd Los Angeles, Calif., having discontinued his business 
desires to secure some lines of good stationery items to sé n the 
West Coast Office machines are not wanted 


New Texas Firm Wants Correspondence With Suppliers—The Tribune 


Printing Company, Bay City, Tex., has opened a new complete office 
supply department. Correspondence with suppliers is invited by Carey 
Smitt the owner 





CORPORATION REPORTS AND 
FINANCIAL NOTES 





Searenene Adding Machine Company, Detroit, Mich. Director f the 
ghs Adding Machine Company have declared a quarterly dividend 
ra dividend, and appointed a new director to the company, Presi 

ent John S. Coleman announced. A quarterly dividend of l5ec per share 

was declared and an extra dividend of 15 cents per share on the common 
ck of the company, both payable December 10, 1948, to stockholders 


f record November 1, 1948. These payments together comprise the 190th 
onsecutive cash dividend paid by Burroughs in 54 years. Ray R. Eppe 


who was made a vice-president of the Company October 15, 1946, was 
ippointed a director t icceed John L. Stewart, who has resigned as at 
fficer and director of the company to become manager of the’ Burroughs 
San Francisco branch. In commenting on the dividend action, Mr. Cole 
stated Burroughs continued in 1948 its poli of investing a large 

per cent of its current earnings in plant improvement and expansion 
These two amounts, Mr. Coleman went on to say, “aggregate 92 per 
t of the estimated cash earnings from the domestic operations of the 
Company for the year. The difference of & per cent f cash earnings plus 


substantial amounts from cash reserves and dividends received fron 
foreign subsidiaries have been utilized to finar required increases in 


inventory investment and accounts receivable resulting from the substar 
tially larger production during the year.” 

Mr. Eppert has been with the Burroughs Com, vy since 1921 wher 

ned the organization as a shipping clerk. From 1926 to 1928 he was in 
the Home Office Bank Division until he was Assistant Manager of 
the New York Branch fter serving in this capacity and as Special 
Representative in charge of the Eastern Division, he returned to the 
Detroit office in 19 Six years later he was made Assistant General Sales 
Manager and in 1941 Sales Manager. 

Mr. Eppert was born in Carbon, Ind., in 1902. Upon graduation fro 
school he first worked on the Denver Post in Denver, Colo., and thet 
became issociated with the Park Hotel in Rock Springs Wyo where 
I tayed until he ned Burroughs : 


Addressograph-Multigraph Corporation, Cleveland, Ohio— The net pr 


the year ended July 31 was $5,186,000, or $6.88 per share rj Q 
f mon k, compared with net profit of $4 WO or $é 
per share a year ag Net sales were $43,661,000, compared with $39,406,000 
he preceding year. Both sales and net profit exceeded all previous records 
r the company. The company reports that during the year a ibstan 
‘ was inves idditional cost-saving machinery and equipment 
reduce manufacturing costs and hold the price line on company prod 
However, moderate price increases were necessary t ffset higher 
g ind material costs 
W. A. Sheaffer Pen Company, Fort Madison, lowa-—Net income for 
six months ending August 31, after estimated provision for Federa 
income taxes Amounte to $1,167,979.17, equivaient to $1.45 per share of! 
mmon stock. This compares with $995,416.29 for the same period last 
year, equivalent to $1.23 per share 
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NEW TRADE LITERATURE 


Sturgis Posture Chair Company, Sturgis, Mich.—The office girl has her 
ay in “‘TI High Cost of Sitting,’"’ part of a new sales and catalog 
ortfolio recently prepared by the Sturgis Posture Chair Company, Sturgis, 
Mich., for use of dealers’ salesmen. In addition to discussing the benefits 
f od seating, the cartoon story suggests how obsolete seating costs 

mey it f office efficiency. A pocket on the portfolio contains 15 

parate tw r illustrated descriptive sheets, one for each of the steel 

wrapher and executive chairs made by Sturgis. 

Yawman and Erbe Manufacturing Company, 1015 Jay St., Rochester 3, 
N. ¥.—The firm has just completed a new eight-page brochure containing 

strations and product specifications for lines of steel desks, steel 
ibinets and ellaneous products. Produced in two colors, the new 
chure ! punched to fit standard catalog covers, with all iilustra- 
tions and I irranged for quick access by related lines. Requests for 
pies are t e addressed to Sales Promotion and Advertising Depart- 
nt, specifying form No. 4002. 

Speed Products Company, iInc., 37-18 Northern Bivd., Long Island City, 
N. ed a Swingline sales manual for jobber salesmen. This 
nan ah is de loned to provide product information on the Speed line 
ind to offer visual presentation material for use by the jobber salesmen 
is they n the trade. Selling points and verbatim sales talks, which 

been teste ind proved in the field, are an important part of the 

The Higgins Ink Company, Inc., 271 Ninth St., Brooklyn 15, N. Y., 
has just issue wo new leaflets. One describes Higgins drawing inks, 

anu red 8 colors. The other leaflet describes Higgins vegetable 
é Bot eaflets are available to Higgins dealers free of charge with 





The Toledo Metal Furniture Company, 1100-1200 Hastings St., Toledo 7, 


Ohio T} recently issued a price list No. 1048 applying to all 
ilogs of the No. 100 series and becoming effective on October 1 \ 
nal raise prices has been made following the general wage increase 


The S. L Marble Chair Company, Bedford, Ohio—A supplement to 

recently issued by the company, presenting several 
ne and reillustrating a number of featured chairs that 
ind. Complete specifications accompany the illustra- 


it 


Michi gan Desk Company, P. 0. Box 392, Grand Rapids, Mich.—A new 

ind office furniture, together with price list, was recently 
pany. Complete descriptions and accompanying illus 
italog of value to the office furniture retailer 


Horder’s, Inc., Jefferson & Quincy Sts., Chicago 6, I11.—A new general 
atalog, N has been issued, its 400 pages picturing 22,000 items for 
ease of ering. Supporting this catalog is a seven-floor warehouse of 
Horders, | 1imed to be the world’s largest office supply house 


——_—— 


STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULA- 
TION, ETC., REQUIRED BY THE ACT OF CONGRESS OF 
AUGUST 24, 1912, AS AMENDED BY THE ACTS OF MARCH 
3, 19338, AND JULY 2, 1946 
I es, publ sol monthly at Chicago, Illinois, for 

STATE LINOIS, County of Cook—ss 

ry Public in and for the State and County afore 
peared John A Gilbe rt, who, having been duly 
law, deposes an says that he is the business 
\ppliances and that the following is, to the best 
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IN NOVEMBER OF 1878, WHEN: 

Henry Bainbridge & Company showed a novelty in the way 
of dial whist markers. . . . W. F. Murphy's Sons, Philadelphia, 
Pa., were among the stationers winning gold medals at the Paris 
Exposition. . . . A new offering to the trade was Cott's Patent 
Renewable Tablet Blotter. . . . Wally Wallach was elected 
president of the Stationers’ Board of Trade at New York City. . . . 
(From files of the American Stationer). 


IN NOVEMBER OF 1888, WHEN: 

Eberhardt Faber & John B. Gunn of the A. W. Faber Lead 
Pencil Company were visiting the trade in Philadelphia. 
Rand & McNally purchased a block on Adams St., Chicago, 
near LaSalle St., where they intended to erect a ten-story fire- 
proof building. . . . The Acme Automatic inkstand was adver- 
tised as being self opening and closing. . . . The Boston stationers 
assembled to organize an association. The menu at Young's Hotel, 
included blue points on the half shell, mock turtle, smelts, fillet of 
beef, young turkey, black duck, potted pigeon, oysters, chicken 
croqueties. What, no cranberries? . . . (From files of the Ameri- 
can Stationer). 


IN NOVEMBER OF 1898, WHEN: 


Pelouze Scale & Manufacturing Company, Chicago, introduced 
a new model postal scale. . . . Joseph Dixon Crucible Company 
offered pencils with square bone nickel tips besides those with 
flanges on the tip to prevent the pencil] from rolling. . . . Na- 
tional Blank Book Company claimed that the old era of strings 
and fasteners was swept away by its separate leaf note books. 

The Burrows Brothers Company, Cleveland, Ohio, marked 
its twenty-fifth anniversary. . . . The Boston correspondent re- 
ported that “The Samuel Ward Company is having a big run 
of business and the workers in every department find the days 
too short to fully accomplish all that the day calls for.” (No 5-day, 
40-hours week then). . . . (From files of the American Stationer). 


IN NOVEMBER OF 1908, WHEN: 


The Northwestern Furniture Company of Milwaukee, Wis., was 
awarded the contract to furnish the entire desk equipment on all 
stationers of the Pacific extension of the Chicago, Milwaukee & 
St. Paul Railroad. C. A. Netzhammer was advertising manager 
of the company... . Typing a net of 87 words per minute, Miss 
Rose L. Fritz became the world’s championship typist and claimed 
the Office Appliances trophy. . . . She used an Underwood ma- 
chine. . . . The Fox Typewriter Company was represented in 
Chicago by H. M. Ballard. . . . (From files of Office Appliances). 


IN NOVEMBER OF 1918, WHEN: 


The War Industries Board announced that the adding and 
calculating machine, autographic and credit register, time rec- 
order and tabulating machine industry has been accorded prior- 
ities. . . . Sidney E. Collins joinned the executive staff of the 
Automatic Pencil Sharpener Company of Chicago. . . . The Under- 
wood Typewriter Company subscribed for $750,000 worth of 
Fourth Liberty Loan bends. . . . Ralph B. Wilson, Jr., 10, turned 
the first spadeful of dirt for the Wilson-Jones Loose Leaf Company 
new addition. . . . Flu cancelled the NSA convention at Rich- 
mond, Va. . . . (From files of Office Appliances). 
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NSA LEADERSHIP—From Denver to Washington 


NSET at the upper left is L. R. (Jack) 

Kendrick, Kendrick-Bellamy Stationery 
Company, Denver, Colo., president-elect 
of the National Stationers Association for 
1948-1949. Below inset of the new presi- 
dent is the cowboy statue in the Denver 
civic center, silhouetted against Colo- 
rado skies. As the ‘bronco buster" typifies 
the undying spirit of the West, so Jack 
Kendrick exemplifies that fine spirit of lead- 
ership that has always been present in the 
NSA chief executives through the years. 
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NSET at the lower right is Paul E. Bur- 

bank, general manager of the National 
Stationers Association. In the background 
rises the tall shaft of the Washington Mon- 
ument at sundown. Framed by pine trees 
and standing out clearly against a curtain 
of sun-lighted clouds, the monument calls 
to mind the contributing character of 
George Washington. As NSA's adminis- 
trative executive, Paul Burbank is also a 
contributor, one who gives through serv- 
ice from NSA headquarters in Washington. 
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2242 Register As NSA Breaks All 


Enviable Past Records 


Ik XCEEDING EVEN the enviable 


4 records established in 1947, the 
recent Forty-second Annual Con- 
vention and the Twenty-third An- 
nual Exposition of the National 
Stationers Association brought to 
the world’s largest hotel, the Ste- 
vens of Chicago, the largest as- 
semblage in every criterion that 
this industry has known. 

Registration for the convention 
days of September 26-30 was 2,442, 
compared to 2,425 in 1947. A large 
majority of these visitors was 
lodged n 1,800 of the 3,000 


rooms of the Stevens. The regis- 
trants included 789 dealers, 1,161 
manufacturers and 492 ladies. 
The product display represented 
the greatest market place the in- 
dustry has ever experienced—217 
different manufacturers utilized 
250 booths for the display of new 
merchandise displays which were 
supervised by executive personnel 
and sales representatives. Retail- 
ers, ever hungry for new ideas in 
a business which still possesses a 


sellers’ market, swarmed into 
these booths each exhibit hour of 
the convention. They found the 
huge exposition hall, two foyers 
of the basement level and 70 
rooms of the fifth floor used for 
displaying the industry’s finest 
and most utilitarian offerings 
from paper clips to posture chairs. 


No urging was needed to herd 
convention visitors into the Grand 
Ballroom for the business and 
speaking sessions. They came early 
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Exhibits Show Numerical Increase of 33, 64 Per Cent Over 
1946 Figure—Inspiring Roster of Speakers Holds Regis- 
trants Throughout All Sessions—L. R. (Jack) Kendrick of 


Denver Succeeds Fred Downs as Association President 


and remained to the finish for 
programs which opened and closed 
on the allotted hour. Inspiration- 
al themes and advice on selling 
for the inevitable time when or- 
ders will be tougher to write 
formed the bulk of the conven- 
tion oratory. 


A Tribute to NSA Leaders 


This conclave of the industry 
profited by the leadership of Pres- 
ident Fred Downs, Downs-Ran- 
dolph Company, Tulsa, Okla.; NSA 
General Manager Paul Burbank, 
Convention General Chairman 
Herbert Walsh, Ace Fastener Cor- 
poration; and Vice-Chairman 
Gordon Kickels, C. L. Barkley & 
Company. It reached new peaks 
because of the individual interest 
shown by the membership, the 
painstaking work of the many 
committee chairmen and the NSA 
office staff, the leadership of the 
district governors and the hospi- 
tality of the Great Lakes Travel- 
ers Club. 

Behind the scenes were periods 


1948 


of careful preparation which had 
lasted for 12 months. This plan- 
ning reached a crescendo in the 
week before the convention open- 
ing—especially in the Exhibit Hall 
and companion rooms where the 
merchandise grew from disorder 
to finished booths of color and 
beauty, where company personnel 
graciously presided. Two days be- 
fore Sunday, September 26, the 
scene was one of apparent chaos, 
but by 10 o’clock on that “grand 
opening” everything was in order 
and the hundreds already waiting 
at the doors swept into display 
booths which were a credit to the 
men and women who created 
them. 


This was a convention of a well- 
rounded program including enter- 
tainment for the 492 women visit- 
ors, a gala night of stage enter- 
tainment witnessed by 3,000, golf 
at brook-swept Olympia Fields, a 
banquet for 2,000 in the style for 
which the Stevens Hotel is noted, 
and last, but not least, profit to the 
retailer and manufacturer who 
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want personal contact with the 
individuals who make the industry 
gainful. 

Advance registration was heavy 
and the convention crowds started 
forming hours, and even days, be- 
fore the Sunday opening date. 


Emphasis Placed on Selling 


Emphasis in the program was on 
selling with recognized leaders 
providing the punch lines—men 
like Frank Lovejoy, a sales man- 
ager of Socony-Vacuum Oil Com- 
pany; Vernon E. (Sam) Vining, 
merchandising consultant of Wes- 
tinghouse; Ralph Carney, sales 
manager of The Coleman Com- 
pany, Inc.; Fen K. Doscher, vice- 
president in charge of sales, Lily- 
Tulip Coorporation; Morris I. 
Pickus, president of The Personnel 
Institute, Inc.; Jack Lacy, Lacy 
Sales Institute; Carl V. Haecker, 
sales promotion manager of But- 
ler Brothers; and Herbert W. Ad- 
kins, executive vice-president and 
general manager of Yahr-Lange, 
Inc., Milwaukee. 

New understanding of today’s 
economic situation was given by 
Edwin George of Dun & Brad- 
Street, Inc. Life Magazine fur- 
nished an epic story of The New 
America in its three-dimensional 
kodachrome photography. Dr. 
Kenneth McFarland of Topeka, 
Kans., one of the nation’s out- 
standing educators, had his audi- 
ence cheering for more. Eugene 
Whitmore, editor of American 
Business, drew on his solid back- 
ground as he told about “Sales 
Managers I Have Known.” 

The industry, itself, had repre- 
sentation on the program in an 
address on “Marketing in 1948” 
by Paul B. Buckwalter, sales man- 
ager of National Blank Book Com- 
pany; the introduction of Homer 
Smith, NSA’s new director of 
product information; and the 
shepherding of a dealers’ forum 
by Earl Kochheiser, The Charles 
Ritter Company, Mansfield, Ohio. 


The Association recognized the 
leadership in the industry evi- 
denced by L. R. Kendrick of Ken- 
drick-Bellamy Stationery Com- 
pany, Denver, Colo., and advanced 
him from vice-presidency of the 
distributors’ division to NSA’s 
highest office, that of president. 

Division heads duly nominated 
and chosen for NSA positions of 
trust are: 

Distributors’ Division—Vice- 
president, E. R. Kochheiser, 
Charles Ritter Company, Mans- 
field, Ohio; vice-chairman, Zac 
Smith, Zac Smith Stationery Com- 
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THE NEW 
PRESIDENT 














L. R. (SACK) KENDRICK 


Sixty years ago, L. R. (Jack) 
Kendrick, president-elect of the 
National Stationers Association, 
made his entry into the world. 
A life-long resident of Denver, 
he is president of the Kendrick- 
Bellamy Stationery Company. 
A graduate of Prininceton Uni- 
versity, class of 1910, he mar- 
ried Eda Burkhalter in 1912. 

The Kendrick-Bellamy _ busi- 
ness was initiated as a partner- 
ship in 1891 by C. A. Kendrick 
and W. F. Hamilton. Later it 
was incorporated and young 
Jack was put on the staff as de- 
livery boy while going to high 
school. The commercial station- 
ery industry appealed to him 
so much that he spent his en- 
tire career within its bounds. 

Being civic minded, Mr. Ken- 
drick found time for such activi- 
ties as president of the Denver 
Lions Club, the Colorado Moun- 
tain Club, and the Civic League 
of Denver; vice-president of the 
Denver Chamber of Commerce; 
director of the YMCA and the 
Colorado State Historical So- 
ciety; and member of the 
National Purchasing Agents As- 
sociation and the National 
Chamber of Commerce. 

Under the heading of hob- 
bies and recreational interests, 
the new NSA president lists 
fishing, skiing and other winter 
sports. And through much of 
this busy period of his life, he 
maintained an active, contribut- 
ing interest in NSA affairs as a 
governor of District No. 10 and 
through convention attendance 
and committee service. 

There are six children in the 
Kendrick family, five married 
daughters and one son, C. R. 
Kendrick, retiring governor of 
NSA District No. 10. 








pany, Birmingham, Ala. 

Manufacturers’ Division—Vice- 
president, E. R. Manning, National 
Brief Case Company, Chicago; 
vice-chairman, Paul Buckwalter, 
National Blank Book Company, 
Holyoke, Mass. 

Field Division — Vice-president, 
Gordon Kickels, C. L. Barkley & 
Company, Chicago; vice-chair- 
man, Jack Clark, W. A. Sheaffer 
Pen Company, Cleveland, Ohio. 

These nominations were made 
by committee composed of Chair- 
man L. S. Crowl, Blade Printing 
& Paper Company, Toledo, Ohio; 
William C. Clegg, The Clegg Com- 
pany, San Antonio, Tex.; R. A. 
Maish, Dennison Manufacturing 
Company; J. S. Sprott, The Globe- 
Wernicke Co., and Arthur Walker, 
Farnham Stationery & School Sup- 
ply, Minneapolis, Minn. 


Regional Governors are Elected 


The following regional gover- 
nors, previously nominated at 
their respective district conven- 
tions, were elected: 

District No. 1—Courtney Bird, 
M. T. Bird & Company, Inc., Bos- 
ton, Mass. 

District No. 2—Kenneth C. Hein- 
rich, Heinrich-Seibold Stationery 
Company, Rochester, N. Y. 

District No. 3—J. C. Runnels, 
Commercial Office Furniture Com- 
pany, Washington, D. C. 

District No. 4—Arthur D. Hu- 
bert, Jr., John H. Harland Com- 
pany, Atlanta, Ga. 

District No. 5—William B. Greg- 
ory II, W. B. Gregory & Son, Inc., 
Detroit, Mich. 

District No. 6—P. J. Picknell, 
Haines & Essick Company, Deca- 
tur, Hl. 

District No. 7—James E. Gaffa- 
ney, Gaffaney’s Office Specialties 
Company, Fargo, N. D. 

District No. 8—Earl Scott, Bau- 
man Office Equipment Company, 
Inc., Wichita, Kans. 

District No. 9—George W. Rol- 
losson, George W. Rollosson & Son, 
Crowley, La. 

District No. 10—William C. Ma- 
son III, Out West Printing & Sta- 
tionery Company, Colorado 
Springs, Colo. 

District No. 11—Al Osborn, Ta- 
coma Office Supply Company, Ta- 
coma, Wash. 

District No. 12—E. A. Peterson, 
Associated Stationers, Inc., Oak- 
land, Calif. 

District No. 13—J. S. Libien, 
Libien Press, Inc., New York, N. Y. 

District No. 14—R. A. Thomas, 
Grimes-Stassforth Company, Los 
Angeles, Calif. 
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Day by Day Account of Proceedings 


[ WAS APPARENT as early as 
I Sunday morning, when the first 
crowds gathered for the opening 
yf the Exhibit Hall at 10 a.m., that 
the Forty-second Annual NSA 
Convention was to surpass all pre- 
vious meetings, both from the 
standpoint of registration and 
number of exhibitors. Hundreds 
had already registered by mail and 
were on the scene early, eager to 
participate in NSA’s greatest as- 
semblage 

From the opening of the Exhibit 
Hall doors on Sunday morning 
until they swung shut at 9 PM., 
the booths and aisles in that show 
place, in the east corridor, in the 
elevator foyers and throughout 
the fifth floor’s labyrinth of corri- 
dors and sample rooms, were 
thronged with visitors eager to see 
what the past year had added to 
the industry in the way of new 
products Behind the _ scenes, 
meantime, Manager Paul Burbank, 
President Downs, the NSA staff 
and the various committee chair- 
men from the ranks of the Great 
Lakes Travelers Club were put- 
ting the finishing touches on de- 
tails of a three-day program that 
was destined to be one of the 
greatest ever staged by the asso- 
clation 


MONDAY, SEPTEMBER 27 


Opening the 1948 convention 
activities was a luncheon in the 
Grand Ballroom, attended by vir- 


tually the entire roster of regis- 
trants. At 1:30 p.m., following the 
repast, General Manager Paul Bur- 
bank officially called the conven- 
tion to order. He first made a num- 
ber of announcements relative to 
the various luncheons and break- 
fasts that were being held by var- 
ious groups during the course of 
the convention. This was followed 
by an announcement that ten con- 
testing firms were competing for 
the 1948 Clegg Trophy, donated by 
The Clegg Company, San Antonio, 
Tex., for the most effective adver- 
tising program carried out during 
the year. Contestants for the 
trophy were: 

Ivan Allen-Marshall Company, 
Atlanta, Ga. 

O. G. Penegar Company, Gas- 
tonia, N. C. 

Otto Ulrich Company, Inc., Buf- 
falo, N. Y. 

White & Leonard, Salisbury, Md. 

Maverick-Clarke, Corpus Chris- 
ti, San Antonio and Houston, Tex. 

A. Pomerantz & Company, Phil- 
adelphia, Pa. 

Story-Wright Company, Tyler, 
Jacksonville and Lufkin, Tex. 

Office Equipment Company, 
Louisville, Lexington and _ St. 
Matthews, Ky. 

Stewart Office Supply Company, 
Dallas, Tex. 

Pembroke’s, Salt Lake City, 
Utah. 

He then introduced four men 
at the head table who each rep- 
resented important associations in 


the office equipment industry— 
Fred Downs, president National 
Stationers Association; Fred 
Smart, secretary, Stationers Guild 
of Canada; Howard Gatewood, 
trade relations director of the 
Wood Office Furniture Institute, 
and Moe Turman, president of the 
National Office Furniture Associ- 
ation. 


President Downs Reports 


President Downs then delivered 
his annual report, which appears 
in its entirety elsewhere in this 
issue. After appointing members 
of the budget, necrology, resolu- 
tions, credentials and nominating 
committees, he announced that 
membership in the National Sta- 
tioners Association had grown 
from 1,523 on September 15, 1947, 
to 1,846 on September 15, 1948. 
This membership, he stated, was 
comprised of 1,094 dealers, 362 
manufacturers, 381 field members 
and nine associate members. He 
added that at the 14 regional 
meetings a total of 2,692 regis- 
trants were present. He particu- 
larly emphasized the importance 
of these meetings as an aid in 
finding solutions to local prob- 
lems. Turning to the various func- 
tions of the Association's national 
office, he called attention to the 
improvement in the National Sta- 
tioner, added that 1,900 Desk 
Sheets were distributed weekly, 
and enumerated the other services 
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performed for members, includ- 
ing the new educational pro- 
gram about to be inaugurated 
under Homer Smith. 

The president’s report was fol 
lowed by the showing of Life Mag- 
azine’s new three-dimensiona! 
picture, “The New America,” a 
picture appraising the United 
States of today, its economy, its 
enormous resources, its intelligent 
and ambitious people, its obliga- 
tions and opportunities. The pic- 
ture, employing special projection 
equipment invented for Life, was 
under development for more than 
a year. Its showing involved mul- 
tiple synchronized units projecting 
photographs on a _ panoramic 
screen 40 feet long and 11% feet 
high. The picture sequences were 
accompanied by narration and 
music. NSA conventioneers were 
particularly fortunate in seeing 
the production, which, it was an- 
nounced, was scheduled to _ be 
turned over to the State and War 
Departments on October 1 to be 
shown in western European coun 
tires as a counter-offensive against 
Communist propaganda 


Economist Talks on Outlook 


Following the president's report 
Edwin B. George, economist for 
Dun & Bradstreet, Inc., New York 
City, gave his interesting disser 
tation on “The Business Outlook.’ 
He recalled the various troubles 
that had afflicted the economic 
picture during the post-war years 
and gave figures on national pro 


duction, consumption, investment 
and government purchasing 
Touching on the E.R.P. program 
and the national tax picture, he 
predicted that the 1949 produc- 
tion should be as high, perhaps 
higher, than that of the current 
year. In general, he pronounced 
1949 prospects good, but cautioned 
that there was an apparent grad- 
ual tapering off of the rate of 
increase. 

Frank W. Lovejoy, sales man- 
ager of Socony-Vacuum Oil Com- 
pany, New York City, then deliv- 
ered his animated, practical talk 
on the subject, “It Is Later Than 
You Think.” Merchandising, he 
said, is merely common sense ap- 
plied to business. You have to 
make the public believe in your 
business, he insisted, adding that 
no business will survive longer 
than it serves an economic pur- 
pose. He gave a number of help- 
ful merchandising hints, among 
which the following were of prime 
importance: 

l Cut down the number of 
items displayed in your window 
to not more than three 

2. Sell what you have; don’t 
claim or infer that you can get 
what the customer asks for 

3. Keep going; don’t stop! 

In closing he defined the basis of 
a good business reputation as the 
building of customer good will 


The Man in Red Suspenders 


The closing speaker of the Mon- 
day afternoon program was Ver- 


non E. (Sam) Vining, merchan- 
dising consultant of Westinghouse 
Manufacturing Company, Mans- 
field, Ohio, who insisted that “The 
Customer Is No Dumbbell Either.” 
Training salesmen teaches them 
three fundamental facts, he said: 
1. Selling is simple; 2, Selling is 
fun because you're dealing with 
people; 3. Every customer is a 
new adventure. Defining selling 
as “having fun helping the other 
fellow enjoy getting what he needs 
from me,” he pointed out that 
there’s no such thing as a single 
sale—it’s really a part of the next 
sale. To complete the Sale, the 
customer must be made to feel that 
he wants to come back. Holding 
that a knowledge of merchandis- 
ing is not as essential as the 
handling of people, he added that 
it is, nevertheless, valuable. But 
he continued, sales training must 
be simple and interesting, so that 
the salesman likes to tell his story 
and the customer enjoys hearing 
it. He closed by emphasizing that 
you must make your salesmen fee] 
their part in community life, feel 
that what thy’re doing is really 
worth while. 

Mr. Vining’s talk was followed 
by the NSA treasurer's report by 
C. A. Stott, Charles G. Stott & 
Company, Washington, D. C., who 
in addition to his fiscal report, an- 
nounced that two new reserves 
had been set up—one termed a 
“rainy day” reserve, the other to 
cover increased and improved 
services to members 
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AT THE PRESIDENT’S BREAKFAST ON MONDAY MORNING. 
—Outside, starting at left: C. R. Kendrick, Kendrick-Bellamy 
Staty. Co., Denver: Sam Libien, Libien Press, Inc., New 
York, N. Y., governor District 13; Ed J. Shelpman, Shelpman’s, 
Springfield, Mo., governor District 8; K. C. Heinrich, Heinrich- 
Seibold Staty. Co., Inc., Rochester, governor District 2; Joseph 
C. Runnels, Commercial Office Furniture Co., Washington, 
D. C., governor District 3; R. A. Thomas, Grimes-Stass- 
forth Staty. Co., Los Angeles, governor District 14; May- 
nard F. Westring, Mid-City Stationers, Inc., Rockford, IIL., 
governor District 6; Arthur Kenworthy, Storey-Kenworthy Co., 
Des Moines, governor District 7; Rose Cushman, NSA; Doro- 
thy Lehman, NSA; Paul Burbank, NSA; Stanley McGar, J. F. 
Molloy, Meriden, Conn., governor District 1; Fred Downs, 
Downs-Randolph Co., Tulsa, president NSA; Ivan Allen, Ivan 
Allen-Marshall Co., Atlanta, Ga., past president; L. R. Ken- 
drick, Kendrick-Bellamy Staty. Co., Denver, vice-president 
in charge of distributors division; Woodson P. Waddy, Everett 
Waddey Co., Richmond, Va., past president; Sid Glueck. 
General Office Supply Co., Cleveland, governor District 5; 
Harper Jamison. McMinnville, Ore.; governor District 11; E. B. 
Healy, Santa Fe Book & Staty. Co., past president; R. A. 
Maish, Dennison Mfg. Co., member of executive committee; 
Charles A. Stott, Chas G. Stott & Co., Washington, D. C., 
treasurer NSA; Less Crowl, Blade Prtg. & Paper Co., Toledo. 
past president; Zac Smith, Zac Smith Staty. Co., Birmingham, 
Ala., governor District 4; Dan MacDougall, Stationers Loose 





. 





Leaf Co., vice-president in charge field division NSA; John 
Gilbert, Office Appliances. 
Inside: E. R. Manning. National Brief Case Mfg. Co., vice- 
president in charge manufacturers division; George W. Rol- 
losson, George W. Rollosson & Son, Crowley, La., governor- 
elect District 9; E. A. Petersen, Associated Stationers, Inc., 
Okland, Calif., governor-elect District 12; P. G. Picknell, 
Haines & Essick Co., Decatur, Ill, governor-elect District 6; 
E. H. Scott, Bauman Office Equipment Co., Inc., Wichita, 
governor-elect District 8; J. E. Gaffaney, Gaffaney’s, Fargo, 
N. D., governor-elect District 7; Al Osborn, Tacoma Office 
Supply Co., Tacoma, Wash., governor-elect District 11; 
William C. Mason III, Out West Prtg. & Staty. Co., Colorado 
Springs, Colo, governor-elect District 10; William Gregory, 
W. B. Gregory & Son, Inc., Detroit, governor-elect District 5; 
Courtney Bird, M. T. Bird & Co., Boston, governor-elect District 
1; E. C. Wilson, Wilson Staty. & Prtg. Co., Houston, past presi- 
dent NSA; Arthur J. Walker, Farnham Staty. & School Supply 
Co., Minneapolis, past president NSA; R. A. Jonas, Jr., Oxford 
Filing Supply Co., Inc., Brooklyn, vice-president, manufac- 
turers’ division NSA; W. C. Clegg, The Clegg Co., San An- 
tonio, past president: B. J. Bristoll, Koch Brothers, Des Moines, 
past president; Lawrence Ray, Carthage Publishing Co., 
Carthage, Mo.; Arthur Hubert, Jr.. John H. Harland Co., 
Atlanta, Ga., governor-elect District 4; R. D. Latsch, Latsch 
Brothers, Inc., Lincoln, Nebr., past president; Earl R. Koch- 
heiser, Charles Ritter Co., Mansfield, Ohio, vice-chairman, 
distributors division. 





The session was then adjourned 
at 4:30 p.m. to coincide with the 
reopening of the Exhibit Hall and 
the fifth floor showrooms. 


TUESDAY FORENOON, 
SEPTEMBER 28 
Distributors’ Meeting 


Vice-President L. R. (Jack) 
Kendrick presided as the distrib- 
utors held a well-attended meet- 
ing at which they were intro- 
duced to Homer Smith, NSA’s new 
director of product information. 

Charged with the responsibility 
of developing the most compre- 
hensive training course’ ever 
planned for this industry, Mr. 
Smith declared “It will take a lot 
of research, co-operation and hard 
work for a purposeful and realis- 
tic approach to increasing your 
sales through better product in- 
formation.” He explained that 
there was very little precedent for 
a retail training program and it 
must be developed through con- 
tests with successful salesmen and 
consultation with manufacturers. 
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One of the nation’s leading edu- 
cators, a man with a rapid fire 
delivery, Dr. Kenneth McFarland, 
superintendent of schools at To- 
peka, Kans., so charmed his audi- 
ence that at the close stationers 
rose to their feet to cheer him. 
“The human element is a greater 
factor in business than we often 
think,” declared Dr. McFarland. 
“People rarely fail in a vocation 
for the lack of know-how.” In- 
stead, he pointed out, failures 
come mainly from lack of loyalty, 
talking too much, and lack of 
personality. 

“If a man isn’t gracious you 
can hardly call him big,” declared 
the Kansan. ... “Take time to 
be human.... You are not dressed 
for work until you put on a smile.” 

An outstanding feature of this 
session was a dealers’ forum pre- 
sided over by Earl Kochheiser, The 
Charles Ritter Company, Mans- 
field, Ohio. Appearing with him 
a lucid discussion of current prob- 
lems of the industry were W. B. 
Gregory II, W. B. Gregory & Son, 


Detroit, Mich.; L. R. Kendrick, 
Kendrick-Bellamy Stationery 
Company, Denver, Colo.; Arthur 
Kenworthy, Storey-Kenworthy 
Company, Des Moines, Iowa; Ar- 
thur King, Ward’s Stationers, Bos- 
ton, Mass.; Zac Smith, Zac Smith 
Stationery Company, Birmingham, 
Ala.; and Thomas A. Taylor, 
Schwabacker-Frey Company, San 
Francisco, Calif. 

Under fire during this forum 
was the growing tendency of some 
manufacturers to issue net price 
lists on invoices. The comment of 
some dealers that the suppliers 
state resale prices appeared to 
meet with unanimous approval. 
Inventory control, the present dis- 
count on steel equipment and res- 
toration of the traditional two per 
cent discount were subjects dis- 
cussed. 

Former President L. S. Crowl, as 
chairman of the nominating com- 
mittee, brought in a report nam- 
ing Earl Kochheiser as vice-presi- 
dent of the NSA. Zac Smith was 
nominated vice-chairman. 


OFFICE APPLIANCES, November, 1948 











COURTNEY F. BIRD 
M. T. Bird & Co., Inc. 
Boston. Mass. 
District No. 1 





WILLIAM B. GREGORY II 
W. B. Gregory & Son, Inc. 
t , 





JAMES E. GAFFANEY 
Gaffaney’s Office Specialties Co. 
Fargo. N. Dak. 

District No. 7 





AL OSBORN 
Tacoma Office Supply Co 
Tacoma Wash. 

Dist No. 11 
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KENNETH C. HEINRICH 
Heinrich-Seibold Staty. Co. 
Rochester. N. Y. 
District No. 2 








JOSEPH C. RUNNELS 
Commercial Office Furniture Co. 
Washington, D. C. 


NSA 
REGIONAL 
GOVERNORS 
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ARTHUR D. HUBERT. JR 
John H. Harland Co. 
Atlanta, Ga. 
District No. 4 








P. G. PICKNELL 
Haines & Essick Co. 
Decatur, Ill. 
District No. 6 











EARL SCOTT 
Bauman Office 7; ~~" Co. 
Wichita, Kans. 
District No. 8 





























E. A. PETERSEN 
Associated Stationers, Inc. 
Oakland, Calif 


District No. 12 
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GEORGE W. ROLLOSON 
George W. Rolloson & Son 
Crowley, La. 
District No. 9 


J. S. LIBIEN 
Libien Press, Inc. 
New York, N. Y. 

District No. 13 





WILLIAM C. MASON III 
Out West Ptg. & > Co. 
Colorado Springs. Colo 
District No. 10 





R. A. THOMAS 
Grimes-Stassforth Staty. Co. 
Los eles, Calif. 
District No. 14 
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NSA’s GREAT ANNUAL BANQUET IN THE GRAND BALLROOM Oo 


Manufacturer-Field Division 
Meeting 

While the distributors were co! 
vened in the Grand Ballroom for 
their Tuesday morning divisional 
meeting, the manufacturers and 
field divisions joined forces in the 
North Ballroom under the presid- 
ing gavel of R. A. Jonas, Jr., Ox- 
ford Filing Supply Company, vice- 
president of the manufacturers’ 
division. After calling the group 
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to order, Vice-President Jonas in 
troduced the opening speaker, Eu 
gene Whitmore, editor of Ameri 


can Business, Chicago, Ill., who 


had chosen as his subject, “Sales 
Managers I Have Known.” 

In his talk, Mr. Whitmore said 
I have known many sales man- 
agers who have tried many 


schemes for hiring salesmen. They 


have had personnel tests, person- 
ality tests. psychological tests, and 


so forth. I have nothing against 
these tests, except that most of 
them seem eventually to fall into 
disuse. But I do want to Say this 
-Find men who enjoy serving 
people. Find a bright young man 
who really wants to please—who 
gets a bang out of doing a little 
something out of the ordinary for 
a customer. You can make a sales- 
man out of that man, whether the 
tests say you can or not 
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)M OF THE STEVENS HOTEL ON WEDNESDAY NIGHT, SEPTEMBER 29 


was followed on 

y Homer Smith, di- 
x<iuct Information 
marks appear under 
e distributors divi- 


Smith’s detailed 

his proposed pro- 

i division members 

Private Dining Room 

business meeting 
)fficers 


OFFICE APPLIANCES, November, 


Field Division Meeting 


Presided over by Dan MacDou- 
gall, Stationers Loose Leaf Com- 
pany, vice-president of the divi- 
sion, the traveling representatives 
of the nation’s office equipment 
manufacturers were called to or- 
der at 11 am. Art Pfister, Smead 
Manufacturing Company, was ap- 
pointed secretary for the meeting. 
The following members were re- 


1948 


ported ill and unable to attend 
the convention: 

Gene Mitchell, manufacturers’ 
representative. 

Matt Dimmitt, Wilson Jones Co 

Larry Pues, Joseph Dixon Cruci- 
ble Co. 

Sam Clayton, Koh-I-Noor Pencil 
Co. 

Ken Chase, Dennison Manufac- 
turing Co. 

It was moved and carried that 


21 








Leer Maw Fee he 




















appropriate “get well” messages 
be mailed to the ailing members. 

In making his report, Vice-pres- 
ident MacDougall announced that 
the membership of the division 
had increased from 317 on Sep- 
tember 15, 1947, to 362 as of Sep- 
tember 1, 1948. In order to expe- 
dite the handling of field division 
complaints, suggestions and other 
matters, all such business, he 
Stated, is now cleared through the 
vice-president’s office. He report- 
ed excellent co-operation between 
the field division and NSA officers. 

A hotel reservation card was 
presented by Pete Masterson, 
Acco Products, Inc., for consider- 
ation as a standard form by the 
division. After several suggestions 
for improvement, a motion was 
passed that some similar form be 
adopted. A change in annual dues 
of manufacturers’ representatives 
with more than one line was also 
passed by the meeting, reducing 
such dues from $30 to $15 per 
annum. All other members’ dues 
will remain as before. 

At this juncture, William Smith, 
Ace Fastener Corporation, dean 
of the nation’s stationery trav- 
elers, was asked to exhibit the new 
cane presented to him by Pete 


1. H. J. Kunkel, F. R. Martin and H. E. 
Gildea, Hoosier Desk Co.; EK. K. Chalmers; 
Guy Norman, Hoosier Desk Co. 


2. J. A. Donahue, Jack Clark, Leroy Plumley. 
Howard Jubenville, j. H. Asthalter and 
— E. Davidson, W. A. Sheaffer Pen 

°. 


3. President-Elect Jack Kendrick, Kendrick- 
Bellamy Staty. Co., Denver, Colo. 


4. George Sturm, Superior Marking Equip. 
Co., and Joseph L. Alvarez, Chestnut 
Office Equip. Co., Gainesville, Fia. 


5S. Bert Morris and Ben Rabant, Bert M. 
Morris Co.; Dick Healey. Santa Fe Book 
& Staty. Co., Santa Fe, N. Mex.; Mrs. 
Bostes tack McLennon, McLennon Pen Co., 
Chicago; Wally Jones and Fred Pitt, Bert 
M. Morris Co. 


6. Paul Lande, Ed Reuter, C. N. Murray. 
©. M. Wilson, Thomas G. Forbes and 
W. G. Hurdle, Mittag & Volger. Inc. 


7. R. D. Latsch, Latsch Bros., Inc., Lincoln, 
Nebr.: F. R. Nichols, Columbia Ribbon & 
Carbon Co., Inc.; Sidney S. Anderson, 
Latsch Bros., Inc.; S. A. Armstrong. H. N. 
Pehan and Henry B. Holmes, Columbia 
Ribbon & Carbon Mfg. Co., Inc. 


8. Jack Schafer, manufacturers’ representa- 
tive; James J. Walsh, State Office Supply 
Co., Columbus, Ohio: James Dryden, Re- 
deker & Dick, Inc., Cincinnati Ohio. 


9. Mrs. Lou Farber and Barney Alderson. 
factory representative, Los Angeles. Calif. 


10. Mr. and Mrs. C. R. Chamberlin, Cel-U- 
Dex Corp. 


ll. John Schuette. E. P. Hoffman and A. C. 
Lampkin, Invincible Metal Furniture Co. 


12. Charles E. Conger, Charles E. Davis and 
J. F. Kennedy. Trussell Mig. Co. 


13. Donald Rossin and George Herrnian, 
Master Addresser Co.; W. R. Kurth, Chi- 
cago. 

14. George Tapner. Industrial Tape Corp.: 
E. J. Lessard, Lessard Ptg. & Stat. Co.. 
St. Louis. Mo.; E. W. Brick and Jack Tenz. 
Industrial Tape Corp. 

15. Mrs. L. Craig Jackson, C. L. Downey Co.. 
and Mrs. Eric J. Seaich, Erich J. Secich 
Co., Salt Lake City. Utah. 
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OFFICES AND GOVERNORS OF NSA FOR 1948-1949.—This 
picture was taken at the initial meeting of the new board of 
control on Thursday morning following the close of the con- 
vention. Clockwise around the table beginning at the upper 
left: Al Osborn, Tacoma Supply Co., Tacoma, Wash., gover- 
nor, Dist. No. 11; Dorothy Lehman, NSA staff; Paul Burbank, 
general manager; Gordon Kickels, C. L. Barkley & Co., vice- 
president, field division; L. R. (Jack) Kendrick, Kendrick-Bel- 
lamy Staty. Co., Denver, Colo., president: E. R. Manning, Na- 
tional Brief Case Mfg. Co., vice-president. manufacturers 
division; E. R. Kochheiser, Charles Ritter Co., Mansfield, Ohio, 
vice-president, distributors division; Rose Cushman, assistant 
to the general manager; Arthur Walker, Farnham Staty. & 
School Supply Co., Minneapolis, Minn., past-president; Wood- 
son Waddy, Everett Waddey Co., Richmond, Va., past-presi- 
dent: Fred Downs, Downs-Randolph Co., Tulsa, Okla., im- 
mediate past-president; R. D. Latsch, Latsch Brothers, Lincoln, 
Nebr., past-president: James E. Gaffaney, Gaffaney’s Office 
Specialties Co., Fargo, N. D., governor, Dist. No. 7; A. R. 
Maish, Dennison Mfg. Co., executive committee member; 


' 


Hoffman, Smead Manufacturing 
Company, in honor of his ap- 
proaching eightieth birthday on 
October 26 

President Fred Downs was then 
introduced the members and 
spoke briefly about his experiences 
as president, adding that he wel- man. 
comed the chance to complete his 
term and again become “just one 
of the bo} Herb Walsh, Ace 
Fastener Corporation, a traveler 
who, as general chairman, had the 
task of over-all plan- 
convention, was asked 
d receive the appreci- 
ative applause of his fellow mem- 


nr 14 ‘ . 
Proaigiou 
i e 4 
ning of tne 


to stand an 


OFFICE APPLIANCES, November, 1948 


The meeting closed with the 
annual election of officers, Gordon 
Kickels, C. L. Barkley & Company, 
being elected chairman and vice- 
president, and Jack Clark, W. A. 
Sheaffer Pen Company, being 
named to the post of vice-chair- 


Manufacturers’ Executive Session 


After the members of the field 
division had withdrawn to another 
room for their annual meeting, 
the manufacturers continued in 
session under Vice-president Jo- 
nas. Prior to a general discussion 
of problems, Paul Buckwalter, Na- 
bers tional Blank Book Company, gave 





Courtney F. Bird, M. T. Bird & Co., Boston, Mass., governor. 
Dist. No. 1; Arthur D. Hubert, Jr., John H. Harland Co., Atlanta, 
Ga., governor, Dist. No. 4; Earl Scott, Bauman Office Equip- 
ment Co., Wichita, Kans., governor, Dist. No. 8; E. A. Petersen- 
Associated Stationers, Inc., Oakland, Calif., governor, Dist. 
No. 12; Kenneth C. Heinrich, Heinrich-Seibold Staty. Co.., 
Rochester, N. Y., governor, Dist. No. 2; P. J. Picknell, Haines 
& Essick Co., Decatur, Ill., governor, Dist. No. 6. Members of 
the board not present when the picture was taken: Zac Smith. 
Zac Smith Staty. Co., Birmingham, Ala., vice-chairman, dis- 
tributors divigion; Paul Buckwalter, National Blank Book Co.., 
vice-chairman, manufacturers division; Jack Clark, W. A. 
Sheaffer Pen Co., vice-chairman, field division; J. C. Runnels, 
Commercial Furniture Co., Washington, D. C., governor, Dist. 
No. 3; William B. Gregory IL W. B. Gregory & Son, Inc., Detroit, 
Mich., governor. Dist. No. 5; George W. Rollosson, George W. 
Rollosson & Son, Crowley. La., governor, Dist. No. 9; William 
C. Mason III, Out West Prtg. & Staty. Co., Colorado Springs, 
Colo., governor, Dist. No. 10; J. S. Libien, Libien Press, Inc., 
New York, N. Y., governor, Dist. No. 13; R. A. Thomas, Grimes- 
Stassforth Co., Los Angeles, Calif., governor, Dist No. 14. 


one of his interesting and infor- 
mative addresses. His topic was 
“Marketing in 1948.” 

Because pressure is constantly 
being exerted downward on prices 
and upward on costs, Mr. Buck- 
walter pointed to the inevitable 
squeeze on distribution costs. In 
order to get facts on the situation, 
several manufacturers in the of- 
fice equipment and supply field 
were surveyed concerning distri- 
bution costs in the past 20 years. 
In 1928, it was 10 per cent of the 
sales dollar; in 1933 it was 12.5 
percent. By 1944 it had gone down 
to 6.9 and in 1948 it was running 
8.7 per cent. Despite this good 
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record, strong pressure is still be- 
ing exerted to “reduce distribution 
costs.” 

Analysis of several factors seems 
to indicate that about the only 
way to do this is to increase sell- 
ing effectiveness. Some ways to 
accomplish the objective are: 1 
Eliminate slow or dead items. 2 
Make advertising and promotion 
better. 3. Increase efficiency of 
men in field. 4. Assign somebody 
tc dig up marketing facts, and 
then face the facts in order to 
plan more effective sales activity 
5. Sell marketing facts to sales 
Staff. 6. Don’t salesmanage on a 
“hunch” basis; get and use facts 


President Fred Downs and Gen- 
eral Manager Paul Burbank spoke 
briefly and then the meeting was 
thrown open for discussion of 
matters of current interest. A 
number of suggestions were made 
anent exhibit hours and then some 
time was given to consideration 
of the implications of the Rob 
inson-Patman Act in relation to 


prices and discounts in the com- 
mercial stationery industry. By 
common consent it was decided to 
recommend to the NSA headquar- 
ters office that a committee be 
appointed to study the problem 

As a final action of the session, 
Ed Manning, National Brief Case 
Manufacturing Company, was 
elected chairman of the manufac- 
turers division and vice-president 
of NSA, and Paul Buckwalter, Na- 
tional Blank Book Company, was 
chosen vice-chairman of the divi- 
sion 


TUESDAY AFTERNOON, 
SEPTEMBER 28 


Following the Tuesday luncheon, 
General Manager Burbank intro- 
duced R. A. Jonas, Jr., Oxford Fil- 
ing Supply Company, vice-presi- 
dent, manufacturers division, who 
presented Herbert W. Adkins, vice- 
president, Yahr-Lange, Inc., Mil- 
waukee, Wis., talking on the sub- 
ject, “The Three Dragons Facing 
Business.” Naming the three 








dragons as inflation, taxation and 
production, he defined inflation as 
a condition existing when the flow 
of money far exceeds the flow of 
goods. Citing the actual economic 
situation, he pointed out that 
labor costs have increased the 
standard of living 20 per cent, but 
at the same time production has 
increased a mere six per cent. The 
answer, he insisted, lies in selling 
—America’s secret weapon. He 
closed by advising his listeners 
that the only consistent method of 
outselling competition lies in out- 
serving that competition. 


Valuable Merchandising Tips 


The second topic of the after- 
noon, “Better Selling,” was ably 
handled by Carl V. Haecker, sales 
promotion manager, Butler Broth- 
ers, Chicago, who opened his talk 
by reminding his audience that 
sound principles of sales promo- 
tion still apply, but at an increased 
tempo. Basic principles of distri- 
bution, he said, involve bringing 





PLACES OF INTEREST AT THE CONVENTION 3. NSA ladies boarding one of the six or seven buses which took 


them on a sightseeing tour on Wednesday aiternoon. 


1. Interested dealers inspecting the advertising entries for the Clegg 
Trophy contest. 
2. One a the less active moments ait the registration desk. 
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4. General Manager Paul Burbank’s daughter, Betty, 
desk where banquet and golf tickets were obtaine 


genes at the 
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merchandise to the customer, and 
bringing the customer to the mer- 
‘handise. The latter category he 
livided into four basic factors— 
aggressive merchandise, aggressive 
advertising, aggressive windows 
sive interiors. Each of 

‘ke down further by 

use of charts and 

Similar detailed expla- 

s of customers, inte- 

store arrangement 

ind window lighting 
were made In summarizing, he 
pointed out that the merchant 
nust analyze his trade, know his 
ustomers’ buying power, be aware 
that women buy the preponder- 
unce of merchandise sold. Our 
vindows, he concluded, can stop 
but 20 per cent of the passers-by, 
adding that 80 per cent of the 
pedestrian traffic passes in three 
econds. This, he concluded, dem- 
nstrates the importance of hav- 
ing inte! ing, traffic-stopping 


windows 








Carney Turns On Heat 


rhe losing speaker on the 
Tuesday program was Ralph Car- 
ney, sales manager, The Coleman 
Company, Inc., Wichita, Kans., 
ive the most animated, 





who gi 


rapid-fire discourse of the three- 
day meeting. In opening his sub- 


ject The Man Who Sells,” he 


Some of the St. Louis visitors. Seated: 
William hmiederer, Buxton & Skinner 
Prig. a Staty. Co.; Alex J. Martens, 
Shallcross Prtg. & Staty. Co.; Walter 
Ruedy. S. G. Adams Co.; Robert R. Com- 
fort Prig. & Staty Co. Standing: Lynn 
Poston and Harley J. Wantz, Skinner & 
Kennedy Staty. Co.; Harold D. Duffy. S. 
G. Adams Co.; Izzy Voda, Wallace, Pen- 
cil Co.; W. C. Wehle, S. G. Adams Co.; 
Chester A. Kennedy. Wm. J. Kennedy 
Staty. Co.; St. Louis, Mo. 

Bill Smith. Ace Fastener Corp., with cane 
presented by Pete Hoffman, Smead Mfg. 
Co. 

Edward H. Mosler, Jr., Mosler Safe Co. 


Seated: A. B. Gustafson, A & E Supply 
Co., Duluth, Minn.; Dan MacDougall, Sta 
tioners Loose Leal Co.; Leonard B. Wil- 
cox, Roberts Prtg. & Staty. Co., Hutchin- 
son, Kans Standin : Henry Corson, Com- 
mercial Prig. Co., Pine Bluff, Ark.; Hugh 
D. Alexander, W. H. Kistler Staty. Co., 
Denver: George R. Celusta. A & E Supply 
Co.; Lynn Poston, Skinner & Kennedy 
Staty. Ceo St. Louis. 
Decatur Delegation in the Faries Mig. Co. 
booth Betty Donaldson, Rozella Hen- 
dricks, Alma and Lois Leschewski, P. G. 
Picknell, Haines & Essick, Decatur, Ill., 
and an unidentified visitor. 
Andy Barber, Ohio Chair Co. 
H. U. Bittman, A. W. Faber-Castell Pencil 
Co.,. Inc 
Seated: R. B. Williams, Mrs. I. R. Cornish, 
Harvey Rockwell. Mrs. F. C. Williams 
and E. W. Murphy, Yawman and Erbe 
C Standing: L. W. Hamm, The 
Fargo, N. Dak.; J. H. Tal- 
wman and Erbe Mig. Co.; L. 
Summers Staty. Co., Cald- 
Ike Cornish, F. C. (Chet) 
Williams d Roy Elein, Yawman and 
Erbe Mig. Cc 
Fred Ridge, Ridge Office Supply Co., 
Louisville, Ky.:; Baul J. Reinke, Jennie 
Zachs, Harold R. Reinke and H. Finkel- . 
yo 











stein, C-Thru Ruler Co. 
Lou Koloner. Jasper Chair Co. 
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pointed out that there are no new 
fundamentals, that people must 
still persuade others to buy. De- 
ploring the present lack of really 
good salesmen, he stated that 80 
per cent of the people behind 
counters weren’t there in 1940. Ten 
full years, 1939 to 1949, have been 
a decadent period without any 
real selling, with the experienced 
salesmen, like athletes, being woe- 
fully out of condition. Looking 
ahead, he insisted that new goods 
now coming on the market will 
require new knowledge and new 
techniques of selling. He gave a 
dramatic demonstration of the 
Coleman stove, specially developed 
for the U. S. Army, and suddenly 
shut off the valve, clapped on the 
lid and tossed the device far into 
the audience, where it was caught 
by an alert listener. Price-cutting 
is not the answer to competition, 
he said, but it’s going to take some 
sheer, hard work on the part of 
selling forces. To emphasize his 
point, he closed with an apt quo- 
tation from Genesis: “By the 
sweat of thy brow shalt thou 
earn thy bread.” 

The final activity of the Tues- 





l. President-elect L. R. (Jack) Kendrick re- 
ceiving the gavel from Immediate Past- 
president Fred Downs. 

2. T. L. Miller, E. W. A. Rowles Co., W. 5. 

Dunlop, Tri-City Olfice Supply Co.. 

Geneva, Ill.; W. R. Sprenger. E. W. A. 

Rowles Co.; Nelson Waters, Potomac En- 

gineering Co., Chicago. 

C. L. Link, Weldon Roberts Rubber Co.; 

Walter Reudy. S. G. Adams Co., St. Louis, 

Mo.; Al. Barten, Shallcross Prig. & Staty. 

Co., St. Louis, Mo.; Billie Schmiederer, 

Buxton & Skinner Prig. & Staty. Co., St. 

Louis, Mo.; Larry Schubert, South Bend. 

Ind. 

4. S. Flatau, Nell Lee Litvak, Jack Linsky, 
M. G. Patterson, Emory Lowry. Earl Prent- 
zel, Speed Products Co. 

5. D. W. Sharpe, R. C. Schmutzler, E. L. Mc- 
Cusker and H. P. Venet. Rayburn Mig. 
Co., Inc. 

6. Paul Buckwalter, National Blank Book Co., 
new vice-chairman of the manufacturers 
division of NSA, and Ed Manning. Na- 
tional Brief Case Co., new vice-president 
of the manufacturers division. 

7. Dan MacDougall. Stationers Loose Leaf 
Co., retiring vice-president. NSA field 
division; Gordon Kickels, C. L. Barkley 
Co., vice-president-elect, field division: 
Jack Clark, W. A. Sheaffer Pen Co., vice- 
chairman field division. 

8. H. Tipton, Pat Varner and Frank Groham. 
Louis Melind Co.; J. Nelson Shepherd. 
Midwest-Beach Co., Sioux Falls. S. Dak.; 
Ed B. Henschel and Lee Mathison, Loui; 
Melind Co. 

9. Jack Luke, Sengbusch Self-Closing Ink- 
stand Co.; W. E. Byers, Byers Office 
Equip... Davenport. Iowa; Mr. and Mrs. 
A. F. Heinie Sengbusch; Fred G. Seng- 
busch Self-Closing Inkstand Co. 

10. Eugene Farrell. Lou Wingert and E. T. 
MacIntyre, Defiance Sales Corp.; Henry 
Guth, manufacturers’ representative. 

ll. R. G. Crossette, Eureka Specialty Prtg. 
Co.; H. F. Jones, Doubleday Bros. & Co., 
Kalamazoo, Mich.; F. A. Hauser, Eureka 
Specialty Prta. Co.; Donald B. Doubleday. 
Doubleday Bros. & Co.; J. F. Decker, 
Eureka Specialty Prig. Co. 

12. Bart Fulton and Miss Cheri, Butler 
Brothers. 

13. Mr. and Mrs. Gus Solomon, Cadillac O!- 
fice Equipment Co., Chicaqo. 

14. Seated: Mrs. B. Hirschtritt; Sig Rest Speed- 
O-Print Corp.: Mrs. Siq Rest. Standing: 
L. M. Hirschtritt; Morris I. Pickus, The 
Personnel Institute. 
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day afternoon session was the 
presentation of a proposed change 
in the bylaws, as described by 
President Downs. After consider- 
able discussion, the proposed 


lange, reducing the annual dues 
field members representing 
ore than one company from $30 
to $15, was put to a secret ballot 
te. The result of this vote, an- 
ounced Wednesday, was over- 


whelmingly favor of adoption 


WEDNESDAY, SEPTEMBER 29 


President Fred Downs presided 
for the final session of the con- 
vention, embracing attendance by 
ill divisions 

This closing program was high- 


hted by three speakers on the 
rt of sales leadership, personnel 


1. H. C. West. L. A. Schram, K. K. Ken and A. Levie, Royal Metal Safe & 


Mig. Co.: Marion Hillsberg, J. Hillsberg Safe Co., Syracuse, N. Y 
S. Naken, Sid Cowen, M., 


Irving Spear. W. 
Hecht. Royal Metal Mig. Co. 


selection and sales. The trio, each 
a member of the Sales Executives 
Club and in demand for conven- 
tion programs, was composed of 
Fen K. Doscher, vice-president in 
charge of sales, Lily-Tulip Cup 
Corporation, New York City; Mor- 
ris I. Pickus, president of The 
Personnel Institute, Inc., New York 
City; and Jack Lacy of Lacy Sales 
institute, Boston, Mass. 

Mr. Doscher challenged his lis- 
teners to ask themselves a “soul- 
searching” question: “Am I head- 
ing into a period of profitless sell- 
ing, or am I going to have the 
ability and skill to organize my 
selling forces to not only meet 
the challenge but hold my gains?” 

“Have we been selling?” he 
asked, answering. “No, we have 


eds and Joe 


2. W. C. Jaquin. Jaquin & Co., Peoria, Ill.; George Hanson, E. C. 6. Frank > 
P| 


Clifton, John D. 
Ryan & Williams, Inc., Buffalo, N 


Bill Dubler, Consolidated Wire Products 
Elmer Krumwiede 6 Associates, Chicago; Sam Leber, Consolidated 


egarty, Boorum & Pease Co.; Peter J. Murrett, 


Co.; Elmer Krumwiede. 


Wire Products Co.; Vern Wiberg and John Robinson, Elmer Krum- 8 <a Welle. Ck 
wiede & Associates; Charles Tager, Consolidated Wire Products ’ 2 = te 


Co 
4. Joe Burger. Art Steel Sales Corp.; 


mercial Staty. & Supply Co.. Chattanooga, 


Gaines Campbell. Com- 
Tenn.; Harry 


cca — hard, Victor f-> & 
ce pment Co 
Sate 6 feulement Co. 
Fidlar & Chambers Co., Davenport, lowa; Fred 
L. Richardson, The Office favioment Co., Benton Harbor. Mich.; 
Frank Cooper, Codo Mig. Cor 
7. Bill Riley and Pete Sava, 
Farber; Elmer Anderson, ao ne Co., Pasadena, 


arles 


Cloud. Minn.; 


been expediting.” 

Dramatically illustrating his 
talk with a series of charted 
“White Elephants,” Morris Pickus 
referred to these animals as peo- 
ple in the store staffs who have 
been neglected by management 
until they become sour and ineffi- 
cient. “Eighty-five per cent of the 
retailer’s success is having people 
in his store who can outthink and 
cutsell the competitors,” he as- 
serted. 


Difference Between Salesmen 


Final speaker of the 1948 con- 
vention program was Jack Lacy, 
discussing his favorite subject, 
“What Makes a Star Salesman 
Tick?” Discarding the lowering 
of costs as a road to increased net 





Don Abel, Abe! Stationers, Austin, Tex.; 
uipment Co.; H. J. Miller, Miller 
Piqua, Ohio; George EK. Desmond, Victor 


= A. Steger, St. Louis, Mo. 
erson. Riley & Sava, Chicago: Lou 
‘s Office Furniture, Chicago. 

oppelt & ne | W. A. Schariionber . Takoma 


. Kennedy, I. Brenner and G. M. Eraker. 
Charles on ii & Co., 
+: “een hop. St. 


Bernard ht. and Sherman Smith, The 
Ben Gerber, Charles Doppelt 


shutz, Art Steel Sales Corp.; Ruth Campbell, Dependable Mig. 3. a Perish. Gocer Bjorseth, E. L. Patelski and R. R. Bentson. 


Co.; Juan Orozco, Art Steel Sales Corp., 


5. W. Neill Stewart. Stewart Office Supply Co.. 
Skibbe, Victor Safe & Equipment Co.; 
. W. Barnes, 


Stewart Office Supply Co.:; 
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Havana, Cuba. 


Western Mig. 


Richard A. Buchanan. Mig. Co.; M. T 
Allan Murray, Victor Fa 


1948 


Dallas, Tex.: Roy C. 10. A. J. Natalie. a Industries; Gilbert Wasserman, Steel-Parts 
. Messelt, Mailing Shop & Olfice Supply Co., Gaget 
. Mont.; A. Baronti and G. Freytag. Steel Mig. 
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profit, he stated that the only 
efficacious method was to increase 
the volume of sales out of your 
present organization. Top sales- 
men, he stated, usually sell at 
least four times the volume at- 
tained by poorer groups. Three 
factors must be present in a 
Salesman’s makeup — technica! 
knowledge, willingness to work 
long hours, and good personality 

the latter by far the most impor 
tant. He described the differences 
between a poor, medium and star 
salesman, emphasizing that the 
chief difference is that the star 
salesman knows how to close a 
sale without a clash between his 
and the customer’s mind. The dif- 


ference in salesmen, he concluded, 
is the relative effect they can pro- 
duce in the mind of the prospect 
during an interview. 

Following Mr. Lacy’s talk, the 
various committee chairmen were 
called upon to report for their 
groups. The budget committee 
report was given by R. A. Maish 
Dennison Manufacturing Com- 
pany; the necrology committee 
report by William Greenleaf, Bain- 
bridge, Kimpton & Haupt, Inc.,; 
the resolutions committee report 
by R. A. Thomas, Grimes-Stass- 


forth Stationery Company, Los 
Angeles, Calif.; the credentials 
committee report by Ken Hein- 


rich, Heinrich-Seybold Stationery 





ana 


Company, Rochester, N. Y., 
the nominating committee report 
by Less Crowl, Blade Printing & 
Paper Company, Toledo, Ohio. A 
unanimous ballot was cast for the 


of officers. The 
president-elect, L. R. Kendrick, 
Kendrick - Bellamy Stationery 
Company, Denver, Colo., was then 
escorted to the platform, where 
he spoke briefly, acknowledging 
the honor and responsibility that 
his election incurred, and asking 
for the continued co-operation of 
all the association membership. 

The Forty-second Annual Con- 
vention of the National Stationers 
Association was then adjourned 
by General Manager Burbank 


proposed slate 


Entertainment Activities 


HE NSA CONVENTION had its 

lighter side along with the 
“strictly business” sections of the 
program. Variety featured the en- 
tertainment program including the 
annual banquet for more than 
2,000 in the Stevens Hotel gala 
style, the golf tournament at 
Olympia Fields, the round of social 
activities for nearly 500 women 
visitors, and the stage show-dance 
evening participated in by around 
3,000 on Tuesday evening. 

From the opening “Get-Ac- 
quainted” Breafast at the Stevens 
on Monday morning until the last 
dance at the annual banquet, the 
ladies found themselves indulging 
in a whirl of activities. For radio 
shows they had a choice of the 
“Hint Hunt” program, “Ladies Be 
Seated,” “Welcome Traveler” and 
Don McNeil’s “Breakfast Club.” 
They were entertained at a tea 
and fashion show in the Narcissus 
Room of Marshall Field & Com- 


BANQUET HIGHLIGHTS 
1. Immediate Past-President Fred Downs mak- 
his last speech as chief executive of 


2. General Manager Paul Burbank handling 
the Clegg Trophy. emblematic of first 
place in the contest for the best dealer 
advertising program of the year. to Bill 
Harris of the Ivan Allen-Marshall Co. At 
Mr. Harris’ right is Ivan Allen, Sr., and at 
his left. Ivan Allen. Jr. As advertising 
manager of his company, Mr. Harris was 
given the privilege of receiving the silver 
pies in person. 

. L. BR. Kendrick accepting the responsibility 
of guiding the destinies of NSA as presi- 
dent in 1948-49. 

4. Tom Pelly, Lowman & Hanford Co., Seattle, 

Wash., receiving the Charles Garvin award 
ven annually to the stationer judged as 
aving contributed the most to the industry 

in the past year. The presentation was 
made by General Manager Paul Burbank. 

5. NSA Past-President Less Crow! preparing 

the way with words for presentation of a 

bock of “Howdy” letters from friends 
throughout the industry to Immediate Past- 
ent F; Do 


wns. Mr. Downs pop- 
ularized Pils 


the word “Howdy” during 





6. 


pany, and at a luncheon in the 
Boulevard Room of the Stevens for 
an exclusive presentation of the 
ice spectacle, “Icecapers U.S.A.” 
As the stage show “Angel in the 
Wings” had closed out before the 
convention began, the committee 
arranged instead luncheon and 
entertainment at the glamorous 
Marine Dining Room of the Edge- 
water Beach Hotel, coupled with 
sightseeing tours before and after 
the luncheon. 

Distribution of prizes, the pre- 
sentation of corsages for the 
Edgewater Beach Hotel luncheon 
and the opportunity to see beauti- 
ful Marshall Field’s famed store 
all helped to make the Chicago 
visit of Milady NSA an exciting 


one. 
The ladies were not always alone 


term of office by using it every time he 
greeted stationers in assembly at regional! 
meetings last spring. 

Gener Manager Burbank handing the 
Charles Garvin Plaque to Zac Smith. Zac 
Smith Staty. Co.. Birmingham. Ala., gov- 
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in this convention whirl. They 
joined their husbands in the Tues- 
day night party, also participated 
in by many guests. This party and 
floor show in the Stevens Grand 
Ballroom was followed by dancing 
to the music of Ben Sharp and his 
10-piece orchestra. Included in the 
stage acts introduced by Bill Ro- 
binson as emcee were the stroliing 
musicians, the Biltmore Girls; 
songstress Julie Dawn; the Dor- 
othy Dorben Dancers; a musical 
novelty, The Ballantines; and 
other vaudeville acts. 

Ralph V. Maneval, A. W. Faber- 
Castell Pencil Company, was 
chairman of the ladies’ entertain- 
ment, assisted by Kenneth Hen- 
Gerson, Carter’s Ink Company, as 
co-chairman. Entertainment in 
general at the convention came 


ernor of District No. 4, as an award for 
heading the district which showed the 
greatest percentage increase in member- 
ship during the past year. The Hansell 
Trophy. at the right. was also given to 
Gov. ith to hold for one year. 
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HEAD TABLE FOLK AT THE ANNUAL BANQUET WEDNESDAY EVENING 


Ed Shelpman, Shelpman’s, Springfield, Mo., governor, District No. 
8: Mrs. Maynard Westring; Mrs. Harper Jamison; Stanley McGar. 


J. F. Malloy. Inc., Meriden, Conn., governor, District No. 1; 
Arthur Kenworthy. 

2. Paul E. Burbank, general manager of NSA. 

3. Mrs. R. A. Jonas, Jr.: Arthur Kenworth Serer Kenworthy 
Des Moines. Iowa, governor, District °. A. 


Dougall: Gordon Kickels, C. L. Barkley & Co., eR 
general convention committee and vice-president-elect, field divi- 


$10n. 


4. R. A. Thomas, Grimes-Stassforth Staty. Co., Los Angeles, Calif.. 
overnor, District No. 14; Mrs. C. R. Kendrick; J. S. Libien, Libien 
ieene, Inc., New York, N. Y.. governor, District No. 13; Mrs. Ken 


Heinrich 


5. Zac Smith, Zac Smith Staty. Co., Birmingham. Ala., governor, 
District No. 4; Rose Cushman, assistant to the general manager. 
NSA; J. C. Runnels, Commercial Office Furniture Co., Washington. 


D. C., governor, District No. 3; Mrs. R. A. Thomas. 


under the province of James B. 
Lynch, Browne-Morse Company, 
chairman, and J. Herbert Johnson, 
Wilson Jones Company, co-chair- 
man. R. A. Jonas, Jr., Oxford Fil- 


Cushman, who is now celebrating 
her twentieth anniversary as a 
member of the NSA staff. 

After a delectable dinner, Presi- 
dent Fred Downs gave his “swan 


ing Supply Company, headed the song” briefly and 


prize committee, assisted by E. R. 
Manning National Brief Case 
Company, as co-chairman. 

Golf on Thursday at Olympia 
Fields was arranged by Harry 
Balch, Quality Park Envelope 
Company, chairman, and Russell 
E. Ragan, American Pad & Paper 


Company, co-chairman. Complete 
story, plus pictures, appears else- 
where in this issue. 


The Annual Banuet 


Under the expert guidance of 
General Manager Burbank, master 
if ceremonies, the forty-second 


annual banquet began, as cus- 
tomary, with the great crowd of 


more than 2,000 singing “The Star 
Spangled Banner.” The program 
moved smoothly and rapidly. Mr. 


Burbank introduced head-table 
folk, paying special tribute to Rose 
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Then President-elect L. R. (Jack) 
Kendrick publicly accepted the re- 
sponsibilities that accompany “the 





PAUL BURBANK 


. D. A. MacDougall. Stationers Loose Leaf Co., Weo-gestee. 
field division; Mrs. L. R. Kendrick; R. A. Jonas, Jr.. Oxford ee | 
Supply Co., vice-president, manufacturers’ division; Mrs. F 
owns 


. C. BR. Kendrick, Kendrick-Bellamy Sta Co., Denver, bo men 


govemaet. District No. 10; Mrs. Gordon Ki cols; Maynard Wes 
id-City Stationers, Inc., Rockford, Ill., governor, District No. 
Mrs. Herbert. Walsh. 


. Fred Downs, Downs-Randolph Co., Tulsa, Okla.. NSA 


president: 
Mrs. Paul E. Burbank; L. R. Kendrick, Kendrick- Bellamy — 
Co., Denver, Colo., vice-president. distributors division 
president-elect. 


. Ken Heinrich, Heinrich-Siebold Staty. Co., Rochester, N. Y., gov- 


ernor, District No. 2; Mrs. Ed Shelpman; Harper Jamison, Harper 
Jamison, Stationer. McMinnville, Ore., governor, District No. 11. 


. Mrs. Horace Hammond; Herbert J. Walsh. Ace Fastener Corp.. 


chairman, general convention committee; Mrs. Stanley McGar. 


honor of being president of NSA.” 

Past-president L. 8S. Crowl was 
called on to make a special pre- 
sentation. Likening NSA to a busi- 
ness organization with each dealer 
member serving as a branch man- 
ager, Mr. Crowl gave a thick book 
of letters titled, “Howdy, Fred 
Downs, From Your Branch Man- 
agers to You.” Mr. Downs’ habit 
of starting his addresses at re- 
gional meetings with “Howdy,” in- 
spired the book’s title. In addition 
to the book, Mr. and Mrs. Downs 
were presented with a complete 
set of dining room furniture. Not 
being able to show the furniture 
itself, the committee arranged to 
have a picture taken, which was 
projected on a large screen in the 
banquet hall. Mr. Downs expressed 
his “Thank you” with deep emo- 
tion. 

The Hansell Trophy and the 
Charles Garvin Plaque went to Zac 
Smith, governor of District No. 4, 
for outstanding work in member- 
ship building. Second place was 
taken by Arthur Kenworthy, gov- 


impressively. 
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ernor of District No. 7. 

Awarding of the Clegg Pitcher 
for the best program of dealer ad- 
vertising was an event of special 
interest. Of the several entries, 
the committee finally selected that 
of the Ivan Allen-Marshall Com- 
pany, Atlanta, Ga., as the best. 
Responding to the call to come 
forward and receive the trophy 
were Ivan Allen, Sr., Ivan Allen, 
Jr., and Bill Harris, advertising 
manager. The Allens, father and 
son, appropriately felt that the 
award should be made to the man 
most responsible for the advertis- 
ing program that was given top 
recognition. 





FRED DOWNS 





The last special ceremony of the 
evening was the giving of the 
Charles Garvin award of $100 to 
Tom Pelly, Lowman & Hanford 
Company, Seattle, Wash., for “de- 
velopment of the best idea of the 
year for the industry.” Mr. Pelly’s 
“idea” had to do with budgetary 
control of dealers. 

Just before he declared the con- 
vention officially adjourned, Mr. 
Burbank quoted a poem about 
work and its great value in busi- 
nesses and associations. Then a 
center space in the hall was clear- 
ed and dancing enjoyed to the 
music of Jack Cavan and his Edge- 
water Beach orchestra. 


Over 200 Attend Pre-Convention Luncheon 


TH AN OVERFLOW CROWD numbering 203, the 

annual pre-convention kickoff luncheon unoffi- 
cially opened the 1948 NSA convention activities on 
Friday, September 24, in the West Room of the Sher- 
man Hotel, Chicago. The luncheon, an annual event, 
was sponsored by the Great Lakes Travelers Club. 


Chairman for the event was John Smythe, Geyer 
Publications, who, with his committeemen—Cort Horr, 
Horder’s, Inc.; Al Aigner, G. J. Aigner Co.; Ed William- 
son, Elmer Krumwiede & Associates, and Bob Kane, 
Eberhard Faber Pencil Company—kept the luncheon 
activities flowing smoothly. An innovation this year 
was the GLTC past presidents’ table, where 11 former 
helmsmen of the club were seated 


Chairman Smythe opened the luncheon speaking 
program by introducing Jim Lynch, Browne-Morse 
Company, GLTC president, who functioned as master 
of ceremonies for the event. Mr. Lynch then intro- 
duced all the founders of the club who were present 
Less Crowl, Blade Printing & Paper Company, Toledo, 
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Ohio, immediate past president of NSA, and Dan Mac- 
Dougall, Stationers Loose Leaf Company, chairman of 
the field division, were then introduced, each speaking 
briefly. 

After presenting all guests at the speakers’ table, 
Mr. Lynch introduced Fred Downs, Downs-Randolph 
Company, president of NSA, who stated that the 1948 
convention was expected to exceed anything in the 
past, and emphasized that not he, but the various 
planning committees, should receive the credit for 
the success of the annual meeting. 

Closing speaker of the meeting was General Manager 
Paul Burbank, who stated that the planning for this 
year’s convention was all completed, but asked all 
registrants to assume a personal responsibility in help- 
ing to make the convention and exhibit an unqualified 
success. 

Following adjournment at 2 Pp. m., a number of those 
present remained to renew acquaintances and make 
new friends among the early arrivals for the annual 
convention. 
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DEALERS AND MANUFACTURERS MINGLE AT OvENING OF EXHIBIT HALL, SUNDAY, SEPT. 26 


William Siebold. Heinrich-Siebold Stat > 

, . . ” Osgood. Osgood & Ott 
. Dearborn, Mich.; R. Auld, —_ ——— Capers 
. , Osgood & Ott Office S 
Art Jansky. S. D. Wonders, 
h Hilburn, Nell Lee Litvak, M. G. Patterson. 
and Tom Seward, Speed Products Co. 
Lawrence Levine. Albert McLane and Albert Harris, 
] ; Edith Bobbitt and John 
., Cincinnati, Ohio; L. L. Whitney, 
ob) Lewis. A. B. Stoeckel, 
. M. Hitchcock, Ralph Maish, Andy M 


Jane Quinn (the 


. Kenny. Carl L. 
eliance Pencil Co. 
Frank H. Davis, yo Sor 


Hanson-Flotte Co., 
Bankers Box Co.; 
Washington. D. C.3 
: J. A. Stewart. Associated |, tt Oakland, 
- Wade Land, C. G. 
Washingtoa. D. C.; H. L. Fellowes, Bankers Box 
: E. A. Petersen, Associated Stationers, 
Bankers Box Co. 

Pomerantz and Lester Pomerantz, A. Pomerantz & 
Goldsmith Bros., 


Joseph Sms Runnels, Commercial 


Office Fur niture Co.. R. Curtiss, Neva- 


Bankers Box Co.; 
Oakland, Calif.; Folger 


New York, N. Y.; 
N. Y.; Ben Wachtel, Parker Pen Co.; 
H. P. Nutley. Parker Pen Co. 
. Federal Office Equipment Co., St. Louis. Mo.; 
Hal Reynolds. manufacturers’ 


t, A. Pomerantz & Co.; 


Alma Desk Co.; 
: Joe Wallace, manufacturers’ 
Doten., Doten-Dunton Desk 


Charles Hayworth, 


Ima Desk Co.; Mr. 
Federal Office Equipment Co.; F. 
E. V. Slack, Myrtle Desk Co.; J 
representative: Tom Pitts, 


Boling. High ot 
lyttle Desk 
t and Thomas F. Hancock, Richard Best Pencil Co.; 


Bending & Chair Co.; 
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W. Cheney. Southworth Co., Springfield, Mass.; H. M. Heath and 
Dan J. Consodine, Richard Best Pencil Co. 

. W._W. Sprout and Roy Cramer, Jr., Cramer Posture Chair Co.; 

S. Polonsky. Atlas Stationery Co., Los Angeles, Calif.; Cal Long, 

Cramer Posture Chair Co.; P. Kent, L. P. Kent & Co., Washing- 

ton, D. C.; R. A. Wagner, R. A. Cramer and Walter Keller, Cramer 

Posture Chair Co.; W. H. Oehmler, W. H. Oehmler & Associates, 

Pittsburgh. Pa. 

' Rey L. Wood, Esterbrook pon Co.; Gordon \ posses. Morris Santed 
. Cedar Rapids, Iowa; ea P 4 G. Lashbrook. H. W. 

—— Esterbrook Pen Co.; Heise W. E. Harms, Business 


Equipment Co., Peoria. IIl.; k Mi. Graf, Esterbrook, ‘= Co.: Dick 
Herrmann, Carl Herrman Co., Green Bay. F. W. Wolsten- 
croft, Esterbrook Pen Co.; E. V. Crone, woes Bradley, Busi- 


ness Equipment Co., Harold F. Blum, Esterbrook Pen Co. 

. Ed Ekstrom, Al Anderson, Burgess, Anderson & Tait, Zion, Ill.; 
Woodrow Svoboda. S. E. Johnson Co., Racine Furniture Co.; 
Arthur Heyer, T. R. Heyer, John Opager, Irving Pabich.. Charles 
Lee, Heyer Co 

. Robert Landgraff, Mrs. E. L. Thompson, Bob Overend, Mr. and 
Mrs. Carl M. Schutz and E. L. Thompson, Eagle Pencil Co., Mrs. 
George Constantine, Palace Office Supply Co., Tulsa, Okla.; 
Fred Schoen. Eagle Pencil Co. 

-. Joe Taten and Ambrose Kolby, Cooks’ Inc.; Dour Carroll, Tem 

& Carroll, Galesburg. Ill.; M. 3 og R. Baggs. Char ro 
B. Cook and John ek, Cooks’ 

. R. A. (Dick) Wagner, R. A. (Dick) “Ween: Office uipment, 
San Angelo, Tex.; Al Eisemann. Maverick-Clarke Litho . San 
Antonio, Tex.; J. D. Pryor, Wilson Jones Co.; Walter Hanson, 
efferson Stationers. Springfield. [ll.; William C. Niesen, Wilson 
ones Co., D. Bence, James Willard and Harold Brown, Jetier- 
son X44, Joseph Simmer and A. C. ~~ Wilson Jones 
Co.s D. C. Murray. Hampton Printing Co ndianapolis, Ind.; 
Herb Johnson. Wilson Jones Co. 
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Strauch Repeats As Low Gross 
Winner at NSA Tournament 


HREATENING WEATHER, promising a heavy rain 

which never materialized, was responsible for hold- 
ing down the 1948 NSA golf tournament attendance 
to a figure far below that of preceding years. Only 99 
players, about 25 less than in 1947, showed up for golf 
at Olympia Fields, traditional home of NSA tourna- 
ments, on Thursday, September 30, with an additional 
18 arriving in time for dinner. 

The course, as in previous years, was in good condi- 
tion, though some of the scores turned in attested the 
fact that many of the players weren’t. Following the 
completion of 18 wearying holes, most of the players 
retired to the locker room for a pre-dinner session of 
elbow-bending. 

Piece de resistance at the seven o’clock dinner was 
roast beef, with all the accompanying trimmin’s, fol- 
lowing which the golf committee took over the matter 
of prize distribution. Departing from past practices, 
low net winners this year were determined on a blind 
bogey system. Eight “blind” numbers between 75 and 
90 were picked, with prizes going to those whose net 
scores coincided with these numbers. 

Low gross, as in last year’s matches, went to Paul 
Strauch, Kessler Office Supplies, Grand Rapids, Mich., 
whose sparkling 73 awarded him a portable radio and 
permitted him to retain the GLTC cup for another 
year. First low net, carrying with it a Transoceanic 
Zenith short wave radio, was won by Harry Masse, 
Stuebe Printing & Binding Company, Green Bay, Wis., 
with the following three top prizes going to Joe Meyer, 
Standard Office Supply, Pittsburgh, Pa.; F. Glarner, 
guest, and J. M. Dollens, Eberhard Faber Pencil 
Company. 

Among the guests who spoke briefly at the golf din- 
ner were H. E. Peterson, president of Olympia Fields; 
Ed Manning, National Brief Case Company, vice-presi- 
dent of the manufacturers’ division; Herb Walsh, Ace 
Fastener Corporation, 1948 general convention chair- 
man; Maynard Westring, Mid City Stationers, Inc., 
Rockford, Ill., past governor of District No. 6; Fred 
Downs, Downs-Randolph Company, Tulsa, Okla., im- 
mediate past president; Jack Kendrick, Kendrick- 
Bellamy Stationery Company, Denver, Colo., NSA pres- 
ident-elect, and Paul Burbank, NSA general manager. 

The golf committee responsible for the success of 
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the tournament was comprised of Harry Balch, Quality 
Park Envelope Company, chairman; Rus Ragan, Amer- 
ican Pad & Paper Company, co-chairman; A. M. 
(Benny) Allen, American Lead Pencil Company; W. J. 
Boyd, Acco Products, Inc.; Ray Eichenlaub Service 
Steel Products Corporation; J. B. Hardison, Modern 
Stationer; John Smythe, Geyer Publications; G. O. 
Stevens, Stevens, Maloney & Company, Chicago, and 
George Tapner, Industrial Tape Corporation 





AT THE NSA GOLF DINNER, OLYMPIA FIELDS 


l. P. Strauch, Kessler Office Supply. Grand Rapids, Mich.. 
with the clock-radio he received for his sparkling 73 gross. 

2. Low gross winner, Harry Masse, Stuebe Binding & Ptg. 
Co., Green Bay, Wis., with his Zenith Transoceanic short 
wave radio. 

3. The golf committee—George Tapner, Industrial Tape 
Corp.; John Smythe, Geyer Publications; Harry Balch. 
chairman, Quality Park Envelope Co.; Russ Ragan, co 
chairman, American Pad & Paper Co.; Brown Hardison. 
Modern Stationer. 

4. NSA officials relax for the first time in four days. Paul 
Burbank, NSA general manager. passes a carefree word 
with past-president Fred Downs, Downs-Randolph Co., 
Tulsa, Okla., (left) and President-elect L. R. Kendrick, 
Kendrick-Bellamy Staty. Co., Denver, Colo. At right (back- 
ground) Herb Walsh, Ace Fastener Corp., general con- 
vention chairman, talks it over with Dan MacDougall. 
Stationers Loose Leaf Co., retiring head of the field 
division. 
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GOLFERS ENJOY FINE WEATHER FOR CLOSING NSA EVENT AT OLYMPIA FIELDS 


Frank Morse. Jr.. Browne-Morse Co.; Paul Strauch, Kessler Office 
Supply, Grand Rapids, Mich.; Dick Graff and Bill Lashbrook. both 
of Esterbr Pen Co. 


ok 


Walter Kane. National Blank Book Co.; H. J. Stephens, Associated 
Stationers Supply Co.; Chief Moore, Goldsmith Book & Staty. Co.. 
Wichita, Kans 

Joe Meye Standard Office Supply. Pittsburgh, Pa.; William 
Clegg. Clegg Co.. San Antonio, Tex.; W. Diehl, Diehl Office 
Equipment Co., Columbus, Ohio; H. McPike, Weis Mig. Co. 
Clark Roland, Marshall-Jackson Co., Chicago; George Tapner. 
Industrial Tape Corp.; Harry Balch, Quality Park Envelope Co.; 
H. Wright Johnston, Sikes Co.,. Inc. 

Maynard Westring. Mid-City Stationers, Inc., Rockford, Ill.; Hy 
Linden, Ace Fastener Corp.; Roscoe Benge. Codo Mig. Corp.: Gene 
Walsh, Walsh Staty. Co., Chicago. 

Tom Gillice, Rockwell-Barnes Co.; E. Miller, Miller Office Supply 
Co., Piqua, Ohio; Ray Achtner, Office Staty. & Equip. Co.. 
Chicago; Charles Lee, Heyer Corp. 

F. A. Nash, Standard Office Supply. Pittsburgh. Pa.; M. W. Drake. 
Drake Shreveport, La.; Bob Reynell, Oxford Filing Supply Co.: 
James D. Headley, Headley Co., Seattle, Wash. 

W. J. Saunders, W. J. Saunders & Co., Inc., Chicago; Joe Sunder- 
land, Eversharp, Inc.; E. E. Long. Stevens, Maloney & Co. 
Chicage 

Maurice Long. Long Office Supply Co., Miami, Fla.; John Gilbert 
OFFICE APPLIANCES; Ted Caswell, F. S. Webster Co.; W. V 
Simons, Long Office Supply Co., Miami, Fila. 

Earl Collins and Fred Glarner, both of Rockwell-Barnes Co. 


E. H. Pinns, Binney & Smith Co.; L. L. Base, Beckley-Cardy Co.; 
George Fielding and H. J. MacNeill, beth of Binney & Smith Co. 


Ray Bate, Parker Co., Madison, Wis.; Harry Masse, Stuebe Bind. 
APPLIANCES. 


November, 1948 


13. 


21. 


22 


23. 


. W. L. Carlson, Wilson Jones Co.; 


ing & Ptg. Co.. Green Bay. Wis.; Bill Walther, Walther's Office 
Equip. Co., North Platte, Nebr.; Sid Anderson, Latsch Bros., Lin- 
coln, Nebr. 

Carl Little, Little's, Mt. Vernon, Ill.; Al Okerberg. Corry-James- 
town Mig. Corp. 


. O. BR. Snapp, OFFICE APPLIANCES; Parle Cooley, Bates Mig. Co.; 


Wayne Hall, Z C M I, Salt Lake City, Utah: Walter Lennartson. 
OFFICE APPLIANCES. 


. Tom Bulger, John Smythe and Don McAllister, all of Geyer Pub- 


lications; Wes Montpas. Park Sherman Co. 


- John and H. L. Fellowes. both of Bankers Box Co.; Ebenezer and 


Fred Wallace, both of Southern California Stati 


Calif. 


Los Angeles. 





W. E. Nubbs. Thomas 6 
Grayston Co., Minneapolis, Minn.; E. S. Erickson, Hibbing Office 
Supply Co., Hibbing. Minn. 


. C. F. Cody and Jack Cody. both of C. F. Cody Co., Dubuque. 


lowa; Harold Meidinger, Wilson Jones Co. 


. Russ Ragan and Douglas Allen. both of American Pad & Paper 


Co.; Ollie Stevens, Stevens, Maloney & Co., Chicago. 


. Dick Towne and Ray Hammond. both of National Blank Book Co.; 


C. J. Lee, Avery Adhesive Label Corp. 

Luke Brennan and John Amato, both of Sears, Roebuck & Co.: 
Ralph Maish, Dennison Mig. Co.; George Maines. A. C. McClurg 
& Co. 

Charles Kendrick. Kendrick-Bellamy Staty. Co.. Denver, Colo.: 
Earl Opie, Weber Costello Co.; Max Dollens and J. E. Love, both 
of Eberhard Faber Pencil Co. 

John Robinson, Elmer Krumwiede & Associates; Gordon Kickels. 
C. L. Barkley & Co.: Norm Bickel and Norbert Burgess. both o/ 
Sanford Ink Co. 
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12th NSA Manufacturers Exhibit 


217 Exhibitors Display Products—An 
Increase of |2!/> Per Cent Over 1947 


GAIN A NEW RECORD! Consistent with every 
A otner post-war exhibit at the annual convention 
of the National Stationers Association, the 12th Annual 
Exhibit scored a numerical increase—33 displays over 
that of the preceding year. Stated percentagewise, the 
gain amounts to 1212 per cent, more than 64 per cent 
over the 1946 figure. About two-thirds of the total 
number of manufacturers were assigned to the Exhibit 
Hall, the elevator foyers or the east corridor, the 
remainder, principally furniture and business ma- 
chines, being distributed throughout the fifth floor 
sample rooms. 

Exhibit hours, extending from Sunday through 
Thursday, were as follows: 


Sun.—10 A.M. to 9 P.M. Tues.—5 P.M. to 9 P.M. 
Mon.—9 A.M. to 12 Noon Wed.—1 P.M. to 6 P.M. 
4:30 P.M. to 10 P.M. Thurs.—9 A.M. to 12 Noon 


As in past exhibits, certain traditional features were 
maintained by a number of manufacturers. Coffee and 
doughnuts were distributed by the G. J. Aigner Com- 
pany, playing cards by the Bankers Box Company, 
orange and tomato juice by the Louis Meling Company, 
apples by Dennison Manufacturing Company, desk 
memo pads by the Eaton Paper Corporation, notebooks 
by Wilson Jones Company, staple removers by the 
E. H. Hotchkiss Company, candy canes by Industrial 
Tape Corporation, and pencils by the various manu- 
facturers in that field. 
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Sets New High 


To Ralph Maish, Dennison Manufacturing Company; 
Folger Fellowes, Bankers Box Company, and all the 
members of their hard-working exhibit hall commit- 
tee, goes well-deserved credit for the successful and 
orderly staging of the largest and most complete 
business equipment show in NSA history. 


DESCRIPTIONS OF EXHIBITS 
(Pictures on following pages) 


Acco Products, Inc., Odgensburg, N. Y.—Displayed was the related 
line of Acco punches and clamps, Accobind folders and Accopress binders, 
along with — J of the new sizes of Acco fasteners. A number of items 
for special applications were also shown. G. L. McEvoy, general manager, 
was in charge, assisted by a number of district representatives. 

Ace Fastener Corp., Chicago 13, Ill.—A representative showing of the 
company’s line of staplers, staples and staple removers was made. W. E. 
Smith, sales manager, was in charge, assisted by other sales personnel. 

Aome Visibie Records, inc., Chicago 3, ill.—The entire line of Acme 
visible record units was on display. Emphasis was on store merchandising 
of visible record equipment. D. R. Pinney, sales manager, was in 
attendance, assisted by sales personnel from the Chicago office. 

Aigner, G. J., Co., Chicago 7, Ill.—-As usual, the feature of this exhibit 
was doughnuts and coffee. On display was the Aico desk pad demon- 
strator, the Aico Grip counter merchandiser, and a Service Steel Products 
shelf unit with eight wing-panels and sliding drawers for displaying 
merchandise. Ample sales literature was also available. In attendance 
were G. J. Aigner, Al Aigner, C. W. Clemen and Joe Canzoneri. W. J. 
Dalton and Ray Eichenlaub were also on hand to explain the advertising 
helps and demonstration equipment. 

Allied Carbon & Ribbon Mfg. Corp., New York 13, N. Y¥.—A cabinet 
display featuring the new package for the patented metallic-back Flagship 
line of carbon papers. In charge were W. F. Hoefer, president; W. E 
Uradley, chairman of the board, and W. A. Wentworth, general sales 
inanager. 


SOME PRODUCTS EXHIBIT FEATURES 


1. Artist Lenn Redman sketching a visitor at the Weis Mig. Co. 
booth. A large number of conventionites were cartooned 
during the hours the exhibit hall was open. 

2. This Kisco display launched a new merchandising idea built 
around the term Koolie Kisco. Coolie hats were distributed 
at the Kisco booth. 

3. Wood Office Furniture Institute Pre-Election Poll.—Individuals 
were photographed shaking hands with their candidate. 
Later, prints were made and mailed to those pictured. 

4. Wood Office Furniture Institute’s Panel Displays of Wood 

Furniture Qualities. 









TURE INST- 


r Customers 





yoop oFFICE FURNE 


Hoderiaalion With foot Pays You... Pays You 















OFFICE APPLIANCES, November, 1948 








POPULAR CONVENTION REFRESHMENT CENTER.— 
One of the favorite hangouts and refreshment spots at 
the 1948 NSA convention in Chicago was the Justrite 


“hangover bar,” presided over by Miss Pat Varner and 
Miss Lee Mathison, two Chicago lovelies, who greeted 
everyone with cool orange juice, tomato juice or their 
favorite headache remedy. This is the second succes- 
sive year that “hangover bar” has been in the Louis 
Melind Co. booth, and promises to become a per- 
manent feature because of its unwaning popularity. 


All-Steel Equipment, Inc., Aurora, tt.—The exhibit featured 5000 Line 
filing equip! é rage cabinets, Unit-Robes, lockers and steel desks. 
The b oth “ er the direction of J. H. Hartman, field manager of the 
equipmer issisted by a number of branch office representatives. 

Alma Desk Co High Point, N. C.—Featuring Alma’s ‘“Standardizer” 

and base the new approved Softone finish established by the 
Institute. The 900 Series turned leg desk and the 
shown. In charge were Mrs. M. H. Barthmaier, 
president; Charles E. Hayworth, general manager, and J. C. Turner, sales 
anager ted by several field representatives. 

Amberg File & index Company, Kankakee, 1til.—Principal items on 
exhibit we plete line of filing supplies, including transfer cases 
ind metal t, a complete line of scrapbooks and albums, and 
brief covers and other loose leaf products. The 
supervision of Bert Amberg, president, and Gilbert 


100 Series w ‘ als 


presentat 
oth was 


W A mbe pre 


ident 
American Crayon Co., Sandusky, Ohio.—Featured were the company’s 
Cr ynex cra Pr . @ textile colors, Prang Dek-All for ceramic material 
caehien Olid Faithful juvenile story and craft books, and a new 
Hollywood self Oe book, “‘Beauty, Glamour and Personality.” 
Russell K. Over was in charge of the exhibit. 


-Featured was the new 
along with a general 
advertising manager, 


American Lead Pencil Company, Hoboken, IN. J. 
Venus hooded pe and Venus ‘“‘President’’ pen, 
ine of woodca Venus pencils. Len Hehner, 
was in charge sted by regional salesmen. 

American pad & Paper Co., Holyoke, Mass.—The Efficiency Line of 

ery manufactured by the company was displayed against 
background featuring a greatly enlarged legal ruled 
and college supplies, including loose leaf fillers, 
ross section pads and paper, and Wire-O note books were also shown 
Sales Manage |. J. Whalen was assisted by Russell E. Ragan and 
Douglas I. Allen, Chicago representatives. 

American Stencil Bee, Co., Denver 5, Colo.—Featured was the com 
pany’s new I neil, along with Zephyr water-soluble ink, Shooting 
Star film ste istic-back carbon, typewriter ribbons and duplicating 

ipplies. Bert E. Meer, Bert Buland, William Huston and Moe Aaron 
were in att 

American writing Paper Corp., Holyoke, 
exhibit of Eag boxed typewriter papers, 


mercial 
Ssiiver-and-g 


forated | school 


Mass.—In addition to an 
the company co-featured 


its new supplementary line of cut and wrapped papers. A giant replica 
if the Eagle-A box graphically demonstrated the typewriter line, sup- 
plemented marketing materials and dealer helps. R. F. 
Fortune and G. G. Olson, sales representatives, were in charge. 


Arrow Fastener Co., Inc., Brooklyn 6, N. ¥Y.—The company’s extensive 


tay taples and staple removers was on display. M. Abrams, 

esident; I f the factory sales department, and Otto James 
lloff representative, were in charge. 

Artistic ‘Desk Pad & Novelty Co., Bronx 63, N. Y.—Linoleum desk 

l pads esk trays, costumers, chair mats, clip and arch 

“ i fiber card index boxes, desk sets, photo albums and 


rap abo ks were show! Leon Jaffe, Bill Stein, Seymour Geller and Bill 
were featured Flexo 
Litemaster office and 


endance 
Chicago, {.—In this booth 


Art, “Specialty Co. 
i 5 lamps for factory or office, 


stituti na and Flexarm fluorescent desk lamps. Arthur and 
Robert Nater were in charge 
Art Steet Sales Corp., New York 63, N. Y.—Displayed was the Futura 
ment, storage cabinets and card cabinets, Multiple 
inior filing tems, Rotarian plastic letter trays, Tidy Desk-Masters, 
ash, bor : ff yoxes. Joseph Burger, president; Irving Levy, 
e-president ar ules manager, and Edward Bergman, executive vice 
esident, w sted by several regional representatives. 
, Associated Stationers Supply Co., Chicago 6, I.—This booth featured 
e e f the manufacturers distribution service provided 
Associated ffice supply dealers. Also featured was the World- 
W ide line of t ess forms for office, factory, traffic and general business 
purposes. Supervising the display was C. B. Horr, sales manager; and 
the following ules representatives: B. L. Beeler, A. C. Burton, H. M. 
Cooper, M. A lillon, W. T. Leineweber, H. J. Stephens, A. Spafford 
ind O. Doss 
Atlas Stencil Files Co., Cleveland 6, Ohio—Shown were Atlas stencil 
and Multilit file Swing-A-Tray desk trays, efficiency cabinets, and 
desk segregator K. C. Wallace, general manager, was assisted by 
W. E. Tabb, Jr., and K. J. Tabb of the sales department. 
OFFICE APPLIANCES, November, 1948 


Automatic it.—The com 


Pencil cuepene Co., Rockford, plete 
line was aw in addition to "the new Apsco electric eraser. 
Farrell, Frank Hughes and Joseph C. Strauss were present. 


Autopoint Company, Chicago 40, tll.Displayed were Autopoint gift 
sets, Autopoint pencils, the vari-purpose Autopoint Index, unique Auto- 
point Calendaire, handy Autopoint desk memo cases, Autopoint letter 
openers, and other specialties. In attendance were Messrs. Dressel, Bar 
rett, R. Johnson, Potter, Bosse and Placko. 


Avery Adhesive Label Monrovia, Calif.—Highlighted was the 
company’s line of Kum-Kleen a By a labels, in adit toe showing 
of die-cut labels, dumbbell-type labele and the new electric label dis- 
penser. C. J. Lee, Chicago manager, was in charge, assisted by James 
W. Wilson of the Chicago office. 


B-B Pen Co., Inc., Hollywood, Calif.—The full line of B-B poeket 
and purse ball-point pens, ball-point a —_ sete and cartridges was 
on display. In charge was Norman sales manager, assisted by 
Dutz Spiegelman, regional manager. 


Ba e, Kimpton & ym one Inc., New York 8 WN. Y¥.—Included in 
the B-K- display were Si ht lamps, Rite-Fit chair cushions, 
Merriam metal boxes, Hold-the-Phone, Dandy envelope sealers and 
Fiberok fiber baskets and receptacles. Melville G. Wheeler, vice-president 
and sales manager, was in charge of the display, assisted by Franklin 
K. Rising, Jr., C. Bill Putnam, illiam J. Schroder, Herbert H. Webh 
and Robert M. Lamson. Also present a portion of the time were 
Mortimer H. Chute, president and treasurer, and William H. Greenleaf, 
advertising manager. 


Bankers Box Co., Chicago 5, lil.—Five products—Liberty prefab wood 
shelving, Liberty storage box, Liberty storage binder, Liberty string binder 
and Liberty copyholder—were on display. Present were Harry L. Fellowes, 
president; W. J. Nickel, secretary-treasurer; Folger Fellowes, vice- 
president and sales manager, and John Fellowes, vice-president in charge 
of production. 


Bates Mfg. Co., New York 7, N. Y¥.—On display was the full line of 
Bates products, including numbering machines, staplers, perforators, 
Munkee stamp pads, eyeleters, eyelets, list finders, Dialists, Pressalists 
and telephone indexes. In charge were Charies Linn, New York office 
manager; Ralph Henriques, Philadelphia representative, and Parle Cooley, 
Chicago representative. 


Beckley-Cardy Co., C ,» .—Shown in this booth were the com- 
pany’s lines of portable blackboards, cork bulletin boards, blackboard 
erasers, Little Giant electric eraser cleaners and gelatine duplicating 
devices. 

Best, Richard, Pencil Co., Springfield, N. J.—Exhibited was the com- 
pany’s line of Futura, Royal Scot and Roncor pencils, water-soluble 
Vivichrome colored pencils, the inexpensive Lafayette and Yellowstone 
lines, Damascus drawing pencils and blueprint pencils in colors. Shown 
also were the new Futura rubber erasers. In attendance were A. H. Best 
and Harry M. Heath from the factory, Tom F. Hancock, southern repre- 
sentative, Dan Consodine, Chicago and midwestern representative, and 
Frank Rising, Pacific Coast representative. 


Binney & Smith Co., New York, N. Y¥.—Featured were the company’s 
Crayola crayons, Artista water colors, tempera paint, powder paint, 
Frescol, and the new art medium, Filexola paint. Also shown were 
Shaw finger paint, Gloama block printing ink, Anduseptic white and 
colored dustless crayons, Staonal marking crayons, and a number of 
other industrial crayons. H. J. MacNeill, manager of crayon division, 
was in charge, assisted by R. T. Gemmell, Philadelphia; George Fielding, 
Chicago, and Charles Rainier, Minneapolis. 

Blackbourn Systems, Inc., Minneapolis, Minn.—The company's extensive 
line of bookkeeping systems for more than 50 types of business, personal 
and home budget books, student budget books, and social security and 
payroll records were on — in the new wall and aisle display cabinets 
now available to stationers. In attedance were A. R. Blackbourn, presi- 


A. D. 


dent and general manager, and Bruce A. Blackbourn, vice-president. 

, N. ¥.—The extensive general line of 
In charge was Alvin 
Chicago B. 
J. W. Tamany, presi- 
were also present. 


Boorum & Pease Co., Brooklyn 
loose leaf and bound blank books was exhibited. 
R. Skibbe, 
& P. 
dent, and 


midwestern sales manager, assisted by C. H. Law, 
manager, and a group of regional salesmen. 
Jonald F. Marsh, executive vice-president, 





MAINTAINING THE AIGNER NSA TRADITION.—Three hun- 
dred gallons of coffee and 450 dozen doughnuts were served 
by the G. J. Aigner Co. during the recent NSA convention in 
upholding the Aigner tradition established years ago. The en- 
tire Aico line was shown, including convention and Christmas 
desk pads and telephone directory covers. New index and 
desk pad catalogs were also displayed for the first time. 
Shown in the photo are C. W. Cleman, G. J. Aigner Co.; E. J. 
Williamson, Elmer Krumwiede & Associates, Chicago; Mr. Ol- 
son, The Book Concern, Hancock, Mich.; G. J. Aigner; Arvella 
Larson; Mrs. Burns, Mrs. Yates and Mrs. Harris, all of Yates, 
Burns and Harris, Detroit, Mich.; Al Aigner, sales manager. 
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Bostitch, inc., Westerly, R. 1. Fe atured in this exhibit were the com 
a BS personal stapler, the BS desk stapler and the new Bostiteh 
nitialing kit for pesonalizing staplers The exhibit was in charge of 
Ralph O. Bierwirth, manager of Bostitch-Central, Chicago 

Browne-Morse Co., Muskegon, Mich...Shown was the Modern American 
line of equipment and filing supplies. L. M. Lowe, sales manager, was 
in charge. 

Business Efficiency Aids, Skokie, Ili.Central point of interest was 
the new Spin-Dex rotary-type file, in its modern 1948 design. In charge 
was E. A. Dahl, Sr., president assisted by E \ Dahl dt.. B { 
Elliott and R. G. Milne. 

C-Thru Ruler Co., Hartford, Conn. Exhibition consisted of ruling and 
drawing devices such as rulers, protractors, stencils, slide rules, naviga 
tional plotters, French curves, plastic adjustable T-squares, plastic yard 
sticks, lettering pens, fixed head T-squares, lettering guides, triangles, 
ellipses and computers. Those in attendance included Miss Jennie R 
Zachs, Herbert M. Finklestein, Harold P. Reinke, Carl W. Draper, Paul 
J. Reinke, J. Grossman and A. L. Marschall 

Cadillac Office Equipment, Chicago 24, tll._-Shown was the company's 
full line of Cadillac desks, rollaway files, typewriter stands, waste baskets, 
drawer trays, posting and sorting trays, and ecard files Gus Solomon of 
the sales division was in attendance 

Cardineli Corp., Montclair, N. J.—Displayed was a complete line of 
drafting equipment and drawing material, and office supplies such as ink 
eradicaters, stamp pad inks and adhesives. In charge of the exhibit was 
J. D. Cardinell, president, assisted by Ted Reichard, sales manager. 

Cariton Brief Case Corp., New York 3, N. Y¥.-A complete showing of 


the company’s line of brief cases, brief bags, zipper portfolios, ring 
binders and commercial secretary ses was made Albin Heldman, 
secretary-treasurer, and Henry David, sales representative, were in charge 

Carter’s ink Co., Boston, Mass... The company’s extensive line of 
carbon paper, typewriter ribbons, ink ind adhesives was on display 
K. H. Kiesel, Midwest district manager, and A. R. Waterbury, assistant 
Midwest district manager, were assisted by members of the Chicago 


sales department. 

Cel-U-Dex Corp., Brooklyn 1, N. Y.—-No merchandise was exhibited, 
but two rooms, complete with office equipment and secretarial service, 
were reserved for the convenience of conventioneers. C. A. Dickie, secre 
tary, was in attendance. 

Central Can Co., Chicago 8, Iil...The company’s line of cash and 
utility boxes was on display. Gordon B. Colby was in charge of the 
exhibit. 

Charvoz-Roos Corp., New York 3, N. Y.-Designed for drafting rooms, 
the Charvoz-Roos products on display included drawing sets, drawing 
instruments, slide rules, T-squares, triangles, protractors, French curves, 
isometric stencils, dimetric stencils and hatching stencils. J. G. Jackson 
and EK. J. McKenna, district managers, were in attendance 

Manufacturing Corp., Coraopolis, Pa.-A full line of ribbons 


and carbons for every purpose was shown, in addition to register rolls 
master units, duplicator fluid and cleansing cream An interesting guess 
ing contest, with prizes for closest guesses on the number of 8% x Il-inch 
sheets in a large continuous roll of carbon paper, was an added feature 


In charge was President F. 8S. Cooper, assisted by W. W. Lenz, Roscoe 
Benge and Charlies Cordray. 

Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, N. Y.—The 
Columbia display was based on the institutional slogan, “Brand Names 
That Really Sell." Various brand names in type styles and colors 
corresponding to packages were featured and a representative showing 
of merchandise was made. In attendance were Frank Nichols, president; 
Henry B. Holmes, vice-president; Ralph W. Graham, sales manager; 
John D. Edwards, asst. sales manager rT. G. Duggan, Chicago branch 
manager, and 8S. A. Armstrong, asst. Chicago branch manager 

Columbian Art Works, Milwaukee 9, Wis.An indirect-lighted, three 


dimensional display incorporated the deluxe line of Success calendars 
in a striking manner with the theme, The Choice of Smart Executives 
and Secretaries all Over America The company’s new 50,000-square 
foot factory was introduced as the hub of the map. In charge were 
T. W. Norris and Harry L. Short, vice-president and sales manager, 


respectively. 

Corp., Chicago, I1!.All-metal sand urns, circline fluorescent 
desk lamps and cardfiles were exhibited. S. J. Zagel, sales manager, 
was assisted by L. H. Wrobel and Virginia Wesner of the sales depart 
ment. 

Consolidated Wire Products Co., Inc., New York 12, WN. Y.—On 
display were 21 models of Mercury staplers and the company’s line of 
staples. Samuel Leber was in attendance 

Cooke & Cobb Co., Brooklyn 11, N. Y.—Displayed was the Favorite, 
line, including expanding envelopes, expanding files and desk classifiers 
Hlomer Weber was in charge. 

Cooke’, Inc., Camden, N. J.—Displayed were Ful-Vu systems for sta 
tionery display, and Ful-Vu photo albums. In attendance were Carl B 
Cook, president, and Manny Goldberg, Chicago representative. 

Corry-Jamestown Manufacturing Corporation, Corry, Pa.This booth 
contained a comprehensive showing of the company's post-war line of 
Steel-Age steel desks and steel filing cabinets. In charge of the exhibit 
was David A. Hillstrom, president and general manager; R. E. Larson 
vice-president in charge of sales; W. Bruce Ellsworth, manager stock 
sales; and Roy A. Edgren, vice-president Harold W. Edgren, Maurice 
Cowan and Henry Clark represented the company’s regional offices 

Cramer Posture Chair Co., Inc., Kansas City, Mo.—The Cramer display 
consisted of tubular steel and aluminum posture chairs for every seated 
worker. Roy A. Cramer, Jr., Walter T. Keller and Jack A. Lang repre 
sented the factory, assisted by T. J. Fox, Henry J turmeister,’ R. A 
Wagner, W. H. Oehmier, L. P. Kent, George Long, Alex Patterson, S. C 
McGee and Cal Long, sales representatives 

Cushman & Denison Mfg. Co., New York 11, N. Y.—A new product, 
the Cado paper fastener, was demonstrated Also featured were the 
Flo-Master Fountnbrush and inks, Ke-Master key filing systems, Punch 
less and Klutch Clip binders and L.E.B. binder clips. In attendance were 

E. Gooley, secretary, and D. L. Parke, advertising manager. 

Dennison Mfg. Co., Framingham, Mass...A gay, carnival atmosphere 
prevailed at the booth, where Dennison exhibited in a novel manner its 
home, school and office supplies. A unique and colorful carousel device 
was used to call attention to the vast market for Dennison goods As 
in past years, juicy McIntosh apples were presented to visitors In 


NSA PRODUCTS EXPOSITION 


1. Allied Carbon & Rib- 
bon Mig. Corp. 

2. All-Steel Equipment, 
Inc. 


. Dennison Mfg. Co. 
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attendance A Andy Maish, J 5S. Keir, H E. Gorton, F. H. Doris, 
K. S. Bullard, R. J. Mitchell, L. L. Dorsey, R. H. Lewis, A. B. Stoeckel, 

J. H. Bond, R. A. Maish, Jr., J. M., Hitcheock and E. P. Hayward 
Dependable Mfg. Co., Omaha 2, Nebr.On display were a dozen of 


the company t-selling furniture units, with emphasis on office pos 
ture eating In attendance were Ernest Frisell, president; Norman 
Nelson, secreta! Marvin Campbell, saies manager, and Una Nelson and 
Ruth Campt secretaries 

A. B. Dick Co., Chicago 6, t.—The dispiay was titled “Present News 
and Future V ‘ ind featured several models of the A. B. Dick 400 
Series mimeograpt A series of photos and drawings of the new A. B 
Dick plant at Niles, Ill, was also exhibited. Receiving visitors at the 
booth were Harry ¢ Anderson, vice-president in charge of sales; Jack 
Keadle, genet sles manager; T. T. Miller, George Marohn, Monty 


llinton, John Hanley and Bob Enright, regional sales managers. 
Diebold, inc Canton 2, Ohio—Shown were the complete Diebold 


line of systems products and fire-resistive equipment. Products included 
Lhe Tra-Dex vertical visible filing cabinet, Flex-Site Two-Way Shift 
binder, Multi-Flex rack and stand with five binders, motorized Cardineer 
otary card fil wd V-Line vertical visible trays. 8S. P. Flenniken, 
dealer sales nager, and sales representatives of the Chicago branch 


were prese 


Dighy Products, Ltd., White Plains, N.. Y¥.—Featured was an analine 


yed, top-gra ef bag in colors such as cherry red, ginger and sun tan 
Zipper ring " zipper envelopes and college banner books were also 
hown A. Harr president, was assisted by I. Lazev, secretary, and 
fom Seott thwestern representative 

Ditto, Inc., Chicago 12, O.—Featured were new and improved Ditto 
supply prod { H. Ward, dealer sales manager, was in charge 

Diversey. Machine Works, Inc., Chicago 7, ttl.Displaved were three 
types « Re pens—the Retractable, Petite and Director—as well as 
refills for the three models A three-pen writing machine showed the 

odels ‘i ntinuous operation for hours at a stretch. Pens were 
ompletely embled before visitors In charge were G. L. Hunt, 
president; E. G. Dowell, vice-president; and R. V. Schumacher. Frank 
“weetmalr Burt Gardner, district sales representatives. - 

Dixon, decegh, Crucible Co., Jersey City 3, N. J.—Included in the 
Dixon exhibit were Dixon pencil sharpeners, Eldorado, Best, Thinex and 
Anadel pen mber crayons, Dixon erasers, Ticonderoga writing 
pencils and allied items. The merchandise exhibit was supported by 
an exhibit of point-of-sale displays. Horace B. Van Dorn, vice-president, 
was in direct charge of the booth, assisted by John W. Henn, Joseph 
’. Templeton, ¢ P. Mueller, W. J. Becker, W. B. Allen and O. C 
Steele (retired \. | tergiund, R. W. Vater, W. Scott Purvis, Howard 
Cc. Chase, Clyde V. Byrd and T. H. Wright (Rite-Rite Mfg. Co.) 

Seton. inc., Newark, N. J.—On display were metal book ends, onvx 
b ends it he form of various birds and animals, ambrosia mint 
ileps, <¢ er whtrays, ice pails, and onyx pen sets with athletic 


res, de ‘ horses. J. J. Kuhn, salesman, was in charge 
“Bemore Chair Co., Inc., Elkhart, Ind.—Posture chairs in both executive 


ind = clerica le were shown The booth was in charge of H. 8 
Walcott, vice-president; T. L. Kornmann, and other members of the 
Domore sale rganization 

Doppeit, Charities, & Co., Chicago 16, it. The complete Doppelt line 
f ring binde portfolios, secretary cases, brief bags and catalog cases 
is shown, it idition to the recently-announced Dopp-Bilt Brief Master 
Murry J. Brenner, president, and G. M. Kraker, vice-president and sales 
nanager, were isted by George P. Wells and H. W. Kennedy, sales 


representatiy 
Downey, C. L., Co., Hannibal, Mo.—-An attractive exhibit, featuring 


echanically ng parts, created unusual interest. Shown was the 
tandard lit in-handling products, plus a new machine for im 
printing coin wrappers and billstraps after the coins or money have 
heen packag In attendance were President C. L. Downey. assisted 
by his daughter, Mrs. L. Craig Jackson; Paul Strebel, vice-president 
in charge f production; J. Robert Williams, warehouse supervisor, and 
Fred Linn, manager of the Cincinnati warehouse 

Eagie Pencil Co., Inc., New York 9, N. Y.—AIl pencils, penholders, 
steel pens, mechanical pencils, fountain pens, ball pens and other items 
manufacture I Eagle were shown. Present at the booth were Herman 
Price, vice-president and general manager; David Price, sales manager; 
Harold Seelig erchandise manager, Robert B. Overend, Chicago man 
wer; and é en H. G. Konnersman, Carl Schutz, E. L. (Tommy) 
Thompson, Ben Brohm, Fred Schoen, and Robert P. Landgraff 


Eaton Paper Corp., Pittsfield, Mass.—.0On display was the company's 
line of Berkshire typewriter papers, including Corrasable Bond and air 


mail specialtic for business use, Eaton's fine letter papers for social 
orrespondence Nascon Week-at-a-Glance products. In charge of 
the display were L. G. Morris, Frank Palmer, W. G. Oliver, Edward 
Rohrs an Harry Allen 

Engineering Manufacturing Co., Sheboygan, Wis.—Included in the Esco 
line of drafting drawing, artist, engineer and navigation equipment 
were drawing with transparent-edged parallel rules, drafting tables, 
I-squares, parallel rulers, triangles, compasses, dividers and pencil point 
rs. Supervising the booth were E. H. May, Peter McCoy and W. A 
Wen lland 

Esterbrook Pen Se., Camden, N. J.—-Merchandise which drew attention 
to the Es booth included Esterbrook fountain pens, Dip-Less 
writing sets, st« pens, lettering pens and art and drafting styles. A. G. 
Frost pres ent ind R N Wood, vice president in charge of sales, 


were in att 


Eureka -mcereren Printing Co., Scranton, Pa.—_Duplistickers, Mail Aids, 


ind TATCH re featured at the Eureka booth, in addition to new 
Kook-Pak styled s« s for every occasion and the new animal seals 
As has been | eka’s custom at the NSA convention, a bottle of Coca 
Cola was given t wh visitor. Those in attendance were Stanley V 
Linham, assistant tiles manager; Jack Decker, Al Knox, Eduardo Rihan, 
Felix Hause Bob Werner, R. G. Crossette and Mrs. L. M. Decker 

Ever meaty Calen:: ar Mfg. Co., Jersey City 3, N. J.—A full line of 
post-war cale were shown, both arch type and flat type, mounted on 
new injection 1 ed bases. In attendance was Charles H. Ramsey and 


Edward T. Ker 
Ever Ready Electric Co., Chicago, I.—On displev were Faries desk 


imps, Desk r desk lamps, Sightmaster lamps, Vision Master lamps, 
clocks, asl t l tir circulators and electric fans. General Manager 
Mark Gilbert w in cherge, assisted by Art Powell, sales manager; 
\ } Heck ts rge sorenson. 

Sversharp, Inc., Chicago 13, ttl.—Featured were the new Eversharp 
Symphony Kimberly Pockette pens and Repeater pencils. Marshall 
raymas inager, was in charge, assisted by Art and Earle 
Collins, J \ n and Joe Sunderland 

F.A.B. Sales Co., Dallas, Tex.—This exhibit was comprised of napkins, 
match book tationery and other merchandise for monogramming Mr 
nd Mrs. f A. Blood, owners, were present 

Faber, A. W.—Castell Pencil Co., Inc., Newark 4, N. J. Highlight 
[ this exhibit the first NSA showing of Castell drawing pencils 
ince befor t war The full line of black, colored and = indelible 
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pencils, mechanical pencils, refill leads, penholders, lumber crayons, 
erasers, rubber bands and specialty items was also in evidence. In 
attendance were Harry U. Bittman, Charles H. Wyer, Ralph Maneval, 
ten Powell and Charles E. Vieth. 

Faber, Eberhard, Co., Brooklyn 22, N. Y¥...Theme of the booth 
was “We Offer You These Planned Sales Training Programs.” The exhibit 
consisted of four shadow box diaramas, each covering a particular subject 
around which the sales-training programs were built. Background of the 
exhibit was a mural of a sales meeting in progress. A. C. Van Horne, 
Chicago district manager, was assisted by W. C. Arthur, president; 
J. Love, L. M. Brown, F. H. Eichhorn, R. Kane, 8. Kosteling, M. Dollens, 
J. Guerin, L. Avanzino and T. Riley. 

Farber, Louis H., Chicago, Iii. On display were Hang-A-File folders, 
Hang-A- File frames and units complete, Barb A-Stands and Hang-A-File 
desk units. President L. H. Farber was assisted by Mrs. Farber. 

Faries Mfg. Co., Decatur, I.—A large part of the Paries line of 
portable and desk lighting units was shown. In attendance were Floyd 
L. Kasper, sales manager, assisted by Henry Peters, Howard Buescher 
and Arnold Anderson, district representatives. 

Feldco Loose Leaf Corp., Chicago, tll...The Feldeo line of college 
notebooks, zipper portfolios, and the new Feldco loose leaf memo book 
was exhibited. In attendance were Jimmie Cuff, sales manager, assisted 
by Mace Cole, Roy Weaver and Harry Adams, district representatives. 

Fibre Forming Corporation, Olean, N. Y.— Formed-fibre, seamless, water- 
proof waste paper receptacles were displayed in four colors--brown, 
green, red and gray. Miniature waste baskets were distributed to visitors 
at the booth. In charge was J. J. Blum, vice-president and Ora G. 
Foote, secretary. 

Fieldston Ball Pen Co., iInc., New York, WN. Y.--Fieldston ball- 
point pens (retractable) in pocket and purse sizes were shown, along 
with ball-point pen desk sets. Lee Regal, sales manager, was assisted 
by Morris Ehrlich, secretary-treasurer. 

Finch & MNecCullouch, Aurora, Ill...Backed by a water color painting 
of a ye a panning gold was a complete display of the company's 
Memory asterpieces, latest of which is a deluxe desk calendar of 
Spanish leather mounted on an American walnut base. The Tel-E-Dex 
list finder also had a prominent place. In attendance were A. J. Thill, 
W. H. Watson, W. 8. Kyler, George Douglass and W. L. MeCullouch. 

Force, William A., & Co., Inc., Brooklyn 8, N. Y.—Of special interest 
was the first showing of the Force Model 150 hand numbering machine, 
featuring five new improvements. Also on display was the company's 
extensive line of numbering and dating machines, numbering and dating 
stamps and time stamps. The booth was supervised by William A. 
Force III, president. 

General B Corp., Chicago, t.On display was the company’s 
line of mechanical binding equipment for office use. Table model punching 
machines and table model binding machines for applying Nu-Plast and 
Ceriox plastic bindings were also on exhibit. W. rte sales manager, 

was in chargé. 

Gibbons, Thomas H., & Co., Chicago, til...The Gibbons line of brief 
cases and bags, ring binders, ring books, catalog cases, club bags and 
men's and women's luggage was shown. Thomas H. Gibbons, president, 
and Campbell Ryan, general manager, were assisted by Earl H. Kinney, 
Ray Aul and Thomas H. Gibbons, Jr., salesmen. 

Gibson Art Co., Cincinnati, Ohio. ao were the company's greet- 
ing card fixtures, greeting card selling helps, stock control material and 
special promotional items. The exhibit was in charge of Elmer W. 
Johnson. 

Globe-Wernicke Co., The, Cincinnati, Ohio...Completeness of The G/W 
line was the theme of The Globe-Wernicke exhibit. It displayed wood 
and steel office furniture, office accessories, filing supplies, visible record 
equipment and bookcases. Those in attendance were H. L. Pfau, vice- 
president in charge of sales; E. G. Rahe, sales manager, C. O. Rumph, 
manager systems division; W. K. Downing, sales promotion manager, 

Ralph Blackburn, district representative, and Ham Warnock, Dick Singer, 
and Mel Schneider, all of the Chicago office. 

Goodrich, 8B. F., Co., Akron, Ohio—Rubber bands in assorted sizes, 
rubber cement, watch straps, chair tips, cushions, cement thinner, stand- 
ing and floor mats, and Koroseal aprons were displaved. KE. B. Keller 
and K. W. Byers of the sales department were in charge. 

Graff, George 8., Co., Cambridge 40, Mass...Set forth in the Graff 
booth was the company’s line of signals, maptacks, index tabs, Hi-speed 
rulers and allied items, against a background of colorful panels. In charge 
were Roger B. Thurber and Charles W. Lipman 

Gregg Publishing Co., New York 16, N. Y.On display was the com- 
pany’s line of office stationery items, including spiral steno notebooks, 
index cards, accounting paper, report binders and typing paper. Daniel 
= Be my W. Gregg Fry and Arthur G. Rennet were present. 

wef Fount-0-ink Co., Los Angeles 41, Calif...The new “svelte” line 
rount 0-Ink sets were featured, along with the new fluorescent counter 
displays. The Fount-O-Ink educational film was shown at intervals. 
B. A. Strang was in charge, assisted by other district salesmen 

Gunn Furniture Co., Grand Rapids, Mich...0n display was the Gunn 
Starline and recently-introduced Budget Line desks. Perma-Fit drawers, 
processed to prevent sticking or binding, and the new Levelmatic self. 
adjusting glides were featured. Electric signs, advertising displays and 
dealer ads completed the exhibit. Sales Manager Max C. Vaught was 
assisted by Pat Whitesides and W. L. Schall. President F. M. Deane 
was also present. 

Hall Safe & Equipment Co., Hamilton, Ohio.Shown was the com- 
pany'’s line of Standard safes, along with the new Model 20. Als 
included were burglar-resistive money chests, fire- and burglar-resistive 
wall safes and the personal safe. Donald Bonhaus, advertising manager, 
was assisted by sales representatives from the factory and the Chicago 
office 

Herring-Hall-Marvin Safe Co., Hamilton, Ohio This outstanding display 
comprised the floor model, electric Rotary Record file, a table model 
Rotary Record file, insulated record files, money chests, two-hour fire- 
resistive safes, Rigid-Stak transfer cases and four models of the com 
pany’s small Class C safes. In attendance were R. C. Hutzelman, manager 
of dealer sales; Donald Bonhaus, advertising manager; N. Carter Ham- 
mond, Chicago district manager, and other representatives of the Chicago 
and New York offices. 

Hano, Philip Co., iInc., Holyoke, Mass...Showing new autographic 
registers, new all-metal cash drawer units, lithographed autographic 
register forms, form control devices, Snap-a-part and continuous carbon 
interleaved forms. In charge were Luther R. Hanna and Norman L. 
Hanna 

Harter Corp., Sturgis, Mich...Shown was the company’s line of executive, 
executive posture, typists’ and stenographic posture chairs, file stools 
und costumers. In charge were E. 8. Harter, president, and J. A. 
Sweeney, sales manager, i. Matthews, eastern manager: A. A. Liggett, 
Jr., western manager; J. Sweeney, assistant western manager; R. F 
Runyan, advertising Le Ay and R. L. Carver, P. L. Coutant and 
G. EK. Laughlin of the sales department 


Heyer Corporation, Chicago, I.—Exhibited a full line of stencil and 
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tin Les gee nee and supplies for all duplicators. Several models of 

stencil duplicators, and the Super-Efficiency, Efficiency and 

Junior ciency hektograph and Ideal gelatin duplicators were shown. 

Featured were the new Model E automatically-inked Lettergraph and 

Heyer film-topped stencils. In attendance were T. A. Heyer, president, 

Heyer, A. J. Heyer and Charlies Lee, Claude Booth and John Opager. 

ink Co., Inc., Brooklyn 15, N. Y¥.—Featured was a colorful 

of Higgins drawing and writing inks, adhesives, sealing wax and 

= books. Feney Higgins, president, was assisted by Jim Bradley and 
A. L. Marschall, midwestern and southern representatives. 

High Point Bending & Chair Co., Siler City, N. C©.—The company’s 
extensive line of upholstered, posture, swivel and side arm chairs was 
on display. F. J. Boling, president, was assisted by several district 
go : 

jolt, +, Inc., Providence, R. 1.—Holt ball pens, mechanical 
pencils, ball desk sets and Tapomatic pencils, custom-built for stationers, 
were displayed. George C. Hoit, president, and Jess R. Musgrave, dis- 
trict ee were in attendance. 

Co., Jasper, ind.—Several desk styles in typical office 
groupings were displayed, with particular emphasis on the executive 
conference desk in walnut, and the clerical desk in Softone oak. H. E. 
Gildea, sales manager, was assisted by several district representatives. 

Hotchkiss, . H., Co., Norwalk, Conn.—Showing a full line of 
Hotchkiss staplers, staples, tackers and the staple remover. Shown 
for the first time was the Hotchkiss chrome-plated fire extinguisher, 
available in 144-quart and one-quart sizes. Donald McGilvray, president; 
W. C. Dickneider, vice-president and sales director; James J. Grecco, 
vice-president and sales manager, and Albert E. Johnson, vice-president, 
were in attendance. 

Howard Stamping Machine Co., Chicago 23, ili.—The full line of 
Howard hot stamping equipment and supplies was shown. Sales Manager 
H. H. Howard was fn attendance. 

Hunt, C. Howard, Pen Co., Camden, N. J.—Featured were the newly- 
designed Boston pencil sharpeners, the Boston Everhandy pencil sharpener 
and Speedball products for block printing. George E. Bartoli III, Charles 
Stoner, J. D. MacMorris and A. E. Eadon were on hand to greet callers. 

Huntington Chair Corp., Huntington, W. Va.—Occasional tables, occa- 
— chairs, sectional sofas, lounge chairs, two-cushion sofas, swivel 

hairs, all in bleached or American walnut, were shown. All seating is 
available in top grain leather, fabrics or plastics. Oak and walnut desks 
were also displayed. In attendance were J. M. Bachrach, president; 
Bernard Seuf, sales representative, and Miss Elsie Wessel, advertising 
manager. 

IDL Mfg. & Sales Co., New York, N. Y.—Displayed were Ideal letter 
scales, clipboards, Shannon arch files, typewriter brushes, binder clips, 
shears, steel knife erasers, sponge cups and staple removers. Arthur J. 
Lawless, sales representative, was in attendance 

imperial Desk Co., Evansville, ind.—Two new groups—the Wiltshire 
Modern and Commerce Line—were shown, available in walnut, standard 
light oak and WOFI Softone finishes. Gilbert Bosse, president, and 
Norman A. Gerth, secretary-treasurer, were assisted by a number of field 
representatives. 

ndiana Desk Co., Jasper, iInd.—Three desks were shown—the Flow 
double-pedestal office machine desk, the Flow conference desk and the 
standard walnut executive desk. Present at the booth were L. G 
penne wr vice-president; Edwin Krempp, secretary; R. E. Krodel, general 

rintendent, and A. S. Russell, general manager. 

“Tadustrial Tape Corp., New Brunswick, N. J.—Featured were Texcel 
— hane tapes, the new py | stripe ‘‘foolproof’’ dispenser, gift tapes, 

rafting tapes and office tape dispensers, as well as a stationers’ counter 
display assortment. A candy cane reproduction eight feet high identified 
the booth, and small cand i. were distributed to visitors. In attend- 
ance were J. B. McLaughlin, E. W. Brick, L. E. Barnes, G. E. Chisholm, 
G. B. Tapner and H. J. Rafferty, Jr 

Invincible Metal Furniture Co., Manitowoc, Wis.—The first general 
showing of the company’s new desk line, including several styles of 
flat tops, double and single pedestal, secretarial desks and tables, filing 
cabinets and concealed safe units. In attendance was Vice-president 
George H. Alter. 

dasper Chair Co., Jasper, ind.—The company’s solid wood and genuine 
leather upholstered chairs were displayed. President Louis T. Koerner 
and Secretary-Manager Arthur Barth were assisted by a number of 
field representatives. 

Jasper Office Furniture Co., Jasper, Ind.—Shown was the company's 
secretarial desk with five-position epansiee atform, also a conference 
desk with side and end overhang, and dat-top desk. Both of the 
latter types are available in Softone oak ‘finish. J. A. Wallace, general 
manager, and R. E. Sturm, secretary-treasurer, were assisted by several 
field representatives. 

Jasper Seati Co., Jasper, Ind.—The major part of the company’s 
entire seating line was displayed in various finishes, including the new 
Softone. John L. Eckert, superintendent, and A. F. Krieg, general man- 
ager, were present. 

Johnson ir Co., Chicago 39, I!l.—Shown was the regular line of 
wood office chairs and pos-chairs in oak and walnut, as well as a new 
upholstered executive chair. Clemco Desk Manufacturing Company dis- 
played a modern-design executive desk in light finish, W. M. Small, 
director of sales, was in charge, assisted by four district representatives. 

Kahn, David, Inc., North Bergen, N. J.—The complete line of Wearever 
fountain and ball-point pens, mechanical pencils and refill leads was 
shown. Lawrence T° Goldbe rg, sales executive, was present. 

Kerr, W. K., Pen Co., Tulsa, Okla.—In addition to Kerr Changepoint 
fountain pens, the new line of calendar fixtures for banks, in bronze 
and chrome, were displayed. In charge of the exhibit were Miss Millicent 
Avery, secretary-treasurer, and Charlies J. Wright, New England and 
New York representative. 

Kingsley Stamping Machine Co., Hollywood, Calif.—The display fea 
tured many new and successful sales promotional ideas in connection 
with the Kingsley machine for stamping names or monograms on various 
stationery and gift items. Lou Jenkins and Mel Chernis were in charge. 


Kiesoo Co., Inc., St. Louis 10, Mo.—Featured in the Kisco booth for 
the first time was their new trade character. Koolie Kisco, in a scarlet 
and yellow Chinese color scheme. The entire line of Kisco circulators, 
including three new models, was displayed. J. W. Kisling, president, 
was assisted by several members of his sales department. 

Koh-l-Noor Pencil Co., Inc., Bloomsbury, N. J.—The egaias line of 
Koh-I-Noor drawing pencils and the new 1500-I Super De Luxe drawing 
pencil, together with Mephisto copying pencils, Navigator pencils and 
the company’s other trademarked lines were on display. In attendance 
were Allan A. Lewis, advertising manager, assisted by William Lipner and 
Eugene Biggs, regional representatives. 

La Salle Products Co., Chicago 14, I!.—Exhibited smoking stands, 
ash trays, and costumers "in solid walnut and metal. A new closed type 
of desk ash tray was featured. E. R. Rodriguez was in charge of the 
exhibit, assisted by R. W. Ebeling, Harry Kanitz, Milwaukee, and C. E. 
Adams, Indianapolis. 

Leatheroraft, inc., Chicago, i!ll—-The company’s extensive line of 
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ring biners, portfolios, handle cases, briefbags and catalog cases, 
available in top grain or split cowhide, was on display. In charge were 


Walter, I. Wolf, owner, and Ernest W. Strauss, sales representative. 

Marble, B. L., Chair Co., Bedford, Ohio.—A representative showing 
of the company’s upholstered lounge chairs, executive posture chairs 
and others was made. Featured were new upholstery advancements in 
foam rubber seats and backs and new post-war colored leathers. R. N. 
Thomas, sales manager, was in charge, assisted by H. C. Maley, M. V. 
Follin, O. D. Mann and R. A. Bender, sales representatives. 

Marks Mfg. Co., Chicago 22, tt.—The company’s extensive line of 
flexible arm, fluorescent and circline desk lamps was shown. 8. N. Tabor, 
sales manager, was assisted by I. Hagen, factory representative. 

Markwell Mfg. Co., Inc., New York 13, N. Y.—A complete line of 
office staplers, one-hand lever tacking machines, label moisteners, loose 
leaf punches and brush pens was shown. Electric clocks were given to 
dealers ordering a specified quantity of staplers. B. H. Goldsmith and 
Lou Obstfeld were in charge, assisted by H. Heitmeyer, engineering de 
partment; Bud Gurner, Wayne Gise, Ira Kaplan and Walter Boswell, 
salesmen. 

Mashek, Frank, Co., Chicago 24, t.—The 1948-49 line was featured, 
including brief cases, portfolios, brief bags, ring binders and catalog 
cases. H. W. Goodale, sales manager, was in charge, assisted by Henry 
Deutsch, Dave C. Neuhaus, Cal Long and L. J. Fitzpatrick, salesmen. 

Maso Steel Products, Chicago 7, Ill.—A new salesmen’s single-pedestal 
desk, the Bankette portable desk file, the Champion typewriter stand 
with Masonite top and the Monarch typewriter stand with oak or walnut 
tops were the featured items. Jack Murray and John Burke were in 
charge, assisted by several district salesmen. 

Master Addresser Co., Minneapolis, Minn.—Displayed was the Master 
Addresser addressing machine. A. J. Wright, president, was assisted 
by G. H. Herrmann and Don Rossin, salesmen. 

May, J. L., Co., New York 11, N. Y¥.—The complete Maco line of 
tags, labels and tickets was displayed. Frank May was assisted by 
several members of his sales staff. 

Meier, Joshua, Co., New York 3, N. Y.—Displayed was the com- 
pany’s new line of Pigrain presentation books, as well as acetate folders 
and envelopes, book and map covers, and card cases. A new plastic- 
covered catalog was presented to dealers calling at the booth. Stanley 
Geismar, sales manager, was assisted by a number of district repre- 
sentatives. 

Melind, Louis, Co., Chicago 10, til.—Showing the complete line of 
Justrite products, including dating and numbering machines, stamp pads, 
stamp kits, erasers, rubber cement, desk protectors, drawing inks, sign 
makers, rubber bands and index tabbing. Iced orange and tomato juice 
were served to visitors. In attendance were Roy Melind, vice-president; 
Jim Eyman, advertising manager; Frank Graham, sales promotion man- 
ager; Don Cobb, plant superintendent, Ed Henschel, customer service, 
and Herschel Tipton, sales promotion. 

Merriam, G. & C., Co., ringfield, Mass.—On display was an impres- 
sive exhibit of Webster's New International Dictionary, second edition, 
in assorted bindings; Webster’s Collegiate Dictionary, fifth edition, in 
assorted bindings; Webster's Dictionary of Synonyms and Webster's 
Biographical Dictionary. Attendants were Ingham C. Baker, Harris W. 
Baker, Russell C. Goodrich, Samuel E. Murray and Robert N. Fuller. 

Metropolitan Cutlery Co., New York 1, N. Y¥.—The extensive Merto- 
politan line of shears, scissors, library sets, letter openers, manicure 
and scissor sets, and sewing boxes was displayed. Jerry Goldman, man- 
ager, was assisted by L. Stanton Singer, midwestern representative; Earl 
Otta and Dave C. Neuhaus, sales representatives. 

Midwest Naturlite Co.. Chicago 10, Ill.—Displayed for the first time 
since the war were Midco’s one- and two-light fixtures in electroplated 
finishes. Also shown were standard desk lamps, adjustable arm clamp-on 
models, and adjustable arm floor type lamps. C. J. Rogers, general man- 
ager, was in attendance. 

Minnesota Mining & Mfg. Co., St. Paul 6, Minn.—The new Scotch 
tape hand dispensers in colors were featured at this attractive booth. 
Also shown were transparent and colored Scotch cellulose tapes, gift 
tapes, and acetate fibre, drafting and photographic tapes. Various desk 
and utility dispensers were also shown. C. C. Smith, sales manager, was 
assisted by P. W. Mereness and R. C. Sullwold, regional managers; 
A. H. Redpath, merchandising manager, and R. F. How, advertising 
department. 

Mittag & Volger, Inc., Park Ridge, N. J.—A complete display of 
M & V inked ribbons and carbon papers was exhibited, with the newly- 
packaged ‘“Curl-Less"’ being given the featured spot. In charge were 
W. G. Hurdle, Chicago branch manager; C. N. Murray, Kansas City 
branch manager, and J. R. Witte, Boston assistant branch manager, 
assisted by a number of special representatives. Also in attendance at 
the convention were Thomas G. Forbes, president; Ira Cole, vice- 
president and sales manager, and Paul L. Foster, vice-president and 
assistant sales manager. 

Moore Pen Co., Boston, Mass.—In evidence were Fingertip pen and 
pencil sets, gold Topper pens and penciis and the conventional gold pens. 
Present were C. K. Lovejoy, president, and George L. Curran, general 
sales manager. 

Moore Push-Pin Co., Philadelphia 44, Pa.—<An interesting display of 
maptacks, push-pins, push-less hangers and thumbtacks was featured. 
Among the new items was the 720-A counter display for push-pins and 
pushless-hangers. In charge was Fulton W. Samson, president; Herbert 
C. Hooks, sales manager, and Fred H. Guyant, western representative 

Morris, Bert M., Co., Los Angeles 36, Calif.—Featured were the com- 
pany’s new letter tray and sponge cup in addition to the regular line of 
B.M.M. items. President Bert M. Morris was assisted by Wally Jones, 
sales manager, and Fred Pitt and Bill Putnam, representatives. 

Mosler Safe Co., Hamilton, Ohio.-Featured was a new fire- and 
burglar-resistive chest, claimed to be the first one of its kind. An 
insulated three-drawer file, with a security compartment in the top, 
was also shown. In charge was Roland M. Kyle, assisted by several 
district representatives. 

Murray Engraving Co., Chicago 37, Ill.—Shown were several samples 
of engraved business and social stationery. In charge were J. M. Alex- 
ander, Wilfred G. Lohman and Arthur L. Silverman. 

Mutual Stationers Supply Corp., New York, N. Y¥.—The Mutual line 
of Centamatic punches were shown and demonstrated by Samuel Goltz- 
man and Ben Sperling, sales representatives 

Myrtle Desk Co., High Point, N. C.—Several models of the new Pace- 
maker line were shown, augmented by blow-up photographs of other 
models. In charge of the exhibit were W. T. Powell, general manager, 
and T. R. Pitts, sales manager, assisted by several district representatives. 

National Biank Book Co., Holyoke, Mass.—A wide array of National 
record-keeping equipment was displayed. Featured items were the new 
Lockmaster post binder, Ringmaster visible binder, Eye-Ease Cockletone 
ledger sheets and Rollomatic visible record racks. In attendance were 
W. Brewster Towne, western division manager; Paul B. Buckwalter, 
general sales manager; Richard P. Towne, treasurer; Albert E. Farr, 
merchandise manager, and Al Gibney, sales promotion manager, assisted 
by a number of regional representatives. 
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National Brief 7, .—Displayed was the 
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ance were E. Hartman, Joseph O , RK 
Boggen, J. H. , Bg t-- E. Pinkerton. 


National Office Speciaity oo, Oe York, N. Y.—A wide range of steel 
card file boxes was shown. A. J. Lawless was in attendance. 

New Indiana Chair Co., Jasper, tnd.—The gg + extensive range 
of wood and upholstered chairs was shown. dward J. Beckmann, 
secretary-manager, was Aare by A. M. Schaaf. 


Niagara Duplicator , Concord, Calif.—Featured was the com . 
Model 250 duplicator —-F. out 250 copies of speed-sheeted ma’ 
per minute. The smaller Model 125 was also shown, together with a 
related line of stencils, inks, styli and other items. T. R. Cochran. 
vice-president, was assisted by Ralph Jobanson, secretary-treasurer, and 


Miss Ernestine Stark. 

Nobema Products Corp., New York 12, N. Y.—This exhibit consisted 
of a complete line of drawing instruments and materials such as tri- 
angles, T-squares, curves, protractors and artists’ ofl and water color 
sets and brushes. A line of accessories for drafting offices and art 
studios was also shown. The booth was manned by Gerard E. Riebe 
and John F. Matzelle. 

Noesting Pin Ticket Co., Inc., New York 54, N. Y.—A representative 
showing was made of the company’s lines of paper clips, paper fasteners, 
brass and steel pins, thumb tacks, frozen wire staples, duplicate checks, 
tag supplies, pin tickets and card holders. In attendance were G. F 
Griffiths, G. F. Griffiths, Jr., and Henry G. Lankenau. 

Norma Pencil Corp., New York 11, N. Y¥.—Showing the complete line 
of Norma mechanical pencils in chrome, silver and gold, writing in 
three or four colors. In attendance was Samuel Jacobs, president, and 
Martin Greene. 

Northern States Envelope Co., St. Paul, Minn.—On display was the 
full Justrite line of envelopes, greeting envelopes, deposit-receipt cases, 
coin trays and specialty items. Joseph Rebholz, vice-president and sales 
manager, and Ivan Cornelius, assistant sales manager, were In attend- 
ance. 

Nu-Craft Products Co., Brooklyn, N. Y¥.—The Champ aluminum desk 
tray, steel bank coin trays, sorting and posting trays, and steel stamp 
postage boxes were shown. Arthur J. Lawless, sales representative, was 
in charge. 

Oakville Co., Waterbury 86, Conn.—Against a large background 
display board the complete Yellow Box line of paper fastening devices 
was featured. A considerable array of sales promotional materia! was 
also shown under the Oakville sales slogan, “Selective Buying and Con- 
structive Selling Result in Continually Increasing Profits.” Sales material 
was distributed to dealers handling the Oakville line. Supervising the 
booth was John H. 8S. Caudee of the sales department, and Sales 
Manager C. C. Shee, assisted by C. H. Hucke, H. L. Short and N. N. 
Short, representatives. 

Old Town Ribbon & Carbon Co., Brooklyn 17, N. ¥.—Shown in this 
exhibit were Old Town ribbons and carbons, spirit carbon, and the new 
Jet-Rite long-wearing black copy carbon. Arthur W. Young, vice- 
president and general sales manager, and Arthur K. Atkinson, sales 
mahager, were assisted by K. J. MacDonald, factory representative, and 
R. J. Russell, Chicago representative. 

Oxford Filing Supplv Co.. Garden City, N. ¥.—Showing Pendaflex folders, 
the Pendaflexer deskside file in gray and green, steel front transfer cases 
in 18 sizes and the complete line of Oxford filing supnlies. Supervising 
the booth were R. A. Jonas, Jr., general manager, and Charles E. Reynell, 
sales manager, assisted by several regional representatives. 

Parker Pen Co., Janesville, Wis.—The projected Pen Preference Survey 
was graphically illustrated on an flluminated screen to form the exhibit’s 
center of Interest. Custom-built showcases spotlichted displavs of Parker 
51’s, both demi-size and standard, Maenetix desk sets, Quink and Super- 
chrome ink. In charge were James N. Black, vice-president in charge 
of sales: H. P. Nutley, sales promotion manager, and D. G. Watrous, 
advertising manager, assisted by several sales representatives. 

Pelouze Mfg. Co., Evanston, I1.—Two new postal scales—the M-25 
and Speed Mail—were featured in this exhibit, along with ample literature 
covering the two models. In attendance were Bruce P. Adams, president; 
B. E. Adams, vice-president, and Ben Philbrick, assistant sales manager. 

Permanote, Inc., Philadelphia 6, Pa.—This display consisted of assort- 
ment of the company’s new product, the Permanote continuous and 
reversible memo pad. In attendance was Ned Baynon, merchandise 
manager. 

Premier Office Specialties Corp.. New York, N. Y¥.—Feature of the 
exhibit was the first showing of the company’s new steel desk tray. A 
complete line of executive and commercial wood desk travs was also on 
display, along with a showing of card index boxes. Leon Myers, treasurer, 
was in attendance. 

Print-0-Matic Corp., Chicago, I11.—Displayed was the model A2 Print- 
0-Matic duplicating machine for 4 x 6-inch conies down to 8 x 5 inches 
and post card size. In addition was shown the Print-O-Scope, an acces- 
sory to the duplicator. In attendance were Herb Sherman. William 
Sokolec, Mildred Marshall, sales manager, and Joe Ryan, sales representa- 
tive. 

Protectall Mfg. Corp.. Svracuse, N. Y.—A comprehensive showing 
of fire-resistive and burelar-resistive safes and money chests was made. 
Henry M. Bluestone, sales manager, was assisted by Ross Wilson and 
T. A. Spencer, sales representatives. 

Ouality Park Envelope Co., St. Paul, Minn.—The Quality Park line of 
slide fastener wallets, vertical file pockets. two compartment mailing 
envelopes, flat mailing wallets and clasp envelones was shown. In attend- 
ance were Harry Balch, vice-president with headeuarters In Chicago, L. M. 
Wasley, vice-president and general manager, Roy Johnson and M. O. 
Thompson. 

Rand McNally & Co., Chicago, tl.—Atlases, globes. and pocket and 
wall maps comprised this displav. Special emphasis was placed on the 
new Rand MeNally Standard atlas of the United States, a bookshelf- 
size atlas retailing at $5.00. Also exhibited was the firm’s line of 
up-to-date globes showing all latest world boundaries. O. F. Anderson 
and Harold Friedlander were in attendance. 

Reliance Pencil Corp., Mt. Vernon, N. Y.—A complete showing of 
Reliance Templar, Excelsior, multiple carbon copy, Bulletin. Ravenswood 
and First Year pencils was the feature of this exhibit. Vice-president 
Lawrence Levine was assisted by Phil Mason, sales promotion manager; 
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Al McLane, sales manager, and Al Harris and L. C. Whitney, salesmen 

Replogie Globes, iInc., Chicago 12, fll.Shown was the company’s 
entire line of globes, including the exclusive children's globe, the Wonder 
World, and the low-priced illuminated model, the Globalight. Also shown 
were the Replogle desk organizer, drafting machine, Newsboy newspaper 
holder and Ponten reading stand. A. 8S. Replogle, assistant sales manager, 
and E. M. Hagel were present 

Reyburn Mfg. Co., Inc., Philadeiphia 32, Pa.—Displayed at the 
Reyburn exhibit were their shipping tags, merchandise tags, pin tickets, 
gummed labels, notarial seals, mending tapes, reinforcements, index tabs, 
counter displays and crepe paper. Main attraction at the booth was a 
large revolving cylinder containing different numbers of Reyburn products 
each exhibit period. Prizes were awarded to visitors guessing the correct 
number of items. R. C. Schmutzler, advertising manager, was in charge 
of the exhibit. 

Richter Metalcraft Corp., Mt. Vernon, N. Y..-The company's extensive 
desk lamp line was displayed. In attendance were Maxwell Richter 
partner, assisted by Clay Langfitt and Charles Baratelli 

Riteform Chair Co., Inc., St. Paul, Minn.—Displayed was the com 
pany's line of posture chairs, both executive and secretarial. Feature of 
the exhibit was the new three-adjustment secretarial chair, Oilite bearing 
equipped, in a popular price range The junior executive posture chair 
was also shown. John C. Holton, president, and R. E. Balch, sales 
manager, were assisted by several regional representatives 

Roberts Numbering Machine Co., Brooklyn 8 WN. Y.—The complete 
line of Roberts numbering machines was shown. An interesting feature 
was an exhibit of a machine in continuous operation Robert O. Day 
was in charge of the exhibit 

Roberts, Weldon, Rubber Co., Newark 7, N. J.—Against a bagkground 
featuring large cutouts of popular styles of Roberts erasers, the entire 
Roberts eraser line was displaved. Garrett Roberts was in charge of 
the booth, assisted by Walter Barbier, Charles Link, George D. Nelson 
and Edward Shaw, regional representatives 

obinson Reminders, Westfield, Mass. Showing the complete line of 
Robinson Reminders and billfolds for men and ladies, available in fine 


pigskin and morocco. Also in evidencé was the company’s new plastic 
gift boxing. A new Robinson display case, now available to dealers, 
was used to show off the various lines to advantage In charge of 
the exhibit were Howard Robinson, president, Jim Kenney and Larry 
Briggs. 

Rockwell-Barnes Co., Chicago 1, !ll.Two booths were maintained, 


the one in the Exhibition Hal! featuring the company’s paper lines, 
while that on the fifth floor displayed Rock-A-Files, Rock-Elite trays 
and guides. Ed Conlon, vice-president in charge of sales, was in charge, 
assisted by the entire Chicago sales force 

Rowles, E. W. A., Co., Arlington Heights, til.The company’s com 
plete line of blackboards, bulletin boards, blackboard erasers and win 
dow shades for school and educational institutions was shown, along 
with an exhibit of educational furniture and seating. W. R. Sprenger, 
sales manager, was in charge 

Royal imprints, tnc., Lewisburg, Pa. Displayed was the company’s 
line of hot stamping machines, personalized items, and a complete 
display of packaged party goods. Robert A. Fredrickson, sales manager 
was assisted by sales personnel from the field 

Royal Metal Mfg. Co., Chicago 1, fil.-A number of Royalsteel and 
Royalchrome office chairs, both executive and secretarial, were shown, 
including a new square tube chrome-plated type Kenneth R. Kerr 
sales manager, was assisted by a number of regional representatives 

Royal Typewriter Co., Inc., New York 16, N. ¥.—The display featured 
complete lines of Roytypé ribbons, carbon papers and allied supplies. 
In attendance were J. C. Dessereau ‘1. W Ruppert and Eddie Talbert, 
special Roytype representatives 

Sainberg & Co., Inc., New York 10, N. Y.-Arrayed in this booth was 
the company’s line of stiff, flexible and linoleum desk pads, genuine 
leather desk sets and more than a score of genuine leather desk acces 
sory items. In attendance were Robert B. Sainberg, Bernard Mercer 
E. B. Mason and Joe D. Hale 

Sanford ink Co., Bellwood, I!!._Highlighted in this display were 
Sanford’s new Fifth commercial size bottle of Penit, along with their 
100,000 word inkwell bottle displays and Deskette dipwell pen sets. In 
attendance were Fred Schaefer, vice-president; Russell Carpenter, vice 
president and treasurer; C. W. Lofgren, general manager, and Gordon 
Steinmetz, Ed McBee, Norbert Burgess and Norm Bickel, sales repre 
sentatives. 

» Frank, & Sons, Inc., New York 7. N. Y¥.—A number of fine 
upholstered pieces and a Chippendale desk of mahogany with gold 
embossed leather top were displayed. Jack Landis and Albert A. Scerbo 
were in attendance. 

Scripto, Inc., Atlanta 2, Ga.—Showing the complete line of Scripto 
mechanical pencils, leads, erasers and various pieces of display material 
The Scripto Color Caddy was exhibited, along with the crayon pencil 
Included in the display were two new items—the Scriptette pencil and 
the new 25¢ Scripto ball pen In attendance were James V. Car 
michael, president; Van Holt Hall, chain store sales manager, and George 
A. Bailey, advertising and sales promotion manager 

Sengbusch Self-Closing iInkstand Co., Milwaukee, Wis.—A compre 
hensive display was made of the colorful plastic line of capillary action 
Handipen sets, moisteners, inkstands, and the steel and Steeless Kleradesk 
Fred Sengbusch, vice-president and treasurer, was assisted by Merrill 
Hasty, Heinie Sengbusch and Jack Luke, sales representatives 

Sheaffer, W. A., Pew Co., Ft. Madison, lowa.—The exhibit featured 
a complete line of Sheaffer desk sets, as well as pens, pencils, Threesomes, 


Skrip, and leads. Special emphasis was placed on the desk set display 

the new Threesome program, and the new Sheaffer Triumph pencil 

The exhibit was under the direction of J. H. Asthalter, central sales 

manager. Others in attendance were ( R. Sheaffer, R. H. Whidden, 
y. A. Sheaffer II, J. A. Jones, C. P. Nicolai. and J. A. Donahue. 


Shepherd, N. T., Chair Co., Salt Lake City, Utah..The company’s 
complete line of stenographic and executive posture chairs was shown 
In charge of the exhibit was N. T. Shenherd, president, assisted by 
Jack Rich from the factory, and several district sales representatives 

Smith Metal Arts Co., Buffalo, N. Y.—Displayed was the company's 
line of bronze desk sets, accessories, smoking stands, picture frames 
and desk lamps. In attendance were Fred ¢ Smith, president, and 
Harry Neggesmith, Chicago representative, assisted by sales persorne! 
from the field. 
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Speed Products Co., Inc., Long Island City 1, N. Y.-—-Showa in this 
| lis e the Swingline line of staplers, index tabs, press 

i Parr typewriter keys and binder clips, Speedwa) 

h k teners, round and flat head fasteners, and steel and 

I Stanton Nebb, director of sales, was in 
gro, New York City sales manager, and several 


} Ass Dan N 


Speed-0-Print Corp., Chicago 11, 111.--On display was the new Liberator 


Mode - r and the new de luxe scope, in addition to other 

d The exhibit was under the supervisien of 8. J. 
Graff, sales er, assisted by J. ¢ Archie,-Frank Sargent, Sig Rest 
und Bernie H 

Speedry Products, Inc., New York 6, N. Y..Shown was the company’s 
ine of Speed I hpen models in plastic, aluminum and jumbo styles, 
ill self-filling. Spee« Instant-Dry inks were also on display. In attend 
unce were S. N. Rosenthal, president, and Mrs. Hatcher of the Chicago 
territor 

Spencer Rubber Products Co., Manchester, Conn.—-Warehousing facili- 
tic “ tized by an attractive mural, depicting Decatur, IIl., 
Los Angels ( ind Dallas, Tex 4 new, improved rubber band 
“ hown t t together with many new dealer helps. Roses were 
flown from ¢ ticut for the ladies W Robert Spencer was in 
stiendance 
Stafford, &. &., Inc., New York 14, N. Y.—Displaved was a full line 
f Stafford t including Renol furniture polish and other house- 
hold product harge was J. V. Chenet, field sales manager 
Standard Diary Co., Cambridge, Mass.—Exhibiting the company's com 
line of ercial, social, pocket and purse-size diaries, also address 

hooks al sortments, photo albums, autograph books and fancy gift 
tems. Ir ry : Edwin W. Mead, vice-president, assisted by Elliott 
Comenit Ge Dykeman, and J. Berliner 

Stanley Mfg. Co., Ft. Worth, Tex.A striking showing of leather 

stered i vel and club chairs, and sofas was on exhibit 

In attendar Mrs. Frankie McCall, secretary-treasuret, and B. H 
i ger, assisted by manufacturers’ representatives. 
Stationers Guild of America, Philadelphia 2, Pa.Displayed was a 
variety ‘ nufactured under the Guild registered trade-mark 
und=«distril i states In attendance were J. W. McCormick, 


general wu \. W. Williams 
Steel-Parts Mfg. Co., Chicago, Ill._-Displayed were the company's 


executive kets, hanging folder executive files, steel desk 
travs, filing typewriter tables, Converto file frames for hanging 
ders, and utilit tables. Gil Wasserman, sales manager, was assisted 
by sales tion personnel from the factory. 
Stein Bros Mfg. Co., Chicago 24, t.—A general line of Stebco 
yroduct y poner portfolios, zipper ring binders, brief bags 
th ‘ f Gulliver luggage was presented. In charge was 
john Parli inager, assisted by Walter Feddern and Ray Long 
Stratford Pen Corp., New York 1, N. Y.—The exhibit featured the 
Stratford fountain pens, pen and pencil sets and desk sets, 
iding t I and Peter Pan pens. Larry Robbins, vice-president 
harge of ind Harry Pawliger, Chicago representative, were in 


Sturgis Posture Chair Co., Sturgis, Mich...The specially-designed 


spla t ! with photo mural office scenes and drapes, formed 
the ba kg the representative models of Sturgis posture chairs 
Executive ecutive, stenographer and highbase chairs were shown 
a wide t f colors and upholsterv materials. In charge were 
Tr. H. Va | president, and J. L. Mann, sales manager, assisted 
b An territorial representatives 
Superior Marking “Bquinment Co., Chicago 13, 11.—Showing the full line 
f Superi p pads, type sets, daters, and numberers, and sign 


rinters G “i 


assistant sales manager, was in charge 
Tec Pencil Co Culver City, Calif.—Displayed was the company’s 


tanding f loose lead and eraser holders, with latest models 
f pen ers being shown in modern packaging. In charge 
f the exhil ere Russell M. Jones, sales manager,, and Fred D 
Pitt midw epresentative 

Tiffany Stand Co., Inc., Poplar Bluff, Mo.-On display were the Tiffany 

rtable chine stands for typewriters, adding machines, 

lator kkeeping machines. New features developed during 
the past f tl ind shown here were the new Tiffany drop-leaf 
hinge and tl ger redesigned caster covers now housing larger casters 


Tingetel Co., Chicago, U.—Displaved were Bell Boy dialing tools and 


ling 1 pencils, and Pencil Caddy pencil pouches. Gladys H 
Walsh and J P. Zopp, co-owners, were in attendance. 

Treasure Co Milwaukee, . Wis.—On exhibit was the company's line 
f address ne ind five-vear diaries, guest books, engagement 
and =notebool folds and pocket secretaries. Norman Schober, vice 
president { Stewart, manufacturers’ representative, were in 


ttendar 


Triner Scale & Mig Co., Chicago, Ill.._Showing the company's line of 
iil a scales. F. A. Lang, sales manager, was in atten 


Tri-Par Mfg. Co., Chicago, I.—Displayed was the company’s line of 


tilit t t riter tables, chrome chairs and costumers. M J. 
Priess ‘ Hy Zitman, secretary-treasurer, were present 
Trussell Mfg. Co Poughkeepsie, N. Y.._The full line of Trussell ring 
nder ther and imitation leather price books and zipper 
portfolios ‘ An impressive part of the exhibit consisted of 
the Feat lisplay of small memo books in three colors in pig- 
skit Jack k iles manager, was in charge, assisted by Charles 
Da we representative, and Chas. Conger from the home office 
Victor Safe & Equipment Co., Inc., North Tonawanda, N. Y.—This 
pany’s booth was decorated with an attractive background 
n tone cream, with lighted name sign. Against this was 
spla t Victor gray equipment, consisting of visible record 
equipme et, book and sectional stvies, Bestline steel files. 
Firemaste ed files, Victor safes and treasure chests, Mak-Ur-Own 
index tabs nges, the new suspended file folders and equipment, 


ng supy to-reproduction equipment and the Viseco action desk 


ay 4 M vice-president and general sales manager, was in 
rge H. W Barnes, educational director, and G. K Des 


I _ 2 " D. C. Leonhard and Roy C. Skibbe, district sales 


Wallace Pencil Co., St. Louis 1, Mo.— Against a background picture of 
fact play showing the steps in the manufacture of Wal 
inations 4 complete display, the Wallace line 

ple ction of the boott In attendance were N \ 
Augur E. H. MeCully, vice-president; C. H. Johnstone, sales 


nanager: R. P. St ng, Chicago branch manager, and I. Voda, St. Louis 


Watson Mfg. Co., Inc., Jamestown, N. Y.-A new style tariff file and 
ew t n file were exhibited, and a specially-built omnibus 
photographs gave details of recent large installa 
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tions. Present were Donald P. Braley, president; Fred A. Chindgren, 
sales manager, and Jack Lagerquist, sales engineer. 

Waterman, L. E., Co., New York 13, N. Y.-—-Introduced at the 1048 
exhibit was the complete, newly-styled 1949 line of Waterman's fountain 
pens and sets and Waterman's new Ball Pointer, in addition to the entire 
line of consumer and commercial sizes of inks. Charles 8. Kernaghan, 
sales manager, and Charles Granath, assistant sales manager, were as- 
sisted my Arthur W. DeZur, Chicago branch manager, and William 
Courtney. 

Weber, F., Co., Philadelphia 23, Pa.—This display consisted of a huge 
oval palette mounted in front of natural wood finished panels. The usual 
color spots on the palette were represented by shadow boxes for mer- 
chandise display, indirectly lighted by fluorescents. The complete Weber 
line of artists’ materials was displayed. In attendance was , 
Tschndin, vice-president, assisted by D. H. Struble and B. Pulskamp, sales 
representatives. 

Weber Costelio Co., Chicago Heights, Ii..The Weber Costello display 
featured new and beautifully styled globes of the world in a variety of 
smart, new mountings. Weber Costello framed blackboards and bulletin 
boards were shown, together with Alpha Quarter-Pak chalk and Weber 
and Costello erasers. The complete line of brilliant Alphacolors—pastels, 
all-purpose dry tempera, textile painting sets and finger painting sets— 
was on display. In charge of the exhibit was Earle F. Opie, general 
manager, and John Guthrie. 

Webster, F. &., Co., Cambridge 42, Mass...The Webster line of carbon 
paper and typewriter ribbons, featuring the exclusive Micrometrie carbon 
papers, was shown. In attendance were F. H. Caswell, vice-president in 
charge of sales; John C. Krueger, Chicago branch manager, and R. C. 
Clarke, A. J. Land, H. C. Lyles and J. B. Peatling, sales representatives. 

Weis Mfg. Co., Monroe, Mich._Feature of the exhibit was the presence 
of Lenn Redman, caricature artist formerly with Walt Disney studios, 
doing rapid sketches of visitors. The sketches were later presented as 
souvenirs. The background panel was a large photo blowup of original 
artists’ drawings of Weis products. A large number of Weis field rep- 
resentatives were present. 

w , W. W., Co., Cincinnati, Ohio...0n exhibit were models of the 
Air-Flight circulators. Pete Welch, sales manager of the company, was 
in charge. 

Wells Office Furniture Co., Chicago 5, |il...Exhibited a complete line 
of metal Posture-Rite chairs and upholstered wood chairs. Joe Pritchard, 
president, was in charge, assisted by Gus Lefcourt, Roger Lambert, Ray 
Edelstein, Harry Adams, Bill Alvord and Don Hanover. 

Wood Office Furniture Institute, Washington, D. C.-On display were 
sample sections of the furniture “Merchandiser,” introduced in 1947, 
details of a new $1,000 sales contest, and a series of shadow boxes de- 
picting the advantages of wood office furniture. The new Vita Vision, 
three-dimension color photo sign with the slogan “If You're Not Working 
Over Wood, You're Overworking,”” was also prominently displayed. A 
special feature was two life-size cutouts of the presidential candi- 
dates with which visitors could be photographed in the act of shaking 
hands. A political poll was also maintained. In attendance were John 
Reinecke, secretary, and Howard Gatewood, trade relations director. 

Yawman and Erbe Mfg. Co., Rochester 3, N. Y...Feature items on dis- 
play were “Y & E” Stylemaster executive desks in Neutra-Tone gray 
finish. Also displayed were matching filing cabinets, Sort-O-Mat direct 
vision sorters, direct name systems and expanding indexes. In charge 
was Vice-president Harvey P. Rockwell, assisted by Edward W. Murphy, 
R. B. Williams and J. H. Talmadge of the home office, and 8. L. Griebel, 
I. R. Cornish, B. F. MeGinty, F. C. Williams, L. R. Klein and D. C. 
Swan, district managers. 

Zephyr American Corp., New Vork 19, N. Y.-Featured for the first 
time were two models of Autodex, bringing the total telephone index line 
of the company to four models. Lettadex plastic letter trays were fea 
tured in four attractive colors. Arnold Neustadter, director of sales, was 
in charge, assisted by Martin Glaubinger. Bert Gordon, A. Marsh, Max 
Witz, Sid Howard, Robert L. Smith and Jerry Turrell 

Western Mfa. Co., Aurora, I.--Products displayed included single 
drawer Add-A-File filing cabinets, the Desk-Hi portable secretarial file, 
and the new four-, three- and two-drawer vertical filing cabinets of the 
ball-bearing non-suspension type. The theme of the display was “Rec 
ognized Quality Around the World.’ On hand to explain the many fea 
tures of Wesco products were Robert R. Bentson, president; Paul H. 
Adair, secretary-treasurer; Morgan D. Parish, assistant sales manager; 
Oscar Bijorseth, midwestern sales representative, and E. L. Patelski, 
purchasing agent. 

Wilson Jones Co., Chicago 24, Ill...A stationery store front, complete 
with trimmed windows, was a feature of the Wilson Jones display. 
Among new merchandise exhibited were a new gift line, gray-finished 
machine posting tray, split prong binder, Buddy memo hook assortment, 
green-tinted ledger and columnar sheets, ring binders in colors, Zippit 
ring books and Bernard hand punches. Convention diaries were dis 
tributed to visitors. George Cormack and Herb Johnsor were in charge, 
assisted by other members of the sales staff 

Wotber Duplicator & Supply Co., Chicago 14, Iil.._Featured was the 
new electric Copy-Rite liquid duplicator, in addition to the well-known 
L-45 hand-operated Copy-Rite duplicator. The new Copy-Rite cabinet was 
ilso given its initial showing and the complete line of Rite-Copy duplicat 
ing supplies was on display. In attendance were M. J. Dacy, sales man 
ager; S. I. Wolf, president; Irving H. Bender, general manager, and 
R M. Wolf, assistant production manager 
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GLEANINGS FROM THE 
CONVENTION NOTEBOOK 


Ladies attending the Get Ac- 
quainted Breakfast on Monday 
morning were thrilled to receive 
little gold plated charms or lapel 
pin featuring “Staple Sam.” 

ese were by the courtesy of 
the Markwell Manufacturing 


Company. 


A large part of the success of 
the NSA conventions is attribu- 
table to the co-operation of the 
manufacturing members. They 
made possible the galaxy of 
prizes for the registrants and were 
given recognition in a special 
folder issued with convention 
programs and tickets. 

© 


Once again the hospitality of 
the Ace Fastener Corporation was 
in evidence in the form of a cock- 
tail party attended by many on 
Sunday evening, September 26. 


The doctors were kept away 
from the NSA convention. Reason 
—those 90 boxes of choice Maine 
McIntosh apples given away at 
the Dennison Manufacturing 
Company booth. Juicy, shined to 

rfection, they proved fruit at its 

st. 


Likewise, convention atten- 
dants enjoyed the fine dough- 


{ 


a 


GLOBE-WERNICKE ANNUAL BREAKFAST ON SEPT. 28, STEVENS 


nuts and coffee at the A. J. 
Aigner booth, the cold cokes 
provided by Eureka Specialty 
Printing Company, and the 
orange juice, tomato juice, as- 





pirins et al handed out by the 
curvesome maidens at the Louis 
Melind headquarters. 


The Weis booth was a busy 
place during exhibit hours. Lenn 
Redman, one of the foremost cari- 
cature artists in the country, 
sketched over 250 people, includ- 
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HO 7 CHICAGO, DURING THE NSA CON- 


ing many prominent dealers 
whose caricatures are shown in 
several places in this convention 
report. The drawings were made 
on small sheets of clear acetate 
so that they could be projected 
on a large screen during the time 
that the artist was working. In 
this way spectators could follow 
every line as it was added to the 
sketch, yet the original drawing 
was not bulky. Each original was 
given to the visitor drawn as a 
very personal souvenir of the 
convention. 

Mr. Redman was associated 
with Walt Disney and Universal 
Pictures in Hollywood as an an- 
imator. His fresh technique in 
caricaturizing Hollywood person- 
alities has evoked considerable 
attention. 


o 


Two life-size cutouts of Pres- 
idential Candidates Dewey and 
Truman greeted visitors with out- 
stretched hands in the Wood 
Office Furniture Institute display 
room. As each visitor was in- 
vited to be pictured with his fa- 
vorite candidate, the choices 
built up to an informal pre-elec- 
tion poll. Results of this “straw 
vote” have not been revealed 
for publication, but the idea 





VENTION. NEARLY 125 DEALERS ATTENDED. AS WELL AS G-W OFFICIALS AND FACTORY REPRESENTATIVES. 
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evoked a lot of interested par- 
ticipation 


© 


The large roll of Kenn-Rite 
typewriter carbon paper in the 
Codo Manufacturing Corpora- 
tion's booth attracted a lot of 
attention. Each visitor was given 
an opportunity to guess how 
many 8'2 x 11 inch sheets could 
be cut from the entire roll. Out 
of the hundreds of estimates 
made, the highest guess was 
10,000,000 sheets and the lowest 
25 sheets. (What a range!) The 
actual number was 23,661. Three 
prizes, one each for first, second 
and third places were scheduled 
for awarding, but seven people 
were tied for third place. Each 
of the seven received the same 
award. According to Codo, al- 
though people were guessing as 
to the quantity there was no 
guessing in reference to the qual- 
ity of Kee-Rite carbon paper. 


o 


At the Stevens Hotel, Chicago, 
on the morning of September 26, 
the day preceding* the official 
opening of the NSA conclave, 
Mr. and Mrs. Dan MacDougall 
were in their Stationers Loose 
Leaf Company suite ready to 


entertain convention visitors. A 
man unknown to them called and 
said he was connected with the 
Police Department of Chicago 
and was assigned to that room. 
Dan thought someone might have 
worked out a practical joke. He 
offered the gentleman a chair to 
make his watch more comfort- 
able and served him coffee. He 
noticed that his visitor looked 
carefully over all who entered 
the room, one of the number 
being J. L. Wren of Oklahoma 
City. Later this representative of 
the Police Department was re- 
lieved by two others who were 
received graciously and invited 
to make themselves at home. 
Finally a telephone call came 
for one of them reporting that 
Henry Wallace was going to the 
Grand Ball Room. Then it de- 
veloped that the plain clothes 
men were assigned to watch the 


suite of Mr. Wallace but were 
iven the wrong room number. 
e MacDougalls had all the 
protection they needed on that 
convention Sunday, and for free. 


Le) 

The Stationers Guild of Amer- 
ica used the convention as an 
occasion for dining together in 
an informal manner, 30 strong. 
Guild Member Dan C. Smith, 
Smith Printing Company, Wil- 
liamsport, Pa., acted as toasmas- 
ter and introduced Al Williams 
whose diligent labors have had 
much to do with the success of 
the Guild. Al reminded his listen- 
ers that the basic aim of the 
Guild today was identical with 
the original conception of 26 
years ago. 

W. McCormick, Jr., general 
manager, was then called on to 
explain some of the plans for the 
present and future. He reviewed 





GLOBE-WERNICKE BREAKFAST AT NSA, SEPT. 28.—G-W 
dealers at breakfast, where the company announced the 
availability of its new line of aluminum office chairs. Testing 
the new chairs are—Top: Mrs. W. L. Talbert, Talbert Office 
Equipment Co., Casper, Wyo.; W. J. Ortel. Shaw & Borden 
Co., Spokane, Wash.; J. S. Sprott, president of Globe-Wernicke 
Co.; Ray Achtner, Office Staty. & Equipment Co., Chicago. 
Ill. Second from top: Joseph L. Alvarez, Chestnut Office 
Equipment Co., Gainesville, Fla., and Nick Owens, Baker 
Office Furniture Co., Pittsburgh, Pa. Third from top: Elmer 
Rahe, Globe-Wernicke sales manager: Morris Hansell IL 
F. F. Hansell & Bro., Ltd., New Orleans, La.; James A. Collum, 
Comfort Ptg. & Staty. Co., St. Louis, Mo. Bottom: James 
(Scotty) Robertson, Globe Office Equipment Co., Cincinnati. 
Ohio: Mrs. Jeffie Fulton and Miss Sue Harding, Fulton Co. 
Houston, Tex.; Howard L. Pfau, G-W vice-president. 
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GF BANQUET AT NSA CONVENTION 


- Seated: Harold Frank, Hazel Hoven, Mrs. Blied. Standing: Charles 
Hoffhine, Leo Blied, Donald Spence. all Blied, Inc., Madison, Wis. 


Murray A. Sumner, Stainton & Evis, Toronto; Mrs. Sumner; Hal 
Brainard, The General Fireproofing Co. 


. Seated: Mrs. Harry Horder, Mrs. Lynn Carlson, Mrs. Fred Seymour, 
Mrs. Bruce McCaleb. Standing: Bruce McCaleb, Pounsford Staty. 
Co., Cincinnati; Harry Horder, Fred P. Seymour, C. W. Harris and 
Cort Horr, Horder’s, Inc., Chicago; Lynn Carlson, Pounsford Staty. 
Co. 

. Seated: Mrs. Claude Allen, Mrs. Dick Clay, Mrs. J. H. Peterson. 
Standing: M. E. Quay. The General Fireproofing Co.; Dick Clay. 
Marshall Bruce Co., Nashville, Tenn.; Claude Allen, The General 
Fireproofing Co.; J. H. Peterson, Rosser & Sutton, Yakima, Wash. 


. Mrs. Fred James; H. A. Brainard, General Fireproofing Co.; Mrs. E. 
Clifton Wilson, Jr.:; E. Clifton Wilson, Jr., Wilson Staty. & Ptg. Co.., 
Houston, Tex.; Fred James, James & Weaver, Youngstown, Ohio; 
E. A. Purnell, vice-president in charge of sales. General Fireproof- 
ing Co.; Mrs. Richard A. Buchanan; Neil! Stewart, Jr., and Richard 
A. Buchanan, Stewart Office Supply Co., Dallas, Tex. 
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6. H. A. Brainard, General Fireproofing Co.; Mrs. E. Clifton Wilson; 


E. Clifton Wilson, Wilson Staty. & Ptg. Co., Houston, Tex.; Fred 
James, James & Weaver, Youngstown. Ohio; Mrs. H. A. Brainard; 
E. A. Purnell, vice-president in charge of sales, General Fireproof- 
ing Co.; Mrs. Richard A. Buchanan; Neill Stewart, Jr.. and Richard 
A. Buchanan, Stewart Office Supply Co.; Mrs. Fred James. 


. E. C. Wilson. Wilson Staty. & Ptg. Co.. Houston; C. A. H. Thom, 


Gregory. Mayer & Thom Co., Detroit; Mrs. Thom; Mrs. H. A. 
Brainard; Ed Purnell, The General Fireproofing Co. 


. Seated: Mrs. Leo Blied: Mrs. C. H. Everly: Charlie Everly. Office 


Appliances; Mrs. Raymond Goddard, Waco; Mrs. Claude Allen. 
Standing: Leo Blied, Blied, Inc.. Madison; Claude Allen. The Gen- 
eral Fireproofing Co.; W. C. Clegg. The Clegg Co., San Antonio; 
Raymond Goddard, Hill Prtg. & Staty. Co., Waco; Clif Wilson. 
Wilson Staty. & Ptg. Co., Houston. 


. Mrs. Charles Roth: Walter Bender, president General Fireproofing 


Co.; Mrs. C. A. H. Thom; C. A. H. Thom. Gregory. Mayer & Thom 
Co., Detroit. Mich.; Mrs. Herbert Peterson; Mrs. Hammond; Zac 
Smith, Zac Smith Stationery Co., Birmingham, Ala. 
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ANNUAL DINNER, STATIONERS GUILD 
OF AMERICA. SEPTEMBER 28, DURING 
THE 42ND ANNUAL CONVENTION OF 
NATIONAL STATIONERS ASSOCIA- 
TION. STEVENS HOTEL, CHICAGO. 


the merits of the Guild and the 
value of the Guild merchandise. 
He reminded his listeners that the 
organization had the largest 
membership which did the larg- 
est dollar volume last year ever 
experienced by the Guild. An 
open forum closed the session. 


o 


The dinner given by The Gen- 
eral Fireproofing Company to its 
dealers was one of the highlights 
of the convention, as it has been 
for about two decades. Several 
hundred guests gathered in the 
West Ballroom of the Stevens 
Hotel where they participated in 
a generous banquet and were 





Soul / 
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entertained by an orchestra and 
soloist. The president and the 
general manager of NSA, as well 
as several ex-presidents, were in 
the party. At the conclusion of 
the dinner William E. Hoge, 
dealer sales manager, made the 
announcement that there would 
be no speeches. He started back 
to his place at the table but, con- 
fronted with a vociferous demand 
for his story of the Green Soldier, 
he related it once again to the 
great delight of all in the room. 
His Green Soldier is a classic. 
His dealers never tire of hearing 
it’ President Walter Bender and 
Vice President E. A. Purnell and 
other officials were present but 
took no part in the program, 
since the entire affair always is 
recognized by officials and deal- 
ers as Bill Hoge’s party. 
o 

Remember the rush around the 
registration desk in other years? 
This has been largely eliminated 
by the heavy advance registra- 
tion and the early arrival of con- 
vention attendants. 


© 
M. G. Patterson, Ohio repre- 
sentative for Speed Products 
Company, was still passing out 
cigars at the convention. Reason 
—that second boy, Kenneth, born 
September 8 to the Pattersons, 





whose home address is 16703 
Stockbridge Rd., Cleveland 20, 
Ohio. The proud father is as- 
signed to Ohio, Kentucky and 
West Virginia, formerly cover- 
ing northern Ohio and Indiana. 


i) 

“How glad we should be that 
we are not getting all of the 
government we are paying for,” 
quipped Dr. Kenneth McFarland, 
superintendent of schools at To- 
peka, Kans. 

i) 


An innovation at the conven- 
tion was the billboard making it 
easier for NSA visitors to get in 
touch with friends from the vari- 
ous states. 





BILL CLEGG 








THERE'S STILL NEED FOR 
CARE FOOD PACKAGES IN 
HELPING EUROPE'S HUNGRY 


CARE, the food package service 
for Europe, asks Americans to carry 
on. 

Because of widespread reports of 
improved crops abroad, and be- 
cause of the Marshall Plan, many 
Americans feel that individual Euro- 
peans do not need their help. This 
reasoning is refuted by Senator Van- 
denberg, who declares, ‘The ECA 
deals in fundamental economics. It 
is indispensable to the reconstruc- 


tion of over-all economic systems. 
It cannot and does not substitute 
for the direct ald to stricken peoples 
which has been so spectacularly 


furnished by 'Care’.” 


For $10, readers of Office Appli- 
ances can send 21.6 pounds of nu- 
tritious foods (containing more than 
40,000 calories) to a friend or rela- 
tive in Europe. They can do this by 
sending their order, plus check or 
money order to CARE, 50 Broad 
St., New York 4, N.Y. If no name 
is specified, CARE will choose a 
needy family. 
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ADDRESSES o 





ANNUAL REPORT OF 
THE PRESIDENT 
By Fred Downs, 


Downs-Randolph Company, 
Tulsa, Okla. 





HE 42ND ANNUAL CONVENTION is on its way and plan- 

ning must begin for the next year and the next conven- 
tion. o better plan for the future we look back into the 
performance of the past year. The appraisal of the last 
year should suggest the methods for a better operation in 
the coming year. It should be a yardstick for planning. 
Much of the following is from a report of General Manager 
Paul Burbank: 


MEMBERSHIP 


Because our growth in the year preceding this annual 
convention had been large, it was felt by many of NSA's 
officers and members that this trend would not continue. 
Instead, an even higher percentage of increase has been 
shown in the year now ending than was done in the preced- 
ing year: 

September 15, 1947 September 15, 1948 
1523 1846 Plus 21% 


Classifications of membership: 

Dealers Manufacturers Field Associate Lt +r} 
1094 362 381 9 1846 
This growth in membership is very gratifying and shows 

the value of NSA is recognized. The governors have been 

very active in securing members. 


CONTEST 


In the contest for the Hansell trophy and the Charles 
Garvin Plaque, each governor has played an important 
part. The result will be announced at the banquet, Wednes- 
day evening. 


FINANCE 


The treasurer will give a complete report of the financial 
position of the Association. I wish to point out the educa- 
tional project program that is being started will put to 
work a rather substantial part of the accumulated surplus. 


REGIONAL MEETING 


A regional meeting was held in each of the 14 districts. 
Time will not permit a detailed report of each meeting. 
Splendid co-operation showed a real interest in these meet- 
ings, with a total registration of 2692. I would like to 
emphasize the importance of these regional meetings. The 
stronger. the region, the more benefits result to that area 
and the strong region contributes to a stronger national 
group. Each governor has the responsibility of developing 
and maintaining the interest and growth of his region. The 
Washington office will extend all help possible, but the big 
job is up to the governors. 


ANNUAL CONVENTION 


The registration up to the present is 2442 and the exhibits 
have taken all available space. The big hall is filled and 
there are 70 exhibits on the fifth floor. Be sure and visit 
the fifth floor. 

Your program has been carefully planned. The speakers 
are + cam men and bring a message you cannot afford 
to miss. 


THE NATIONAL STATIONER 


Improvement of the National Stationer is very pro- 
nounced and special issues have been highly complimented 
The advertising revenue has increased approximately 20 
per cent. 


WEEKLY DESK SHEET 


The Desk Sheet carries a summary of important business 
news available that pertains to the industry. The present 
circulation of the desk sheet is 1,900 per week 


STATISTICAL REPORTS 


Reports from dealers have increased and with this in- 
unes of data Mr. Fuller can give a better picture of opera- 
tions. 

TO QUOTE FROM MR. BURBANK: 


OFFICERS—"One of the pleasant opportunities of a re- 
port of this kind is to record within our records a sincere 
appreciation for those who have devoted part of their time 
to this Association. This year’s president, and the vice- 
presidents of our three main divisions, the treasurer, and 
our regional governors are men to whom NSA is greatly 
indebted. In each instance it has been the experience of 
your general manager that there has been an immediate 
co-operative and willing response whenever requests were 
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made of these officers, and to them should go credit for the 
success of this past year’s work.’ 


OUTLOOK—So much for that which has happened. As an 
annual meeting is an occasion to review the past, it should 
even more forcefully formulate policies for the year that 
lies immediately ahead. Because true evaluation cannot be 
made until accomplishment is complete, I should like only 
to enumerate certain phases about which I hope a successful 
report may be given one year from now. 


MEMBERSHIP—lIt is my sincere hope that this will con- 
tinue its expansion. As has already been explained in 
regional meetings, my desire does not lie in any wish that 
we may be great numerically, but rather in a deeper con- 
cept of a phase of American thinking; namely, that when 
quality is maintained there lies an increasing prestige in 
the strength that comes from an increased membership. It 
is my hope that within the districts which displayed weak- 
nesses in 1948, constructive work may be done by the gov- 
ernors, members of the fleld division, members of the trav- 
elers’ groups, and by local associations. It is the purpose of 
the headquarters office to prepare material to aid in this 
work and to solicit the co-operation of the present NSA 
members within the districts which need strengthening. 


REGIONAL MEETINGS—tThe establishment of a strong 
program for regional meetings will be one of the first re- 
quirements following the close of this annual convention. 
The subjects which will be most wanted for next year’s 
programs will first be determined, following which evalua- 
tion of our available manpower to carry them out will be 
made. Additionally close liaison between the governors and 
Washington office will be utilized to strengthen these meet- 
ings. 


PRODUCT TRAINING COURSE—The largest commitment 
which we have ever undertaken is the development and 
production of a series of manuals to aid dealers in the 
training of sales personnel. For this express purpose, we 
added to the staff of NSA Homer Smith, a man well 
grounded in educational fields and in the utilization of the 
products of this industry. He will require the help of each 
dealer and each manufacturer of this Association if the work 
with which he is charged is to be accomplished adequately. 
In the opinion of those of us responsible for this Association, 
this is one of the most challenging and stupendous projects 


‘ 


ON OPPOSITE PAGE: 


1. Andy Maish, Dennison Mig. Co.; NSA General Manager Paul 
Burbank; Less Crowl, Blade Prig. & Paper Co., Toledo, Ohio. 

2. William C. Sous. Clega Co., San Antonio, Tex.; Al Marschall, 
manufacturers’ soues Cliff Wilson, Wilson Ptg. & Stat., Houston, 
Tex. Clegg and Wilson are both past presidents of NSA. 

. A. C. Stewart and R. P Stewart, The Treasure Co. 

. Art Walker. Farnham Staty. & =aost Supply Co., Minneapolis, 
Minn., and H. C. McPike. Weis Mig. Co., backed up by Harry 
and Walter Nichols, Weis Mig. Co. 

5. Soazanes A. Hook. Cee Equipment Co., Inc., Tampa, Fla.; Roy 

Clarke and John C me F. S. Webster Co.; Fred Griffith. 
Halses & Griffith, Inc., West Palm Beach, Fla.; Aaron J. d, 
F. S. Webster Co.; David R. Thompson, Halsey & Griffith, Inc. 

. Mr. and Mrs. Matt C. Bowen, Bowen Supply Gen -« Plant City, Fia. 

. Jack H. Harris. Yates. Burns & Harris, Inc., Detroit, Mich.; Harry L. 
Short and Neilan N. Short, manufacturers’ representatives, Chicago. 

8. M. S. pate Henry's Office Supply. San Gabriel. Calif.; I. Van 
Cornelius. Northern States Envelope Co.:; Myron Katz, National 
Business Forms Co., Rochester, 

9. C. N. Pertan, Duluth, Minn.; H. Dorsey Douglas, H. Dorsey Doug- 
las, Inc., Oklahoma City. Okla.; W. E. (Bill) Smith, Ace Fastener 


Corp. 

10. Douglas Fallen, Russell E. Ragan and John J. Whalen, American 
Pad & Paper Co. 

ll. Mrs. Ruth Spencer, W. Robert Spencer and Mrs. W. Robert Spencer, 
Spencer Rubber Products Co. 

12. Fred Ridge. Ridge Office Supply Co., Louisville, Ky.; John D. 
Cardinell and Theodore Reichard, Cardinell Corp. 

13. Walter J. Nickel and John E. Fellowes, Bankers Box. Co. 

14. Miss Millicent Avery and Charles J. Wright, W. H. Kerr Pen Co 

15. Joseph C. Strauss, Frank Lazowski and Frank W. Hughes. 
apgnate Pencil Sharpener Co. (Through camera fault, picture 

S. Leroy did not reproduce.) 

16. Gilbert H. Bosse, Norman Gerth and F. C. Charles, Imperial 

esk Co. 

17. Floyd Kaspar. Mrs. Howard Buescher, Arnold Anderson, Howard 
Buescher and Henry M. Peters, Faries Mig. Co. 

18. W. O. Brass, W. C. poate & Associates, Indianapolis, Ind.; Harry 
ene Weis Mig. 

19. W. Vater. Jose nh Dixon Crucible Co.; W. S. Lennartson. 
OFFICE APPLIANCES; Nair J Byrd, H. B. Van Dorn and T. R. 
O’Brien, Joseph Dixon oe a Oo. 

20. Sam Hawkins, Arthur W. Datus Elmer Herditsky. Bill Courtney. 
L. E. Waterman Co.; Sidney S. Anderson and R. D. Latsch, Latsc 
Brothers, Inc., Lincoln, Neb. 

21. J. W. Wilson, Avery Adhesive Label Corp.; E. Russell Ashley. 
Ashley-McCormick re Bridgeton, N. J.; Carroll J. Lee, Avery 

ve Label Corp. 

22. C. J. Schubert. Jr.. Western Wholesale Stationers, Los Angeles. 
Calif.; George D. Nelson. Weldon-Roberts Rubber Co.; illiam 
L. Kling. ag s. Lewiston, " 

23. E. Kramp ae Desk Co.; H. Scott Ditto, Jasper Table Co.; 
R. E. Ero. hs Bohnert and Gene X. a Indiana Desk Co. 

24. H. C. Maley. B. L. Marble Chair Co.; Mrs. H. F. Zabel; H. F. 
Zabel and Harvey ee" Globe Furniture & Staty. Co., Chicago: 

Office nomen Co., Utica, N. Y.; 

R. N. Thomas, B. L. Marble Chair C 
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ever instigated in this industry and one which should have 
magnificent results 

CONCLUSION—And so, with a recording of that which 
has happened and a brief expression of the hopes of that 
which is to be done, this report is submitted to the forty- 
second Annual Meeting of the National Stationers Associa 
tion. It would be incomplete were there not added to it a 
personal note of appreciation to each member of this Asso- 
ciation from your general manager. The co-operation, the 
interchange of information and the friendliness which has 
been exhibited by each of you toward me is something that 
is deéply appreciated, but of even greater importance makes 
possible a sameness of anticipation that this Association will 
£0 on to new heights in the coming year.” 

This concludes Mr. Burbank’s report. 

The educational project which will be produced by Homer 
Smith, with the co-operation of the dealers and manufac- 
turers, will be a definite step forward for the improvement 
of every dealer's establishment, if he will take advantage 
and put it to work. It will improve sales people in knowing 
our business and place them in the position of being able 
to intelligently serve business which is our job. Work is 
progressing on this program. 

The spirit that prevails throughout the membership and 
the willingness to exchange information is a great con 
tributing factor in the success of our Association 


——_e—=>-__ 


THE CUSTOMER IS NO 
DUMBELL EITHER 


By Vernon E. (Sam) Vining 
Merchandising Consultant, 
Westinghouse, 
Mansfield, Ohio 


I AM GOING TO TALK selling in a very simple way because 
Iam going to talk about the man who isn't here, and the 
problems connected with him. He is the man behind your 
counter. He is the man who goes out with your merchan- 
dise and sells it to the commercial user 

Iam not going to talk your business. I don’t know any- 
thing about it and when I found out that you handle 15 to 
20,000 items, I gave up. I don’t want to know anything 
about it I just don’t care. Somebody told me it is a 
billion and a half dollar business A billion and a half 
dollars every year is a lot of lead pencils, and that’s all 
I want to know 

I am going to talk of my business, electric appliances, 
and the problems with which we are confronted—in the 
hope that some place along the line you may find a parallel 

Salesmen and saleswomen are peculiar animals and there 
are some things that we have to teach them. We have to 
teach them in our business and you have to in your busi- 
ness—if you are going to carry on the way that you want 
to carry on Your business is in their hands and you 
personally can’t wait on everybody and you can’t make 
every call. That is too bad because the dealer is always the 
best salesman in his organization He is the one man who 
can cut the price! I don’t know exactly whether that fits 
you or not, but in our business you know, dealers say to 
me all over the country, “Sam, why can’t we get good 
closers? Why can’t we teach salesmen to close? | have to 
close over half my deals.” 

Having been a dealer, I know the answer. At any rate, 
this man we are talking about we have to train How are 
we going to go at it? What are we going to teach him? 
I was greatly encouraged about your organization when 
I discovered that you are building a sales training course 
That's very nice, but you can build all the sales training 
courses you want and if you don't use them, they aren't 
worth anything You are just throwing your money away, 
so if you are voting to make the expenditure to build this 
course and don't plan to use it, it will do you no good, so 
why don't you save your money and write back, “I don't 
intend to use it’’—save the money and buy whiskey for an- 
other convention 

So what are you going to do? What are you going to 
teach the boys? There are one or two things I would like 
for you to teach them for me. I'm an old doorbell puncher, 
I have clerked in a store, been a dealer and distributor 
I wish you would teach them two or three simple things 
You see, I'm the world’s greatest opponent to so-called 





l. Roland M. Kyle. George T. Breen, E. M. Kabernagel. David M. 
Sloan and A. F. Anderson. Mosler Safe Co.; Mrs. F. D. Reynolds. 
Reynolds Office Equip. Co., Mitchell. S. D.; Frank Calloway. 
Mosler Safe Co.; Albert C. Seits & George Office Equip. Co., 
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scientific s¢ e. I think the buzzard that named selling a 
science ¢ art is a brother-in-law to the baby that 


“Selling Is So Simple” 


Selling e is so simple. Teach that selling is simple. 
I like t é You like to sell, and if you are honest about 
it, you ke t ell for the same reason I do. It is the most 
fun and est way to make a living I ever heard of. So 
let's talk t r people about the fun of selling because it’s 
simple Let teach them selling is fun because they are 
dealing w people, that every problem is new, that selling 
s never &£ es to be a science because you can’t put people 
in a test tubs nd shake them up and have a known result. 
ch t that every customer that comes in is a new 
ture ~ ething to learn, something to have fun— 
because jy ire helping them get something they need. 
Can you teach your gang that? The fun of it? Oh, I know 
n your ret floors it gets pretty tough at times. You 
have al rts of customers. You know the type that wants 
to browbeat, the type that doesn't believe anything you say, 
the type t t esn't want any advice, the type that hangs 
on, there s every type and I tell the department store clerk 
along abi f r o'clock in the afternoon when he feels 
ike going t pieces, “Don’t lay on the floor and scream; 
save up ple of bucks, go down the street and snoot 
the devil out of some other clerk.” 

We must make them remember one thing regardless of 
the type of istomer that comes in. The customer has your 
pay and ir profit in his pocket. It is the only dime that 
comes int the store; customers come in one at a time. 

There is such thing as a mass market. Regardless of 
the customer regardless of the type of sale, believe it or 
not, if y et the money, you win, and “ain’t it fun"! 

Can we t the peorle in our organization that selling 
is fur It fun because you are dealing with all of these 
people I ke selling because you can’t define it. It have 
eard a on definitions of selling and I never heard a 
definition a ody else agreed with unless the boss said 
it in the meeting and—it is smart to nod your head, yes; 
r if you I taking an examination and you know what 

the } Selling is one thing to you and another to 
you and nother to you back there. My own definition of 
selling ‘ Having fun helping the other fellow enjoy 
getting w t he needs from me.” 

There are tw or three things in that definition. In my 
busines } eve it or not, it is a thrill when we can help 

woman take n old cookstove out of her joint, throw it 
put in the i yard and put one in we know will cut her 
abor dow third of what it was before. She will have 
onfidence er meals and she will have pride in showing 

to he eis ors. We feel like we have done something 
whe e | lone that because we are having fun helping 
her get he needs 


There’s No Mysterious Formula 


It simple as that There is no mysterious 
ri rt t ch these sales people. They are selling peo- 
ple, not er ndise. The merchandise is incidental. Mer- 
chandise at the woman happens to want, what you 
happen t ‘ t to sell her, but the sale is over here on 
e side f e counter where the money is. We sell the 
wom neg her hand into her husband's pants pocket 
nd get ° t the money. 
I had t é hat “You sell people, not merchandise” ham- 
ered e pretty solidly before the war. I was in 
Wichita, Kans My wife had hinted at me—not broadly 
because t the type that hints broadly. What she 
said wa [| am thinking of buying her a birthday present, 
she coul nightgowns I went into the George Innis 
Company \ hita and found my way up to the third or 
fourth fi backed out of the elevator because I didn't 
now wil ere man might see in the lingerie depart- 
ment 4 x lady asked if she could be of help. I assured 
her of 1 terest in nightgowns and I wish you could 
have e¢ ‘ t she showed me. She went over to the case 
with plate gla doors and she unhooked a latch on it 
ind 1 ‘ r back and reached in—she brought out a 
reatic iid it over her arm and she stood there as 
| das vere a new born baby. I looked at it. I wish 
you cou e seen it I swear I could have rolled it up 
nd put my vest pocket. It had lace—and ruffles—and 
bell ' histles, steam heat, everything. It was the 
hottest 5 et it wouldn't keep out any cold I ever saw 
! i to the young lady, “These are for my 
Ss t k the creation back and carefully hung 
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it up, straightened it out and closed the glass doors—and 
took me over to a counter where she showed me some night- 
gowns about the same type that I see hanging around on 
the clothesline at our farm. They came in three different 
colors and I bought one of each. As the package was being 
wrapped up, she said: “How about lounging pajamas?” 

a 

“How about a dressing gown?” 

“No.” Didn't want anything else. She brought back the 
package and laid it on the counter and she put my change 
down—Jjust as she took her hand away she said: “Please 
wait a minute. I nearly forgot something,” and she ran 
back to the stocks. She came back out of breath: “I forgot 
to show you these,” and laid down, what do you think? 
Three pairs of panties, each one of them matching a night- 
zown I had just bought. I bought them. Don’t be silly, 
you would have too—in spite of the fact my wife tells me 
only cowards wear them! On the train going home I woke up 
When in the devil do women wear panties and nighgowns 
at the same time—and, what difference does it make whether 
or not they match? That girl was selling people The 
merchandise was secondary. 


Single Sales Are Out 


Can we teach that lesson to our people under us? Can 
we get over to the people under us that there is no such 
thing as one sale? There is no such thing as a single sale 
because if I walk into your store, I should be received 
with such courtesy and such helpfulness I must feel as I 
gO out that I want to come back the next time. Every 
sale is a part of the next sale—and all the business I will 
have the rest of my cock-eyed life—including teaching my 
sons and daughters to trade in your store. 

So there isn’t any such thing as a hurry-up sale. Can we 
teach sales people to use that same formula when we call 
on the manufacturers and industrial accounts? It is fun 
to go out and help create business. It is fun to show the 
customers what they need. It is fun to help build them up 
and it is fun to work with them as long as you have your 
mind on their needs and not on your own or a particular 
merchandise that you are handling. 

The important thing is what the customer needs. This 
doesn’t mean you always sell what he needs. You -end up 
Selling what he thinks he needs. We know that but at least 
you have an influence. How are we going to create those 
things? In the first place, we have to realize right off the 
bat that we can’t confuse merchandise training with sales 
training. Training in merchandise is not sales training 
and when you have meetings, meetings, meetings about 
merchandise, you are not talking about selling. Knowledge 
of your merchandise is only a tool of selling. People say 
it is a handy tool. Some people say it is an essential tool. 


Knowledge is a Sales Tool 


A knowledge of merchandise has the same relation to 
selling as a saw has to a carpenter—just one of his tools 
and yet, we will have in my business and maybe in yours, 
a hundred thousand meetings this year under the name of 
sales meetings where we are actually teaching people the 
mechanics of merchandise. Our wheels go that way and our 
fool competitors go the other way—and we'll call it sales 
training. It isn’t! The carpenter doesn’t take the saw out 
of his box and start waving it around. He finds out first 
what is to be done and goes to an orderly tool box and 
takes out the saw,—if he needs the saw And when he gets 
through using his saw he puts it back where it belongs 
and closes the box—or gets out another tool. Selling is 
handling people and the principles are the same whether 
you are selling microphones or water glasses or fountain 
pens or bookkeeping systems or electric appliances or re- 
frigeration. 

So will you remember, please, in your sales training work, 
not to confuse the two and occasionally talk about selling? 
Talk about handling people? Will you go further than that? 
Will you go home when you get back from here and sit 
down and take the sales training material you have at hand 
and think first, am I using it? Second, how am I using it? 
Our business was almost built on morning or weekly meet- 
ings. Since the war, meetings have kind of disappeared and 
we are now breaking our necks to bring them back because 
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we know they are our only salvation, morning and weekly 
eetings, e or the other or both. 
Are y< ning weekly meetings? Are you even going 





chanics of teaching the sales people the 


things tl ; ild know? If so, what kind of sales meet- 


nes are you inning? In our business we have one curse. 
We have meetings where everybody wants to inspire 
W he r three people get together some buzzard 


always 8: Sit down—Iam going to educate—I am going 


inspirs If you are as tired of that as I am, you 
an give u ion’'t want to be inspired. I don't want any 
essag« t facts. Who runs those meetings in your 
rganizat at’s another story. In our business, one 
f ti the boss who comes in, opens up the meet- 
ng and ins. You know why he runs. He knows 
going e bored. So what does he do? He runs out 

ré the people who can’t get away. Why can't 

stand I ause the average meeting covers 80 many 
ibjects many angles that no human mind can take 
ure f remember them. The man who runs the 
t me in with a long notebook full of notes 
ber what he is going to say or talk about. 

a meeting without that many notes, it 


sn't } eeting—for the simple reason, if you can't 


nber in the world are you going to expect the 
ple of you to remember. 
I ti h t the retailer has a right to demand from his 
’ ‘ types of material for running meetings 
of sales training material. I say he has 
" ght specific types. Did you get that? We 
ist hear it the sales training manual with the presi- 
t I the front. I don’t complain so bitterly 
" ] for the simple reason many advertising 
lepartme ildn’'t get an appropriation unless they 
ttered and it is better to have the boss’ picture 
get out than it is not to have the book. 
th f ct to, if you study most of the sales train- 
t will find that they are so full of superla- 
é eyed statements that no intelligent clerk 
vi rtunity to sell your competitors stuff too, 
i sa but “Nuts” when he reads about yours. 
ri 1o¢ eve it 
Now t for that situation is very sound. Thirty- 
e pel! ll sales training manuals and all sales 
I based on what the man who writes 


wants to say It is not made from surveys 
f what the salesmen actually need or what 
I illy needs. I think it is the supplier's 
; duty to share the burden and not only 
terial, but take it out to the fleld to the 

the dealer’s organization. 
ireds of men traveling who are calling 
What is the traveler doing? What is his 
igh to call on the owner? Is it enough 
anager? Nine times out of ten such calls 
ade over the telephone—courtesy calls 
e back, offer to buy him a drink, take 
visitors—damn nuisances! Put traveling 
ning the people to tell a sound, sane, 
1 consumer, Train people in the type otf 
14-year-old boy can understand. Throw out 

material. 

edest time buying a notebook the other 
‘ a catalog and two salespeople because 
nything about a Chicago screw. I never 
rd [ didn’t have English enough to explain 
at a crew was without pointing it out in a 
t all the technical terms; put your story 
nybody can understand it. When you build 
stor t so it is interesting. I say story advisedly 
é loves a story and all the world loves a 
our story so interestingly that a sales- 
tell it and the consumer will like to hear 
thing that you make that doesn’t have 
story around it that is interesting, some 
something that has a twist that is inter- 
g t ntrigue me into telling it and intrigue you 
t t 4 short, simple little story that, believe 
or t told while a match burns. It is that short 
i t It has that intriguing something. If you 
e stories about your business and passed 
lerk so the clerk wants to tell them to 
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me and I want to hear him, you still have a whale of a long 
ways to go—almost as far to go as we have in our business 
We haven't reached it either but we are trying our level 
best 

So, your man who calls on the retailer, put him to work! 
You aren't going to sell anything up in your office, I warrant 
you that—and the only people who are going to actually 
sell are the people who are talking to the customers down- 
Stairs and your man’s place is down there teaching your 
people how to sell your merchandis¢ Did you notice? I 
said how to sell it—not only Know about the merchandise 
but know how to sell it? Retailers—put him to work on 
your floor and see if he can sell it and maybe make him 
run morning meetings. Make him run weekly meetings if 
he is there Put the burden on the man that is supposed 
to know the teacher of the business. The salesman who 
comes around and takes your stock, checks with you, is 
gone even the man with the new item, having sold you 
once, his selling job is over, and unless from that time on 
he takes on the burden of teaching your people to sell, his 
visits to your place are a waste of time 


Duty Is to Create New Business 


Maybe I have been a little hardboiled about the duty 
of these field men, but I! am thinking in terms of putting 
everybody to work in an industry to create new business, 
not accept old business that comes in—and we can't do it 
unless we are enthused about it—and enthusiasm and in- 
spiration comes from knowledge of what this will do, and 
how that will apply over here, and who will it apply to, 
and the story that I can tell that will make it clear 

I talked to a young man not long ago who had a funny 
problem He could get along all right, but he had been 
taught by his boss to take a gadget that goes on a truck 
and put it on the prospect’s desk and have the prospect 
pick it up and play with it while he talked. He said he was 
getting along all right but he had a feeling that wasn’t 
just right. I had a feeling it wasn’t just right either. There 
was no story behind it. I said, “Don't put out the gadget 
Talk to the man about his business for a little bit and say, 
‘In most businesses of your type in the trucking business, 
we find certain things are so,’ and as you say that, the 
man will nod his head when it hits him and you say, ‘my 
company specializes in building gadgets to overcome those 
things and since that is your problem, here is the thing that 
we have developed.’ In other words, just a different ap- 
proach. How do you get those approaches? How do you 
build those stories? They don't come out of your head, they 
come from studying in the field, in tying over and over and 
over to find the magic word that you can put together that 
will intrigue everybody about the thing that you sell 

You are awfully proud of your business, aren't you? But 
have you sat down and put down on paper why you like 
your business? Why are you proud of it? What you have 
accomplished? I suggest you do that sometime and you find 
out what kind of a business you are in. You will never 
know until you do that. 


Why Your Sons Shy Away 


I made a survey of why sons didn't go into the business 
with: their fathers in greater numbers and when I got 
through I satisfied my curiosity The father went home 
with his troubles from the time the kid was sitting on the 
Bible in a high chair. Father brought all his troubles home, 
“Oh, business is terrible; credits are rotten; the damnedest 
business I ever saw; can’t get deliveries from the factories: 
nobody will pay; nobody will buy; I can’t keep salesmen!” 
By the time the kid reached his eighteenth or nineteenth 
birthday, he knew one business not to go into, There were 
a lot of virtues in the business and father knew them only 
he saved those to tell the Rotary Club. He didn’t sell 
them at home. So, if you ever put down what you have 
done and let your son look at it, you are proud of it, 
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7; t ¥ Tell it to your organization. Don't be 


; ense to take an inventory every four or 
five ears hdy’s life. You may find out some things 
t j o—put them down and show them to the 

t your organization. Show them what 

the Nobody will work for money alone. It 

that thing else and you have to provide that 

! the minds of your sales people or they 
people and they will never represent 


\ is proud of what he is doing and feels 

} é x his share in the community life and is 
oing tl gs will really represent you 

‘ \ at I know you will be as proud of the 
things ) e done and the opportunities as I have in 
y busi! [ am not ashamed of it. 

When I! through the country, the towns, villages, 
ti homes that are there and remember that 
I have rivilege of going into those homes along 
wit! ! ther men who have done the same thing— 
und my | re of putting into those homes health and 
appines é ike the minister; I feel like a teacher; 
I fee lik loctor; I feel like the million other men— 
because ! i the privilege of doing something that 
s worthw Until you can pass that spirit to your 
peopl: show them what they are doing is actually worth- 
while y I ! nization will never be the type of an 
organizat 1 dream about It will never reflect the 
thing that your heart and it will never reflect it unless 
you recog Zz t and admit it 

Admit what mn your heart. There is a Frenchman who 
said “thers s a time when each of us can take with us 
only a ha f f the things he has given to other people,” 
ind it sé ne that is the boss’ greatest opportunity 
n life t n to other people those things that have 
ide us t i the pride that we have. 

Will you ge home, please, and try to teach those simple 
thing is t s of selling and leave out the money and 

—--. 
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{ PRODUCT EDUCATION 
PROGRAM 


By Homer Smith, 
Staff Member, 
NSA Headquarters, 
Washington, D. C. 


W E HA\ N LLUSIONS as to the complexity of the task 
he developing a sound and practical sales 
ing for the stationery industry. It is going 
take a t f research, hard work, and co-operation to 
tisfy I res for a truly purposeful and realistic ap- 
ich t sing sales through adequate sales informa- 


We ha ed many industrial and association training 
rogra ' ave received much “voice of experience” 
f who have either promoted or have par- 
cipated ich training programs. But, because of the 
wide divers e of our product lines and our desire to make 
his proje ractical treatment of all the essential infor- 
tic for iccessful retail stationery selling, we find little 
precedent ! ir particular training program, 
The ad example of those who have traveled the 
id befé re going to be valuable guide posts that 
indicat e steps to avoid and some to include, but 





l. R. E. Sheron, Downs-Randolph Co., Tulso, Okla.; M. L. Ober, 
Stationers, Inc., Indianapolis, Ind.; Vernon Beaver. National Brief 
Case Co.; Murray McCune, Downs-Randolph Co.; R. N. Pound 
and R. N. Pound. Jr.. Pound & Moore Co., Charlotte. N. C.; 
R. M. Barker, S. Barker's Son Co., Cleveland, Ohio; Joe O'Malley 
and Ed Manning. National Brief Case Co 

2. Matt C. Bowen, Bowen Supply Co., Plant ‘City. Fla.; Mort Priess. 
Tri-Par Mig. Co.; Alvin R. Sewen. Eastern Office Equipment Co., 
Ahoskie, N. C.; Joe Shanks, Jack C. Kern Co., Dallas, Tex.; John 
Beck, Godwin Staty. Co., Birmingham, Ala.; S. M. Priess, Tri-Par 
Mig. Co.; Scott Parnham, manufacturers’ representative; Hy 
Zitman. Tri-Par Mig. Co. 

3. Bob House and Fred Glarner, Rockwell-Barnes Co.; Dick Grable. 
Dixie Office Supply Co., Montgomery, Ala.; Harry Ford and 
H. M. Donisthorpe, Rockwell-Barnes Co. 

4. Roy Watllinder Hal Johnsen, R. L. Russell and Brad Pyle, She- 
boygan Desk Co. 

5. Claude Conger. Wire-O Corp.; Harley Wantz, Skinner & Kennedy 
Staty. Co., St. Louis, Mo.; Jack Kennedy. Trussell Mig. Co., Inc.; 
Harry Nichols, Weis Mig. Co.; Ivan Allen, Sr., Ivan Allen-Marshall 
Co., Atlanta, Ga.; Horace Van Dorn, Joseph Dixon Crucible Co.; 
John Gilbert, OFFICE APPLIANCES. 

6. Royal H. Eckert. Royal H. Eckert, Inc., Allentown. Pa.; Otto 
Kretchmer, Peerless Imperial Co.; Joe Templeton, Joseph Dixon 
Crucible Co.; J]. M. Kesslinger, A. W. Faber-Castell Pencil Co., Inc. 

7. Ross E. Wilson. Mrs. Wilson, Mrs. Tom Spencer; Rebecca Spencer 
and Tom Spencer, Protectall Mig. Corp.; L. B. Keller, R. N. EK. 
Distributing Co., Aberdeen, S. Dak. 

8. L. V. Reynolds. DeMay’s. Inc., Jackson. Mich.; Mrs. Reynolds; 
J. EK. Boling. manufacturers’ representative; Mrs. C. Rifenberg. 
Jackson, Mich.; E. V. Slack, Myrtle Deck Co.; C. L. Rifenberg. 
DeMay's. Inc.; J]. C. Turmer, Alma Desk Co.; T. R. Pitts. Myrtle 
Desk Co.; Hal K. Reynolds, manufacturers’ representative. 

8. C. T. Griffin, Griffin Office Supply Co., Pittsfield. Mass.; W. P. 
Magez, Cramer Posture Chair Co.; Joe Hartman, R. A. Wagner. 
R. C. Haines and Morris Perrin, All-Steel uipment. Inc.; D. W. 
Heck, Sylvester & Nielsen, Inc., Appleton, is.; N. L. Pearson. 
All Steel Equipment, Inc.; Cy Herrema, Economy Office Supply 
Co., Grand Rapids, Mich. Zeated: H. P. Frederick and R. L. 
Smith, All-Steel Equipment, Inc. 
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we have found that we must build our own program from 
the first brick to fit our own needs as an Association. 


Planned After Careful Survey 


We have talked with store owners and managers about 
their needs for better selling. We have traveled the route 
with experienced salesmen, noted their plans and ideas for 
better stationery sales and the problems with which they 
were faced. We have questioned purchasing agents and office 
managers who use our merchandise to find out how we 
could serve them better. We have consulted with manufac- 
turers of a few of the typical product lines we sell to learn 
of their aims for helping the retailers. 

Back in the office ef your Association, we poured over the 
results of these surveys and have come up with a design 
for an industry-wide product education program, which, 
with your help, will be the most complete Association pro- 
gram the country has yet known 

Our formula, which I will give you in a moment, is by 
necessity in a formulative stage. It will undoubtedly be 
changed and modified to fit conditions that arise and to 
incorporate ideas which you practical men will suggest from 
time to time. But it will not deviate from its avowed pur- 
pose of bringing knowledge to your sales personnel in as 
complete and easily digested form as is humanly possible. 


Here’s the Training Formula: 


You have told us that the basic need of your average 
retail salesperson is for more information about the product 
lines. The basic purpose for this project will be to provide 
extensive product information to answer this need. All 
materials prepared will be based on fact-finding research 
rather than the whim of the headquarters staff. This will 
make the information more purposeful and will stimulate 
its use by your employees as they realize that successful 
salesmen have been used as consultants. 

The backbone of the program will be a product informa- 
tion series of looseleaf, 11 x 8%-inch manuals dealing with 
the problems and methods involved in selling each of the 
stationery lines. Included will be descriptions of the prod- 
ucts by types, specific uses and applications, ae cus- 
tomer questions and suggested answers, hints for increasing 
sales, related merchandise, and any other information sug- 
gested by the manufacturers or salesmen of the product 
lines involved. 

The materials will be carefully designed to appeal to the 
retail sales personnel—plenty of illustrations, conversational 
style and easy reading. Everything will be done to encour- 
age individual reading and study. 

I think you will agree, however, that we cannot expect 
the written material alone to be as effective as when the 
same material is used in organized sales conferences. The 
conference training methods are gaining widespread usage 
in industry because the value of the exchange of ideas 
and the discussion of mutual problems has been increasingly 
recognized. We hope that the stationery industry will be 
no exception. We are, therefore, going to furnish sample 
conference outlines and suggested problems and questions 
with each training unit for the use of the sales manager 
or his designated representative in conducting an organized 
training conference. A great number of stationers already 
have weekly sales meetings that will furnish a natural 
foundation for the new series. We have studied a few of 
these fine programs and hope the rest of you will give us 
more suggestions from your own experience. 

With the first releases will be a manual on general sta- 
tionery selling hints and ideas. This manual will be in two 
parts: part one for the over-the-counter salesmen and part 
two, a continuation designed especially to help the outside 
salesmen. 

Customer Satisfaction Is Keynote 


I recently toured the New York area and found a great 
deal of enthusiasm for this general manual along with 
some very valuable suggestions. Customer satisfaction will 
be the keynote in this manual, for the experienced stationer 
knows that his sales personnel must consciously strive to 
locate the customer’s need then satisfy it with the right 





1. H. L. Pfau, Elmer Rahe and Ralph Blackburn. Globe-Wernicke 
Co.; Lew Cox. Cox Business . ~~ Co., Davenport, lowa: 
Ham Warnock, Globe-Wernicke Co. : : 

2. Leo Bigelman, Modern Office Supply Co., Detroit, Mich.; Parle 
Cooley, Bates Mig. Co.: Mrs. Bigelman; Joe igen, Joe Wigon’s, 
Portland, Ore.; s. J. H. Harris and Mrs. S. M. Yates, Detroit. 
Mich.; Ralph Henriques, Bates Mig. Co.; Sally Wigon, , 

3. Dwight Briggs, Barrett Mitchell, Stewart Gall, Fred Coggin, Joe 
M. Savte, all Sun Rubber Co. 

4. W. E. Tabb, Jr., Miss K. C. Wallace and Mrs. W. E. Tabb, Atlas 
Stencil Files Co.; Ed McKenna and Joe Jackson, Charvoz-Roos Corp. 

5. Ted Garfield, The Garfield es New York, N. Y.; Bill Simpkins, 
Tiffany Stand Co.; J. F. Hines, Lakewood, Ohio: Seymour Polonsky. 
Atlas Stationers, Los Angeles, Calif.; Frances Gruber, Rose Sta- 
tioners, New York, N. Y.; Louis Polonsky, Atlas Stationers; Lilly 
Bone, Tiffany Stand Co. 

6. J. D. Winter, Winter Bros. Bank Supply Co., Buffalo, N. Y.; C. L. 
Downey, C. L. Downey Co.; Paul E. Ganz, C. F. Rogier and D. H. 
Heirwitt, Johnson Fire Box Co.; J. R. Williams, C. L. Downey Co. 

7. K. M. Todd, Bainbridge, Kimpton & Haupt. Inc.; Ernest Gass, Gass 
Prtg. & Ottice Supply Co.; Tulsa, Okla.; William Schroeder, C. Bill 
Putnam, Franklin E. Rising, Jr.. Bainbridge, Kimpton & Haupt, 
Inc.; A. W. Herrmann, Office Equipment Bureau, New Orleans, 
La.; Mel Wheeler, Bainbridge, Kimpton & Bonrt. Inc. 

8. J. H. Brackvill, Kisco Co., Inc.; T. Carl Smith, Columbus Blank 
Book Mig. Co., Columbus, Ohio; Joe D. Landes, Schooley om 
Staty. Co., Kansas City, Mo.; J. W. Kisling, H. J. Hoagland. 
Kisco Co., Inc. 

9. Milt Shuster, Smead Mfg. Co.; Bill Wintrich. Acco Products, Inc.; 
William R. Diehl, Jr., Diehl Office Equipment Co., Columbus, Ohio: 
Pete Masterson, Pete Akin, Jerry McEvoy. Frank Selway and 
Art O'Hara. Acco Products, Inc. 

10. Mrs. fee Wigon, Portland, Me.; Bob Vojta, Chicago Saddlery Co.; 
Mrs. Harold Atwood, New York, N. Y.; Joe Wigon, Portland, Me.:; 
Harold Atwood. H. O. Atwood Associates. 
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THE “U” IN BUSINESS 


By Kenneth McFarland 
Superintendent of Schools 


Topeka, Kans. 


& IX YEARS AGO, while I was superintendent of schools at 
“ Coffeyville, Kans., we opened and dedicated a new trade 
school. If that new school has some claim to distinction it 
is not in its name, because they named it for me. Its great- 
est claim to distinction comes in the fact that for three 
years before we built it, we studied to determine what we 
should teach in it. If we could answer about four questions 
we had our building. What trades did wé want to teach? 
To how many people did we want to teach those trades? 
What kind of equipment would it take to teach that many 
people than many trades? How could we best house that 
much equipment for that many people and that many trades? 

Since this was a trade school the “64-dollar question” 
was, “What do people need to know to succeed in a trade?” 
Is it a matter of skill alone? If it isn’t, what other factors 
enter into the picture, and to what extent do they enter? 


Don’t Fall for Lack of Skill 


We were nothing less than dumbfounded as we got into 
that study and found how very rarely people fail vocation- 
ally because they lack skill. An average of nine out of every 
ten vocational failures are caused by things that are in no 
way related to skill techniques 

In the South Chicago industrial area in a period of three 
years before the war, a study was made of all the men and 
women who get fired in a given number of plants to deter- 
mine why they were fired. In 91.2 percent of those cases 
the people were fired for reasons which did not in any way 
pertain to “know how.” 

What were the reasons for failure in the Chicago studies? 
Here are some that were high on the list; the cases were not 
necessarily in this order of frequency, but all of these causes 
were frequently given as the basic reasons for individual 
job failures 

1. Laziness. This was a frequent cause indeed. No skill 
technique involved. Just plain lazy 

2. The individuals who were fired frequently had bad 
health, poor personalities, or bad dispositions. 

3. Disloyalty. This cause was in all capital letters as a 
very frequent cause for vocational failure. Loyalty is an old- 
fashioned virtue which today has its greatest market be- 
cause of a severe shortage in the face of unprecedented 
demand. 

“Talked too much.” Here again was a cause of failure 
that was listed in all capital letters and underlined. These 
people exercised the right of poor judgement and called it 
the right of free speech; that is a common mistake in 
America. 


These Things Needed, Also 


In all of this list, and some other items I could add to it, 
there is not a word about skill. Yet those people got fired, 
and their pay checks stopped just as surely as if they had 
not known how to do the job. Please do not misunderstand, 
we found no substitutes for skill You must have that. 
These other qualities will not take the place of skill, but 
skill won't take the place of them either. You must have 
both kinds of things. 

The same thing is true in business. Studies of business 
failures are monotonous in the amazing regularity of the 
findings. People are not failing in business because they 
do not know their merchandising or they don’t know produc- 
tion. They fail because they don’t know people—them- 
selves, their employees, their customers, the public in gen- 
eral. How else would you account for the fact that the man 
on one side of the street succeeds and the man on the other 
side fails, when they are both selling the same things—some 
times even the same brands of the same things? 

The basic principle of the human element in failure is 
equally true in the fields of the professions. Professional 
failures are seldom occasioned through lack of skill. The 
failures are tallied on the human characteristics side in the 
now familiar ratio of about nine to one 

All of this leads us up to a homely but very profound con- 
clusion, It seems that before a man can be a good business 
man, a good professional man, or a good tradesman, he must 
first be just a good man. The mountains of evidence consist- 





1. Earl Kochheiser. Charles Ritter Co., Mansfield, Ohio; Fred Downs. 
Downs-Randolph Co., Tulsa, Okla.; Joe Leroux, Franklin Prig. & 
ot Co., Toledo, Ohio; Less Crowl, Blade Pritg. & Paper Co., 
cledo. 

2. All from Canada—George Papineau. Windsor Office Supply Co., 

Windsor: Sam Jason, manufacturers’ representative. Montreal; J. S. 

Luckett, Luckett Loose Leaf, Ltd., Toronto: A. M. Marnoch, Windsor 

Office Supply Co.: Newton Brown, Brown & Collett, Toronto; Bob 

Denver, fediend Sons & Hodgson, Ltd., Montreal; Fred 

Smart, secretary. Stationers Guild of Canada, Toronto; Frank Sel- 

way. Acco Canadian Co., Toronto. 

L. Pi Wroble, Compco Corp.; Lee R. Beardsley. Business Equipment 

Co., Des Moines. Iowa; Virginia Wiesner. S. J. Zagel. Compco Corp. 

4. All Cramer Chair Co. Seated: Roy A. Cramer, Alex Patterson. 
Mrs. Ruth Hennessey. Bill McCaig. alter Keller. Standing: Tom 
Fox, Bill Goodhew, hor C. Cramer, Jr. 

5. All Cramer Chair Co. Seated: S. C. McKee, Ray Wagner. Warren 
Lewis III, William Magez. Bill Oehmler. Standing: Jack A. Lang, 
George Long. Cal Long. William ‘Sprout. Henry Burmeister. 

6. Irving Levy. Art Steel Sales Co.; Rose Cushman, NSA; George C. 
Wheeler, GFFICE APPLIANCES; George Schumacher, Siekert & 
Baum Staty. Co., Milwaukee. 

7. W. R. Kane. L. C. Goodhand, Oxford Filing Supply Co.; Mrs. R. A. 
Jonas, Jr.. Garden City. N. Y.; Tom Messelt. The Mailing Shop & 
Office Supplies, Great Falls, Mont.; Thomas E. Carpenter, Sperry 
Office Furniture Co., St. Paul, Minn. 
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-— wo 


ently t the individual must be a good man in 
general e can start being a good man in par- 
ticula VW er you find an individual who thinks he can 
divorce |} f rom the job he is doing; when he thinks 


he can | nd of a fellow and run another kind of a 
nks he can build a wall between what he 
is nd w does—there you have a man which the 
t now conclusively proves has odds of 

one against his ultimate and final success 
\ t people must we be then, to succeed in the 

" , nd difficult years ahead? The answer is 
big personalities. How shall we know these people in order 


What are their characteristics? There are 


y pe sent here who could answer those questions 
b er t ! I shall play the safe course and discuss 
first a fi eristics of big personalities which we can 
' haps ipon 


Big People Are Gracious 


the f e, big people are gracious. If a big man 
the nz for him he does not seek to constantly 
mpress yees with the fact that he is the boss 
On the seeks to get that fact out of their minds, 


ison, to let them relax enough that they 
work for the money he pays them, 
nodern machines get between us and the 


nan W te them for us, the more consistent and 
eff ent ir attempts to reach over those machines, 
touch ha their operators, and keep this whole thing 
' hun I where once it was when it worked better 
thar it a r ‘ 
Second en are not defeated by the yapping of little 
Ss ‘ said that when you climb out of a rut 
1 should e yourself for a lot of bumps. Big men won't 
stay in ru they do take the bumps. But it is how the 
bum] affect that makes the difference. Little men are 
flattened ows and they never get up again. Big 
é ire t shaped, and moulded by the same blows 
inti he e those great, rugged giants that you see 
tanding eparate and apart on every hill side. 
Finally ple take time to be human. Back of all the 
rk tl one in the world is a human motive. If we 
then t t one another humanly, we not only do not 
ow wil ill about—we don't understand the first 
ne tl olved 
I have ried to tell you how to run your business 
uv, be I do not know, and you do. I have not tried 
t te you nswers to your problems because I do not 
| WV eve the problems will be. But I bring you a 
nessage igement for these rapidly changing times 


r t is, t e do not need to know what the problems 
r t ret the answers ready. If we shall follow 
1 that abide and endure, out of these 


policies « t kine 

policies wv e good enough answers when we need them. 

The Golde ‘ tuff is scientifically sound. You can count 
e i t est business policy the world has yet devised 


——— - 


SALES MANAGERS I HAVE KNOWN 
Eugene Whitmore, 
Editor, 
American Business, 
Chicago, Ill. 


[' SEEMS ME that the great sales managers of this 
ountr things: They are great man builders and 
ut r builders. I will admit that I have known 
few s nagers—well, two or three—who were just 
exp é nspectors and detectives. They thought that 
the great gz a sales manager could do was to catch 
me of taking a day off to invest a little money in 
better hor eding—that'’s a polite way of saying that 
the sale vent to the races—or to catch their men 
sneaking all game of a warm, sunny afternoon 
But the not many such sales managers—they soon 
out running and go back to less inspiring jobs 
vhictl é re best suited 
Perhay] first great sales manager in the modern sense 
E. ¢ ns, Who was also a great hardware merchant 
! cale I suppose Mr. Simmons made as 
any eg! eS managers as any other business leader 
Theres . tory about his bawling out a salesman who 
had turne e a drunkard, an embezzler, order stuffer, 
nd a Simmons ended his tirade on this man by 
charg The salesman said, “Oh hell, I'd rather 
fired 1 than hired by most men.” 
Getting Ity even from a very weak sister is the 
nd of é nagement which I call man building. You 
raw untried material and build it into great 


MeCormick Was Great Sales Manager 


ck, inventor of the reaper, and founder of 

. great International Harvester Company, 

va ils t sales manager Although I did not know 
i I ed his career. He gave the world several 
hinges be e harvester. He was the first man to sell 


or ¢ on time payments, and the first man to 
send se! nto the fleld to keep the equipment oper- 
Whe! e to consider it, both of those two accom- 


hm« e pretty big contributions to our way of 
oing | his country. Simmons was the first man 
rea alesmen on a large scale, and the first 


wholes nt to publish a complete catalog Mc- 


rmicl e first executive to accept responsibility for 
eping ‘ er’s machinery in working order. Prior 
to McCe en you bought a piece of machinery you 
I ] t, and if it wouldn't run, that was your 
hard practically every company that produces 
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2. Mrs. C. W. Roth, Dayton, Ohio; H. C. McPike and Ha 


any kind of a machine has a staff of service men to follow 
the salesmen and keep the customer happy until he can be 
sold a repeat order. 

This is not going to be a lesson in the ancient history of 
business. To come up to date, I know another man I deem 
to be a great sales manager. His name is Bill Holler, and 
he headed the Chrevrolet sales organization until a year or 
two back, when he retired. When Holler took over Chev- 
rolet sales he set up several goals—-one was to increase the 
number of Chevrolet repeaters. He found that too many 
Chevrolet buyers were buying Fords and Plymouths or some 
other car after one experience with Chevrolet. He nearly 
shocked his sales organization out of its collective wits when 
he told them how much repeat business he expected. In 
doing this he was doing two things—he was building cus- 
tomers and building salesmen. 


Reduced Number of Dealers 


Another thing Mr. Holler did was to reduce the number 
of dealers. He lopped off many Chevrolet dealers at a time 
when automobiles were really hard to sell and competition 
was very keen. He called it his “Quality Dealer Program.” 
He wanted a strong, stable, reliable dealer or none at all. 
it took nerve to screen hundreds of dealers who had been 
selling 50, 100 or 150 cars a year. But his policy paid. Fewer 
dealers sold more cars, These fewer dealers did a better 
service job and the percentage of repeat orders went higher. 

When Holler gave a man a quota it was always a shock. 
His men learned that a Holler quota would call forth the 
best they had. But he gave them tools with which to work, 





1. Martin Moldow, Stanley Griesman and Harold P. Reinke, Joshua 


Meier, Inc. 

L. Nichols. 
Weis Mig. Co.; Mrs. Paul Sprinkle. Office Stationers. Fort Wayne. 
Ind.; Mrs. Harry Nichols; Paul Sprinkle; Russell W. Davis, Alhambra 
Office Supply. Alhambra. Calif.; Raymond P. Lewis, The R. P. 
Lewis Co., Fli 


int, Mich. 
3. J. C. Archey, S. J. Graff, Bernie Hamill, F. Sargent and Sig Rest, 


Speed-O-Print Corp. 


4. Ralph A. Bender, manufacturers’ representative; Atlanta, Ga.; Jack 


Lagerquist, Watson Mig. Co., Inc.; T. R. Oliver. Oliver Office Equip. 
Co., Eaoxville. Tenn., Albert W. Trotter, Hub City Office Supply 
Co., Hattiesburg. Miss.; Ernie A. Dahil. Business —y wy & 3 
T. R. Unsworth and Fred A. Chindgren, Watson Mig. Co., Inc. 


5. E. F. Daily. Meilink Steel Safe Co.; Vincent A. Patience. Apsco 


Stationers & Prirs., Providence, R. I.; C. C. Penske, Meilink Steel 
Safe Co. 
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and as one of them once told me, “My quota was so big I 
almost resigned. But then I sat down and worked out a 
— which brought in the business and helped me exceed 
quota. 

I think this is a characteristic of any man-building sales 
managers. They never give a salesman an opportunity to 
sit down and pat himself on his back. One achievement 
must come right on the heels of another. The minute a 
sales manager allows his men to get to thinking and talking 
about good old times, or past achievements, he is sunk. He 
must always hold up a shining goal to reach tomorrow. A 
sales manager who cannot inspire and lead his men to give 
the best they have to give is no sales manager at all—he is 
just a glorified clerk, what the lodge brothers might call 
“First Grand Keeper of the Records and Seal.” 

Now what do I mean by customer building? Let me put 
it this way, in the form of a story. Not long ago I visited 
a sales manager whose company every man in this room 
knows. This company has consistently led its field. No one 
has ever been able to keep up with him I asked him, 
“Why is it that some of your competitors never catch up 
with you?” 

“There is not one of them who knows enough about how 
their stuff is used. That’s the great secret of our business 
We insist on every salesman knowing what the customer 
is going to do with a piece of our equipment. If the customer 
picks the wrong equipment, we tell him so. We do not want 
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l. Joe D. Landes, Mr. and nituec 
Roy S. Moreland. og Ae ell 
Schooley Ptg. & Staty. Acta ghecne 
Co., Kansas City. Mo.; 
. W. Sutton, Woodbury 
ook -. Danville, Il. 
Paul Barrett, Willard 
Gidwitz, M. H. Raggio 
and Fred Valleau, John- 
son Chair Co. 
3. Wiley Hayes. J. M 
Robinson, 


Pete Mc- 

Laughlin, W. F. Hoefer. 
C. M. Richey and W. A. 
Wentworth, Allied Car- 
bon & Ribbon Mig. Corp. 

4. Walt Cassady. Burt 
Ward and Willis Brown, 
poate Visible Records, 

n 


c. 
5S. H. G. Tehan, Jr., Cooke 
& Cobb Co.; Homer 
Weber, J. S. Luckett, 
Luckett Loose Leat, Lid., 
Torontos Grover U. 
Gregg. Cooke & Cobb 
Co.; R. F. DeLong, Prac- 
tical Office Supply Co., 
Dallas, Tex. 
Charles H. Ramsey, Ever 
Ready Calendar Co.; 
Matt Dillon, Associated 
Stationers Supply Co., 
Inc.; Howard Sanders, 
Stationers’ Board of 


rade. 

7. A. J. Parks and Carter 
Hammond, Herring-Hall- 
Marvin Safe Co.; R. J. 
Wolgast. Safe & 
Equipment Co.; Donald 
Bonhaus, Herring-Hall- 
Marvin Safe Co.; Mrs. 
S. M. Yates; Stanley M. 
Yates, Yates, Burns 6 

. Inc., Detroit, 


Mich. 

8. A trio of Illinois down- 
staters. Mr. and Mrs. 
John A. Stih, LaSalle 
Office Supply & uip. 
Co., La Salle, Ill.; er 
Thiessen, Thiessen Office 
Equi nt, Kewanee, II). 

9. Jim Welsh, Speed Prod- 
ucts Co.; Robert Brown, 
Koch Brothers. Des 
Moines, Iowa; Nell Lee 
Litvak, Tom Seward arid 
Art Carrow. Speed Prod- 


ucts Co. 

10. Bill Diehl, Jr., Diehl Of- 
fice Equipment Co., Co- 
lumbus, Ohio; Jack John- 
stone. Wallace Pencil 
Co.: Dick Heer, Heer 
Prtg. Co., Columbus, 
Ohio. 

ll. George F. Griffiths, Jr.. 
Noesting Pin Ticket Co.. 
Inc.: Francis Gruber, 
Rose Stationers, New 
York, N. Y.: H. G. Lan- 
kenau, Noesting Pin 
Ticket Co., Inc. 

12. Seated: Sally Wigon. 
Standina: M. R. Cowan, 
Al Okerherg, H. W. Ed- 
gren, Corry-Jamestown 
Mic. Corp.; Fred Searles. 
F. A. Searles Co., Elmira, 
N. Y.: C. C, Ostrander, 
Ralph . _Corry- 


Jamestown Mig. Corp. 
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Our com- 


any of our equipment in any customer's place of business 
unle 


8s it is doing the job we intended it to do. 
petitors simply do not know functions and usage, and while 
much of their equipment is as good as ours, too high a 
percentage of their products are misapplied because their 
salesmen do not know what to recommend or what to sell.” 

Along these lines Nev Bauman, vice-president in charge 
of sales at The White Motor Company of Cleveland, Ohio, is 
a great sales manager. He induced his company to spend 
more than $250,000 on a continuing study of truck applica- 
tion. .Mr. Bauman told me that there are many ways to sell 
a customer the wrong truck. Many excellent trucks are sold 
to the wrong man. Bauman hired experts on transportation 
to prepare a series of manuals and a foolproof questionnaire 
which enables every salesman to recommend the right sort 
of truck for each customer. That is what I call customer 
building. 

Here is another example. There is a very progressive office 
machine manufacturer right here in Chicago. Some time ago 
he was going to New York on the Century. On the train he 
met a business neighbor, a leading manufacturer of men’s 
shoes. The shoe manufacturer told the office machine manu- 
facturer that he had just purchased one of his most expen- 
sive machines 

The machine manufacturer asked some questions about 
the type of work which was to be done on the machine 
It was quickly apparent that somebody had made a mistake. 
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They had sold this shoe manufacturer a bigger machine— 
and a more expensive machine—than was required. When 
the machine maker returned to Chicago, he sent a man 
over to the shoe factory and took the big machine back, 
sold him a smaller machine, and refunded the difference. 
That is customer building of a very high order. 

I don’t want to let out any secrets, but I will say this— 
and you can guess the rest. We have a very fine brand of 
shoes made here in Chicago called Florsheim—and a very 
fine duplicator called the mimeograph. Everybody who has 
ever been in the duplicator business has learned very 
quickly, pat the people who sell mimeographs are good cus- 
tomer builders 

Here is another case that shows what I mean by customer 
building. A certain sales manager I know in the home 
furnishing field has had 28 of his dealers bring their GI 
sons to him this year. These 28 men were all getting ready 
to retire and turn their businesses over to their sons. They 
wanted their sons to meet this sales manager and learn to 
look to him for advice and aid in time of trouble. These 
28 fathers have all looked to this sales manager for advice 
and inspiration. I think that is about as fine a compliment 


is I have heard of any sales manager receiving. 
This Question Is Most Important 

Sometimes I think there is a tendency among sales man- 
agers to think too much of themselves, their own lines, and 
their own business. If a sales manager keeps one question 
uppermost in his mind, he can solve every problem that 
comes to hin This question is: “How much will this help 
my customers?” 

If he asks mself this question every time he. begins to 
set up a policy, and if he lays down policies that are fair 
und equitable customers, he will be able to sléep nights 
the remainder of his life, for those customers are not going 
to desert hin 

Let me tell you a story to show what I mean. Last Feb- 
ruary I was siting a great wholesale druggist in a South- 
western tow! When he learned that I had grown up in a 
small town nearby, he asked me if I could find out why a 
certain druggist in my town had never placed an order 
with him. “We have had several of our best salesmen call 
on this druggist, our sales manager has called on him, and 
I have driven over to see him myself. We can’t budge him. 
Can you find out what is wrong?” 

Next day I casually mentioned to the druggist that this 


bie wholesaler was disturbed because he never gave them 
any business. The druggist said: 
“They are the finest people in the state. I would really 


be glad to give them some of my business. But I can’t and 
I will tell you why. Then, after you have heard my story, 
I want you to tell me whether I am right or wrong.” 

And this was the story he told me. A number of years 
back the crops in this merchant’s county were a total failure. 
This total failure came after a series of years in which 
crops were bad and prices were low. The merchant had a 
lot of outstanding accounts, and his customers had no money 


to pay him 

The druggist was so discouraged that he had decided to 
quit business and take a job with a chain store as a pharma- 
cist. He had figured that he could sell his store building 
and his home, both at a considerable sacrifice, borrow money 
on his life insurance and liquidate his business, paying what 
he owed in full 

Just when he was getting ready to start liquidation, the 
sales manager of a wholesale druggist called on him. He 
told the sales manager of his plans. 


A Plan to Stay in Business 


“Charlie said the sales manager, “I am not going to let 
you do this. Crops will not always be bad, and you have a 
good reputation in this town. You don’t want to start over 
again and lose the business you have built. I am going to 
Houston on the noon train. I will consult my president and 
if he does what I think he will do, I'll be back on the morn- 
ng train tomorrow with a plan for you.” 

Next morning the sales manager came back. “Charlie, our 
president says to tell you we will stick by you till hel 
freezes. Now here is what he wants you to do. Order what 
you need t aintain sales. Stop selling on credit. Get in 
your car and go out in the county and collect what you can. 
If you can’t get cash, take chickens, turkeys, eggs or any- 
thing elsé Tell your customers that you have taken care 
of them as far as you can and that they must help you.” 

ur agreed to stay in business. He told that 
nager, “If you help me pull through this year, 
1 dime’s worth from one of your competitors.” 
why my friend, the competitive drug whole- 
saler, coul ever get a dime’s worth of business from 
Charlie. That what I call customer building. Now in these 
prosperous times, you do not have to help customers over 
ugh finar hazards. But there are plenty of other ways 
which yo in help them If you do, and if you teach 
our salesmen this helpful viewpoint, no competitor can 
: taking business away from you. 

I have known many sales managers who have tried many 

hemes for hiring salesmen. They have had personnel 
tests, personality tests, psychological tests, and many other 
lifferent schemes for testine salesmen I have nothing to 

iy against these tests, except that most of them seem 
eventually to peter out and fall into disuse. But I do want 
say this Find men who enjoy serving people. Find a 

right young man who really wants to please—who gets a 
bang out f doine a little something out of the ordinary 
for a customer. You can make a salesman out of that man, 
whether the tests say you can or not 

I think that we are all inclined to make our jobs too com- 
plicated. N ng ago I visited a sales manager who showed 
me his filing system. He had four big drawers of material 
all classified under subjects such as recruiting salesmen 
training salesmen, demonstration plans, sales plans, pricing, 
automobile expense account plans, and heaven only knows 
what else 

I know full well that these are problems of the sales man- 
ager. They w always be problems for the sales manager. 
But when you add them all together it seems to me that 
ve have, as sales managers, two big problems—building 
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men and building customers. If we will keep that idea firmly 
in mind at all times, and put this test to each new sugges- 
tion or policy: 

“Does it build men?” 

“Does it build customers?” 
we will simplify sales management. 

Any plan or policy or method which answers “yes” to these 
two questions is one you can safely adopt. And if you are 
right on these two subjects, nearly every other problem in 
your business will be easier to solve. 


THE THREE DRAGONS 
FACING BUSINESS 


By H. W. Adkins, 
Executive Vice-President and 
General Manager, 
Yahr-Lange, Inc., 
Milwaukee, Wis. 


S HAS BEEN ANNOUNCED, I am the executive vice- 
president and general manager of Yahr-Lange, Inc., of 
Milwaukee, Wis., which is one of the larger service wholesale 
druggists of the nation. We handle approximately 25,000 
items which represent the products of about 1,960 manu- 
facturers, for whom we act as their wholesale distributor. 
We serve approximately 2,200 retail drug stores with their 
wholesale needs and have intimate contact with most of 
them. Therefore, my remarks and observations are based 
upon first-hand knowledge of their operating methods and 
the results which they have achieved. 
In other words, we feel that we know “what winds the 
retail dealer’s clock and what makes it tick”. 





“Small Business” Is Foundation 


It is true that retail dealers are commonly known as 
“small business”. Small business, however, is the very 
foundation upon which our whole system of business enter- 
prise is built. Ninety-eight per cent of the firms operating 
in this country today are small businesses. Of the 3,317,000 
business units operating in our nation, 45 per cent are 
retailers who have no employees except the owner; 37 per 
cent have from one to three employees; and, 9 per cent have 
from four to seven employees. While these small businessmen 
do only 35 per cent-of the total dollar volume of business, 
they do employ 45 per cent of all the people engaged in busi- 
ness. Therefore, we realize the importance of the small busi- 
nessman. He is more virile and more durable than might be 
deduced from the hue and cry heard for many years as to the 
disadvantages under which he labors. Nevertheless, small 
businesses are confronted with special problems and diffi- 
culties that are very real and it is vital to all business and 
to all citizens of our nation that conditions unfavorable to 
small business be remedied wherever possible. 

One of the basic realities of our economic life is the inter- 
dependence of all business. The big firm and the little firm, 
the big industry and the little industry, each needs the other 
each is a customer of the other—for, it takes all kinds of 
business to make up that living and growing organism called 
“the American business system”. 

There are many problems which we could discuss and 
which are being discussed at this convention, but I am only 
going to touch upon three, which I think are of paramount 
importance today. 


Three Dynamic Forces 


These three problems are mentioned as “dragons” in the 
title of my address, but in reality they are merely three 
dynamic forces which are working in our domestic economy 
which makes it necessary for businessmen to be more alert 
and keen minded than ever before in our nation’s history. 
These three forces which I will discuss are, INFLATION— 
TAXATION—and COMPETITION. 

First, let us talk about “Inflation” and “Taxation” and its 
effect on that segment of the economy with which I am 
most familiar, namely wholesale and retail distribution. 

You all are aware of the fact that the 1939 dollar would 
buy a dollar’s worth in 1939. In 1942 it was only worth 
85 cents of 1939 value, in 1946 it was only worth 71 cents— 
and, in 1948, it will hardly buy 60 cents worth of 1939 value 

Generally speaking, inflation comes into our economy when 
the flow of money into the market is far greater than the 
flow of goods into the market. 

We hear a lot about “high prices.” Nobody wants high 
prices, neither you nor any other right thinking person in 
America but, the only way to get rid of so-called “high 
prices,” is to go after their cause, which is inflation. For, 
HIGH PRICES DO NOT CAUSE INFLATION. It is just the 
other way around—INFLATION CAUSES HIGH PRICES. 


Need Production to Have More 


The American people should know that ONLY BY PRO- 
DUCING MORE CAN WE HAVE MORE and, when people 
speak to me about high prices, I have a very simple state- 
ment that I give to them and here it is—“‘IF YOU WANT 
TO GET MORE FOR WHAT YOU SPEND, GIVE A LITTLE 
MORE FOR WHAT YOU EARN” 

It is interesting to note that the average weekly earnings 
of labor employed in manufacturing has risen from $23.86 
in 1939 to $52.27 in January of 1948, an increase better than 
100 per cent. 

It is true that the cost of living has increased since 1939 
but, after we allow for this increased cost of living, we find 
that the 1948 average hourly earnings at 1939 dollar valua- 
tion of such employees is approximately 20 per cent greater 
than it was in 1939. In other words, their standard of living 
has been increased about 20 per cent since 1939. Now, when 
we measure their 1948 productivity or contributions to pro- 
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MODERN DISPLAY for the 
OFFICE EQUIPMENT DEALER 


— Monthly Feature on Visual Promotion — 





This Month's Ad Window 


One in a Series of Suggestions Introduced Last Month 


E ADVERTISEMENT selected 
for the first offering in this 
series is by Yawman and Erbe. 
It is found on page 63 of the Au- 
gust issue of OFFICE APPLIANCES. 
This very striking layout is ideally 
suitable for display adaptation. 
Several ideas present themselves 
as you look at this advertisement. 
The shadow box suggests itself at 
first glance with the Sort-O-Mat 
featured therein in the center of 
the window. This, of course, should 
be shown (as featured in the ad- 
vertisement) complete with in- 
dexes and cards. It should be 


powerfully spotlighted in order to 
emphasize it in the display. The 
suggested uses for Sort-O-Mat— 
requisitions, invoices, orders, re- 
ceipts, checks, reports, vouchers, 
correspondence—could be lettered 
on cardboards about 5 x 8 inches 
and fastened to the shadow box so 
that they can be easily read. A 
large, cutout cardboard arrow 
could be hung over the Sort-O- 
Mat, pointing directly at it. If 
you want to go to the extra work, 
small red arrows pointing to the 
cards would attract attention. The 
name Yawman and Erbe should be 












EACH PAPER 
GOES FROM 
CONFUSION TO 
SYSTEMATIC 
ORDER IN 
4% SECONDS 
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The “OA” Display 
Section Is Conducted 


By George BL. Taylor 


Long Beach, Callif., 

Display Specialist Now Actively 
Connected with the Office 
Equipment Industry 





featured somewhere in the dis- 
play in bold letters. A mitten 
channel would serve this purpose 
with letters about three inches 
high. This should assure the 
customer of the quality of the 
merchandise, as would be the case 
with any other product adver- 
tised in Orrice APPLIANCES. The 
Y and E illuminated sign could 
be used to good effect in this dis- 
play. 

The caption of the reader (as 
suggested by the ad) could be: 
“Your golden opportunity, so save 
precious hours on each work day” 
and “What Y and E Sort-O-Mat 
Does” carried in small print under- 
neath the caption. Of course, your 
store name should be shown very 
prominently identifying you as a 
Y and E dealer. This is very im- 
portant because, even if you have 
been in a community for a great 
length of time, there are invari- 
ably newcomers who do not know 
where to find the representatives 
of manufacturers who spend thou- 
sands of dollars promoting sales 
for these newcomers, and some of 
the older residents of the commu- 
nity as well, to find the local dis- 
tribution point. The linking of 
your name with that of the man- 
ufacturer in the window is one 
definite move you can make to 
assure your cashing in on this 
national advertising. 

Another suggestion is to show 
the Sort-O-Mat on a table through 
a large frame. The window could 
be handled in much the same way 
as the shadow box display, using 
the frame to attract the atten- 
tion. The two cross pieces form- 

ing the base of a costumer serve 
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admirably to support a frame of 
this sort. The sketch depicts the 
method of displaying the Sort-O- 
Mat in a frame. Anyone can do 
this display work, which is highly 
desirable from a standpoint of 
customer education. 

A potent phrase from the adver- 
tisement which most certainly 
should be used is, “Each paper 
goes from confusion to systematic 
order in four and- one-half sec- 
onds.” 


At no time is it necessary to 
devote the entire window to the 
display. Use it as the center of 
attraction in a display of general 
merchandise. It would be foolish 
for the merchant with very little 
window space to devote it all to 
the promotion of one item. How- 
ever, he should not neglect it, or 
overlook the possibility of special- 
ized window promotion. If you 
have enough windows in your 
store you could not do better than 


devote a full window to this spe- 
cialized display. If you are lim- 
ited in space, include the small 
stand of staple items and a board 
showing drafting equipment or 
other suitable important mer- 
chandise. 

There is a wealth of information 
in the OFrrice APPLIANCES adver- 
tisements. Apply this information 
to your window displays. The plan 
is there; use it. You will profit 
greatly by so doing. 





A Simple Idea for A 
Christmas Window 


HE SKETCH shows a simple 

display which can easily be 
installed in a small window. It 
was suggested at my request by 
Arnold Carlson, one of the South- 
land’s leading display artists. This 
plan calls for very little expense 
and yet will convey the Christmas 
message in no uncertain terms, 
and will be the means of creating 
added business during this im- 
portant season of the merchandis- 
ing year 

Place a smart appearing desk 
in the center of your window with 
the usual accessories in place. A 
portable typewriter is used, one 
which has been gift-wrapped for 
the occasion. This typewriter is 
placed on the desk pad in the cen- 
ter, and the wrappings are cut, 
allowing them to fall where they 
will around it. The effect is that 
the package has just been opened 
for the recipient to admire. 

In the front, on the floor of the 
window, are several sizes of gift- 
wrapped boxes. These are placed 
attractively in position and will 
serve very nicely in making a 
fetching display of supplementary 
gift items. The boxes will be more 
serviceable if made of wood be- 
cause they supply a solid surface 
on which to place the merchan- 
dise. Cardboard boxes tend to 
bulge and are not too desirable. 

The background consists of a 
panel, full window height and 
about four feet wide. This panel 
should be covered with Christmas 
decorative paper, but do not use 
Christmas wrapping paper. In- 
stead, select something smart and 
attractive from a display angle. 
Now, hang a Christmas wreath or 
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any appropriate decorative piece 
in the center of the panel. 

A large bow is tied to the desk 
and a side panel of wood is suit- 
ably covered and used for addi- 
tional items smaller in size. Small 
gift boxes attached to the panel 
add to the festive appearance of 
the display. 

The window is completed by the 
addition of a chair and waste 


By George By. Taylor 


Display Specialist 


paper basket filled with “dis- 
carded” Christmas wrapping paper 
and about ten or twelve gifts 
wrapped and suspended from the 
ceiling of the window by means 
of gaily-colored ribbons. In case 
your window is of plaster it is a 
good idea to fasten several one- 
by-twos to the ceiling. They should 






































DESK. CHAIR AND TYPEWRITER FORM CENTRAL FEATURE OF EXHIBIT. 


SUPPLEMENTED BY NUMEROUS SMALL ITEMS. NOTE USE OF PANELS. 
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extend the full length of the win- 
dow and be painted to harmonize 
with the permanent decorations. 
Space them so that they will be 
handy whenever you want to sus- 
pend glass shelves or any other 
item for display purposes. 

Be sure that every item in the 
window is displayed in full view 
of the shopper. It is easy in ar- 
ranging merchandise in a group 


to hide one item with another. A 
little study from outside the win- 
dow will help you to see your mis- 
takes and adjust them before call- 
ing the job good. The correct 
grouping of merchandise is all 
important to the success of a pro- 
motion. 

Remember the lights. Don't be 
afraid to burn them day and 
night. Spotlight the display. This 


Christmas season is the most im- 
portant one in the year, especially 
to the small dealer. Do everything 
you can to make it pay to the 
utmost through the proper use 
of your display facilities. Spend 
more time at it than at any other 
time in the year. Give it more 
thought. Work harder and reap 
the reward of more profits for 
your efforts. 





Create Your Own Atmosphere 


A Little Thinking Often Gets Unusual Results In Effective Window Promotion 


RAMATIC DISPLAY is a hard 
thing for the smaller business- 
man to attain. He can hire an 
expert, but that costs money. A 
little thought on his part, how- 
ever, will, many times, be the 
means by which he can use what 
he has on hand to create window 
displays that are unusual. These 
are the windows that will build 
sales and prestige. Stop! Think! 
Look around! You will be sur- 
prised what you have at your hand 
with which to do a good job of 
display. 
The accompanying photo illus- 
trates just what we have been dis- 
cussing. It is a simple display with 























MOTHER'S DAY KITTENS. HOLDING DIPLOMAS, HELP PUT OVER 


an appeal that did not cost a 
cent. Casting around for an idea 
to put over the graduation mes- 
sage, what could be more simple 
than to take the Mother’s Day 
kittens and put diplomas in their 
hands. We intend to use them at 
a later date for a birthday or 
anniversary gift window and put 
small-wrapped packages in their 
paws. 

It is the extra appeal that really 
stops the prospective customer and 
causes his eyes to wander over 
the merchandise displayed and 
make his selection. Many times 
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By Field Correspondent 


he buys, although he had no idea 
of making a purchase when he 
started out from home. It is the 
primary function of the win- 
dow to stop him and cause him 
to buy. The unusual has a lot to 
do with the success of the window 
as a sales medium. Anyone can 
just put merchandise in the win- 
dow, where the customer, upon 
seeing it oftimes buys it. 


Kittens Do Double Job 


However, the kittens in the illus- 
tration did a double job. They sold 
greeting cards for Mother’s Day 
and then served to remind the 
public of graduation and the gift 
they had to buy. Drama plays an 
important part in our lives today. 
No matter how simple it is. or 
how elaborate, it is appealing. 
Use it every time the occasion 
arises and you have the means at 
hand. It pays. 

Another idea for the coming 
Christmas season is to set a 
Christmas tree in the center of 
the display and group the kittens 
at the base of the tree with small 
wrapped Christmas boxes in their 
paws. This is just a simple sug- 
gestion. It does not require any 
genius or particular artistic abil- 
ity. It is dramatic and will serve 
to interest many people who oth- 
erwise would have passed by your 
store with a casual glance. The 
appeal this type of display has to 
children is tremendous and they 
call Mother’s attention to it. YOU 
CAN INSTALL THIS DISPLAY 
YOURSELF. Capitalize on it. 
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Wake Up, Mr. Office Furniture Dealer— 


Practice What You Preach 


Sell Yourself as Well as Your Customer on the 
Value of Good Layout and Good Equipment 


N PAGES 8 and 9 of the “Of- 

fice Furniture Merchandiser” 
there are two pictures of business 
offices. One depicts a smart mod- 
ern office equipped with up-to- 
date filing cabinets and modern 
wood desks. The other picture 
presents a very exclusive office 
of former days. The contrast is 
striking and the. improvement 
more than gratifying to the eye. 
A few days ago I had my shoes 
shined. The boy who did the job 
was a dull looking youngster and 
went half-heartedly at his work. 
The thing which impressed me 
very unfavorably was the fact that 


he had not taken the trouble to 
shine his own shoes and yet he 
was trying to sell me on the idea 


that mine needed shining. His 
were filthy. 

I have entered many furniture 
and supply stores and found their 
business offices to be a shambles. 
Papers are all over the place, waste 
paper baskets full to overflowing, 
catalogs thrown around and I 
have wondered: Do these men 
have the nerve to sit at these 
desks and talk about filing sys- 
tems, smartness, and new office 


setups? Many of these places in 
this year of 1948 still look as far 
behind as the offices depicted on 


page 8 of volume 1. Is this true 
of display in these places? 


I am forced reluctantly to admit 
that it is true and that, in these 
days of keen competition, many 
of our office furniture dealers are 
so far behind in the visual pre- 
sentation of their merchandise 
that it is doubtful if they will ever 
be aroused to its importance in 
their own store and industry. 


Make It Look Like an Office 


The windows should at the very 
least present the appearance of 
a small smart office and the inte- 
rior of the store should be ar- 
ranged with thought and plan- 
ning. It should look every bit as 
well as the best of the offices set 
up under the guidance of the 
Store’s personnel. 
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There is a decided lack of pride 
in many organizations, due, per- 
haps, to the fact that the execu- 
tives in that organization have 
never taken the trouble to see that 
the personnel has been educated 
along the lines of “good house- 
keeping.” A condition such as this 
definitely retards business and 
serves rather to drive people away 
than to attract them. One of the 
most remarkable things about 
this situation is the variety of 
excuses given in defense of the 
neglect. Everything is used from 
lack of time to lack of knowledge 
and yet it all boils down to this 
simple solution—Practice the ideas 
you are trying to sell to other peo- 
ple on your own place of busi- 
ness. 

When you change your window 
displays don’t think of the process 
as “trimming a window.” Think 
of the window as an office and 
do the best you can to furnish it 
appropriately, just as you would 
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the office of a customer. Don’t 
try to overcrowd the window. 
Don’t try to put everything that 
comes to mind into it. Several 
changes in a month are far bet- 
ter than one display crowded to 
distraction. 


Show Items in Proper Relation 


When you are arranging your 
store interior, treat it also as you 
would the office of a customer. Ar- 
range it neatly as you receive the 
furniture and place it. Keep re- 
lated furniture together and see 
that it is polished regularly and 
kept clean and attractive. Arrange 
your oak, Softone, walnut and 
metal furniture in separate sec- 
tions of the floor and display with 
them the type of furniture that is 
related to them. Once in a while 
you can divide your store into par- 
titions by means of a row of filing 








CORRUGATED PAPER AS WINDOW DISPLAY PROP.—This neatly-arranged win- 

dow of office equipment and supplies recently appeared at the Paquette Staty. 

Co., Worcester, Mass. Light corrugated paper background forms an excellent foil 
for small shelf supports of cardfiles, inks and other small demand items. 
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cabinets half way across the room, 
with each section set up as an 
office. If you have a large enough 
budget use wood panels. Have 
them made so that they can be 
moved from time to time. You 
do not want your display to be- 
come too monotonous. In one sec- 
tion show walnut, in another oak, 
and so on. 

This kind of planning means a 
little work once in a while, but, if 


you do not use your display space 
for a warehouse and really get 
down to the detail of proper dis- 
play, you will find that it more 
than pays for the effort over a 
period of time. I see men come 
into our store to buy a desk and 
go out with a complete outfit 
simply because we gave them the 
opportunity to see how it would 
look when properly combined. 
It’s time to wake up, Mr. Office 


Furniture Dealer, if you have not 
already done so. If you feel that 
display is wasted effort and has 
nothing to do with your future in 
the business you.had better think 
again. Take a day off, if you live 
in a large city, and look around. 
If you live in a small city, don’t 
overlook a bet that will sell your 
prospective customers on the ad- 
vantages of a well-kept office. In 
a word, “It’s smart to be smart.” 





Simple Fixture Aids Rubber Band Sales 








ALES OF RUBBER bands are important enough to 

merit special consideration in the office appliance 
store, according to John Hulling of the Hulling Sta- 
tionery & Printing Company, 107 Ninth Ave., Los An- 
geles, Calif. 

The Hulling store, which concentrates for the most 
part on the “small user” customer who buys frequent- 
ly, but in small amounts, has found that it is just 
as simple to “merchandise” rubber bands as it is to lay 
special emphasis on office furniture, typewriters and 
adding machines. 

Formerly, Hulling’s salespeople showed rubber bands 
to customers by opening up boxes, and handing the 
customer a sample to stretch and examine. This, 
however, required too much time, and often the 
customer had to be shown the contents of several 
boxes before he determined on the size proportionate 
with the use he intended them for. 

The solution proved to be a simple 10 x 12-inch 
cardboard panel, on which Mr. Hulling has stapled 
eight popular sizes of rubber bands, running from 
No. 10’s to No. 64’s. Smaller rubber bands are located 
in the right-hand upper corner, running toward the 
rear where larger sizes are fastened on with an ordi- 
nary hand stapler. The code number, price, and gen- 
eral description of each rubber band are listed on a 
tiny gummed tape label near the actual sample, to- 
gether with the quantity price. Thus, prices run 


from $.20 per ounce for a small rubber band, through 
$.60 for a quarter pound of a common variety, down 
to $1.80 per pound for larger rubber bands. 

Standard selling policy whenever an office man- 
ager or small-businessman enters the store now is to 
inquire at some point during the sale “Do you need 
rubber bands?” and to hand the customer the card- 
board display. Looking them over is a simple means 
of getting the customer interested in rubber bands, 
and very little time is wasted in the event he decides 
against the purchase, according to Miss Mary Min- 
yard, saleslady. 

Much the same type of merchandising practice has 
been used near the front of the store where a section 
of shelving has been transformed into an effective 
“shadowbox” by removing the shelving, and installing 
a single fluorescent lighting tube. Here in the 6 x 4 
foot space, a single sheet of display tinfoil has been 
used to display samples of all “small items” which cus- 
tomers need most often. Included in the samples 
which are stapled on the surface of the tinfoil are 
pocket files, memo books, typewriter erasers, pencils, 
mechanical pencils, stamp pads, rubber stamps, scratch 
pads, desk trays, and scores of other sundry items. 
Each, like the rubber bands, is accompanied by a small 
descriptive card—and the customer, for the most part, 
can “sell himself.”—RAL 





SALES-PRODUCING WINDOW. — This 
customer-compelling disp ay, featuring 
many of the best sellers of the Joseph 
Dixon Crucible Co., proved a big busi- 
ness booster for Siekert & Baum, Mil- 
waukee, Wis. Use of Dixon's attractive 
point-of-sale material, tying in with na- 
tional advertising campaigns, gives sta- 
tioner a double-barreled payoff in sales. 
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Office Furniture Sales Supported by 


Planned Promotion 


r IS VITALLY important that 


any sale of office furniture be 
supported by a planned promo- 
tion,” says Larry Kling, treasurer, 
Commercial Office Supply Com- 
pany, Washington, D. C. 

“Just to say that you are going 
to have a sale on office furniture 
and not follow it up with proper 
campaign will not help sell office 


merchandise. Every sale must be 
co-ordinated with a planned cam- 


paign to win the attention of pros- 
pective customers.” 

Many office appliance and fur- 
niture dealers feel that a news- 


te as 


MR. KLING POINTS OUT DESK FEATURES FOR ONE OF HIS SALES- 


paper announcement of a special 
event is all they need. The fail- 
ures of these promotions attest 
te the fact that the public has 
had so many ‘special sale’ ads 
thrown at them that they pass 
them over casually in the news- 
paper. 

“If you’re putting on a sale, put 
it over right or not at all. A poor 
promotion costs money and does 
not give the necessary returns,” 
explains Mr. Kling, “and at the 
same time, makes a poor impres- 
sion on readers who are apt to 
pass over your ads, should you ever 


pees wit e 


MEN TO BRING TO THE ATTENTION OF PROSPECTIVE CUSTOMERS 
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By Phil Lance 


run them again. For this reason, 
a sale must be planned, and nu- 
merous factors taken into consid- 
eration before holding it.” 


Planning the Pomotion 


At the present time, the Com- 
mercial Office Supply Company is 
running an office desk sale. The 
fact that a large number of desks 
have been sold and numerous or- 
ders taken for future delivery in- 
dicates that the proper campaign 
has put this event over. But it 
first took. planning. 

“Our present sale is for a newly- 
stocked burn-proof top desk,” re- 
lates Mr. Kling, “an offering which 
we feel should be a desk that every 
businessman and executive needs 
in his office. Inasmuch as we want 
to sell these desks to these people, 
we have planned a sales promo- 
tion that goes directly to them. In 
this way we avoid considerable 
expense and efforts in directing 
the sale to the general public.” 

There were several considera- 
tions that Mr. Kling had to first 
take into view in order to plan his 
Sales promotion. First, he meant 
to sell these desks to customers 
who already had desks and needed 
some sort of exchange plan. Sec- 
ondly, he had to contact potential 
customers to show them what the 
new desk had to offer them. Next, 
he had to back up the sale with 


the good will of his company. Fi- 
nally, he had to make proper dis- 
plays of the desks. 

“When planning a promotion 
you must use every means at your 
disposal to see that the proper 
people are contacted, are interest- 
ed in the desk and are won over 
from their objections,” emphasizes 
Mr. Kling. “We did this and car- 
ried out our sales campaign very 
successfully.” 


Direct Mail Is Used 


Mr. Kling broke his campaign 
with direct mail literature to cus- 
tomers on his books who had al- 
ready purchased office desks. In 
addition, he sent out literature to 
numerous prospects having offices 
in large buildings in the city 

This was followed up by per- 
sonal visits of his store salesmen. 
Equipped with folders and infor- 
mation, the salesmen contacted 
store customers as well as poten- 
tial customers, and discussed the 
merits of the new desk 

Before salesmen were sent out, 
they were briefed on the objec- 
tions and problems that they 
would run into. They were told 
about trade-in allowances, time 
payments, longevity, improved ap- 
pearance and new features 

“We didn’t expect.our salesmen 
to sell desks right at the outset,” 
points out Mr. Kling, “but what we 
did want was to get the idea of 
this new desk across to a potential 
customer for consideration.” 


Newspaper ads helped to bolster 
up the campaign but, even here, 
they were planned. Ads were 
placed in the financial sections 
only and each pointed out a spe- 
cific feature. If too many points 
are stressed at one time, an ad 
becomes confused and offers little 
value to a reader. 


Special Displays Made 


“Customers very rarely buy of- 
fice furniture by looking at illus- 
trations and descriptions in bro- 
chures,” says Mr. Kling, “which 
means that special displays must 
be made in your place of busi- 
ness. 

“Special care must be exercised 
in preparing desk displays, be- 
cause their appearance can be en- 
hanced or lessened according to 
your methods.” 


erected and completely furnished, 
each one displaying the new desk. 


Window Aids Promotion 


One of the store’s show windows 
also tied in with the promotion. 
A simulated office display was 
made with the new desk as the 
center of attraction. Streamers 
leading from the various features 
on the desk were glued to the win- 
dow with circular paper descrip- 
tions. Any customers entering the 
store with a desk in mind were 
immediately attracted by the win- 
dow and saw the complete line on 
the second floor. 

“When planning a sales promo- 
tion of office furniture, such as 


desks,” says Mr. Kling, “the time 
element must be taken into con- 
sideration. Desks are not pur- 
chased on impulse. For this rea- 
son, a desk promotion must be 
extended over a specified period 
of time that will allow your sales 
item to create a deep impression 
upon prospective purchasers. For 
this particular desk, we have al- 
lowed a three months’ promo- 
tional and sales period.” 

A sale of office furniture can 
not be put on haphazardly. The 
Commercial Office Supply Com- 
pany’s experience shows that 
planned promotions more than 
pay an office furniture dealer for 
his efforts 








RECENT LEOPOLD INSTALLATION AT CITIZENS NATIONAL BANK. DECATUR. 

ILL.—The complete installation, executed by the Haines & Essick Co., Decatur, 

specified Leopold Streamline Suites and B. L. Marble chairs, upholstered in green 

leather. Interiors were completely rebuilt and refurnished. Walnut woodwork, 

partitioning and railings add much to the beauty of the installation. Soft blend- 
ing colors were used throughout. 


As all office furniture is stocked 
on the second floor of the Com- 
mercial Office Supply Company’s 
building, displays were made on 
this floor. Sample offices were 
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Office Furniture Merchandising Must 


Be ‘Streamlined to Fit the Times’ 


HE OFFICE FURNITURE ceaier 


must bear in mind all of the 
influences which affect present- 
day office operation in order to 


make a success of this field in the 
next few years, according to Rich- 
ard Tallman, head of Nashville 


Stationery Company, Nashville, 
Tenn. 

Nashville Stationery Company 
has been aggressively merchandis- 
ing furniture in the better price 
lines since 1935. At that time, the 
store Was rearranged to permit in- 
clusion of a complete display of 
cesks, tables, chairs, complete 
miniature offices, lamps, waste- 
baskets, and filing equipment in 
the center floor. Before going into 
office furniture merchandising, 
Mr. Tallman made a thorough 
study of display and presentation 
practices—and came up with sev- 
eral original ideas which he feels 
have always been of much help in 
keeping up the market. One of 
these was “street-level display” 
inside the main windows of the 
store Unlike many stationery 
stores, Nashville Stationery Com- 
pany does not show office furni- 


ture on elevated platforms or 
raised display windows; but in- 
stead, has insisted always that 
they appear in a floor area in 
back of the wide display windows, 
which are exactly the same height 


as the sidewalk. 


Windows Changed Often 


Another pointer which Nash- 
ville Stationery Company religi- 
ously emphasizes the changing of 
furniture windows frequently. The 
same desk, chair and ensemble, 
appearing week after week in the 
same space, soon loses any own- 
ership appeal whatsoever, accord- 
ing to Mr. Tallman. “Such dis- 


plays become as familiar as the 
lamp-post on the corner,” he 
smiled, “whereas by rotating our 
top lines of furniture regularly 
through the windows, we are con- 


Stantly giving the public new 
ideas and making the selection 
look more attractive.” 

With Nashville having a 225,000 
population and expanding rap- 
idly, Mr. Tallman looks for the 


furniture market to stay profitable 
for the next two years, particu- 
larly in better-priced, top-quality 
lines of steel and hard woods. 

At the beginning, Nashville Sta- 
tionery Company refused to han- 
dle any lines of cheap furniture 
at all, largely because of limited 
display space, and growing pros- 
perity of the Tennessee capital 
city. ° 

During the war, however, it was 
necessary to add some oak, low- 
priced lines, and later on some 
lesser-known lines of chairs, tables 
and even desks. “We tried to hold 
off on these lines as long as pos- 
sible, but had to incorporate some 
of them in our stock,” Mr. Tallman 
said. “Now, we have learned, car- 
rying a wider price range has 
opened up a considerable market 
emong newcomers in the business 
world who want handsome, eye- 
appealing offices, but who are 
unable to pay today’s premium 
prices for the better lines.” 


Loan Furniture for Offices 


An unusual service which has 
helped to keep furniture custom- 
ers “in the fold” for the Nashville 
store has consisted of loaning out 
second-hand, or trade-in office 
furniture. “We cannot always do 
this, inasmuch as most trade-in 
furniture is rapidly resold to a 
long waiting list we keep for the 
purpose,” Mr. Tallman said. “How- 
ever, whenever possible, and to 
keep the customer buying from us 
until the furniture he has ordered 
arrives, we will loan out complete 
furnishings for an entire office 
from 60 to 90 days, delivering all 
of the trade-in pieces from our 
warehouse. Customers appreciate 
friends. The practice of giving 
the office buyer something with 
which to operate his business until 
his specific new furniture arrives 
has won us much permanent 
good will. Immediately after the 
war, we were able to obtain a lot 
of trade-in furniture, which has 
proven invaluable to us, not only 
to satisfy the low-income market, 
but for this loan operation.” 

By far the most important con- 
sideration in the Nashville area, 
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By Bert Merrill 


and one which exists in many cit- 
ies, is the fact that the office 
furniture dealer is selling against 
far less space on the part of his 
purchasers than at any time in 
the past, according to Mr. Tall- 
man. 


Space Limited 


‘“‘Before the war, business 
buildings had plenty of space to 
offer their tenants,” he pointed 
cut. “But due to higher costs and 
many more business firms opening 
up, office building owners have 
been partitioning off large, open 
offices. This means that we must 
fit office furniture into a much 
smaller average amount of space 
per customer—and many of the 
large, complete setups which were 
considered basic before the war 
simply will not fit nowadays. We 
have had to make some unusual 
arrangements, where a customer 
who had ordered a 72-inch desk, 
for example, found that it simply 
would not fit into his planned 
quarters. When such an event 
arises, we cheerfully make adjust- 
ments, credit the purchase amount 
of the larger desk on smaller 
cesks and furniture, and see to it 
that the customer has the right 
furnishings for his space. Thus, 
nowadays, we are selling many 
54-inch and 60-inch desks where 
72’s used to be standard, one chair 
instead of two, doing away with 
tables and other large pieces. Our 
four outside salesmen, who cover 
the territory from Nashville up to 
Paducah, Ky., report that much 
the same is true of the entire ter- 
ritory. 

Demand is split about equally 
for fine walnut, mahogany and 
other hardwood desks along with 
steel. By paying a lot of attention 
to display, keeping a finger on 
such influences as smaller offices 
and more economy of the purse- 
strings on the part of the buyer, 
Nashville Stationery Company is 
taking the current day in stride. 
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OA Editorial 








The State of 
the Industry 


@ LEGALITY of standard delivered prices for 
materials and merchandise is open to question 
since, in the Cement Institute case, the Supreme 
Court ruled out definitely any sort of basing-point 
pricing method. Under any basing-point or freight 
equalization system, a certain proportion of a 
freight charge is absorbed on sales to distant cus- 
tomers. The Clayton Act, as amended by the Rob- 
inson-Patman Act, makes illegal price discrimina- 
tions that may injure competition. The Federal Trade 
Commission, which initiated action in the cement 
case, is always concerned about price discrimina- 
tions that may injure buyers. How Fair Traded 
items will fare in the new situation is hard to guess. 

In the preamble to the recent Supreme Court 
decision, it is implied that practically any delivered 
price method is illegal. The Federal Trade Commis- 
sion has indicated intention to take action in any 
industry where a "significant amount’ of freight 
cost is customarily absorbed by sellers. Just what 
“significant amount" means is problematical. 

“As "equalized" prices of one sort or another 
are quite commonly used many industries, includ- 
ing office equipment and supplies, the ‘basing- 
point” decision is of significance. Conceivably, it 
can cause extensive economic disruptions. Reac- 
tions, oral and written, have been so widespread 
that Congressional action has been taken through 
the appointment of the Senate Trade Policies 
Committee, which has been charged with the 
responsibility of making a full investigation of cur- 
rent pricing methods with a view to recommend 
legislation that will clarify the law and inform the 
businessman just what he may or may not do. 
Under the chairmanship of Senator Homer E. 
Capehart, the committee has already gone into 
action. Public hearings were started on November 
9 and will be continued until the end of next Janu- 
ary. Senator Capehart said, in a recent address. 
"The reorganization of American industry on an 
economic basis of universal f.o.b. mill pricing 
may produce a more perfect economy. But a mat- 
ter of such magnitude that will change the econ- 
omic structure of the country should not be put 
into effect except at the direction of Congress." 

The Trade Policies Committee needs a cross- 
section of opinion that is as wide as possible. 
Thoughtful expression of opinion and conviction 
are wanted by the committee. We urge com- 
munication with members of the committee with- 


out delay.—WSL 








Adequate Mark-up 

@ No line of stationery or office supplies has the 
backing and sale interest of dealers in the industry 
unless it carries an adequate mark-up, points out the 
Stationers’ Guild of Canada, Inc., in a recent bulletin. 
This is explained as meaning sufficient gross profit 
to enable the dealer to recover all his cost of doing 
business and have something left to compensate him 
for his effort and service rendered. 

How should this be determined? 

The Canadian dealers declare that the most accept- 
able method is to have a manufacturers’ list which 
constitutes the resale price and from which a trade 
discount is allowed in order to arrive at the dealer’s 
purchase price. 

Sound merchandising calls for the issuance of re- 
sale consumer prices in respective quantities as es- 
tablished by the individual manufacturer. 

At the same time it must be recognized that sell- 
ing for less than manufacturer’s established price 
is unfair competition. 


oe 


Business Records in Warehouses ? 
© The furniture warehousing industry which stores 
more than a billion dollars worth of household goods 
is now looking toward this industry for extra busi- 
ness. The warehousemen are encouraging companies 
to store part of their corporate records as a means of 
avoiding total losses in event of fire or other mishaps. 
Warehouse space is cheaper than office space, 
claims the storage trade association. That point may 
be disputed but this industry need not. worry too 
much about a trend from bright offices to dark cor- 
ners of a warehouse. Cabinets, equipment, records 
and supplies will still be needed, regardless of where 
stored. That’s the important thing as far as the office 
equipment and appliances business is concerned. 








Here and There 


FROM "OFFICE APPLIANCES’ " 
WINDOWS 


The windows on the 
Street side of "Office Appliances 
offices constitute a grandstand for 
the erection of the new Horder 
building which is directly across the 
street. The new building is to be a 
duplicate of the old, the two to be 
joined as one. First, we of ‘Office 
Ap liances" saw our favorite auto 
achile service station removed and 


lefferson 
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then the excavation which preceded 
the construction of a foundation 
to support a seven-story structure. 
We saw and heard 750 sixty-five 
foot poles driven into the ground- 

more than usual for a building of 
the same size because of the condi 
tion of the sub soil, a small stream 
flowing through it and under the 
building which is in use and is known 
> so many hundreds of stationers 
and manutacturers. With the last 
of the 750 poles put in place we 


have observed further digging and 
the pouring of huge concrete piers 
reintorced with numerous steel rods. 
This building, we know 3 step in 
an ambitious program of expansion. 
Already one of the country's 
outstanding commercial stationery 
houses, Herders, Inc., will be in 
position for more extensive opera- 
tions than ever when the new build- 
ing is completed and the additional 
store, warehouse, and office space 
are put to use. 
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BUYING CHISTMAS SEALS 
HELPS YEAR-ROUND BATTLE 
OF 3000 TB ASSOCIATIONS 
The annua! sale of TB Christmas 
er November 22 and 
December 25, an 

industry to par- 


Buy’ 
Christmas 
Seals 





ipate in the year-round tubercu- 
work ot the 3,000 associations 
affiliated with the National Tuber- 
culosis A ition. These groups 
are all supported by the funds 
raisea Ti the annual sale of 
Christma ind of the money 
raised yea per cent is used 
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cent is allocated to the National 
Association. 

Buying the 1948 seals, illustrated 
herewith, supports education, case- 
finding, rehabilitation and medical 
research. 

Meanwhile, it is pointed out that 
individuals can do three things to 
help in the fight against TB: 

(1) Arrange to have their chests 
X-rayed regularly. 

(2) See that every adult member 
of the family does the same. 

(3) Buy Christmas Seals. 





SKILL IS SHOWN IN 
CALLITYPING 


Will H. Hollis, superintendent of 
the records department for Imperial 
Typewriter Company, Ltd. 31 
Cosby Road, Countesthrope, Lei- 
cester, Eng., has furnished Office 
Appliances with several fine illus- 
trations of ‘'Callityping.” 

Mr. Hollis points out that these 
specimens are stencilled and, in cer- 
tain cases, have been given a double 
print in order to make the shadows 
denser. The preparation of a sten- 
cil, he declares, is considerably 
more difficult than single-copy typ- 
ing with a ribbon, inasmuch as you 
cannot judge your results until the 
stencil has been run off—and then 
it is usually too late to make cor- 
rections. 
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SPECIMEN OF BRITISH “CALLITYPING.”—This particular study of Field Marshall 
Sir Bernard Mentgomery was executed by Will H. Hollis, superintendent of 
records department of Imperial Typewriter Co., Ltd., on an Imperial typewriter. 


OFFICE APPLIANCES, November, 1948 


HORSE SENSE FROM OLLIE THE OWL 


Ovcie 2 WHO STREET 
THe OAK TREE 
ow. HOLLOW 





i ERI 


Dear Editor: 


A big stork used to hang 
around Birdland. He was a great 
kidder and everybody liked him. 
Suddenly he deopptineed No 
one knew why. 


One day when barnstorming 
in another neck of the woods, I 
met an old magpie who knew 
everything about everything and 
was quick on the chirp with the 
gossip. “Remember that stork 
who used to hang around Bird- 
land,” I asked her? “Sure thing,” 
said Mag, “he’s in jail down 
here.” 


I could hardly believe it. That 
pe arate stork’s a jailbird! 

o I flew down to the jail te find 
out for myself. He was in jail all 
right and the sheriff told me the 
story. 


It seems that the stork got a 
job in a hatchery and one day 
a lark brought in some eggs te 

ut in the incubator. “When they 

atch out, send them to 945 
Cedar Grove,” he told the hatch- 
eryman. 


When the eggs were hatched, 
the hatcheryman got the address 
twisted and told the stork to de- 
liver the birds to 459 Cedar 
Grove, which happened to be 
the address of an old hen whe 
never had a boy friend. 


The neighbors began twitter- 
ing when they saw the stork 
knock at the old hen’s door with 
a nesting of larks. Scandal had 
come to town and they made the 
most of it. The hen got mad as a 
wet hen when the gossips began 
to dust her feathers in the dirt. 
She got hold of the sheriff and 
had the stork jailed for malicious 
mischief, libel, defamation of 
character and malfeasance in 
office. 


The stork is blamed for a lot 
of things that ought to be blamed 
on the lark. 


Very wisely yours, 
“Ollie the Owl” 


69 








NATIONAL DESK INTRODUCES NEW MODEL 
A new desk, No. 20, which opens out to 84 inches, is 
the latest offering to the trade by National Desk Com- 
pany, Herkimer, N. Y. Made in best quality genuine 





NEW CONFERENCE 
DESK ANNOUNCED 
BY NATIONAL DESK 
CO.—Above: desk in 
closed position, meas- 
uring 60 inches. Open 
it extends to 84 in- 
ches. Right: the “se- 
cret” compartment in 
use as cellarette. 





American walnut, figure and matched veneers, the 60- 
inch desk has a 24-inch extension which permits eight 
persons to sit around it comfortably. 

A “secret” compartment is provided for the storing 
of records, ledgers, samples and merchandise or it may 
be used as a cellarette. 

Hardware and all appointments are declared to be 
of the customary National quality. Hanging folders 
are included. 

Dealers may write the company for a complete de- 
scription of the No. 20 desk, also for a detailed catalog 
of National Desk’s other office furniture. 


* 


OFFER 1000 SEPARATIONS/MINUTE CARD 
INDEX FILE 

Organex GMBH, Stalden 7, Solothurn, Switzerland, 
has devised a card index file for rapid reference which 
allows the separation within a minute of more than 
1000 vertical cards from each other. This is made pos- 
sible by a thin plastic piece that is attached to each 
card and which has about the same thickness as the 
paper. The cards can be inserted into any typewriter 
together with the plastic piece. Existing cards can, in 
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very many cases, be adapted to the new system with- 
out re-writing the cards. The device at the same time 
protects the cards. The separation of cards is affected 
by simply gliding with one finger over the row of cards. 
In many cases, the normal drawers and boxes con- 
taining the index file can be used for the new system. 

The inventor wishes to sell his patent rights to an 
American firm. Inquiries may be addressed to Dr. 
Charles G. Coit, 23 W. Cedar St., Boston 8, Mass. 

R. C. ALLEN ANNOUNCES NEW MODELS 

R. C. Allen Business Machines, Inc., Grand Rapids, 
Mich., has announced two new portable models of 
adding machines, the No. 60 small machine and the 
No. 75 model with a new 4%-inch carriage for special 
work. 

The No. 60 model is designed primarily for the 
smaller business and has such features as visible dials, 
two-color ribbon to print totals and sub-totals in red, 
automatic keyboard clearance indicated by first item 
printed in red, repeat and correction keys, and a high- 
speed keyboard. The adding and listing capacity is 
9,999.99. 

The 44-inch carriage of the No. 75 model is declared 
to be adaptable for writing statement and deposit 





R. C. ALLEN MODELS 60 AND 75 ADDING MACHINES 


slips and inventory accounting in addition to general 
adding and subtracting. Streamlined, cedar-gray enam- 
eled case is complemented by flat, glare-proof keytops. 
Hand operated, it has an adding and listing capacity 
of 99,999.99. 
r——— — 

FOUR FINISHES AVAILABLE FOR WELLS CHAIR 

Wells Office Furniture Company, 725 S. LaSalle St., 
Chicago, has announced that its Posture-Rite chair, 
No. 127, is now available in four baked enamel finishes. 
These are Lustrous Brown, Appealing Green, Brilliant 
Grey and Glistening Chrome. Complete details may be 
secured by addressing the company. 
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FORT STEUBEN OFFERS UNIT BINS, SHELVING 


Fort Steuben Metal Products Company, Steubenville, 
Ohio, has available for immediate delivery unit bins 
fabricated from prime steel materials 


and shelving 





FORT STEUBEN UNIT SHELVING 
which they furnish. Erection, they claim, is as simple 


as that found in children’s construction sets. 
Illustrated is a single or starting unit for closed type 
shelving 
The firm’s six-shelf commercial unit possesses up- 
rights of 13-gauge stock in all standard heights. 
Shelves are pressed from 18-gauge sheets and are 
available in all standard sizes. The uprights are drilled 


to permit placing of shelves at 1% inch intervals over 
their entire height. Backs and sides may be used at 
will. 

Fort Steuben auto parts bins are particularly de- 
signed for parts storage, not only in the automotive 
industry, but in many other industries as well. The 
need for indexing is met through the use of full shelf- 
length label holders. Adaptation of these bins to 
changes is accomplished through the use of patented 
snap-in dividers, adjustable on one-inch centers. Sev- 
eral combinations of sizes are available. Dealers are 
invited to write for a complete catalog. 


°*—- © 


ADD HEAVY DUTY TACKER TO MERCURY LINE 

The Consolidated Wire Products Company, Inc., 145 
Spring St., New York, N. Y., manufacturers of Mercury 
staplers and staples, recently announced the addition 
of the H30-T heavy duty two-handed tacker to the 
line of stapling products. 

Made of case hardened mechanism, the new tacker 
has a chrome-plated body with plastic grip set in a 








| 
| 


MERCURY H30-T TWO-HANDED HEAVY DUTY TACKER 


sturdy steel] handle, side wings for greater balance, 
thick and soft rubber plunger cap, and has the Mer- 
cury “open-end” channel and “jam-free” feature. It 


different leg lengths (14- 34- and %-inch) 
of heavy .030 gauge staples in full strips of 140. The 
manufacturers claim that the model penetrates and 
tacks through light gauge metal, Masonite and hard- 
wood. The H30-T is now in production and available 
for shipment 


uses three 
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THOMAS INTRODUCES NEW NO. 5000 LINE 

Recently announced by the Thomas Furniture Com- 
pany, High Point, N. C., was an outstanding new 
upholstered office suite, comprising chair and sofa 
with “skid” or “island base” feet, designed to harmo- 
nize with the new “island base” desks. Upholstery is 
of Kalistron, a clear plastic with the finish placed on 
the back. 

The sofa is 74 inches long, 34 inches deep and 31 
inches high, with a 22-cushion depth. The chair is 
32 inches wide, with all other dimensions correspond- 





NEW THOMAS NO. 5000 SOFA AND CHAIR 


ing to those of the sofa. The sofa is also available in a 
two-cushion size (54 inches long) and a four-cushion 
size (94 inches long), the latter with a center “skid” 
support. 

Further structural details and prices may be obtained 
by writing the manufacturer. 

———_0—t9--- 

MAGNUS INTRODUCES CLEANING MACHINE 

The equipment division of Magnus Chemical Com- 
pany, Inc., Garwood, N. J., recently introduced the 
Magnus Krazy Dip TW cleaning machine for cleaning - 
typewriters, business machines and similar devices. 

Mechanical agitation moves the machines 160 times 





MAGNUS KRAZY-DIP TW CLEANING MACHINE 


per minute in the cleaning solution. This solution is 
simultaneously agitated at the same tempo by means 
of paddles swirling the liquid back and forth. Dual 
agitation of the work and solution is declared to force 
the cleaning fluid against and into all interior and 
exterior surfaces. The “see-saw” type platform is de- 
signed to give a gentle and jerk-free motion. during 
the washing process so as not to damage the type- 
writers. 

Cleaning automatically, the Krazy Dip TW requires 
no heating devices. It is built of 14-gauge steel sheets 
and is equipped with a hinged cover complete with 
160-degree F. fusible safety links. 

In operation, an air compressor is the only extra 
equipment needed. 
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KOH-I-NOOR ANNOUCES NEW DRAWING PENCIL 

Koh-I-Noor Pencil Company, Inc., Bloomsbury, N. J., 
recently announced a new No. 1500-I super deluxe 
model of the Koh-I-Noor drawing pencil to retail at 
$.15. This new pencil is end-rounded, with a brown 
panel on which degree numbers are imprinted in gold 





, 


KOH-I-NOOR DRAWING PENCILS 


on three sides. Made in 17 degrees of hardness, using 
imported leads, the pencil comes in dozen lots, each 
wrapped in printed cellophane and packed in a hand- 
some lithographed metal box. Both the metal box and 
the half gross carton are printed in brown and red 
for easy identification between this and the regular 
Koh-I-Noor No. 1500. Dealers may obtain complete 
information by writing to the company. 
- —- 


AUTOMATIC STAMP VENDING MACHINE IS NOW 
AVAILABLE COMMERCIALLY 

The Automatic Stamp Vending Machine, manufac- 
tured by Commercial Controls Corporation, 640 Culver 
Rd., Rochester 2, N. Y., is now available to commercial 
users, recently announced President Charles R. Ogs- 
bury of the company. The machine, which dispenses 
commonly-used denominations of postage stamps at 
face value, was originally developed and perfected to 
meet the specifications of the U. S. Post Office Depart- 
ment and the requirements of the U. S. Bureau of 
Standards. 

These machines, available now commercially, will be 
sold to department stores, gift and card shops, drug 





COMMERCIAL CONTROLS STAMP VENDING MACHINE 


stores, hotels, business offices, banks and other in- 


stitutions. 
The Automatic Stamp Vending machine is made in 
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one model only, which occupies 21 inches by 14 in- 
ches of floor space and stands 60% inches high. De- 
scriptive literature may be secured from the company. 


————o=ar-e ——- 


DAVIDSON NEW OFFSET DUPLICATOR MAKES BOW 

The Davidson Model 210 series offset duplicator has 
been added to the line of business machines manu- 
factured by the Davidson Manufacturing Corporation, 
1020 W. Adams St., Chicago 7, Ill. This is declared to 
be a small, compact unit specifically designed for 
multiple-copy systems work and short-run duplicating 
Since it employs the offset principle of duplicating, 
copies can be produced in black or any color. The 





DAVIDSON NEW OFFSET DUPLICATOR 


Mode] ‘210 will handle paper stock ranging from onion 
skin to light cardboard, used alternately without 
change of the pressure adjustments. 

The duplicator is power-driven for automatic eper- 
ation and can also be operated by hand. For “step- 
and-go” operation, a foot pedal and clutch mechanism 
is available. 

nS 


GRAND RAPIDS LEATHER LINE IS DEMOUNTABLE 

Grand Rapids Leather Furniture Company, 201-207 
Front St., N. W., Grand Rapids, Mich., is attracting 
attention in the industry through its line of leather- 
upholstered office chairs and davenports which are 
completely demountable. 

As illustrated, by merely pulling the item apart, it 
can be packed in a small carton at a consequent 
saving in shipping costs. Speedy reassembly is possible. 





GRAND RAPIDS LEATHER PACKET LINE 


Typical construction in the Packet line includes 
dry kiln hardwood, eight-way knotted tied springs, 
ten-ounce burlap covered by a Filexolater, shock ab- 
sorbers and quality hair and felt. 


—> << 


SHALLCROSS INTRODUCES NEW BOND BLACK 

The Shallcross Company, 48th & Grays Ferry Rd., 
Philadelphia 43, Pa., recently introduced its new No. 
7711 Bond Black, claimed to have all the working 
qualities of oil base inks and also some of the advan- 
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tages of the water soluble inks. Features are claimed 
to be less penetration of paper stocks, little or no 
offset, hard setting and fast drying. 

es 


HANSON OFFERS A NEW POSTAL SCALE 
A new version of the Model 1546 mail scale, manu- 
factured by the Hanson Scale Company, 525 N. Ada 





St., Chicago, incorporates the new postal rates sched- 
HANSON NEW MODEL SCALE 
uled to go into effect January 1, 1949. The model has 


been completely restyled and re-engineered, according 
to the manufacturers. 

The new scale utilizes the same spring mechanism 
but eliminates the scale case as the suspension unit. 
Instead, the mechanism is suspended directly on a 
steel channel that is wholly independent of the case. 
The case itself is now made of a heavy thermoplastic, 
smoothly contoured and having a mottled gray finish. 
The scale weighs only 14 ounces and the capacity is 
two pounds, measured in one-ounce graduations. The 
large dial shows postage rates for air and first-class 
mail, and for merchandise. Platform is 2 x 3 inches 
and height of the scale is 6% inches, while the base 
measures 5% x 2% inches. Individually packed and 
shipped 12 to a carton, the scales list at $5.45. 


= Sitdtinenee 
BLOTTER-KUFF DEVISED TO SAVE BLOTTERS 
The Blotter-Kuff Company, 319 Elmwood Ave., Osh- 

kosh, Wis., is now manufacturing a specialty in the 

form of a plastic slotted shield designed to prevent 





THE NEW BLOTTER-KUFF 


ragged 


lesk blotter edges and save on blotter costs. 


The smoothly-beveled top and rounded edge is de- 
clared to guard the blotter from tearing or scuffing 
and, at the same time, provide a handy tuck-away 
place for memos. The Blotter-Kuff is available in 
many different sizes and may be secured in either 
dark green or deep red. These are packed one dozen 
sets to the box and dealers are supplied with counter- 
advertising placards in color. 
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CLARK PRESENTS SHELVING FEATURE 
An improvement in adjustable steel shelving has 
been presented by the R. K. Clark Company, 1302 Fifth 





CLOSEUP SHOWING W-BAR CONSTRUCTION OF NEW 
R. K. CLARK COMPANY ADJUSTABLE STEEL SHELVING 


Ave. S., Minneapolis 7, Minn. The new Clark line 
features W Bar construction which is a pleated bar 
in the shape of the letter W, claimed to insure firm 
fit to the shelves and adds rigidity without the need 
of sway braces. It is asserted that a complete unit so 





NEW R. K. CLARK ADJUSTABLE STEEL SHELVING 


constructed can be balanced on one leg with no per- 
ceptible sway or sag. 

Sixteen-gauge steel is used in bar construction and 
18- and 20-gauge steel in the shelves. Clark has also 
introduced two new colors for the office—harbor grey 
and metallic green. All finishes are baked-on enamel. 
White, for hospital and restaurant trade, is also being 
offered, as well as other colors for special installations. 


— eo 





NEW MASTER DESK.—Jasper Office Furniture Co., Jasper. 

Ind., is now offering the new Office Master desk, No. CF 

1776. Additional information regarding this desk. as well as 

others in the Office Master line, may be secured by writing 
the manufacturer. 
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BATES ANNOUNCES NEW STAPLER 


The Bates Manufacturing Company, Orange, N. J., 
improved new stapler, 


is now in production of an 
introduced to the trade as a device which “almost 
loads itself.” Larger, funnel-shaped hole and tangle- 





BATES NEW STREAMLINED STAPLER 


proof spool are declared to make loading simple and 
speedy. 

Other features include stronger and larger body 
bearing in the base, new improved clutches for easy 
push-in and shove-through of the wire and a stream- 
lined knob for beauty and operating comfort. 

A new improved refill-spoo!l still makes 5,000 staples 
of non-rusting brass wire. This fits the Model B Bates 
stapler as well as the new model. Old B-5 refills, 
however, will not fit the new Model C. 

List price of the stapler is $5.45 and a refill of 5,000 
staples lists at $1.05. 


*— 


INTRODUCE REM-RAND BOOKKEEPING MACHINES 


A new line of bookkeeping machines, designated as 
the Foremost, 500 and 600 Series, has just been an- 





REM-RAND “FOREMOST” BOOKKEEPING MACHINE 


nounced by Remington Rand, Inc., 315 Fourth Ave., 
New York 10, N. Y. 

Innovations include a streamlined, non-glare case 
which eliminates eyestrain, and finger-grooved, organ- 
type keys for simpler operation. Optical Lucite, 
which covers the registers, is declared to magnify all 
figures for increased visibility. The specially insulated, 
noise-absorbing Aphonic stand is designed to reduce 
operative fatigue and prolong machine life. All Fore- 
most models are completely electrified. Model 685 com- 
putes and prints balances automatically while the 
entire line provides automatic tabulation, automatic 
proofs and automatic carriage return and line spac- 
ing. Front feed insertion and collation allows “one- 
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procedure” operation. Two, three or more related 
forms may be produced at one time 
Further information about the Foremost line may 


be obtained by writing the company. 
——a 


“A 
SUPERIOR METAL OFFERS NEW PRODUCTS 

A card file box and a large swing-top waste recep- 
tacle with removable top are new office specialty items 
offered to the trade by Superior Metal Products Com- 
pany, Inc., 907 S. Western Ave., Chicago. 

The Superior metal card file box is available in 
office green, brown or grey as well as in all popular 
shades including pastel colors for the home. It can be 





CARD FILE BOX AND SWING TOP RECEPTACLE 


obtained with or without alphabetical index and is 
packed three dozen to a case, listing at $1.00 for the 
3 x 5-inch size. 

Entire cover of the swing-top waste receptable lifts 
off quickly and easily. This item is made of heavy 
gauge steel in all welded construction and has heavy 
steel legs and die-cast corner inserts with 5g-inch 
rolled edges. Finish is of hard baked-on enamel. List 
price is $12.75. 

i — P< 
FERRIS OFFERS ONE-HAND TAPE PISTOL 

Ferris Products, Inc., 1985 E. 59th St., Cleveland 3, 
Ohio, recently announced its new One-Hand Tape 
Pistol for dispensing and applying cellophane and 
other pressure-sensitive tapes. The manufacturers de- 
clare that this development fills a long-felt need for 
a tool to make the use of cellophane tape easy and 
convenient by providing a handy, quick automatic 


dispenser which can be operated with one hand, leav- 





Se 


FERRIS ONE-HAND TAPE PISTOL 


ing the other hand free to hold the object to which 
the tape is to be applied. 

This Ferris Model D-500 dispenser weighs less than 
ten ounces unloaded. It fits in the pocket and works 
by the pull of a trigger. The magazine takes a 1296- 
inch roll of one-half inch wide tape with one-inch 
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core. Economical units one-half inch long are dis- 
pensed and cut automatically with one motion, or, if 
longer lengths are desired, thé conveniently-located 
selector button operated by the thumb of the pistol- 
gripping hand enables the operator to obtain any 
multiple of the automatic unit length. 

Accuracy of placement by means of the soft rubber 
applicator roller incorporated in the easily-aimed pis- 
tol is said to permit the use of one-half inch tape 
where more costly wider tape was formerly required 
when applied by hand. Even pull of the dispenser is 
declared to reduce breaking of tape in cold weather. 

-— _—_- — 
CADO PAPER FASTENER ANNOUNCED 

Cushman and Denison Manufacturing Company, 135 
W. 23rd St., New York 11, N. Y., has introduced a new 
Cado product in the button control paper fastener. 





CUSHMAN & DENISON PAPER FASTENER 


The one piece lock or compressor unit locks the prongs 
into position. The manufacturers claim that, with no 
slide locks or moving parts to manipulate, the new 
fastener is fast in operation. The prongs are bent down 
before, not after, the locking unit is placed in position. 
A control button facilitates operation. 

The fasteners will be available in one- and two-inch 
capacity for 234-inch center holes. Production will 
start at once. Other sizes will be available at a later 
date. 
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NEW WEAREVER “PENNANT” PEN ON MARKET.—The new 
“Pennant” comes in four different, interchangeabe points, 
an unusual feature in pens retailing at $1. Other features 
include stainless steel cap, patented C-Flow feed, and pre- 
cision-ground tipped point. Attractively carded. The pens 
are manufactured by David Kahn. Inc., North Bergen, N. J. 
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NEW LINE OF G-W CHAIRS IS READY 
The new line of Duran-upholstered aluminum chairs 
is now being marketed by The Globe-Wernicke Co., 
Norwood, Cincinnati 12, Ohio, President J. S. Sprott 





J. H. SPROTT, GLOBE-WERNICKE PRESIDENT, WITH 
OFFICE CHAIRS FROM G-W’s NEW ALUMINUM LINE 


announced recently at a meeting of dealers at the 
NSA convention in Chicago. 

Eight models ranging from executive swivel chairs 
to posture and institutional chairs make up the line. 
These chairs are claimed to combine ruggedness with 
“office appeal” smartness. The Duran all-plastic up- 
holstery, says Globe-Wernicke, is wear-resistant, flex- 
ible and comes in a variety of colors. Aluminum frames 
are satin finished. 

In the executive group is a massive swivel chair 
with back, seat and arms of deep foam rubber. An 
executive side chair is designed with arms. In the 
junior executive group four chairs are offered. Round- 
ing out the line are a posture chair and institutional 
or utility chair. 

- 2 


AMERICAN MAP OFFERS CLEARTYPE UNIT 
American Map Company, Inc., 16 E. 42nd St., New 
York 17, N. Y., is offering to the trade a new display 
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CLEARTYPE MAP DISPLAY AND FILE UNIT 


and file unit stocked with Cleartype maps 

The quartered oak cabinet has these features: One 
section, opening on both sides, with 3 x 3 x 48-inch 
compartment for large maps; a map display with 
crayons and map tacks under glass; full view drawer 
fronts; and large shallow drawers arranged for filing 
of flat-sheet maps, sizes 8'2 x 11 inches to 34 x 45 
inches 

The cabinet will accommodate a dealer’s entire line 
of Cleartype and Colorprint maps and is made up 
especially for the dealer, varying according to his geo- 
1948 
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graphical location and sales potential. Suitable display 
units are offered with the map unit. 
=o —_—__- 
FIXTURES FIRM OFFERS REVOLVING COSTUMER 
Fixtures Manufacturing Corporation, 312-14-16 Blue 
Ridge, Kansas City 3, Mo., has introduced No. 350 
revolving costumer as a new product for the industry. 


en ee 
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NO. 350 REVOLVING CUSTOMER 


This costumer is declared to be a very convenient 
coat rack for the small office, inasmuch as it takes 
up but a small corner of space but still holds as many 
as 16 coats. With the top of a revolving nature, the 
user can easily obtain his coat. Eight steel triple- 
chrome hooks are provided on the costumer, which 
has an over-all height of 69 inches and a 17-inch, 25- 
pound cast iron base. Shipping weight of the device, 
which lists at $25.90, is 33 pounds. 


?—=t ¢ _ 
BORG INTRODUCES NEW SCALE 

A tip-proof parcel post scale which can be slipped 

into a drawer or stowed away on a shelf when not in 

use is being offered to the trade by the Borg-Erickson 





BORG TIP-PROOF SCALE 


Corporation, 469 E. Ohio St., Chicago 11, Ill. This scale 
weighs up to 50 pounds of weight and is declared to 
be of equal utility for shipping room, office or home 
use. Postage cost for third class is shown at a glance, 
as well as parcel post fees for local and eight distance 
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zones or by miles. Weight is also indicated by two- 
ounce gradations. 

The scale, 8 x 10 x 2% inches, weighs five pounds. 
Large figures lithographed on metal are protected by 
a heavy clear magnifying glass window. Catspaw feet 
prevent the scale from slipping or marring surfaces. 
This product is finished in black morocco enamel, 
protected by chrome-plated guard rails. A special 
feature is the dial lock by which the dial remains at 
weight of the package for later reading. 

——. << 2 
IBM SHOWS NEW ELECTRIC TYPEWRITER 

A new IBM electric typewriter was introduced to the 
industry at the New York National Business Show 
where domonstrations of the new machine in both 
standard and executive models were made. 

The manufacturers list the new features as includ- 
ing ready-adjusted multiple copy control, four position 
ribbon control, keyboard margin set, electric ribbon 
rewind and line position reset. The executive model 
is available with any one of four type faces, each of 
which is designed to give distinctive appearance to the 
typewritten page. The machines are finished in a soft 
tone of gray and the mechanism under their navy blue 


1 





NEW IBM ELECTRIC TYPEWRITER 


keys is covered by a keyplate to improve appearance 
and prevent the accumulation of dust. 

The multiple copy control lever on the upper right 
of the carriage is declared to enable a typist to produce 
many uniform legible carbon copies without increasing 
the force of typing strokes. When this control is moved 
forward or backward, the platen is adjusted to the 
thickness of the copies desired. 

An aid to changing ribbons is the electric ribbon re- 
wind which can be depressed to wind the used ribbon 
quickly onto either spool. 

The executive model is the same size as the standard 
and it is available with secretarial or bold face type 
(approximately 12 point), documentary type (approx- 
imately 11 point) and modern type (approximately 10 
point). 

‘ st 
CRAM COMPANY INTRODUCES NEW ATLAS 

The George F. Cram Company, Inc., 730 E. Washing- 
ton St., Indianapolis 7, Ind., recently introduced its 
Easy Reference Businessman’s Atlas of the United 
States, selling at $12.50 per copy. According to the 
manufacturers, this atlas was planned to offer the 
maximum usefulness for businessmen, especially sales, 
advertising and traffic executives. 

All of the information concerning each state, in- 
cluding full-page map, separate county and highway 
outline maps, gazetteer, indexes and population figures, 
are in one place. In other words, the data wanted 
about a particular state is in that state’s own separate 
section. 

The atlas also offers a new type of index consisting 
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NE of the popular numbers in the 

new Mode-Maker desk line is this 
secretary's desk, No. 1760FTR, with 
improved, easy-to-handle, roll-away 
typewriter shelf. 


When the pedestal door is opened, the 
shelf glides out with an easy finger pull. 
This automatically lowers the door so 
that the shelf when raised extends over 
and rests on it. This arrangement gives 
free access to the full-width center 
drawer. A further innovation is the 
swivel ty pewrite! platform, fastened to 


the shelf at only one point. The type- 
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writer turns at any angle, to eliminate 
awkward positions, prevent interference 
of the front edge of the desk with the 
typist’s arms, and take advantage of 
the best lighting, thereby improving 
vision for better, faster work in copying 
and transcribing. 


No. 1760FTR is one of 31 different 
models—a desk or table for every office 
job. Any model may be had in either 
29” or 30'” height. All standard desks 
have modern 30” depth. Mode-Makers 
are as practical as they are beautiful, as 
efficient as they look. 


* METAL DESKS e 
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METAL FILING CABINETS « 





ode-Maker 
METAL DESKS 


A product of THE GENERAL 
FIREPROOFING COMPANY 


Department All 
YOUNGSTOWN 1, OHIO 


STEEL SHELVING 
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of a special] listing of all cities and towns of more than 
2,500 population arranged in order of size. This is in 
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CRAM’S NEW ATLAS 


addition to the standard alphabetical index of each 
state. 

Flexible black Keraton cover is used and the loose 
leaf construction permits easy substitution of new 
pages and addition of blank pages for sales data. Size 
of the atlas is 12x15 inches. 

© - - . 
ROYAL METAL ADDS NEW POSTURE CHAIR 

A new secretarial posture chair, declared to be com- 
pletely adjustable for comfort, is announced by Royal 
Metal Manufacturing Company, 175 N. Michigan Ave., 
Chicago 1, Il. 

The 15 x 15-inch Flexspring seat revolves on a screw 
stem and raises from 17 inches to a height of 23 in- 
ches as desired. The set’s tapered design (one-inch 





ROYAL SECRETARIAL CHAIR WITH SNAP-ON SEAT 


difference between front and back depth) is one ad- 
vantage listed, together with “snap-on” design of the 
seat top for easy and inexpensive replacements. 

Complete adjustability is claimed for the backrest, 
scientifically shaped to fit the curve of the back. Hand- 
wheels are used to tilt, raise and move the backrest 
forward. 

Casters are of soft rubber, non-marring and smooth- 
rolling. Measuring 18 x 18 inches overall, the chair is 
upholstered in a choice of twill, Super-Tuftex, or cloth 
fabric coverings. The all-metal construction of tubular 
steel is finished in any of Royal’s 30 Plastelle color 
finishes. 
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TOLEDO GUILD OFFERS SAFETY BOXES 

Toledo Guild Products, Inc., 515 Madison Ave., To- 
ledo, Ohio, has introduced to the trade new safety 
boxes for cash and bonds. The manufacturer reports 
that these are sturdily-constructed boxes of mild, 
carbon-drawn steel with rounded edges and corners, 
piano-type hinge, recessed handles and a lock and 
two keys. 

The safety box is a fire-resistant chest which is 
declared to more than exceed the requirements for 









. XN 


NEW TOLEDO GUILD 
BOXES. — Upper left: the 
cash box. Lower left: the 
bond box. Both are con- 
structed of mild, carbon 
drawn steel, have piano 
type hinges, rounded cor- 
ers and locks. Upper right: 
the safety chest exceeds 
half-hour fire tests and has 
a Yale combination lock. 






at 


half-hour fire tests. It is offered as a handy device 
for the keeping of jewelry, cash, certificates, insurance 
papers, veterans’ discharge papers, and other val- 


uables. 
eee 


WESTCOTT OFFERS BOOKKEEPERS’ RULE 


A bookkeepers’ rule that bends with the book, No. 
789, has been introduced by Westcott Rule Company, 








A DEMONSTRATION OF WESTCOTT’S FLEXIBILITY 


Inc., Seneca Falls, N. Y. This rule has rounded cor- 
ners to assure protection against cuts and the marring 
of desk tops from sharp, jagged corners. 

These rules are made of rock maple and are 1 5/16 
inches wide and 5/64 inch thick. One brass edge is 
scaled in sixteenths on one edge, both sides. One dozen 
rules are packed in a box. 
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Close your eyes... 
and it’s an office typewriter! 


Typing on the new Royal Portable is as easy and 


free as typing on an office typewriter. Because this 
amazing portable has so many of the same features 
you'll find on the standard office typewriter. 

There’s the keyboard, for instance—identical in 
width and size, with the same clearance between 
keys in the row. 

[he controls, too, of carriage and keyboard, are 
just like those on an office machine —and in the 
same positions, 

And the new Royal Portable has these other out- 





standing office typewriter features: Automatic Paper 
Lock, Acceleraction, “‘Magic’’ Margin, Locked Seg- 
ment Shift Freedom. 


Close your eyes—and it is an office typewriter. 
Open them and you’re viewing the sleek beauty of 
the World’s First Truly Modern Portable Typewriter! 


Note to dealers: Because the new Royal Portable 
is so like an office typewriter, students and others 
can graduate from portable to standard with the 
greatest of ease. Another great selling point for this 
great new portable! 


Remember, too, that only Royal has all these: 1. Finger-Flow Keys 


2. Speed Spacer 3.’“Magic’’ Margin 4.’Touch Contro 


- 


and many other important features. 


ROYAL PORTABLE 


Made by the world's largest manufacturer of typewriters. 


2 Park Avenue ° 


New York 16, N. Y. 


“Magic” and “Touch Control” are registered trade-marks of Royal Typewriter Company, Inc, 
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ADDISON INTRODUES UTILITY DESK TRAY The manufacturer claims that the improved Roll- 
Addison Specialty Manufacturing Company, 2812 Master soft tread wheels will not separate, due to a 
Addison St.. Chicago 18, Ill., has introduced a new pecial adhesion process that makes the tread an in- 
extra-large, non-spillable utility desk tray. Modelled 
in glossy black or burl wainut plastic, with non-tip 





ROLL-MASTER CASTER WHEEL 


tegral part of the wheel. All hard wheels are now made 
of hard rubber, Bakelite and mica, and are claimed to 
be unbreakable. 





ADDISON UTILITY DESK TRAY 


legs, it can be used either on the desk-top or inside a 
desk drawer, and also in factory and shop as a 
holder and sorter for small parts in light assembly 
work, 

Five deep and commodious compartments are pro- 
vided for paper clips, rubber bands, petty cash, stamps 
and eyelets. Dimensions of the tray are 15% inches 
long by 334 inches wide by 2;; inches over-all depth. 
Sold in gross lots, the tray has a suggested retail price 
of $1.95 each. Immediate delivery is promised on 
all orders. 





°—-> © 
O’MALLEY INTRODUCES TWO CHAIR LINES 
R. J. O’Malley, Owensboro, Ky., a manufacturer well SWINGLINE NEW JEWELTONE STAPLER 


known to the wood office furniture field, has intro- 

duced two new chair models, both made of select wal- Description of this new product, manufactured by Speed 
Products Company. Inc., 37-18 Northern Blvd., Long Island 
City 1. N. Y., appeared on page 54 of the October issue. 


oe 
MASO INTRODUES THE ATOMLINER 
A new all-steel utility stand, the Atomliner, popular 
priced, is being introduced by Maso Steel Products, 


500-32 S. Throop St., Chicago 7, Ill. The new stand 
has a heavy gauge all-steel top in a hammerloid finish 





NEW O’MALLEY CHANNEL BACK OFFICE CHAIRS 





nut stock and upholstered in U. S. Naugahyde, Eagle 
Ottawa Dixie leather or top grain leather. The No. 14 
side arm channel back, weighing 39 pounds, and the 
No. 15 swivel channel back, weighing 55 pounds, are 
illustrated herewith. Height of back is 21% inches 
and seat size is 23 x 191 inches for these two models. @ 
Width between arms at front is 20% inches and be- 

tween arms at back 21 inches. All swivel chair backs © 
are fastened to seat rails with stove bolts and bases are 

equipped with two-inch easy rolling casters. Foam rub- 




















€ 








ber seats may be secured at extra cost. Upholstery 
covers are in maroon, brown, green or blue 4. 
a a MASO’S ATOMLINER UTILITY STAND 
RICE OFFERS ROLL-MASTER CASTERS of office gray, green or walnut. Two locking casters 


Rice Brothers, Inc., 2900 Euclid Ave., Cleveland 15, with tip-toe control are provided. The stand measures 
Ohio, is offering Roll-Master chair casters to the trade 1414 x 18 inches closed and 141% x 34 inches with the 
These are made to fit both wood and metal chairs and two drop leaves opened. Height is 27 inches and the 
are made in two- and 15¢-inch wheel sizes. (Turn to page 212, please) 
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Partial List—Shaw’'s 
Ruled Bound Books 


Account Books 
Multi-Column Books 
Figuring Books 
Cash Books 
Counter Books 

Time and Payroll Books 
Memo Books 

Index Books 

Invoice Books 
Merchandise Stock Books 
Delivery Books 
Order Register 
Receiving Record 
Shipping Record 
Check Register 
Insurance Register 
Hotel Register 
Tourist Register 
Scrap Books 

Law Abstract Books 
Tally Books 
Engineers’ Field 

& Level Books 
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CUSTOM BUILT QUALITY 


Shaw's Line of Ruled Bound Books, established 
in 1831, has for many years been an important part 
of Wilson Jones Record Keeping Essentials. This 
affords the Stationer the advantage of combining 
orders for Ruled Bound Books with Loose Leaf 
Products. 


During more than a hundred years since its 
establishment, the Shaw Line has kept pace with 
every new requirement and today offers a complete 
selection of Ruled Bound Books for every accounting 
and record keeping need. Ai partial list of Shaw's 
Books is shown in the column at the left. 


See Catalog No, 146 
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William “Biil” Tonkin of Los Angeles, Calif., came 
straight to OFFICE APPLIANCES from the train Septem- 
ber 22. The purpose of his visit to Chicago was to 


attend the NSA convention. Bill Tonkin is a salesman 
Of unusual ability. He is West Coast representative for 
Sturgis Posture Chair Company, Lacta Separator Com- 
pany and Stanley Manufacturing Company. With two 
nelpers to cover the territory commonly described as 
Denver and El Paso west. On his trip east he took the 
long way around but worked Arizona, New Mexico and 
El Paso and visited the Stanley plant in Fort Worth, 
before continuing on to the city which for 43 years 
has been OFFICE APPLIANCES’ headquarters. 


M. Wilk of Capetown, South Africa, visited our New 
York office on September 27 before leaving in a few 
days for Chicago, St. Louis, Cleveland and other U. S. 
cities. Mr. Wilk, formerly a director and co-founder 
of M. K. Bazaars, Pty., Ltd., and Wilks Cash Wholesale, 
Pty., Ltd., is now in business for himself dealing in 
office equipment and stationery. Arriving in the U.S.A. 
September 7, his visit was to last until October 24 
when he planned return to Capetown. It was a com- 
bined social and business trip devoted mostly to seek- 
ing contacts for the procuring of merchandise of all 
descriptions for his business. All his purchases will 
be shipped through J. A. Ewing & McDonald, Inc., 
200 Madison Ave., New York, N. Y., his export repre- 
sentatives. While in Chicago, Mr. and Mrs. Wilk called 
at our headquarters on October 5. 


Charlie Lipman of George B. Graff Company com- 
plimented OrricE APPLIANCES by calling at its offices 
September 28 and bringing with him Irwin O. Lasner, 
A. L. Sloan and J. P. Glaser, all of Goldsmith Brothers, 
New York. This quartet had spent the forenoon at 
Horder’s, Inc., making Orrice AppLIANcEs their next 
stop. Mr. Lipman is one of the best informed men on 
index signals in the United States. He has sold to 
dealers throughout most of the United States and 
much of Canada. If a problem exists which can be 
solved by the judicious use of index signals, he knows 
the application. 


Dwight M. Briggs of New York, N. Y., called wih 
OFFICE APPLIANCES September 28 accompanied by Fred 
Coggin of Chicago. Both are representatives of Sun 
Rubber Company. Mr. Briggs for more than a decade 
was connected with this journal. During their visit 
they met Charlie Lipman and the trio of buyers from 
Goldsmith’s, the six visitors adding considerable inter- 
est to the day’s activities. 


Fred A. Thomas, Jr., and his Chicago representative, 
George DeBeer, were the first visitors at Orrice APPLI- 
ANCES after the adjournment of the big NSA conven- 
tion. Mr. Thomas operates the Thomas Furniture 
Company in High Point, N. C. Although comparatively 
new in office furniture, he has upholstered chairs and 
davenports which have been widely accepted by the 
dealers. Particularly appealing is a type with base 
made to harmonize with modern skid base desks and 
tables. Mr. Thomas reports several large installations 
made by his dealers in recent weeks. 


Eduardo Rihan, Compania Continente S. de RLL., 
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Mexico City, visited us on October 1. He had been in 
the United States on a buying mission which at that 
time had extended through 60 days. He visited in New 
England, New York, Pennsylvania and elsewhere west 
to Chicago, where he spent most of a week at the NSA 
convention and merchandise exhibit. There he ar- 
ranged to represent six additional manufacturers, 
his company selling to retail stationers in all principal 
Mexican cities. He had with him the first and second 
issues of the attractive publication, La Oficina Mo- 
derna, which has a circulation of 5,000 among Mexi- 
can stationers. His own company is included among 
the advertisers. Mr. Rihan makes an annual trip to 
the United States to contact the firms for whom he 
sells and to be on the alert for new things offered on 
the market. 


Albert W. Trotter of Hub City Office Supply Com- 
pany, Hattiesburg, Miss., was a visitor at our offices 
October 1. Mr. Trotter came to Chicago to attend the 
annual convention of the National Stationers Asso- 
ciation. He reported that he found much of interest 
in the convention talks and in the manufacturers’ 
exhibits as well. His state was well represented. 


H. R,. French and John Stemboski of Precisa Distrib- 
uting Company, Seattle, Wash., favored OFFICE APPLI- 
ANCES With a visit October 1. Both had been in attend- 
ance throughout the NSA convention and planned 
to continue in Chicago for an indefinite time. The 
company is American distributor for the Precisa add- 
ing machine made in Switzerland—an interesting office 
appliance, description of which appears in our New 
Equipment section. They have both manual and elec- 
tric models, the electric being the more popular. It 
Was expected that by the time this number of OFFICE 
APPLIANCES was mailed, the company, which has been 
operating three years, would have dealers or agents 
throughout most of the United States. 


Paul Cheney of the Southworth Company, West 
Springfield, Mass., dropped in for a visit on Monday, 
October 4, following the NSA convention. As custom- 
ary, Mr. Cheney had attended the great stationers’ 
conclave and then he stayed over to do some special 
work in relation to the company’s Chicago office. Chats 
with him are always pleasant and profitable. 


Homer Smith, one of the newer members of the staff 
of the National Stationers Association, was an OFFICE 
APPLIANCES visitor October 5. An account of Mr. Smith’s 
participation in the convention is found elsewhere in 
this issue. His primary interest at present is that of 
creating sales helps for NSA members, including a sales 
manual for dealer members and their salesmen. For 
several days after the convention he visited with 
leaders in the industry in Chicago as part of his re- 
search for ideas that might be passed along for the 
benefit of the membership. 


Dan J. Consodine, Kansas City, Mo., representative 
of the Richard Best Pencil Company, dropped in for 
a visit October 5. A regular attendant at NSA annual 
gatherings and regional meetings in his territory, he 
arrived in Chicago in time for the big gathering at the 
Stevens and remained in town several days after the 
convention adjourned to call upon Chicago stationers, 
his time at the convention being occupied largely at 
his company’s exhibit. 


H. J. Jarrett, Martens Type Cleaner Company, 
Diamond Point, N. Y., paid us a pleasant visit on 
October 14. Enroute to the Pacific Coast, Mr. Jarrett 
is traveling by car alone except for Jiggs I, a dog 
with strains of both collie and shepherd in her ances- 
try. Being on a combination vacation and business 
trip, Mr. Jarrett is taking it easy on his 4000-mile 
journey. He left home on October 4 and does not 
expect to return to it until about April 1 next year. 
His itinerary calls for eastward crossing of the country 
via the southern route, terminating in a month’s stay 
1948 
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ELECTRIC TYPEWRITERS 
Call for 








CARBON PAPER 
RIBBONS 





For “Printing-Appearance” 


Prestige and Clarity 


Thousands of carbon paper ribbons are 
being purchased by the rapidly-increasing 
number of users of electric typewriters 

all over the country! Such machines 
produce prestige-quality, executive-rank 
writing, spaced and “squared up”, line 
by line, for even margins, comparable to 
a printed page. Like-printing impressions 
come from the uniform, sharp writing 

of Columbia Carbon Paper Ribbons. 














MADE IN BLACK AND 7 COLORS: 


Blue, Yellow, Red, 
Green, Orange, 
Purple, Brown 








REGULAR (olambéa CARBON PAPER RIBBONS 





are available for all electric typewriters 
requiring ribbon widths 9/32", 1/2”, 
or 9/16”. 











A COMPLETE LINE OF CARBON PAPER 
RIBBONS IN LENGTHS AND WIDTHS FOR 
SPIRIT AND OFFSET REPRODUCTION 
REQUIREMENTS. 





ie RIBBON & CARBON 
In your locality, every firm (and there 
cality y firm | MANUFACTURING CO., INC. 
are many!) with an electrically operated a Main Office & Factory: Glen Cove, L. 1, N.Y. 
typewriter, an offset duplicating ma- New York Sales & Export: 58-64 West 40th St. 
: . . . . Kansas City, Mo. « Chicago « Detroit « Mil- 
or hectowriter equipment s@ live waukee « Minneopolis « Nashville « Philadelphia 
prospect for fine-profit, continuous busi- Pittsburgh « ‘Portland, Oregon « Cincinnati 
a : : (Harris-Moers Co.) « Fort Worth « Atlanta 
ess! Write us today for details on fas Verein; Cindi 6 tandian, Goatees 
Columbia Carbon Paper Ribbons. Milan, Italy © Sydney, Australia 
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in Florida. We were inclined to pack a toothbrush 
and an extra shirt and go with him. 
1 = ~ 

Fred Snyder of Snyder Office Supply Company, 
Anchorage, Alaska, and Snyder Typewriter Company, 
Burbank, Calif., was a welcome visitor October 15. 
His headquarters are in Anchorage, his brother-in- 
law and sister, Mr. and Mrs. Harley Townsend, oper- 
ating the business in Burbank. While in Chicago he 
spent several days at the Ditto plant. He called on 
various others of his suppliers. In Anchorage he is 
agent for some well-known office specialties including, 
besides Ditto, the Marchant calculator, Moore business 
forms, Diebold safes, Paymaster checkwriters, Simplex 
time clocks, Ohmer cash registers, Yawman and Erbe 
steel equipment, and all makes of portable typewriters. 
He also sells rebuilt standard typewriters and main- 
tains a fully equipped service department. Prior to 
acquiring his Anchorage business Mr. Snyder sold 
Victor adding machines and other equipment and 
supplies in the States. His hobbies are fishing and 
hunting. A 20-minute trip by plane is all the time 
required to transport him to places where game is 
plentiful. Anticipating the strike at the Seattle docks, 
he stocked up in advance, so that his merchandise 
shortage was not so great as it might have been had 
he not made preparation to meet the situation. 


On October 19, Stephen N. Abbott, managing direc- 
tor of Abbott Bros., Southall, Middlesex, England, wood 
office furniture manufacturers, inscribed his name in 
the Guest Book. Mr. Abbott arrived in New York City 
on October 13, tarried there a day, and then went to 
Washington, D. C., for a visit with John Reinecke, 
executive secretary of the Wood Office Furniture In- 
stitute. He spent two days in Chicago calling on wood 
furniture manufacturers and was scheduled to visit 
producers in Grand Rapids, Mich., Burlington, Iowa, 
and Jasper, Ind., before returning to New York in time 
for the National Office Furniture Association conven- 
tion on October 28 and 29. On November 7 he expects 
to be on an east bound ship heading for home. 


- —_- 
VALLEY TYPEWRITER COMPANY CHANGES NAME 

Macatee Office Furniture Company is the new name 
of the Valley Typewriter Company, Aurora, IIl., which 
moved into new quarters at 219 Holbrook St. Septem- 
ber 15. Lyman Macatee is the proprietor. His father, 
Jerry Macatee, who for 40 years was connected with 
L. C. Smith & Corona Typewriters, Inc., and its pred- 
ecessor L. C. Smith Typewriter Company, is associated 
in the business. For 36 years the elder Macatee was 
in charge of the L. C. Smith Aurora branch. Although 
located in Aurora, the Macatee company has a wide 
trading area, working in a group of counties in north- 
ern Illinois. 

—_- — - 
IDEAL LINOLEUM TOP FIRM TAKES NEW SITE 


The Ideal Linoleum Top Company, for the last 23 
years located at 425 N. Clark St., Chicago, will occupy 
the entire three-story building at 61 W. Hubbard St. 
after November 1. 

W. H. Long organized this business 37 years ago, 
during which years he has introduced to the trade such 
items as Non-Skid linoleum desk tops and desk pads, 
Easy Roll chair mats, No-Ink drawing board tops, 
Ideal furniture guards, foam rubber chair cushions, 
and “File-by-Lites,” fluorescent lights for filing equip- 
ment. 

—>--—— 


OXFORD FILING SUPPLY MOVES TO GARDEN CITY 


The Oxford Filing Supply Company, Inc., formerly 
located at 340 Morgan Ave., Brooklyn 6, N. Y., has re- 
cently moved to Clinton Road, Garden City, N. Y. The 
new factory, situated just 40 minutes from the heart 
of New York City, provides larger quarters and im- 
proved facilities, to help serve dealers with the firm’s 
products. 
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ERECT NEW DALLAS REM-RAND BUILDING 


Work has been started on the new Remington-Rand 
building at 2100 North Akard St., Dallas, Tex. The 
building, which will serve as Texas headquarters for 
the company, will be two stories in height, and con- 
tain 20,000 square feet of floor space. 

The front will be of ledge stone and stainless steel, 
with three 17-foot display windows in the 89 x 24-foot 
main show room. Space has also been provided for 
offices, store rooms and servicing facilities—JHR 

————-7“—<—- o—__- 


RELIABLE OFFICE EQUIPMENT OPENS BRANCH 


The Reliable Office Equipment Company, Inc., Evans- 
ville, Ind., recently opened a branch office at 102 E. 
Main St., Marion, Ill., under the managership of Con- 
rad Neumann. The move was made in order to serve 
southern Illinois customers more effectively, with both 


machines and service. 
— 
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NEW LOCATION OF G &S OFFICE SUPPLY, INC., LAREDO, 
TEX.—Ed Sellers took over this business in July this year 
and moved it to quarters in the heart of the town within a 
month. The building was remodeled and provided 200 more 
feet of space than the former location. Ed Sellers was for- 
merly an insurance man but he has already proved his flair 
for the office supply business by a record of steadily increas- 
ing sales volume. The upper picture shows the modern, 
canopied store front. In the center is a view of the well- 
lighted, neatly arranged interior. Staff members, in the lower 
picture, are Enrique Montalbac, delivery boy: Bianco Perez. 
bookkeeper; Alfredo Salinas, salesman; Ed Sellers, vice-presi- 
dent and manager; Jose Salinas, salesman, and Joe Fischer, 
salesman. All staff members are bi-lingual (English and 
Spanish) except Mr. Fischer, who speaks five languages. 
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“waTWE NEW 1949 


REMINGTON PORTABLE Typewriter, with its 


“over-the nter” and customer appeal is the latest 


ition ti us Remington Rand line of typewriters. 
As you st s smartly designed portable typewriter, 
you will it incorporates the striking new keys 


which met wv in enthusiastic reception on the recently 


troduced Rer ton Electric DeLuxe Typewriter. You will 
notice, too, the new DeLuxe Carrying Case that is both 
beautifu | and opens up to a perfectly flat table- 
top base f typing convenience 
This mach s being introduced to over 20.000.000 
lers in suc | publications as the Saturday Evening 
Post, National Geographic, Calling All Girls and others 
In addition, there will be window posters, counter cards 


Other eit e€ point of sales aids. 
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This new 1949 Remington Portable is a new model and 
constitutes an addition to our line. Prices on existing models 
continue unchanged and they remain on Fair Trade. For 
further information, see your Remington Rand Portable 
Typewriter Representative or write to Portable Typewriter 
Division, Remington Rand Inc., Dept. O-11, 315 Fourth 
Avenue, New York 10, N. Y. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make t 
Offices of this journal their headquarters. The staff at the main office, 600 W. Jackson Blvd., Chicago, and the sta 
at the branch in charge of G. C. Wheeler at 1023 Pershing Square Bldg., Pershing Square, 42nd St. and Par 
Ave., New York, will be happy to be of any possible service. While the facilities at New York are not so man 
as at Chicago, there will be found the same desire to serve 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 
11-13 Dowgate Hill, Cannon Street, Londen E.C. 4. 













London, September 22. 

The Association of British Business Equipment Man- 
ufacturers held its annual meeting on July 22, electing 
Frank R. Ford, managing director of Frank R. Ford, 
Ltd., Birmingham, as president. He was vice-president 
last year and has been a member of the council for 
two years. An ardent supporter of the need for prac- 
tical co-operation, he is wholeheartedly in favor of 
the solving of trade problems by mutual co-operation 
as an industry. 


Plan 1949 British Fair 


The 1949 British Industries Fair, organized by the 
export promotion department of the Board of Trade, 
will be held in London and Birmingham on May 2-13, 
1949. The office machinery equipment section of 80 
firms will occupy space of 23,000 square feet. All goods 
exhibited will have been manufactured within the 
British Commonwealth. No exhibitor may show goods 
other than those of his own manufacture, except in 
those instances where he takes the whole output of a 
factory, or holds the sole selling rights for world pat- 
ented articles. 

The industry’s section is being organized by a joint 
committee of the O. A. T. A. and A. B. B. E. M., with 
J. A. Cumming of Gestetner, Ltd., as chairman of the 
committee as well as being a member of the advisory 
council of the fair. 

The London section of the fair also includes sections 
for printing and bookbinding machinery, and station- 
ery, paper, printing and publishing. 


Allow New Associate Memberships 


Office Appliance Trades Association has altered its 
articles of association to allow associate memberships 
and as a result 21 firms in the wood office equipment 
industry have joined. The new members include: 

Abbott Bros., Aston Cabinet Co., Ltd., A. J. Bird, 
Ltd., C. Bridges, Ltd., I. Bloohn, Ltd., A. Caplan, H 
Caplan (Furniture), Ltd., B. Cohen & Sons, Ltd., Dur- 
rant & Son, Ltd., Walter E. Ellis, Ltd., S. Epstein, Ltd., 















French & Son, Herbert E. Gibbs, Ltd., Globe-Wernicke 
Ltd., W. H. James, Ltd., H. G. Kewley, Ltd., Manufac- 
turers & Distributors Syndicate, Ltd., A. H. Parker, 
Ltd., and Vickers-Armstrongs, Ltd. 

The O. A. T. A. has appointed Arthur Lawson as 
its general secretary, following resignation of Edgar ( 





Smith and the exhibition director, A. C. McLellan. 
Mr. Lawson was for some years an associate in New 
York of Ivy Lee, public relations adviser to the Rocke- 
fellers, Standard Oil companies, Pennsylvania Rail- 
road, Bethlehem Steel Corporation, and other organiza- 
tions. A big event next year will be the Business Effi- 
ciency Exhibition at Olympia, October-November, 1949.- 
—SSE. 


Pa 
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ECUADOR PUBLICATION MARKS ANNIVERSARY 


asy! 
OFFICE APPLIANCES has received a copy of the fourth 
anniversary edition of Revista Reed, sprightly house 4g co! 
organ of Reed & Reed, a firm at Guayaquil, Ecuador, 
prominent in this industry. Royal, Eversharp, and Bur- otf S$ 
roughs products are among those carried by this enter- 
prising organization. now 
Revista Reed is well illustrated and replete with 
cartoon drawings. Considerable space is devoted to the) "© 
firm’s baseball club and it is told how on August 21, 
before the start of a game, the crowd observed one) ™ 
minute of silence in memory of Babe Ruth. Yc 
Vo eee 
PUBLISHES 12-PAGE ROTOGRAVURE AD i ow 


The General Office Equipment Corporation, Pitts- 
burgh, Pa., which offers “everything in office equip- a 
ment,” proved the fact in a comprehensive 12-page 
rotogravure advertisement in the Pittsburgh Press. The 
ad, which the firm believes is the first of its size to be 
published in a Sunday newspaper, was a virtual catalog 
of their wide stock of equipment, including posture 
chairs, leather office furniture, wood desks, typewriters, 
adding machines, storage cabinets and steel files. 

In addition to the circulation of 520,000 through thé 
newspaper, over 35,000 copies were mailed to business 
concerns in western Pennsylvania. 
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— COMFORT Easyrest posture chairs are built to give perfect support and day-long 
949. working efficiency. Seats are upholstered over 16 resilient coiled springs. A soft, 
cushion-rolled front edge is another Easyrest extra — for comfort that cuts down 
Y bts eno of fatigue and increases efficiency. 
Easyrest } 
rth — DURABILITY The rigid, tubular steel frames are welded together into one un- 
e . ° 
acl a comple breakable unit. No glued joints to give way, no screws to loosen or pull out. 
ur-| of Steelcase chairs Easyrest upholstery is sturdy and easy to clean . . . stays handsome for years. 
= now available to SMART STYLING Sleek modern lines and smart colors make Easyrest chairs an 
ith zed offic: attractive addition to any office. Upholstering is trim and tailored. The smooth 
n . ; } 
SI — grey-enameled finish is fused to the steel . . . will never chip or snag sheer hose. 
. dealers 
ture - " 
onet — ECONOMY Easyrest chairs are doubly economical —their initial cost is low, 
, i to 
| You are invitee and they give long, trouble-free service 
} 
write for price® PERFORMANCE [Easyrest chairs roll easily, quietly. Height can be adjusted with- 
a nd catalogs- out tools, in two quick motions. The occupant can adjust the back rest to any 
1D- a ; +} 
~ position, without getting up. This easy adjustability encourages perfect posture 
age C Y Y po 
The giving every office worker a chair tailored for her individual needs. 
be 
log 
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MASTER-CRAFT wants the dealer to make the sales and 
earn the profits. Our foremost aim is to give the dealer 
the line he needs to get business, and to support him in 


selling that line. 


Best of all, the MASTER-CRAFT Dealer has today’s 
broadest and best loose-leaf line—a double line includ- 
ing staple products plus profitable, fast-selling specialties. 
The MASTER-CRAFT line includes efficient post and 
thong binders; “Sight-Saver” stock forms, distinctive ring 
and catalog binders; speedy visible record equipment; 
modern mechanized accounting, ando, tailor-made 
forms; “Kopi-Spot” checks; binders and indexes. All 


are modern and attractive in appearance. 


Inquire today about the MASTER-CRAFT Franchise. 








MASTCR-CRAETS 


MASTER-CRAFT Corporation, Kalamazoo, Mich. 
Division of The Shaw-Walker Co 
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, “Built Like a 
} Skyscraper” 





T SHAW-WALKER 


Mich, Largest Exclusive Makers of Office Furniture 
and Filing Equipment in the World 








Factories and Home Office, Muskegon, Michigan 
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® A Single Source of Supply 
© 8,000 Items ® A Flow of Sales Helps © The New Low Desk 


THe exciusive SHAW-WALKER DEALER 
offers his customers 8,000 items matched in appearance 
and matched for results. All bear the symbol of quality 
— "Built Like a Skyscraper’ — the best-known trade- 
mark in the office equipment industry. 


The exclusive Shaw-Walker Dealer leads the field 
with products available from no other source, exclusive 
items that buyers want. 


The Shaw-Walker 436-page Orrice GUIDE is rec- 
ognized by dealers as the greatest “junior salesman” 
the biggest single source of both new and repeat orders, 
in this business. 


Nowhere else can any dealer get all seven profit- 
making features. 


Until we can render prewar service we will con- 
tinue giving our entire production to the established 
Shaw-Walker exclusive dealers. — The Shaw-Walker 
8,000-item franchise is the trade’s most valuable. I?’s 
worth waiting for. 


Prorir ELemMents of Exctusive SW FRANCHISE 
® Best Known Trade-Mark 


® Simplified Selling Plan 


® Exclusive Merchandise 
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HOLD WILSON JONES VETERANS’ DINNER DANCE 

A dinner dance for members of the western divi- 
sion of Wilson Jones Employees Service Clubs was held 
on Saturday, October 16, at the Red Lacquer Room 
of the Palmer House. In attendance were many of 


NEW 1948 MEMBERS OF WILSON JONES 25-YEAR CLUB.— 
Benjamin Kulp, chairman of W-] board of directors presents a 
watch to Frank Schaeffer, president of W-J CIO union, one of 
the new members of the club. Others in front row, left to 
right: John Indelicato, Ernest Trapp and Valentine Engelman. 
Back row, left to right; Leo Gould, Frank Jaworski, John Cow- 
an and Bernard Matson. Three new members—Fred Hoff, Ern- 
est St. Louis and Mary Smolak—were unable to be present. 


the 221 members of the three combined clubs includ- 
ing 95 in the 25-Year Club, 73 in the 20-Year Club 
and 53 in the 15-Year Club. 

In addition to the eleven service watches which 
were presented to the new members of the 25-Year 
Club, service pins were given to the members of each 
club under a new setup. Heretofore, 15-20 Year Club 
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members were presented with service rings. Now, the 
more popular service pins are given out. The 15-year 
employees received a gold pin featuring a gold star 
and the 20-year employees received a similar pin 
set with a ruby. To the 25-year members went a gold 
pin set with a diamond, and the usual service watch. 

This is the first time in four years that a combined 
party of all three clubs was held. Dancing was 
included as a new feature in addition to the usual 
floor show 

—- 


R. H. LLEWELLYN OBSERVES ANNIVERSARY 

The twenty-fifth anniversary celebration of R. H 
Llewellyn Company, 39 Hanover St., Manchester, N. H.,, 
drew thousands of visitors to the store starting Thurs- 
day, September 30, through Saturday, October 9. 

Anniversary visitors had opportunity to share in 
the distribution of a Y and E executive Stylemaster 
desk, a G-F Comfort Master executive chair and a 
three-drawer steel filing cabinet. These were dis- 
tributed by the mayor of Manchester, Josaphat T. 
Benoit, on October 9. 

During the celebration, Rhys H. Llewellyn, proprietor, 
was the honor guest at a surprise party given him by 
men and women who had been associated with him 
in the company. The group, forming a _ business 
alumni, presented Mr. Llewellyn with -the traditional 
mortar board in recognition of his guidance and 
training in sales work. Diplomas were formally pre- 
sented and moving pictures were taken. Josephine 
M. Healy presented the guest of honor with a beautiful 
silver service. 


WILSON JONES CO. EMPLOYEES SERVICE CLUB DINNER DANCE, RED LACQUER ROOM. PALMER HOUSE, OCT. 16 
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e in MATCHED MASTERPIECE 


etor Since 1881, the M& V Guild of Master Craftsmen have concentrated on 


m by 
him 
all inked ribbon field. Each M & V ribboa and its companion box of carbon 
be paper is so carefully made and perfectly matched that even inexperi- 


— enced fingers find it possible to produce letters and copies of unrivaled 


producing masterpieces of precision workmanship in the carbon paper and 


excellence and appearance. This also is why discerning users find these 


products of established quality most satisfactory and economical to use. 


Now available in Ultra Modern ‘‘Curl-Less’’ 





MITTAG AND VOLGER, INC. 


ESTABLISHED 1881 





FINE CARBON PAPERS & INKED RIBBONS + PARK RIDGE, NEW JERSEY 


T. 16 


1948 OFFICE APPLIANCES, November, 1948 93 











W.0.F.I. STAGES AN OPEN CONFERENCE 


Climaxing a successful thee-day meeting, the Wood 
Office Furniture Institute held an open conference on 
Saturday, September 25, at the Stevens Hotel in Chi- 
cago. This session was attended by scores of sales 
representatives as well as the manufacturers making 
up the W.O.F.I. Nearly 100 were present. 

Fred Deane, president of the Institute, presided. After 
recounting the accomplishments of the group over the 
past year, the chairman briefly sketched the aims of 
the future. 

The first speaker introduced was John Reinecke, ex- 
ecutive secretary of W.O.F.I., who discussed standard 
certified finishes and laboratory research. Sterling 
Lord then spoke on advertising and sales promotion, 
paving the way for an open discussion of the subject. 

Henry J. Kaufman represented the advertising 
agency of Henry J. Kaufman & Associates in inter- 
preting the significance of the coming year’s advertis- 
ing program. Substantial effort is being directed 
through leading business publications to produce 
greater wood office furniture consciousness. 

Howard Gatewood, trade relations expert for the 
Institute, discussed the job that the organization is 
doing in the industry. He stressed the two forthcom- 
ing commercial color films on sales training, one of 
which is to be unveiled at the National Office Furni- 
ture Dealers convention in New York City. One will 
be devoted to sales training and the other will be 
designed to sell the consumer on wood office furni- 
ture. These films will be available to member manu- 
facturers and dealers throughout the country. A series 
of city-wide sales training conferences is also to be 
inaugurated. 

O. D. Mann, manufacturers’ representative from 
Texas and the Southwest, acted as chairman of an 
open session and introduced Bob Fleming of Leo- 
pold Company, who spoke for the salesmen present on 
“Creative Selling.” R. A. Thomas of Los Angeles pro- 
vided a stimulating talk from the office furniture deal- 
ers’ point of view. 


Lf i ns 
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MEETING OF MEMBER SALESMEN, WOOD OFFICE FURNITURE INSTITUTE. SEPT. 25 


Fred Deane appointed Louis H. Farber, Jim Davidson 
and Max Vaught to work with the executive com- 
mittee. 

— >< 


BROWN ADDRESSES CHICAGO MACHINE MEN 


According to announcement, Tom Stack, Stack Type- 
writer.& Supply Company, Chicago, was to be the 
speaker at the regular meeting of the Chicago Office 
Machine Dealers Association on the evening of Octo- 
ber 12. However, when the more than 50 present at 
the dinner in the Maryland Hotel settled down for the 
meeting, Tom introduced Fred E. Brown of the Hall- 
Welter Company. Mr. Brown, who has a long and suc- 
cessful record in the check writer field, gave some 
pointed and helpful suggestions on selling office ma- 
chines, with particular reference to profitable dealer 
promotion of the products of his company. His remarks 
were received with appreciation. 

In the business meeting following the address, Sec- 
retary Bruce Brown, Bruce Brown, Inc., suggested 
that the value and service of the association would 
be enhanced if a paid secretary was employed. The 
idea is to be presented in more explicit form at the 
November meeting. 


—-< 
CONNECTICUT STATIONERS HOLD SESSION 

The September 29 meeting of the Connecticut Valley 
Stationers Association was held at the Hotel Bond 
with Nils Anderson presiding. A moment of silence 
was observed in memory of Tom Stonhouse, after 
which John Molloy made a motion that a letter be 
drafted in which the sympathy of the C.V.S.A. be 
passed on to Mrs. Stonhouse. 

R. C. Chapman, assistant sales manager of the Oak- 
ville division of Scovill Manufacturing Company, gave 
an enthusiastic talk about the importance of training 
sales personnel to know the small items which facil- 
itate the landing of larger and more beneficial sales 
in the stationery business. 





SPEED PRODUCTS HOLDS SALES CON- 
FERENCE AT STEVENS HOTEL PRE- 
CEDING NSA CONVENTION.—Left to 
right, seated: Art Carrow; M. G. Patter- 
son; Earl Howe; Pres. Jack Linsky: Miss 
Litvak. advertising manager; Tom Se- 
ward; Roy Willson: Henry Rosefield; Joe 
Hale. Standing: Jim Welch: Dan Nigro; 
Carl Kaufman; Stan Webb, director of 
sales; Emroy Lowry: Ralph Hilbourn: 
Earl Prentzel; Peter Mauss, sales man- 
ager: Alan Sef. 
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. Be 
a CHAIRS 
— —— , No. X133RL exemplifies the su- 
7 =) ~Céperilative appeal of exclusive Sikes 





selling features. With its hand- 
some companion No. 134, it puts 
real “get-up-and-go” into business 
chair sales volume and profits. 
Through national advertising in 
a , the Saturday Evening POST, your 
—- customers are being told of the 





a advantages of the Sikes patented 
he Bs % | “Fixed Floating” sea!, Kradl-Tilt 
i ll- . back action and Sikes custom-fit- 
_ ae ting adjustments,—all designed to 
na- ' help Mr. Executive “make a com- 
- oe . fortable living.” 
rks 

A complete local merchandising plan is 
CC- Bie! — available to Sikes dealers . . . there's noth- 
ted a a ing like it. A few territories are still open! 








SIKES 
SALES REPRESENTATIVES 


F. J. BLOEMPOT 
1 Park Ave., New York, N. Y. 


ROBERT W. BUTSON 
1905 Cornell Ave., Crestview, Richmond, Va. 


R. T. MALONE 
Rovte 1, Box 596, Dallas 8, Texas 


H. W. KOEHN, JR. 
“a 122 Columbia Drive, Williamsville, N. Y. 


H. WRIGHT JOHNSTON 
1724A Merchandise Mart, Chicago, Ill. 


| ee The SIKES Company, Ine. 


= address all inquiries to Buffalo. 20 CHURCHILL ST. BUFFALO 7, N. Y. 











PHILADELPHIA STATIONERS EDUCATION GROUP 
HEARS OXFORD FILING SUPPLY PRESENTATION 

With an attendance of more than 50, the Stationers 
Education Association of Philadelphia assembled on 
October 7 at the Robert Morris Hotel and listened to 
a presentation of filing equipment, products of the 
Oxford Filing Supply Company, under the direction 
of Charles E. Reynell. 

The group, composed of both inside and outside 
sales forces of stationers in the Philadelphia area, 
has just completed the first year of a series of educa- 
tional meetings. A program of meetings at which 
manufacturers’ products were presented and discussed 
has resulted in an accumulation of worth-while knowl- 
edge of products sold by members of the group. 

President Ernest Abe, Jr., William F. Murphy’s Sons 
Company, Philadelphia, Pa., extended greetings and 
welcomed the following members of the Philadelphia 
Stationers Association: President L. B. Herr, L. B. 
Herr & Son, Lancaster, Pa.; Charles W. Lukens, Yeo 
& Lukens Company, Philadelphia, Pa.; George Wust- 
ner, William F. Murphy’s Sons Company, Philadelphia, 
Pa.; Irving Roth, Roth Brothers, Philadelphia, Pa., 
and Joseph A. Snitzer, Automatic Printing Corpora- 
tion, Philadelphia, Pa. He then announced that the 
next meeting on Thursday evening, November 4, will be 
devoted to election of officers and discussions on fu- 
ture programs. The following members were appointed 
to serve on the nominating committee: Charles B. 
Smith, James Hogan Company, Ltd., Philadelphia, Pa.; 
Frank Stopyra, Yeo & Lukens Company, Philadelphia, 
Pa.; and Alec Z. Bailine, Roth Brothers, Philadelphia, 


Pa. 
Praises Stationery Industry 


L. B. Herr, president of the Philadelphia Stationers 
Association, declared that the P.S.A. has a strong inter- 
est in the Education Association group. He went on 
to remark that the stationery industry is an important 
one, offering good opportunities to those who intend 
to make it their life work and urged members of the 
group to attend their meetings regularly and absorb 
all the information they possibly can. Stressing the 
importance of office managers who are concerned 
with products the stationery salesman has to sell, he 
suggested that office managers be invited to address 
some of their meetings so that members could become 
informed of their requirements. His parting word of 
advice was, “Know your merchandise thoroughly so 


you can do a better selling and service job.” 

George Wustner added a word of praise and con- 
gratulated the group on their splendid accomplish- 
ment. 

Irving Roth tendered his congratulations and best 
wishes for continued success. He took the opportunity 
to suggest that salesmen pick out a number of items, 
study them thoroughly and specialize. Being well 
versed on those items, the salesman then gains confi- 
dence and self assurance which will be beneficial to 
him in the sale of other items. 


Hear Charles E. Reynell 


President Abe then introduced Charles E. Reynell, 
Oxford Filing Supply Company. Mr. Reynell’s presen- 
tation was given in the form of two colored talking 
pictures. The first film was entitled, “Filed and 
Found with Pendaflex.” A variety of file folder index- 
ing was shown. Installations for deep desk drawer 
filing were also demonstrated. 

The next film, entitled, “Selling Filing Service,” dealt 
with selling filing systems for what they will do for the 
user. Here was to be seen Oxford’s familiar “File 
Snooper” at work inspecting files that badly needed 
improving. It was a presentation that held the interest 
of the group from start to finish and Mr. Reynell spent 
a busy half-hour answering questions in the question- 
and-answer period which followed. 


=< - 


PEN, MECHANICAL PENCIL MFRS. MEET 

The annual midwestern meeting of the Fountain 
Pen & Mechanical Pencil Manufacturers’ Association 
was held at the Stevens Hotel, Chicago, on October 1. 
Norman L. Pearce, ex-president of the association, pre- 
sided at the meeting. 

In the enforced absence, due to illness, of the asso- 
ciation’s president, James V. Carmichael, president of 
Scripto, Inc., his message was read by Louis M. Brown, 
vice-president of Eberhard Faber Pencil Company, 
who, in addition, briefly sketched the history and 
development of the association. 

Interesting talks were given by Howard C. Neill, 
merchandise manager, Rexall Drug Company, who 
spoke on the subject, “How to Produce Better Sales,” 
and by R. C. Hiller, Jr., buyer of writing instruments 
for Sears, Roebuck & Company, who gave the mem- 
bers present some very good advice on how they could 
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GLOBE-WERNICKE HOLDS SALES CONFERENCE AT G-W PLANT, OCT. 





11-13 
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Co. is distributing through its dealer organization. E. G. Rahe, 


sales manager, presented the line. Chairman of the con- 


Company representatives and branch managers from every 
part of the nation were welcomed to the conference by Presi- 
dent J. S. Sprott. High point was the premier showing of the 
new line of aluminum office chairs which the Globe-Wernicke ference was H. L. Pfau, vice-president in charge of sales. 
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nts Many LYON Dealers and their customers have 
_ found it possible to supply us with steel in 12 to 
uld ; 
24 gauge sheets. In such cases, we will buy the 
the steel from you and ship the pound-for-pound 
equivalent in 
EITHER 
. any selection of LYON standard products (see 
partial list below) at regular published prices... 
OR 
.. assemblies, subassemblies, parts, etc., for 
your customers’ products —to their specifications 
in an even wider range of gauges —8 to 30. 
For complete details, write or ask your near- 
est LYON District Office. 
| ? Oo N METAL PRODUCTS, INCORPORATED 
General Offices: 1128 Monroe Ave., Aurora, Ill. 
Branches and Dealers in All Principal Cities 
A PARTIAL LIST OF LYON PRODUCTS 
* Shelving © Kitchen Cabinets * Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands © Fiat Drawer Files 
h * Lockers * Display Equipment © Cabinet Benches © Bench Drawers © Shop Boxes © Service Carts ¢ Tool Trays ¢ Tool Boxes 
@ * Wood Working Benches * Hanging Cabinets © Folding Choirs © Work Benches © Bor Racks © Hopper Bins © Desks * Sorting Files 
on- * Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools * Ironing Tables © 
les. — ee 
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increase their sales volume with mail order houses. 

Grant F. Olson, vice-president of the W. A. Sheaffer 
Pen Company, gave a most interesting account of his 
recent trip around the world, including his observa- 
tions of market conditions abroad, particularly regard- 
ing writing instruments. Paul E. Burbank, general 
manager of the National Stationers Association, spoke 
of the far-reaching educational program now being 
embarked upon, and Harry L. Moody, executive secre- 
tary of the Fountain Pen and Mechanical Pencil Man- 
ufacturers’ Association, gave an interim report on 
association activities. 
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OFFICE EQUIPMENT DEALERS OF NEW YORK 

HOLD LADIES’ DAY AT FINAL GOLF MEET 

More than 85 members, their wives and guests 
attended the fifth and final round of championship 
play, Classes A, B and C, of the ninth annual golf 
tournament for the championship of the Office Equip- 
ment Dealers of New York, held on Tuesday, Septem- 
ber 21, at the Westchester Country Club, Rye, N. Y. 

Clear weather prevai'ed, with the thermometer reg- 
istering in the low 70’s, an ideal day for golf. Other 
diversions were available, including clock golf on a 
large velvet-like putting green, well-appointed tennis 
courts, bridle paths, large inside swimming pool, 
and cards on the spacious veranda or in the club 
rooms. Some 16 ladies were present at this final affair 
and they enjoyed every minute of it, as they did at 
the June outing. 

A hearty roast beef dinner was served. John E. 
Mossman, Desks, Inc., New York, N. Y., chairman, 
thanked members of his golf committee and com- 
plimented members of the association for the total 


attendance at all five outings which, he declared, wag 
the largest ever attained by the association in any 
one year. Happy birthday greetings were sung for 
Herman Lakow, Samuel Lakow & Sons, Inc., New 
York, N. Y., and Jack Schwander, Desks, Inc., New 
York, N. Y. Mr. Mossman then introduced Frank) 
Small, guest of George B. Wray. Mr. Small, business 
manager of Professor Quiz of radio fame, entertained 
with a few humorous stories. 

He then introduced Moe Turman, Metwood Office 
Equipment Corporation, New York, N. Y., president 
of the National Office Furniture Association. Mr. Tur- 
man reminded his listeners that the N.O.F.A. annual 
convention and exhibit was to be held on October 
28 and 29 in the Waldorf Astoria, New York, N.Y. 

Mr. Mossman, before presenting awards for the 
day’s competiton and tournament winners, an- 
nounced that the cigarette lighter distributed to each 
guest was from Thomas Chair Company, Standard 
Furniture Company and B. L. Marble Chair Com- 
pany, combined. 

The golf awards were as follows: 

Class A trophy, donated by Jack Schwander, Desks, 
Inc., New York, N. Y., won by W. Chisena, National 
Cabinet Company. 

Class B trophy, donated by W. H. Gunlocke Chair 
Company, won by M. R. Lindroth, Macey-Fowler, 
Inc., New York, N. Y. 

Class C trophy, donated by Bright Chair Company, 
won by Bernard H. Nemlich, Regan Furniture Com- 
pany, New York, N. Y. 

Kickers’ handicap: Richard J. Berry, Berry, Dickie 
& Stettler, Inc., New York, N. Y., first; Angus L. 
Gordon, Penny & Gordon, New York, N. Y., second; 
Fred J. Bloempot, Bloempot & Wood, New York, N. Y., 
third; and W. B. Wood, Jr., W. B. Wood Company, 


LADIES’ DAY, OFFICE EQUIPMENT DEALERS OF N.Y.. RYE. N.Y.. SEPT. 21 


: = Wray. brother of George B. wer, Herman Lakow. Lakow 
rothers, New York, N. Y.; George B. ray, manufacturers’ rep- 
resentative; Monroe Lakow, Lakow Bros. 

. A. Bright, Bright Chair Co.; F. C. Sorensen, Regan Office Furni- 
ture oe «- New York, N. Y.; Dale McKnight, Lackawanna Leather 
Co.; L. Kammerer, Clark & Gibby. Inc.. New York, N. Y. 

. Ben Itkin, Itkin Bros.. New York, N. Y.; Elsie Itkin. wife of Abe 
Itkin: Abe Itkin, Itkin Bros.; Saul Jarrett, guest of Itkin Bros. 

. Adam J. Andrasick and R. B. Hayward. both Macey-Fowler. Inc., 
New York, N. Y.: Joe Develin. Metwood Office Equipment Corp.. 
New York, N. Y.; R. S. Fowler. Macey-Fowler, Inc. 

. Semon Nemlich, Regan Office Furniture Corp., New York, N. Y.; 
Charles Nathan, Charlies S. Nathan, Inc., New York, N. Y.; 
Waldner, D. Waldner Company. Hempstead, L. I., N. Y.; 
Moldow, manuiacturers’ representative. 

. Hugh Ward, Geyer Publications; W. Chisena, National Cabinet 
Co.; W. B. Wood, Jr.. W. B. Wood Company. Newark, N. J.; 
C. R. Lundgren, Danes-Dancker-Sellew, Inc., Tew York, N. Y. 

. Fred J. Bloempot. Bloempot & Wood, New York, N. Y.: Charles 
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Stettler and R. J. Berry. both Berry, Dickie & Stettler, Inc., New 
York, N. Y.; Clad W. Wood, Bloempot & ood. 

. Irving M. Levy. Art Steel Sales Corp.; Alfred Bright, son of Harvey 
Bright; Harvey Bright, Bright Chair Co.; Nat Dalek. Dallek Desks, 
New York, N. ¥e 

. Alex Burkhardt, 
Macey-Fowler, 
Inc., New York, 
York, N. Y. 

. Charles Gunterberg and Rod Winant. 
& Lane. 

. First table: Mrs. Mildred Zich, Mrs. John Mossman, Mrs. H. A. 
Clemetsen. Mrs. B. H. Nemlich and Miss Nancy Polakoff. Stand- 
ing: Mrs. Ben Itkin. Second table: Mre. Saul Jarrett. Mrs. Charles 
Nathan, Mrs. Nat Dallak and Mrs. Semon Nemlich. 

. Sam Katz, Art Steel Sales Corp.; H. A. Clemetsen, Office Furniture 
Warehouse Co.. New York. N. Y.; Ben Levin, B & L Office Equip- 
ment Co., New York, N. Y. 


Victor Safe & Equipment Co.; M. R. Lindroth, 
Inc., New York, N t: Jack Schwander, Desks, 
N. Y.; Angus L. Gordon, Penny & Gordon. New 


both Blanchard Brothers 
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Here is the ultimate in vertical guides. Your customers will 
distinguish at once the finer general appearance of We metal 
tabbed, Pressboard indexes, but where they really exceed the 
ordinary is revealed years later. Their remarkable endurance 
stands out then—especially in busy files where guides receive 
so much wear and tear. Sizes for all normal filing require- 
ments —non-regular sizes on special order. 














OLDERS 


Metal tabbed, pressboard folders are handsome in appearance. 
Fine craftsmanship and the best of materials make these 
truly de-luxe folders. Note the strong cloth gusset at the 
bottom —allows a full inch expansion so that when the capac- 
ity is increased the load is still even. These are especially 
fine for personal files, but you will find many who will want 
them for their regulars. Two and three inch expansion on 


special order. 
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PRESSBOARD 


Folders and Guides with 


ETAL TABS 














Guides furnished with or 
without bottom tabs as 
desired. Non-regular 


sizes on special order. 





Pressboard with metal tabs—a Metal tabbed as a daily index. 
combination hard to beat. The Wee line is complete. 








aid 








Metal Tabs may 
be slanted for 


easier reading 








; , : 
Alphabetically indexed metal tabbed What type of metal tabs do your 
Preoschoard Folder. Observe the customers want? Examples are 
strong fabric gusset. illustrated above. 


















WIZARD Pull-Out Drawer 








The Weis Manufacturing Company 


Wis 


Monroe, Michigan 


NEw YorK 13: The Weis Mfg. Co., 54-56 Franklin St. CHICAGO 6: Associated Stationers Supply Co. 
Boston 10: Adams, Cushing & Foster, Incorporated 
Carpenter Paper Company 
OMAHA 8 OKLAHOMA CITY 1 FoRT WorTH 1 HOUSTON 2 











No. 6686-6 


No. 6686-2 


SHEBOYGAN CHATR COMPANY, INC. 


Designers and builders of good chairs since 1868—for homes, offices, schools and institutions 
SHEBOYGAN, WISCONSIN 
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RECENT MEETING OF BURROWS BROS. 
SALES MANAGERS—The meeting, held 
at the Hotel Cleveland, in the Ohio me- 
tropolis, was a business get-together for 
the sales managers of the ten Burrows 
Bros. stores. Principal speaker was Pres- 
ident Carl B. Cook of Cooks’, Inc., Cam- 
den, N. J.. manufacturers of Ful-Vu 
binders. Mr. Cook presented “The Story 
of Ful-Vu” and made effective use of a 
series of illustrated slides prepared 
especially for the meeting. 








Newark, N. J., fourth. 
Non-players awards went to Fred Chisena, National 


Cabinet Company, and Joe Weiner, David Kramer, 
Inc., New York, N. Y. 

Ladies awards were received by Mrs. Charles 
Nathan, first; Mrs. M. Zich, second; Mrs. Samuel 


Nemlich, third; and Mrs. Fred Chisena, fourth. 


<-> ¢ 
MOORE BUSINESS FORMS HOLDS MEET 


Twelve district managers of Moore Business Forms, 
Inc., and six sales supervisors attended a five-day sales 
conference in Niagara Falls, N. Y., recently. 

Represented at the Niagara Falis meeting were dis- 
trict offices in Chicago and Rockford, I1l.; Pittsburgh, 
Philadelphia and Harrisburg, Pa.; Columbus, Cleve- 
land and Akron, Ohio; Louisville, Ky.; Wilmington, 
Del.; Boston, Mass.; and New York City. 

The sales personnel studied manufacturing opera- 
tions at Moore’s Buffalo avenue and Highland avenue 
plants and discussed sales, production and personnel 
problems with company executives. 

David W. Barr, general sales manager, and Norman 
J. Creighton, assistant general sales manager, presided 
at the meeting. 

At a dinner held at the Whirlpool restaurant, H. P. 
Brown, vice president and general manager, told the 
men of Moore policies and company plans for 1949. 

To end the Niagara Falls phase of the meeting, the 
managers and supervisors met with W. N. McLeod, 
president; T. S. Duncanson, vice-president, and E. G. 
Baker, chairman of the board, all of Toronto, Ont. 

Mr. Creighton and David L. Tyler, product develop- 
ment manager, accompanied the men to Moore’s 


Elmira plant for the closing session of the conference. 
—GET 
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ANNUAL DINNER DANCE, OFFICE FURNITURE ASSN. OF CHICAGO, FURNITURE CLUB OF AMERICA. SEPT. 25 


MILWAUKEE 0O.F.A. RE-ELECTS OFFICERS 

The Milwaukee Office Furniture Association in a 
recent meeting at the Hotel Medford re-elected all of 
the officers to conduct the business of the organiza- 
tion. These officers are: 

Henry E. Moran, Moran & Company, president. 

Ben Terkel, H. Niedecken Company, vice-president. 

Erwin W. Doepke, S. J. Olsen Company, secretary and 
treasurer. 

This election meeting was designated as 
night. Salesmen from the various companies were in- 
vited and attendance was 33. 

cainniimaiaaiaiaala, 


CHICAGO FURNITURE MEN HOLD DINNER DANCE 


On September 25, the Saturday evening just prior 
to the great convention of the National Stationers As- 
sociation, the Office Furniture Association of Chicago 
conducted its first annual dinner dance in the ball- 
room of the Furniture Club of America on the top 
floor of the American Furniture Mart, Chicago. Over 
200 dealers, manufacturers, manufacturers’ represen- 
tatives and their wives were in attendance. Because 
the event was held just before the NSA conclave, a 
number of men and women found it possible to be 
present. 

In addition to good food and an excellent orchestra, 
the entertainment was especially appreciated. It was 
of the audience participation kind, and the following 
furniture men made it really click: George Murphy, 
Mead & Wheeler Company; Marty Hilmer, Weber, 
Hilmer & Johnson; Norman Ginsburg, Joseph Gins- 
burg, Inc.; Milton Skala, Spak & Natovich, Inc., and 
Andy Andersen, Andersen, Riley & Sava, 


The unqualified success of the first dinner dance of 
the association has led to approval of the idea of 
sponsoring a similar event each year on the Saturday 
preceding the NSA convention. The skill with which 
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What Office Furniture Offers 
"3 The Most PRESTIGE VALUE? 





THOMAS FURNITURE 
Py Covered With 





| of 
za- 


Mork 
nt. Trade 


und ALL-PLASTIC UPHOLSTERING MATERIAL 
an” 
in- 
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‘ior 
As- 
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ill- 
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2n- 
use 


THOMAS SCOOPS THE OFFICE FURNITURE FIELD! 
NOW FOR THE FIRST TIME THOMAS FURNITURE BRINGS YOU: 


The “Island Base Motif” In Office Chairs and Sofas! Group #5000, utilizing the popular “Island 
] Base”, is especially designed to blend in with over fifty per cent of the desks being manufactured 
& 
today! 


Plus Exquisitely Grained, Longer-Wearing Boltaflex Upholstery! Boltaflex keeps its smart, distin- 

2 guished look years longer than any other upholstery. Guaranteed against cracking, chipping and 
" peeling, the lively, lasting colors add dignity and beauty to any office. Boltaflex resists scuffing, 
stains and alcohol. It is quickly washable with a damp cloth. 


Always at its handsome best — even after years of constant use — well- 
constructed Thomas Furniture covered with longer-wearing Boltaflex is 
a real value in prestige-building executive furniture. 





Your new Thomas Furniture Company Catalog is ready and will be 
forwarded to you upon request. Send for your copy now. 


cod gY BETTER DEALERS EVERYWHeR, 


BOMAS FURNITURE CO. BOLTA PRODUCTS SALES, Inc. 
H POINT, NORTH CAROLINA LAWRENCE, MASSACHUSETTS 
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Ed Tyre, Mead & Wheeler Company, made all the 
arrangements for the 1948 affair may make it difficult 
for him to avoid similar responsibilities next year. 
© 
N. Y. STATIONERS HOLD GOLF OUTING 

This has been a mighty tough year for the golf out- 
ings, unfavorable weather dogging them from start to 
finish. Tuesday, October 5, was no exception, for the 
day was scarcely inducive to outdoor play of any kind. 
But you just can’t stop these dyed-in-the-wool fol- 
lowers of the ancient and honorable game, so about 
50 members and friends teed off for the annual meet- 
ing and tournament of the Stationers Golf Association 
of New York at the Hackensack (N. J.) Golf Club. 

Came dinner time and the group was augmented by 
some of the less hardy souls—some 70 in all. The 
meeting, under the guidance of Pesident George F. 
Griffiths of Noesting Pin Ticket Company, progressed 
with the usual enjoyment. 

Officers elected unanimously are: 


} 





i & 





President—George F. Griffiths, Noesting Pin Ticket 
Company. 

Vice-president—Julius M. Kahn, David Kahn, Inc. 

Treasurer—R. A. Weissenborn, National Pencil Com- 
pany. 


Secretary—H. S. Sanders, Stationers & Publishers 
Board of Trade. 

Directors—Chairman of the board, L. H. Tavernier; 
F. W. Callahan, J. C. Blair Company; E. F. Dooley, 
Wilson Jones Company; F. G. Huber, Eberhard Faber 
Pencil Company; Henry Levy, Silver Stationery Com- 
pany; I. M. Levy, Art Steel Sales Company; E. T. Mac- 
Intyre, Defiance Sales Corporation; George Nicklaus, 
National Blank Book Company; R. B. Sainberg, Sain- 
berg & Company; R. J. Urmston, J. S. Staedtler, Inc.; 
and J. B. Kemp, Jr., Ever Ready Calendar Manufac- 
turing Company. 

Winners of the season’s play were: 

Louis Tavernier Cup, winner Class A—R. A. Weis- 


(Turn to page 142, please) 





STATIONERS GOLF ASSN. OF NEW YORK ANNUAL OUTING 


1. Fred G. Huber, Eberhard Faber Pencil Co.; 
amenery Co., New York, N. Y.; S. IL. Eigen. and 


2. Bin Li Lindenberger. George Nicklaus, H. H. Brigham and F. E. 
Horner, all National Blank Book Co. 

3. J. G. Bosworth, G. Bosworth Envelope Co.; E. G. Geehring. 
American Paper Goods Co.; Nat Kremer, Kremer Co., New York. 
N.. Y.: Irving Myers. Premier Office Specialties Corp. 

4. Mike Berman, Berman Paper Co.; Lou Lazarus, M. C. Lazarus, 
Inc.. New York, N. Y.; Burt Brager, Berman Paper Co.; Bill 


Henry Levy. Silver 
WC . Shields, 


Eldridge, guest. 

5. Leonard J. Messina, Professional Printin Co.. New York, N. Y.; 
R. B. Sainberg, ag & Co., Inc.; J. B. Kemp. Jr., Ever Ready 
Calendar Mig. Co.; Kem Seer Ready Calendar Mig. Co. 

6. R. A. Weissenborn, Slational encil Co.; Marion S$ ringer, Amer 
ican News Co.: Herb Hein. Seaboard Pencil o.; Dr. Irwin 
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Daniels, guest. 

7. Sam Clayton and Paul Gundacker. both Koh-I-Noor Pencil Co.; 
Harry W. Lynn and Mueller, both Esterbrook Pen Co. 

8. Max Dreyer, Charles Truex and George Voss, American Colortype 
Co.; George Greenbaum, est. 


9. F. G. Steinhilber, Geyer Publications: Henry Bowman, American 
Pencil Co.; Fred Callahan, J. C. Blair Co.; R. S. Meyers, Binney 
& Smith Co. 

10. G. Fred Griffiths. Jr.. and George F. Griffiths, Sr., both Noesting 


Nevins, both Defiance 


Howard S. Sanders, 


Pin Ticket Co.; E. T. 


Sales Corp. 
ll. Carl Finck. Eberhard Faber 


MacIntyre and R. L. 
Pencil Co.; 


yaw & Publishers Board of Trade; Walker G. Hall, Hall- 

craft Co. 

12. Charles Karasik, Jaclin Stationery Corp.; Henry Maedell, Eagle 
Pencil Co. 


OFFICE APPLIANCES, November, 1948 


cket 


ic 
‘om- 


hers 


lier: 
dley, 
aber 
om- 
fac- 
aus, 
ain- 
nc.;: 
fac- 


eis- 








ype 


ney 
ing 
ace 


rs, 
zil- 


gle 


48 


DIXIE CHROME 
Outstanding Beauty 


) Suilt-in Durability 


Durability and beauty are the reasons why Dixie Chrome is 


the fastest growing chrome line in the trade . . . and why more 





dealers stock it month after month. 

Dixie Chrome's durability is more than just a claim, it's there DIXIE “OES” DESK—1015 
in every item ... in the brilliant, lasting UDYLITE chrome finish 
sin the beautiful, wear resistant DURAN and DUPONT plastic 
upholstering and in the sturdy oak inner framework and all steel 
coil springing. And Dixie Chrome's beauty and advanced styling 
are truly customer pleasing. For the best in chrome, stock DIXIE 
CHROME. You'll like its fast turnover and your generous mark-up. 


Write for illustrated catalogue of the complete Dixie Chrome line. 







DIXIE POSTURE CHAIR—600 


DIXIE CHROME 


sa: Sam 


DIXIE. PRINCESS CHAIR—501 





THE DIXIE GENERAL—702 





DIXIE SHELF TABLE—T-402 


DIXIE CHROME PRODUCTS, INC. 
2815-17 MAIN ST. * DALLAS, TEXAS 
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The Globe-Wernicke C 
ALUMINU 


The Globe-Wernicke Co. proudly presents to its dealer organization 
of the most beautifully designed and functionally desirable lines 































aluminum office chairs in the country. 


These chairs are designed for comfort, handsome appearance and y 








of long wear. They’re rugged yet smart looking. The frames are m 


Executive 
Series 


ms No. 2802—EXECUTIVE swivel 
chair with arms. A massive “he- 
man” chair. Has a sturdy base, 
designed to give relaxed seating 
as well as long wear. Aluminum 
frame with Duran upholstering. 
Back, seat and arms of foam 
rubber. 


No. 2801 —EXECUTIVE side chair a> 
with arms. Strongly built and 
smoothly designed frame of satin 
finished aluminum. Beautifully 
upholstered in smart Duran. 
Choice of a variety of colors. 
Deep foam rubber seat, back 
and arms. 








Gm No. 2503 — INSTITUTIONAL CHAIR. 
A general utility chair for sales- 
rooms, auditoriums, cafeterias, 
reception rooms, or all-purpose 
office use. Aluminum frame as- 
sures ready portability. Choice 
of colors of Duran. 


No. 2604 — POSTURE CHAIR. => 
Adjustable seat and back. Sci- 
entifically designed for comfort. 
Light in weight. Full swivel 
base. Smartly upholstered in 
modern Duran over rigid alum- 
inum frame. Foam rubber seat. 


_—- 











Write now for complete informatio# Ti 


Globe - Wernicke 


ALUMINUM OFFICE CHAIRS 
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(0 Presents a New Line of 


NOFFICE CHAIRS 


iON @ of satin finish aluminum. The upholstery is Duran plastic—the new 
ines @ wear-resisting plastic covering of superb flexibility. 





This new addition to the Globe-Wernicke line means more profits, more 
d yea sales opportunities for you. Start ordering them now. See how quickly 
© ma@ they sell themselves. 


Junior 
Executive 
Series 


em No. 2702 — JUNIOR EXECUTIVE 
swivel chair with arms. Strongly 
built and comfortable. Uphol- 
stered arms, seat and back in 
modern Duran. Full swivel with 
attractively designed base. 
Choice of colors. 


No. 2701 — JUNIOR EXECUTIVE => 
side chair with arms. Compan- 
ion chair to No. 2702, illustrated 
at the left. Choice of wide range 
of colors of Duran. Ideal for 
lobby or reception room as well 
as executive office. 





Gm No. 2704 — JUNIOR EXECUTIVE 
swivel chair without arms. An 
ideal secretary’s chair. Light in 
weight for easy portability. 
Strongly built frame and full 
swivel base. Choice of a variety 
of colors. 





No. 2703 — JUNIOR EXECUTIVE => 
side chair without arms. An ex- 
cellent occasional chair for gen- 
eral office use. Rigidly con- 
structed satin finished frame of 
beautiful design. Padded seat 
and back in choice of colors in 
modern Duran. 





ati’ ~The Globe-Wernicke Co., Cincinnati 12, Ohio 


® Filing Equipment & Supplies 
Visible Record System: 
Globe- Wernicke 2: 
hi ita: 


atidaliiia- 


ALUMINUM OR 2 aE on - CHAIRS Oliila-me.V44-37 1161-3 
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PEARCE APPOINTED ROLLIT SALES MANAGER 

The Diversey Machine Works, Inc., 1534 W. Van 
Buren St., Chicago 7, Ill., manufacturers of Rollit ball- 
point pens and refill cartridges, recently announced 
the appointment of Norman L. Pearce as general sales 
manager. For many years Mr. Pearce has been closely 
associated with the writing instrument field, having 
devoted his efforts in selling and executive work to 
two other well-known manufacturers. Many of his 31 














NORMAN L. PEARCE 


years with Eberhard Faber were in the capacity of 
sales manager of the fountain pen division. Previous 
to his association with Rollit, Mr. Pearce was general 
sales manager of the B-B Pen Company, Hollywood, 
Calif., with offices in Chicago. 

Mr. Pearce also recently served as president of the 
Fountain Pen and Mechanical Pencil Manufacturers 
Association and has been a member of the executive 
committee for several years. 

Diversey’s accelerated national advertising campaign 
includes two full-page Christmas ads in full color for 
Life on November 29 and the December issue of Liberty, 
outside back cover. The line now includes four models. 


— _— + 


SANFORD INK BUYS GRIPPIT COMPANY 

As a further move in the expansion program ef the 
Sanford Ink Company of Bellwood, Ill., Charles W. 
Lofgren, vice-president in charge of sales, recently 
announced the purchase of Harriman-Welts, Inc., of 
Haverhill, Mass., manufacturers of Grippit adhesive. 
Grippit will continue to be marketed as Grippit, but 
will bear the Sanford name 

This product is declared to have special character- 
istics which make it desirable for mounting photo- 
graphs and for other types of mounting where it is 
an advantage to be able to move the paper or photo- 
graph around for proper setting when Grippit is first 
applied. 
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OLD TOWN NAMES TORONTO DISTRIBUTOR 

The Old Town Ribbbon & Carbon Company, Inc., of 
Brooklyn, N. Y., recently appointed the Carbon Paper 
Service Bureau, 94 Adelaide St. W., Toronto, Canada, 
as exclusive distributor of Old Town Products for To- 
ronto and the Province of Ontario. 

The Carbon Paper Service Bureau is owned by the 
Brisbois brothers—Dorion, Ed and Bill—who have made 
an outstanding record in the distribution of ribbons, 
carbons and duplicating supplies. They have recently 
edded to their comvlete sales end service orgenization 
J. A. Regan and A. C. Hickerson, both natives of To- 
ronto. A complete line of ribbons, carbon papers and 
duplicating supplies, featuring the Old Town brands, 
is carried in stock in a large warehouse where office 
facilities are maintained by the Carbon Service Bu- 


reau in Toronto. 
—o——0 


HANSON NOW HEAD OF BROWN & SAENGER 

V. A. Hanson, secretary of Brown & Saenger, Inc., 
Sioux Falls, S. Dak., for 20 years, who has been con- 
nected with the company 28 years, has bought the 
stock interest of J. P. Adams, former president and 
controlling stockholder. Mr. Adams completed 40 years 
with the company last January. 

Brown & Saenger, Inc., was organized 60 years ago 
when South Dakota still was a territory. The company 
prospered from the beginning. Mr. Hanson has served 
as general manager for about 12 years during which 
period Mr. Adams for reasons of health was not so 
active as formerly. 

The new executive personnel in addition to Mr. 
Hanson, who is president, includes Henry McGrath, 
vice-president, 34 years with the company; E. F. 
Marsh, vice-president, 19 years’ record; R. L. Cham- 
blin, secretary, 23 years; E. M. Riley, treasurer, four 
years. Mr. Hanson was governor of the Seventh Dis- 
trict NSA when Harold Hampton was president. He 
has announced that company policies will remain the 
same as before. 





PAC UGS4US, PLEASE 


In the September issue announcement was made of 
the American Carbon Paper Corporation’s introduction 
of their new plastic-backed carbon paper, Tara. It was 
erroneously stated that the firm’s address is 711 W. 
Lake St., instead of 1313 W. Lake St., Chicago. The 
initials of General Manager H. C. Booth also were in 
error in this news item. The mistakes are regretted. 





In an article in the Sentember issue regarding Rem- 
ington Rand promotions L. E. Gordon was incorrectly 
listed as typewriter division branch manager at Port- 
land, Ore. Instead, he is manager at Portland, Me., 
and J. J. Stringer is in charge at Portland, Ore. Plac- 
ing Mr. Gordon in the wrong state is regretted. 
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SHIPPING ROOM 
FOR TAG TACKING 


: TACKING DISPLAYS 
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You earn continued profits through the sale of 
MERCURY staples. Get a good deal for your- 
self . . . sell the H 30-T and MERCURY H 30 
4, H 30 %”, H 30 % inch high carbon, chisel 
pointed staples that tack through light gauge 


metal, masonite and hardwoods. 
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A. G. MARSTEN OPENS NEW STORE 

Alexander G. Marsten, a 32-year-old army veteran 
who began selling office equipment from a suitcase 
after the war, recently expanded his business for a 
third time when he opened a new store at 124 Fenn 
St., Pittsfield, Mass. 

Marsten Office Distributors have leased part of the 
store. Mr. Marsten will use most of the space, however, 
for his enlarged inventory and new layouts of typical 
office equipment. 

The young office supplier started his business from 
his home in April, 1946. That summer he moved his 
mobile business to a second floor office at 250 North St 
By a year later he had outgrown that setup and 
switched to a Fenn St. shop. The latest move is only 


two doors away, to larger quarters. 
o*— «© - 


MIDWEST NATURLITE APPOINTS TWO 

Midwest Naturlite Company, 228 W. Kinzie St., Chi- 
cago, manufacturers of the Midco line of floor and 
desk lamps, recently announced the appointment of 
two additional sales representatives. Arthur R. Frey 
of Cincinnati, Ohio, will cover Ohio, Michigan, Indiana, 
West Virginia and Kentucky. A. C. Lampkin of Ros- 
well, Ga., is assigned to North and South Carolina, Ala- 


bama, Tennessee, Mississippi, Georgia and Florida. 
_—- ¢ 


R. P. LEWIS OPENS NEW STORE 

The R. P. Lewis Company, Flint, 
Mich., operating stores in, five other 
Michigan cities, recently opened a 
new store in an improved location 
at 123 W. First St. in Flint. 

Principal advantage of the loca- 
tion is that it is in the center, in- 
stead of at the edge, of the shop- 
ping area and is the closest station- 
ery store to all of the principal 
office buildings in Flint from which 
retail stationery traffic originates. 

Providing 2,800 square feet of 
space, the store has the R. P. Lewis 
offices directly above, on the second 
floor. 

Modern lighting and display facil- 
ities are outstanding features of the 
new store, which was laid out by 
Ray Eichenlaub of Service Steel 
Products Company, Chicago, and 
whose firm furnished the equipment. 
Alcove type storage shelving pro- 
vides considerable merchandising 
space. The store is arranged with 
fountain pens, greeting card display 
and social stationery displays fol- 
lowing that order from the front, 
and thus bringing traffic through 
the entire store. 


NEW R. P. LEWIS CO. STORE AT FLINT, 
MICH.—Now located at 124 W. First 
St.. the new store is enjoying heavy 
traffic from near-by office buildings in 
the downtown Flint area. Top: the at- 
tractive front, with exceptionally roomy 
show windows. Below: the interior, as 
viewed from just inside the entrance. 
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AMES SAFETY ENVELOPE BUYS FIRM’S ASSETS 
The Ames Safety Envelope Company, since 1919 gq 


. 


q 


manufacturer of filing and mailing envelopes at Som-/ 
erville, Mass., recently announced that it had pure} 


chased the name and goodwill of the Federal File 
Envelope Company, 200 High St., Boston, Mass., at a 
bankruptcy sale. The Ames firm will continue to oper- 


ate under its own name and will pursue the policies} 


which have made it known to the industry for almost 
29 years 


2 


DITTO CUTS D-15 DUPLICATOR PRICES 


Ditto, Inc., Chicago, recently announced a ten per? 


cent price reduction on the D-15 direct process dupli- 
cator. 


“This machine has constantly increased in popue} 


larity, parts are now available, and our own produce) 


tion techniques have been improved,” says R. J, 
Kirkpatrick, vice-president and sales manager. “To- 
gether, these causes have made this price reduction 
possible.” 

New prices of D-15 models are: automatic feed, 
$225.00; hand feed, $200.00. Immediate delivery will 
be made on all orders destined for direct shipment 
to users. 


—_—_——_—_» = 
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FACT No. 2 FOR GREATER FILING EFFICIENCY 


PERFORMANCE 





At Browne-Morse Research Laboratory, a test was 


devised to learn just exactly how much our famous 
File would “take” without “falling down on the job.” 
Therefore, one of the regular stock Files was chosen 
at random and a 66-lb. load placed in one drawer. 


Then the file was placed on the “Testing-Machine” 
and set into action. 


DRAWER OPENED AND CLOSED 50,000 TIMES 


During average office use, a drawer is opened and 
closed approximately 10 times per day. Therefore, 
test was equal to 5,000 work days or over 19 years 


of continuous service. Because the drawer still oper- 
ated smoothly, the test is being continued. 


The major reasons why Browne-Morse Files operate 
so effectively (not only in tests with one file . . . but 
every file we build for you) is design and quality 
materials. Drawers slide smoothly on newly de- 





signed channels and extension slides equipped with 

eight heavy-duty, extra-wide rollers and two Float- 

ing Rollers, which provide greater bearing surface. 

This eliminates possibility of scored channels. The 

technically perfect combination of rollers insures 

smooth drawer action . . . free from binding. Solid, a 

one-piece slide is constructed from the finest quality | 

material. Years of proven and tested efficiency, plus i. el 

economy, make the Browne-Morse Files the ‘Best ll 

Buy of the Year’’! STEEL > 

SEND FOR Les 

Architects of Efficiency Browne-Morse cans 


for America’s Office FILE FACTS antilaikel 


Get the quick facts on 
Browne-Morse Stee! Files 


write for Bulletin 5000. Lists features 
ro Ww Ni e -~ O rse and specifications plus a complete table 
of sizes. 


MUSKEGON MICHIGAN 








MANUFACTURERS OF STEEL OFFICE EQUIPMENT AND FILING SUPPLIES FOR OVER 38 YEARS 
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NORMAN STOCKETT NAMED GUILD DIRECTOR 

The Stationers Guild of America at a recent meet- 
ing of its directors elected Norman Stockett of the 
Stockett-Fiske Company, Washington, D. C., as a 

















NORMAN STOCKETT 


director. He takes the place of his late brother, W. E. 
Stockett, Jr., who was active in the Guild for a num- 
ber of years. 

The other members of the board are: Jesse G. Kauf- 
man, William F. Kelly, William H. Patterson, A. W. 
Gill, Richard D. Pomerantz, E. Russell Ashley, S. R. 
Rosendorf and Dan Smith, Jr. 

The directors heard a report from General Manager 
J. W. McCormick, Jr., indicating that Guild member- 
ship is increasing and that business in 1948 is running 
well ahead of last year. 

— oe ¢ 
JOSEPH RYAN JOINS PRINT-O-MATIC 

The Print-O-Matic Co., Inc., Chicago, manufactur- 
ers of the Print-O-Matic self-feeding, adjustable card- 
size duplicator, recently announced the appointment 
of Joseph Ryan as a new sales representative for the 
entire Middle West. Mr. Ryan has a rich background 
of experience in the office machine field, having spent 
a number of years with Speed-O-Print Company. 

<omictanca <n tiatlleade 

INK SPECIALTIES TAKES ADDITIONAL FLOOR 

Ink Specialties, Inc., 519 N. Halsted St., Chicago, 
long-established manufacturer of duplicating inks, has 
taken over an additional floor in the factory building. 
Several new pieces of equipment have been added to 
increase production and improve the quality of the 
product. 





—_e- 


114 


NEW BUSINESS HOME OF JOS. L. MENTZ STORE AT SUNBURY. PA. 


VISIRECORD OPENS WASHINGTON OFFICE 

Herbert Weston, president of VISIrecord, Inc., of 
New York City, recently announced the opening of an 
office in Washington, D. C., under the management of 
Joseph J. Osborn, at 1025 Connecticut Ave. 

Mr. Osborn has been associated with Government 
agencies for 6% years. From private industry, he 
volunteered his services in World War II and became 
known for his development of simplified operations in 
Government agencies. Late in 1945 he organized the 
National Surplus Auto Parts Office in Detroit, Mich., 
to expedite the sales of surplus automotive parts. This 
office sold over 300 million dollars worth of parts be- 
fore it closed last November. It was at Detroit that Mr. 
Osborn had his first experience with the products of 
viSIrecord, the company he has now established him- 
self with. 


—- © — 
WESCO FACILITIES ARE EXPANDED 

The constantly-increasing demand for Wesco Prod- 
ucts, made by Western Manufacturing Company, 
Aurora, Il., is announced as necessitating an increase 
of office and plant personnel and space. Western has 
taken over for offices an entire two-story brick build- 
ing. The space formerly occupied by the office, plus 
additional production space, has been acquired for the 
plant. 

This additional space and increased personnel will 
make possible better service on Wesco Products, the 
company announces. 

Om = 
MENTZ HOLDS GRAND OPENING OF STORE 

Joseph L. Mentz, stationer at Sunbury, Pa., recently 
held a grand opening of his new building and a show 
of office equipment and business machines. 

The newly-remodeled quarters at 249 Market St. 
feature a 30 x 80-foot display room and a modernized 
front of glass and metal to make the entire store a 
showroom for stationery, office equipment and busi- 
ness machines. 

Visitors were given opportunity to inspect the office 
machines department where Royal and Remington 
typewriters, R. C. Allen adding machines, Speed-O- 
Print duplicating machines, the new Addresserette 
and other machines were on display. 

New office furniture in wood and steel is given 
prominence in the Mentz display setup. 

Mr. Mentz has been connected with the stationery 
business since 1917 when he was employed by W. M. 
Nicely. In 1923, he purchased the business from Mr. 
Nicely and has operated it in his own name since 
that time. 
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si- e DAD finds NEVA-CLOG helps him in his home book- 
keeping ... organizing and filing bills, checks, papers, 


ow | all Model J-30 (\ . \ _ 
-e@he! 





ton letters, etc. 


- MOTHER uses NEVA-CLOG to fasten curtains and drapes, 
yen baste materials in sewing, seal Junior’s lunch bag and 


ery o the N.S.A many other fastening and mending jobs. 


a oscar rar aeerncsnige JUNIOR and SIS keep school papers in order and thus 
_ Christmas! Santa helps most of 


dhe stores along the ennee: Seles develop habits of orderliness, use staples instead of messy 


boom. And the stationer can glue and paste in mending toys and a host of childhood 


and should get more of this entertainments. 
Christmas gift business. We 


dising efforts of the N.S.A. for Christmas. It’s an ideal gift. of 


Yilom Ws 


NEVA-CLOG PRODUCTS, Inc. = 8211 Logan St., Bridgeport, Conn. 
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MERCURY 
MPRODUCTS 

















For the kind of customer satisfaction 
that assures repeat business, sell Mer- 
cury-Graph and Mercury-Lith rollers 
and blankets for office duplicating and 
printing machines. More and more 
users are switching to these accessor- 
ies, because they provide amazing im- 
provements in reproduction quality 
and eliminate a lot of unnecessary 
press adjustment. They are custom- 
built for super-performance, yet your 
customers nee¢d pay no premium for 
the additional quality. 








RAPID ROLLER CO. 


Federal ai 26th D. M. Rapport 


Chicago, Illinois ee . 
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The IBM Card 
Symbol of Efficient Accounting 


The numbers in the IBM Card are your assurance of safety in all account- 
ing operations. Once information is recorded in the form of punched 
holes in designated columns of the card, the card becomes the basic entry 
used in preparing all subsequent reports. Accuracy is assured whenever 
this information is used for posting, calculating, or classifying. 
Through the use of this card with IBM Electric Punched Card Account- 
ing Machines, information classified in any way desired is presented 
clearly and concisely as finished accounting entries and management 
control reports. 


Some of the advantages of using IBM Accounting are: 


Close control over company operations . Accuracy of reports 
Speed and economy of operation . High degree of flexibility 
Simplified supervision . Reduction of space requirements 


Consultation with an IBM representative will reveal many ways in which 
IBM equipment can be used to advantage in your accounting operations. 


ELECTRIC PUNCHED CARD ACCOUNTING MACHINES 
PROOF MACHINES... SERVICE BUREAUS... ELECTRIC TYPEWRITERS... 


TIME RECORDERS AND ELECTRIC TIME SYSTEMS 


International Business Machines Corporation, World Headquarters Building, 590 Madison Ave., New York 22, N. Y. 
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COURTNEY WALL JOINS McMILLAN BOOK 
Courtney Wall is a new member of the staff of Mc- 
Millan Book Company, Syracuse, N. Y., manufacturers 
of McM loose leaf devices. 
In the year 1909, Mr. Wall 
Pitt Manufacturing Company of 


started with the Irving- 
Kansas City, Mo., 
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COURTNEY WALL 


where he remained until the company was absorbed 
by the Wilson Jones Company. After the sale of the 
firm, Mr. Wall joined the staff of Boorum & Pease of 
Brooklyn, N. Y., where he remained until May 15 of 
this year, a connection which extended over approx- 
imately 20 years. 

With McMillan Book Company, Mr. Wall will rep- 
resent the company in Missouri, Kansas, Arkansas, 
Oklahoma, Texas, Mississippi and Louisiana. 

°—- © 

SPEED PRODUCTS COMPANY ADDS TO STAFF 

Carrying out a program of expansion and closer 
contact with dealers, Speed Products Company, Inc.., 
Long Island City, N. Y., recently announced several 
territorial additions through F. Stanton Webb, sales 
director. 

Thomas Seward will call on the trade in Missouri, 
Kansas, Nebraska and southern Illinois, headquarter- 
ing in Kansas City. 

James Welsh, with headquarters in Minneapolis, 
has been assigned to Minnesota, Wisconsin and Iowa. 
For two years previous he was an assistant to Speed’s 
Chicago division manager, Carl Kaufman. 

Emory Lowry will cover Michigan and Indiana, mak- 
ing his headquarters in Detroit. 

John Desmaris is assigned to northern New Jersey 
and several New York counties, working out of New- 
ark, N. J. 


PARKER SALES FILM SEEN BY MANY 
An estimated 21,000 sales people in 100 major cities 
throughout the country are expected to attend the 
Parker Pen Company’s retail sales training program, 


it was announced recently by James N. Black, vice- 
president in charge of sales. 
Featuring two slide films (one in color), entitled 


“Salute to Science” and “Counter Points,” the course 
was presented in 500 showings which ended October 30. 

The one and one-half hour course is designed to 
refresh retail sales training personnel in the psychol- 
ogy of salesmanship applicable to all consumer items 
and in the correct sales presentation of Parker 
products. 

Parker instructors traveling with the refresher show 
included V. J. Fitzpatrick, eastern seaboard; Clarence 
Beers and William Miller, midwestern states; John 
Terry, southern states; George Eddy, southwestern 
states; and Arthur Foster, West Coast. 

a ~ pa alana 
HORDER’S ANNOUNCES TWO NEW OFFICERS 

George A. Dean, general sales manager of Horder’s, 
Inc., was named vice-president at the quarterly direc- 
tors’ meeting September 27, as announced by President 
C. W. Harris. Mr. Dean was associated with Horder’s 











GEORGE DEAN 


from 1941 to 1945, and then went to Opinion Research 
Corporation, Princeton, N. J., as vice-president for a 
period of three years. He returned to Horder’s in May 
of 1948 as general sales manager. 

At the September meeting of the directors, Glen N. 
Schori was appointed assistant secretary and treas- 
urer. Mr. Schori joined the firm in 1937 and has held 
the titles of auditor and chief accountant. 





BY LAND, SEA OR AIR, RELIABLE GOES 
EVERYWHERE—Lower picture proves 
that the Reliable Office Equipment Co., 
Inc., Evansville, Ind., is prepared to live 
up to its motto. Photo above shows the 
organization staff. Front, left to right: 
W. Woodall, G. Dugan, J. Bryne, A. 
Harshbarger, E. Wade, O. Herrington, 
G. Hoffmann, J. Rohlfer and C. Neuman. 
Rear: D. Stubblefield, R. Morris, H. Ball, 
A. Fisher, Z. Fridell, G. A. Edwards, A. 
B. Connolly, president, Glenn Wilke. 
vice-president, P. Smith, S. Fox, E. Head 
and R. Allen. 
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> Quality Paper Fastening Devices 


t these 







Sil Salesmen 


«for YOU 


ess and Phone Number 


O HERE 


Every dealer wants more of the prestige 
N created through advertising. Here is one 
as- practical way in which to achieve it— 
eld —§ WITHOUT COST. Sell the MONARCH 
BRAND Quality Paper Fastening Devices 
= in YOUR OWN Special IMPRINT BOXES. 


Reorders flow in to you naturally. 


You can have your Own Imprint Package 
WITHOUT CHARGE by merely ordering 
a minimum quantity of staples, clips or pins. 
The minimum quantity is: STAPLES—200 
boxes; CLIPS—100,000 of a single size; 
PINS—100 pounds of one type. Stock 
your shelves with quality products in eye- 
compelling packages, imprinted with your 
NAME, ADDRESS and PHONE NUMBER. 
Boxes for staples and pins available in a variety of 
colors. Remember—you can sell your firm name 
WITHOUT ANY EXTRA CHARGE if you buy a 
minimum quantity of STANDARD Staples, Clips 


a 
7 and Pins. Your requirements of brass fasteners, 





AND 
Au“ STANDAR) MACH 
ee 


thumb tacks and industrial type staples can also be 
supplied. 
Write for samples and price list 


VAIL MANUFACTURING COMPANY 


900 EAST 95th ST., CHICAGO 19, ILL. 





48 OFFICE APPLIANCES, November, 1948 v9 

















DOUBLEDAY FIRM OPENS NFW STORE; 
NEARLY 4000 ATTEND THREE-DAY EVENT 

Exactly six and one-half months after fire destroyed 
the stationery and office furniture store of Doubleday 
Brothers & Company in Kalamazoo, Mich., their new 
and entirely rebuilt store was opened on September 1 
A three-day open house was attended by nearly 4,000 
from Kalamazoo and surrounding shopping areas. 

The consensus was that Harold J. Vanden Berg, 
Doubleday general manager who designed the store 
with Clarence Remynse, Kalamazoo contractor, has 
been completely successful in building a store that is 
different. Great attention was paid to detail as far as 
appearance was concerned but, at the same time, 
unusual features have been incorporated to make the 
store entirely functional. 

This motif is colonial throughout, with every detail 
following in the colonial pattern. Instead of a conven- 
tional store front, the extra-wide forward display area 
is made up of individual windows with panes about 
two feet wide and three feet high. All trim is painted 
a brilliant white. 

Directly above the white front is a four-foot black 
Vitrolite panel extending the entire width of the store 


OR ON UN om Me 1) Ge =) a Oe 
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Upper left: night view of the new store front, which, like 
the interior, carries out the colonial motif. Center left: a view 
of the office furniture and equipment department, looking 
toward the front display windows. Lower left: general view 
of store as viewed from near front entrance. Behind display 
shelving in background is warehouse unit with surplus stock, 
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NEW DOUBLEDAY BROS. & CO. STORE, KALAMAZOO, 





The name DOUBLEDAY BROS. & CO. is spelled out 
on the black background in stainless steel letters two 
feet high 






A Feeling of Spaciousness 






Upon entering the store, one immediately gets the 
feeling of spaciousness—there are no barriers other 
than counters and display cases for the entire width 
and depth of the store. 

Directly in front of the entrance is the fountain pen 
department, and extending back through the middle 
of the store are display and storage units. Each unit 
has shelves below, with merchandise displayed on the 
top. Some have tops with three levels, with the highest 
part of the display at the back of the unit. Sliding 
doors cover the storage shelves below the display top. 

At the left of the entrance is a long row of show- 
cases which run the entire length of the store. Behind 
the cases are display shelves built especially to hold 
stationery and office supply items. 

Adequate storage space has long been a problem in 
the stationery business. At the Doubleday Brothers & 
Company store this has been solved in a manner that 
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MICH., OPENED SEPT. | 
accessible through four entrances from store floor. Upper 
right: stairway to general offices. Lighted display case is used 
for showing samples of printing. Lower right: general view 
of store offices. Balance of rear portion of store is used as 
receiving room and staging area for local deliveries. 
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In STYLE...in PRICE...in VALUE 


Merchandising NATURAL 


: in 
s & 
hat 
You cut the very backbone of sales resistance when you feature Gunn’s new 

. Budget Line desks and related pieces . . . 

/ Because you offer modern styling, modern convenience, modern efficiency . . . at 
m prices as low as any respectable desk sold today. 
“i. ara ee oe “Budget Line” offers, in addition, new exclusive features—features you can 
; : translate into sales. Its Permafit drawers are protected forever against humidity 
“ and warping to assure smooth, non-sticking operation. Patented Levelmatic 
aM glides adjust themselves automatically to uneven floors, providing a rock-steady, 


wobble-proof writing surface. 


Only Gunn, with its pace-setting production facilities, could offer Budget Line 
values at Budget Line prices. To you, a Gunn dealership spells style leadership 








The Budget Line 58” ... plus values that break competition wide open! 


Secretarial (with 
right or left hand 
compartment) 
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The emblem of 
(-operctive service 
volves, ond progres: 
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The Budget Line 
58” Flat Top 


desl 


This attractive catalog is just one of 
the many Gunn dealer that fit 
into the integrated Gunn advertis- 
ing-merc ising . Get 












/ 
The Budget Line The Line, 
58” Typist 45” Table 


per J this program ra YOou— 
sed § you're on the road to profits when 
wt you get Gunn on your side. For full 
hel ‘etal. address Gunn Furniture Co., 
= Dept. O, Grand Rapids, Michigan. 
148 
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will allow them to warehouse 90 per cent of their stock 
on the main floor. Built into the entire west wall of 
the store, and directly behind the showcases and 
visible display shelves is a double-deck warehouse unit. 
This is entirely hidden from view of customers by the 
display shelving, and by a curtain wall brought down 
from the ceiling to meet the shelving. 


Prominent Lines Are Carried 


Two-thirds of the store area is taken up with sta- 
tionery, office supply and related items, including 
boxed stationery, greeting cards, drafting supplies, and 
gifts and accessories for the office and home. The re- 
maining third of the main store area is devoted to 
office furniture and office equipment, and this depart- 
ment extends from the front display back as far as the 
stairway leading to the general offices of the company. 
Such well-known lines as Stow-Davis desks and chairs, 
Metal Office Steelcase equipment, Postindex visible 
equipment, Mosler safes, Marble office chairs, Jasper 
wood desks and many other lines of office furniture 
are on display here. 

Half of the rear portion of the store is devoted to 
offices. Clete M. Gordon, manager of the furniture and 
equipment division of the business, has his office here, 
as does H. F. Jones, office supply manager. 

Another radical departure from the usual styling 
used in stationery and office supply stores is the com- 
plete lack of display windows, as such. The store floor 
area extends from the front windows to the back, 
without a break. The portion of the street front win- 
dows at the left of the entrance is entirely open and 
part of the store; but three low tables about 18 inches 
high, with three levels making up the top, are lined 
up two feet behind the street windows. The table tops 
are draped with cloth, and from one to six items are 
attractively displayed on the tables. Hidden spotlights 
that can be beamed in any direction focus attention on 
these displays. 

The street front windows at the right of the en- 
trance are used for display of office furniture, and 
here again the display area is part of the store floor. 

The use of ceiling spots that can be beamed in any 
direction has worked out especially well to help fea- 
ture certain merchandise groupings. 

While the store itself is the part the public is most 
likely to see, another feature of the new Doubleday 
Brothers & Company layout are new offices, on the 
second floor of the adjacent building, in the area pre- 
viously used for office furniture warehouse space. 


Offices Serve Double Purpose 


Believing that office furniture can be sold better if 
actually seen in use, the entire office area is built to 
be used for selling as well as work. Private offices sur- 
round a large general office. Beginning with a large 
office at the head of the stairs from the store, used by 
F. U. Doubleday and as a directors’ room, each office 
is decorated and equipped differently. Mr. Doubleday’s 
office is done in walnut paneling, with conventional 
period furniture; adjacent is Harold J. Vanden Berg’s 
office, done in knotty pine, with Stow-Davis Harwood 
furniture in regular walnut finish. 

Donald B. Doubleday’s office is next. His office is 
done in modern blonde finish furniture and walls are 
papered in an appropriate modern design. Robert 
H. Anderson’s office is done in conventional walnut 
with painted walls of dusty green and a pale yellow 
above. Daniel Kooi’s office is in light tan and green- 
tint, with walnut convertible style furniture especially 
well suited for accounting work. 

The office of the production manager is placed adja- 
cent to the printing department. William Dykema, the 
production manager, uses gray steel furniture of a 
functional design and the walls are done in gray and 
ivory. Office furniture files and all equipment in the 
general office are gray steel. 

Doubleday Brothers & Company are well known as 
printers of forms for county offices, banks, schools, and 
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general business offices. In this branch of the business, 
the entire state of Michigan is covered from the main 





office in Kalamazoo, and from sales offices located in = 
Ionia, Saginaw, Royal Oak, Traverse City and Elk? 


Rapids. 

1948 is Doubleday’s fiftieth year, and extensive cele- 
brations had been planned earlier, acknowledging this 
event. The fire postponed the celebration, however, but 
with the store opening and the open house period, it 


ee 


was decided to combine the activities into a two-week | 


period. 


All employees of the company, with their wives and 


husbands, were guests of the company at a dinner in 
honor of the fiftieth anniversary, and to pay respects 
to F. U. Doubleday, founder of the business. One hun- 
dred and forty employees and guests were at the 
dinner. Attractive service pins were awarded to five, 
ten-, 15-, 20-, 30- and 40-year employees, and a spe- 
cial pin was given to Mr. Doubleday on the occasion 
of his fiftieth year in business. 
Doubleday, there are three employees who have been 
with the company for 40 years or more. 


Suppliers Are Guests 

Guests at the fiftieth-year dinner party included 
representatives from suppliers who have served the 
company for many years. Louis P. Simon, E. E. Ludwig 
and Bob Beveridge represented Bermingham and Pros- 
ser Company; Lee Mulnix and Cliff Thomas, Carpenter 
Paper Company of Grand Rapids; Roy Bansemer, Sta- 
tioners Loose Leaf Company; Robert Bennett and Her- 
man DeRuieter, Stow-Davis, Grand Rapids; and L. R. 


oe 


In addition to Mr. ' 


Addington represented Wabash Filing Supplies, Post- © 


index, and Art Metal. These guests were also present 
at a breakfast at the Hotel Harris on Friday morning 
following the banquet. 

The advertising department of Doubleday Brothers 
& Company prepared a special book in commemcration 
of the fiftieth anniversary. It is called “Reminiscences 
and New Horizons.” The first part of the book is a 
history of the company and the last half of the book 
tells by story and picture what the company is today 
and what it hopes to do in the future. 

Donald B. Doubleday, vice-president of the company, 
and Harold J. Vanden Berg, the general manager, re- 
port that all friends and suppliers of the company 
have co-operated 100 per cent in helping through the 
emergency caused by the fire in February. This help 
did much to keep things rolling during the time that 
the company was forced to operate without a store. 


ee oe 





RAYMOND EXECUTIVE OFFICE SCENE.—This is the first of 
a group of model executive offices which the Raymond Com- 
pany. 666 Lake Shore Drive, Chicago, is having photographed 
for the purpose of showing the manner in which desks, office 
chairs and other office accessories can be combined har- 
moniously. With the Raymond desk are an executive swivel 





te ee 


chair, a side chair and a davenport manufactured by | 
Murphy-Miler, Owensboro, Ky. This visual type of selling is | 
a sequel to the Raymond Company's recently announced ; 


merchandising idea. “Decorator Approach to Office Desks.” 
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...in more ways than one! 


A-S-E EQUIPMENT symbolizes over 35 years 
of successful manufacturing 

By this we mean that A-S-E has succeeded in producing 
steel office equipment that meets the highest standards 
of durability, appearance and operating efficiency. 
Through constant growth, constant attention to the requirements of the trade, A-S-E has 
attained leadership and prestige in a highly competitive industry. The healthy demand for 
\-S-E products by dealers and buyers makes this success apparent—and promises even 


greater success in the future. 
A-S-E equipment is also the symbol of a successful dealer 


For the dealer who sells A-S-E equipment, with the extra 
qualities that make it preferred for modern office design 
and operation, can assure himself of customer satisfaction, 
repeat business—and continuing profits. 


In brief, A-S-E plainly stands for Dealer Benefits, Product 
Preference and all-round Progressiveness in the Steel Office 


Equipment Field. 


















ALL-STEEL EQUIPMENT Inc. 


600 Cleveland Ave., Aurora, Illinois 
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L. C. SHOUP APPOINTED BY ROYAL 

J. M. Hackney, general sales manager of the port- 
able typewriter division of Remington Rand, Inc., has 
announced the appointment of L. C. Shoup to the 
position of Chicago district manager of portable sales. 
Mr. Shoup joined Remington Rand in 1945 as district 




















L. C. SHOUP 


sales manager for the Cleveland, Detroit, Columbus, 
Syracuse, Pittsburgh and Buffalo areas. His successful 
background includes experience in sales, personnel 
training and sales organization as well as management. 
Also announced by Mr. Hackney is the appointment 
of B. L. Rieser to the position of branch manager, 
portable typewriter division, for the Cleveland, Buffalo, 
Columbus, Pittsburgh and Syracuse areas. Mr. Rieser 
had previously served in New York as assistant direc- 
tor of personnel and training and later as special 
representative in the portable typewriter division. 








VICTOR APPOINTS HAROLD L. McCAMMON 


Victor Adding Machine Company of Chicago recently 
announced the appointment of Harold L. McCammog 
as manager of a new Indianapolis direct sales office 
In addition to this new sales office, Victor distribute 
through 21 direct factory branches in key US. citig 
and more than 350 dealers in this country. 

Except for the period between October, 1945, ang 
October, 1947, when he was sales manager for a com 
pany in Huntington, Ind., Mr. McCammon has beeg 
associated with Victor since 1942. Just prior to taking) 
over his new position, he was a salesman for the Chit 
cago branch. During his association with Victor, Mr} 
McCammon also served in various supervisory capaci 
ties in the purchasing department, as assistant work 
manager, and as factory shift superintendent. 

Indianapolis was selected as the location for the 
new direct sales office on the basis of this city’s img 
portance as a trading area with large population and” 
high effective buying income per capita. The Indian 
apolis direct sales office maintains a service depart. 
ment with factory-trained servicemen. 
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PITT APPOINTED RITEFORM REPRESENTATIVE 


Fred D. Pitt of Independence, Mo., known to the 
stationery and office furniture trade for many years 
was recently appointed factory representative for the 
Riteform Chair Company, Inc., in the states of Mis. 
souri, Kansas and Nebraska. Mr. Pitt was in attend- 
ance at the recent NSA convention in Chicago where 
the Riteform products were on display. Past connec- 
tions in the industry for Mr. Pitt, bringing him a wide 
acquaintance throughout the Middle West, included 
the presidency of Wilson Jones Company and his rela- 
tionship with the Irving Pitt Corporation of Kansas 
City, Mo. 
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SPECIAL “PACEMAKER” DESK PRO- FURNITURE 


MOTION AT KRILOFFICE, CHICAGO.- 

Myrtle Desk Co. and High Point Bend- 
ing & Chair Co. collaborated with Kril- 
office in this special promotional cam- 
paign on Myrtle “Pacemaker” desks 
and High Point chairs. Above: an entire 
section of the main display floor is de- 
voted to a comprehensive showing of 
various models. Below: window display 
ties in with a complete Pacemaker and 

High Point ensemble. 
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General Offices: 84 Hudson Ave., Brooklyn 1, N. Y. 
Boston 10; 80 Summer St. ¢ St. Louis 9: 155 So. 8th St. « Chicago 7: 310 West Polk St. 
Chicago Salesroom: 222 West Bank Drive, Chicago 54, Illinois 
New York City Salesroom: 349 Broadway, New York 13. 
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SEELEY BECOMES PRESIDENT OF GRAHAM FIRM 

Chester L. Seeley, comparative newcomer in the 
Pacific Northwest, has succeeded Lee 8S. Libby, retired 
president of John W. Graham & Company, Spokane, 
Wash. Formerly vice-president and general manager, 
Mr. Seeley was elected head of the firm at a recent 
meeting of the board of trustees. 

Mr. Libby became head of the pioneer concern upon 
the death of John W. Graham, founder and owner. 
Prior to his retirement on October 1 he had served as 
treasurer, secretary-treasurer, vice-president and pes- 
ident. He will remain on the board of directors. 

The new president was brought to Spokane last 
year to make a survey of a large stationery firm. This 
was conducted by Booz, Allen & Hamilton, manage- 
ment engineers, and Mr. Seeley was invited to join 
Graham’s, where he remained as vice-president and 
general manager under Mr. Libby—-CML 


- _—_ }¢ 
NATIONAL CASH REGISTER APPOINTS G. W. HEAD 

Announcement was recently made of the appoint- 
ment of George W. Head to the position of advertising 
manager of the National Cash Register Company, at 
Dayton, Ohio, succeeding J. K. Owen, promoted to the 
company’s newly-created post of director of public 
relations. 

Mr. Head has been in charge of the company’s sales 
promotion department for nearly three years, having 
ceme to NCR following 25 years’ experience in sales 
promotion and other phases of sales and merchan- 
dising in the office equipment field. With his appoint- 





— 














GEORGE W. HEAD 


ment, the sales promotion and the advertising depart- 
ments are combined into one unit. 

Mr. Owen was NCR’s advertising manager for five 
years, following long experience for his company in 
advertising, sales promotion, publicity, market re- 
search, and special public relations projects. 

Leigh Metcalfe, who served under Mr. Owen as 
assistant advertising manager, remains in that capa- 
city, with greater responsibilities resulting from the 
merging of the advertising and sales promotion de- 
partments. 


SCHOOLEY OBSERVES EIGHTIETH BIRTHDAY 

Fifty-five years of business in Kansas City, Mo., 
were recalled recently by Arthur Schooley, chairman 
of the board of the Schooley Printing & Stationery 
Company, while he received congratulatory messages 
on his eightieth birthday. 

A partner in the firm with Mr. Schooley at the start 
in 1893 was Edwin K. Baird, now of New York City. 
A non-stationery line handled between 1892 and 1902 
included mechanical rubber goods, fire hose and 
belting. Sale of this merchandise took Mr. Schooley 

















ARTHUR SCHOOLEY 


on long trips to some of the noted western mining 
camps of Colorado and Montana. He carried a six- 
shooter for self-protection when he rode the stage 
coach into the Silverton, Colo., district. Mr. Schooley’s 
sister, Miss Ella Schooley, started a typewriter supply 
business in 1902. Mr. Schooley added his funds to 
the firm. She left the business in 1906 and became 
national financial secretary of the Y.W.C.A. 

One of the things Mr. Schooley speculated on at 
the time of his anniversary, was the disappearance 
of the old-fashioned bookkeeper, who wore a green 
eyeshade as he perched on a high stool working with 
pen and ink over bound record books. 

“And now we have young women tapping machine 
keys while they sit comfortably in posture chairs,” 
Mr. Schooley said. “These changes have been from 
the primitive to the supermodern.” 

An entirely new era, Mr. Schooley recalled, was 
introduced shortly after the turn of the century by 
the money-making brainchild of two Kansas Citians, 
J. B. Irving and William Pitt—the loose leaf ledger 
and binder. 

“The loose leaf system changed everything in the 
stationery business,” Mr. Schooley said. “It did away 
with the ponderous old bound ledgers and made 
machine bookkeeping possible.” 

A dinner party was given by Mr. and Mrs. Schooley 
for all the employees who have been with the firm 
for more than 20 years. The guests included Kellogg 
Smith, recently elected president; R. S. Moreland, 





NEW HOME OF GULF STATES COR 
PORATION.—On October 1, the Gulf 
States business was moved into this 
building in Birmingha-n, Ala. The firm 
was established in 1936 by Alvin B. 
Bresler, who is still president. Charles 
Nichols is vice-president. With a total 
staff of 14 people, the business operates 
in Alabama and western Florida. Some 
of the principal lines carried are those 
manufactured by All-Steel Equipment, 
Inc.; Frederick Post Co.; A. L. Hansen 
Mig. Co.; Old Town R. & C. Co., and 
Diagraph-Bradley Stencil Machine Co. 
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‘VN FRONT. 


The successful appliance and equipment merchandiser 
is showing PROTECTALL SAFES right up in front — 
because every customer who comes to buy a fountain 
pen or a blotter needs a safe —for the protection of 
business and personal records. 


ROTECTALL SAFES 


The Modern Protection Against Fire 
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—your warranty against fire up to 1700° F. for one hour. 


| at 


nee MODERN, WELDED STEEL CONSTRUCTION 


ith high-quality locking mechanisms resist burglary, too. 
vi 
Sizes suitable for each home or business. SoBe ee 
line 
rs,” Several interior arrangements. Three color finishes. 
rom 
. " . 

MUALC ally j- riced 

was 


by an ) 204, ; j 
uns, é f lid / Ol You 
iger 


Sell safes to your customers. 





the 
Way 
ade 
ley 


irm 


ogg 
ind, 


— a 


48 OFFICE APPLIANCES, November, 1948 127 














vice-president; Joseph D. Landes, secretary-treasurer: 
Frank L. Rutherford, F. D. Beem, V. T. Williams, Mrs 


Anna Stewart, J. P. Krans and Mrs. Miller. 


G. P. WELLS AND HIS MOBILE LEATHER DISPLAY.—As a re- 
sult of war service, G. P. Wells found it a bit difficult to lug 
around heavy sample cases. The choice seemed to be be- 
tween entering another field of endeavor or finding another 
way to put samples before deaiers. The solution was a 
truck (top picture) fitted with storage and showcases on one 
side and a comfortable lounge on the other. Mr. Wells built 
the display shelves himself and put his traveling sample 
room into service last August. He recorded a 100 per cent 
increase in business. Representing Charles Doppelt & Co., 
he covers the state of Indiana. 
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A. B. DICK MAKES DISTRIBUTION CHANGE 
A. B. Dick Company, Chicago, manufacturer of A. & 
Dick mimeographs, supplies, accessories and replace 
ment parts, recently announced the transfer of digi 
tribution of its products from its 20 branch sale 
offices to independent distributors. This change doggy 
not affect other territories in which A. B. Dick prod 
ucts have been distributed by independent distributom 

The first transfer was the Indianapolis territo 
effective September 13, to Allen & Lounsbury, Inc. P. @ 
Allen was for several years manager of the Kansag 
City branch of A. B. Dick Company and, more recently 
a member of the company’s headquarters staff 
Chicago. Cliff Lounsbury has been a Sales representa: 
tive of A. B. Dick Company in the Indianapolis terri 
tory for a number of years and has recently beep 
acting branch manager of the Indianapolis branciy 
office. 








Boehm Placed in Charge 


The Chicago territory transfer, on September 20) 
was to the E. W. Boehm Company, Edward W. Boehm? 
Jr., president. Mr. Boehm was branch manager of the) 
Chicago sales branch from 1945 until this change way 
made. : 

The Albany branch office was transferred on Sep. 
tember 20 to Tripp and Sullivan, Inc. Joseph W. Trippy 
president, was manager of the Albany A. B. Dick 
branch, and Dennis Sullivan was a sales representa: 
tive in the Albany territory. 

On September 27, the Rochester, N. Y., territom 
was transferred to Mimeograph Company of Roches? 
ter. Robert J. Keegan, A. B. Dick manager in Rochester, 
is president and manager of the new dealership. 

Virgil L. Ham, previously branch manager of the 
A. B. Dick Company, Kansas City, Mo., branch is pres) 
ident and manager of the Mimeograph Supply Com 
pany, the company’s new distributor for the Kansaj 
City territory as of October 4. 


Transfer Cincinnati Territory ; 


The Cincinnati territory was transferred to Mimeoy 
graph Sales and Service Company on October 1} 
Howard E. Johnson, Carl Hitz and Lorena Wagner afr 
to become the company’s new distributors in this area) 
Mr. Johnson has been Cincinnati branch manager ang} 
Mr. Hitz and Miss Wagner have also been with A. By 
Dick Company in Cincinnati for a number of years. 

Effective October 18, The Paul M. Harrod Company 
Paul M. Harrod, president and manager, became dif 
tributor for the Baltimore, Md., area. Mr. Harrod wai 
a sales representative for A. B. Dick Company in tht 
Chicago, Hartford and Boston branches and has mor) 
recently been a member of the Chicago headquarter 
staff of A. B. Dick Company. 

The Hartford territory transfer date was October 239 
The O. P. Quilling Company, Overton P. Quilling, pres 
ident and manager, took over. Mr. Quilling was thi 
Hartford branch manager for A. B. Dick Company. F 

—_— i tial 
CHICAGO STATIONERS OPEN BOWLING SEASON 

Seventy stationers of Chicago are foregoing thé 
pleasures of home and the demands of business each 
Tuesday night in order to enjoy the good fellowshiy 
and the thrills of elusive strikes on the bowling alleyi 
of the Arena. Growing in prestige and interest yearly 
the Stationers Bowling League of Chicago has a rep 
resentation of more than 40 different concerns. 
list includes manufacturers, representatives and st# 
tioners and is literally democracy in action. ; 

Off to a good start in the league are the Tigers, cap 
tained by T. Cherry, General Fireproofing Company} 
and the Senators, headed by J. Stuercke, Rogers Loos 
Leaf Company. As of October 12 these two teams welt 
tied for leadership. : 

W. Bruner of Office Stationery & Equipment took 
over the individual leadership by setting a sizzling 1 
pace. Next in line are Anthony J. Peters of Associate 
Stationers Supply Company and Arthur Mueller 
Horder’s, Inc. 7 
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16 in. Deep 











3001 — Two letter size drawers, on Sanitary base. 

Equipped with plastic hardware. 16” deep — total height 

3014”. 

3001-L — Two letter size drawers, on Sanitary base. 

Equipped with plastic hardware and individual lock 
” : 9 sr 

on each drawer. 16” deep — total height 3014”. 


3001-C — Two legal size drawers, on Sanitary base. 
Equipped with plastic hardware. 16” deep — total height 
3014”. 


3001-CL — Two legal size drawers each with individual 
lock, on Sanitary base. Equipped with plastic hardware. 
16” deep — total height 3014”. 


3002 — Combination of one letter size drawer and one 
storage compartment, on Sanitary base. Equipped with 
plastic hardware. 16” deep — total height 3014”. 


3002-L — Combination of one letter size drawer and 
one storage compartment each with individual lock, on 
Sanitary base. Equipped with plastic hardware. 16” 
deep — total height 3014”. 


00 — Single letter size drawer, equipped with plastic 
hardware. 16” deep (Not illustrated). 

00-L, — Single letter size drawer with lock, equipped 
with plastic hardware. 16” deep (Not illustrated). 


146 — Two letter size drawers on sanitary base (3001) | 


plus one 4 x 6 (F3462) card cabinet. 16” deep — total 
height 3614”. 

/10-L_ — Two letter size drawers on sanitary base 
(3001L), plus one 4 x 6 (F3462) card cabinet. Equipped 
with locks. 16” deep — total height 3614”. 


»S — Two legal size drawers (3001C), plus one 5 x 
(F3582) card cabinet on top. 16” deep, (Not illustrated). 
5058.-] 
5 x 8 (F3582) card cabinet on top. Equipped with locks. 
16” deep, (Not illustrated). 


— Two legal size drawers (3001C), plus one 


00 — Two door storage cabinet, equipped with lock. 
24” wide — 16” deep — 3614.” high. 


AVAILABLE IN ‘Yaeor@ GREY LUSTRE-LITE 
FINISH AND STANDARD OLIVE GREEN 


rért Steel Sales Corp: 








170 WEST 233rd STREET - NEW YORK 63, N. Y. 
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High 16 in. Deep 





















Six 3 x 5 double drawer card cabinets on 
base. Capacity 19200 cards. 16” deep — total height 
61,” 

Six 3 x 5 double drawer card cabinets each 
with locks, on base. Capacity 19200 cards. 16” deep. 
Total height 3614” 


Double drawer 3 x 5 card cabinet. Houses 
app. 3200 cards. 16” deep. (Not illustrated.) Available 
individually for additional build-ups. 


Five 4 x 6 double drawer card cabinets on 
base. Capacity 16100 cards. 16” deep. Total height 3614”. 


) Five 4 x 6 double drawer card cabinets 
each with locks, on base. Capacity 16100 cards. 16” deep. 
Total height 3614”. 


Double drawer 4 x 6 card cabinet. Capacity 
app. 3200 cards. 16” deep. (Not illustrated.) Available 
individually for additional build-ups. 


LF3582 — Four 5 x 8 double drawer card cabinets on 
base. Capacity 12800 cards. 16” deep. Total height 3614”. 


i1f3582L — Four 5 x 8 double drawer card cabinets 
each with locks, on base. Capacity 12800 cards. 16” 
deep. Total Height 3614”. 


3982 — Double drawer 5 x 8 card cabinet. Capacity 
app. 3200 cards. 16” deep. (Not illustrated.) Available 
individually for additional build-ups. 


LF 3692 — Four 6 x 9 double drawer card cabinets on 
base. Capacity 12800 cards. 16” deep. Total height 3614”. 


1F3692L — Four 6 x 9 double drawer card cabinets 
each with locks, on base. Capacity 12800 cards. 16” 
deep. Total height 3614”. 


F3692 — Double drawer 6 x 9 card cabinet. Capacity 
app. 3200 cards. 16” deep. (Not illustrated.) Available 
individually for additional build-ups. 


AVAILABLE IN 9«€<ee@ GREY LUSTRE-LITE 


FINISH AND STANDARD OLIVE GREEN 
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170 WEST 233rd STREET - 


NEW YORK 63, N. Y. 
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ROYAL NAMES CENTRAL SALES MANAGER 

David B. Starrett, vice-president in charge of sales 
for the Royal Typewriter Company, has announced 
the elevation of Paul W. Jones, Chicago district man- 
ager, to the post of central sales manager, effective 
immediately. 

Mr. Jones, a 26-year veteran of the typewriter com- 
pany, started with Royal as manager of the Toledo, 











PAUL W. JONES 


Ohio, branch in 1922. During the following year, he 
was transferred to the managership at Kansas City, 
Mo. In 1926, Mr. Jones was called to Royal’s home 
office in New York City to serve for a period as as- 
sistant sales manager. Then, after six more years as 
manager at Kansas City, he was elevated to direct 
operations in the Chicago area as district manager. 

In his new assignment as central sales manager, Mr. 
Jones will supervise the selling activities of 19 of 
Royal’s midwest branch offices. The central sales office 
will maintain headquarters at 427 W. Randolph St., 
Chicago. 

°—- 


PREPARE NEW C-C POSTAL RATE CHART 


A new 1949 increased postal rate chart has been 
prepared by Commercial Controls Corporation, manu- 
facturers of complete mailroom equipment. This chart 
shows rates on all classes of mail and postal services, 
including the increased rates effective January 1, 1949, 
and the newly-inaugurated air parcel post rates, which 
became effective September 1, 1948. Convenient to use 
and clearly legible, the chart is 15 x 21 inches, printed 
in two colors on card stock, suitable as a mailroom 
wall chart. These charts are available to those who 
write Commercial Controls Corporation, 640 Culver Rd.., 
Rochester 2, N. Y., and enclose $.25 in coin to cover 


handling costs. 
—> 


GRAND OPENING OF NEW UTILITY 
STORE IN CHICAGO, OCTOBER 6— 
Viewed from the front entrance of the 
new Utility store in the Engineering 
Bldgi, Wacker and Wells Sts., the new 
retail unit in the Utility Stationery 
Stores systems welcomed this interested 
open day throng on Wednesday, Oct. 6. 


E. B. KATE APPOINTED CLARK OFFICIAL 

E. B. Kate, recently appointed sales manager for the 
R. K, Clark Company, manufacturers of steel shelving 
at 1302 Fifth Ave. S., Minneapolis 7, Minn., has had 
many years of experience in the appliance field. He 
resigned his position as branch manager for Detur- 
gents, Inc., to assume new duties with the Clark Com- 
pany. 

R. K. Clark, president of the company, was formerly 
associated with the Free Press Company of Mankato, 
Minn. He piloted Liberator bombers for the Army Air 
Forces from 1941 to 1946. After his discharge, Mr. 
Clark operated office supply stores in Redwood Falls 
and Willmar, Minn. The Clark Line, he states, is the 
result of the need he recognized during his office 
supply experience for better and more functional stor- 
age equipment. 

————=- oe —__—_ 


UTILITY OPENS NEW STORE ON WACKER DRIVE 


Utility Stationery Stores, Chicago, added another 
link to their chain of Loop. stores with the grand open- 
ing of their newest retail unit in the Engineering 
Building at the corner of Lake Street and Wacker 
Drive, on Wednesday, October 6. 

As one approaches the new store, he is impressed 
with the unusual amount of display space provided by 
the six large show windows. Daylight illumination in 
the windows is augmented by a series of recessed 
spotlights overhead. The interior of the store is fin- 
ished in light gray, ceiling in buff. Floor covering is 
marbleized linoleum. Lighting is provided by a series 
of slimline fluorescents running lengthwise through 
the store, providing a well-over-normal intensity of 
58 foot-candles. 

Store fixtures, finished in medium gray, comprise 
showcases, shelving along all four walls, and a series | 
of specially-designed island display units which are 
used both singly and back-to-back. Along the right 
wall is a loose leaf section stretching almost the full 
length of the store. Fronting this is a line of show 
cases featuring such items as calendar pads, small 
office machines, zipper ring binders and desk lamps. 
A center island at the front is devoted entirely to small 
demand items. Shelving built around the store’s center 
pillar displays drafting equipment, pencil sharpeners, 
postal scales and gummed tabs and reinforcements. 
The fountain pen department occupies almost half of 
the left side of the store, while most of the rear is 
devoted to the book and greeting card departments. 

A number of congratulatory floral pieces from man- 
ufacturers were in evidence throughout the store. Pres- 
ident Marvin Wolf pronounced the opening a decided 
success, the store being swamped with customers and 
visitors throughout the day. 

Manager of the new store is Roy Hobbs. 
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ANOTHER FUL-VU FORMULA 


FOR SALES SUCCESS! 
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Ful-Vu line. 


. *. 


This new Self-Service Merchandiser is one more example of 
the complete merchandising support you qualify for when 
you decide to stock and promote the profit-producing 


Before announcing this attractive new unit, it was built 
and rebuilt several times. Then it was put “on test” under 
actual working conditions in the store of Philadelphia's 
leading commercial stationer. After several month's ex- 
perience with this merchandiser, Mr. Reinhardt, of A. 
Pomerantz, wrote us, “Since using your display unit as a 
permanent fixture, there has been a decided increase in the 
sale of Ful-Vu Products. We feel that this display unit has 
more than paid for itself to our mutual advantage.’ 

If your sales plan doesn’t include the new Ful-Vu Self- 





Service Merchandiser, we suggest you write us today or get 


PROTECTS © 


SYSTEMS OF 


DISPLAY 


Designed and manufactured exclusively by 


in touch with your Ful-Vu Representative. 


> GLORIFIES 








CASH-IN 
ON FUL-VU 





"TM. REG. UV. S. PAT. OFF. 








COOKS’ Inc., Comden, N. J, 
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UNDERWOOD NEWS HONORS WAGGONER 

Philip D. Wagoner, chairman of the board of Under- 
wood Corporation, received a signal honor in the 
October issue of Underwood News, which. in addition 
to being dedicated to him, is devoted to an interesting 
resume of some of his principal accomplishments. 

Entering the office equipment industiy in 1918 as 
president of Elliott Fisher Company, Mr. Wagoner ce- 
yoted his efforts toward assembling, under one man- 
ufacturing company, a series of carefully selected 
leading products so that complete service could be 





PHILIP D. WAGONER 


given business for its machine writing and account- 
ing needs. His long-range planning came to a success- 
ful realization in 1927 with the amalgamation of the 
Eiliott Fisher Company and its subsidiaries, including 
the Sundstrand Corporation and the Underwood Tyre- 
writer Company, with factories in Hartford and Bridge- 
port, Conn. Soon after, the Underwood Computing 
Machine Company at Hartford and the Neidich Proc- 
ess Company at Burlington, N. J., joined the con- 
solidation which was known then as the Underwood 
Elliott Fisher Company, becoming Underwood corpora- 
tion in 1945. 

Mr. Wagoner, who was graduated from Stevens In- 
stitute of Technology in 1896 with a degree in mechan- 
ical engineering, entered the training course of the 
General Electric Company, Schenectady, N. Y., and 
was assigned to their engineering division at the plant 
in Lynn, Mass. Following this, he joined the commer- 
cia] division in Schenectady and subsequently advanced 
to the executive office of General Electric in New York. 

In 1910, he became president of the General Vehicle 
Company, a General Electric subsidiary, where during 
the first World War, his company made airplane en- 
gines for the British. Following the entry of the United 
States into the war in 1917, the entire production of 
the plant was taken over by our Government. The ex- 
perience gained then by Mr. Wagoner was a valuable 
asset when Underwood Corporation converied its fec- 
tories to the production of carbines and other war 
materials during the Second World War 

In the tribute to Mr. Wagoner in the Underwood 
News, it is stated that he “belongs to that rare group 
of Americans whose vision has given giant strides to 
progress. His genius has reached out into every seg- 
ment of the office equipment industry and has greatly 
assisted in modernizing the business machines of our 
day. 

“The inventions which he sought, found and utilized 
for development of Underwood products have served 
the peoples of the world, and nothing could commemo- 
rate Philip D. Wagoner’s thirtieth anniversary with 
Underwood more sincerely than this dedication of our 
family magazine to him and his tangible contributions 
to the world of business.” 

— ot. 
OPEN OFFICE SUPPLY FIRM IN IOWA 

Jack Bredimus and W. N. Whitehall have opened an 
office supply firm at Newton, Iowa, and are co-manag- 
ing it—AL 
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TOLEDO HOLDS BUSINESS EQUIPMENT SHOW 
Toledo’s first business equipment show in a decade 
was held September 23-25 in the Commodore Perry 
Hotel by the Office Equipment Sales Association, in 
conjunction with the twentieth annual convention of 
the Public Accountants Society of Ohio. 

Those having booths and equipment on display in- 
cluded R. W. Beers, Clary adding machine agency; 
Harold Eudd, Shaw-Walker Company; Wayne Carter, 
Marchant Calculating Machine Company; Fred Dins- 
more, Addressograph sales agency; L. H. Douglas, 
Pitney-Bowes, Inc.; C. J. Evans, Ditto, Inc.; Ken Good- 
win, Egry Register Company; Jack Gummerus, Na- 
tional Cash Register Company; Homer Morrison, 
Compiometer Division; R. D. Sandt, Diebold, Inc.; Sam 
Wiley, International Business Machines Corporation; 
ana Frank Willis, Multigraph sales agency. 

Mr. Sandt is president of the Toledo group.—AK 


0 
MUTSCHLER TABLES AGAIN AVAILABLE 

Mutschler Brothers Company, Nappanee, Ind., is in- 
forming the trade that Samson office and director 
tables are again becoming available, in limited quan- 
tities and sizes. 

To meet accelerated demand, Mutschler manufac- 
turing facilities have been materially increased since 
the war: There are still bottlenecks when it comes to 
raw materials this kind of furniture requires, accord- 
ing to R. C. Chapman, Mutschler secretary, but he 
states that dealer demands are being met with 


steadily-decreasing delay in most lines. 
pene A < be cemeats 
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NEW HOME OF OFFICE STATIONERS, FT. WAYNE, IND.— 
Paul Sprinkle, after nine years with another Ft. Wayne sta- 
tioner, opened his own business at his home in March, 1946. 
Two months later. he purchased the Central Office Supply 
Co. In June, 1948, his firm. Office Stationers, took over the 
above store at 1229 S. Calhoun St., where three floors and 
basement are available. Included among the complete lines 
carried are such well-known names as National blank books, 
Boorum & Pease, Protectall safes. Corry-Jamestown steel 
furniture, Lombard chairs and a number of other office supply 
lines, in addition to the complete Dennison Mfg. Co., line. 
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ueavy ste. BLUEPRINT CABINET 


Solidly built of heavy gauge furniture steel. Smooth gliding 
drawers on ball-bearing rollers, equipped with rear hood 

and lift compressor in front. 5-drawer units that can be securely 
stacked to meet your individual requirements. 





Inside drawer dimensions: 37” wide, 2434” deep, 2%” high. 





td No. 4030. 5-drawer unit $89.00 

46. Base for above $14.00 

aly 

he Prices 20% higher in Denver and West of Rockies. 

nd 

oa E CUT OR PHOTOGRAPH OF THE ABOVE UNIT AVAILABLE ON REQUEST 
s. 


oe) & = STEEL EQUIPMENT COMPANY 
285 Madison Avenue, New York 17, N. Y. 





STEEL FRONT Storage Files 


STURDY CONSTRUCTION — Prontos are built of 275-Ib. LOCATE YOUR RECORDS EASILY — No more need ¢ 


fussing and fuming. With Pronto files you can get at al 


test corrugated fibre board and reinforced with steel on the 
records just as easily as in your regular active files. 


shell and the four corners of the drawers. 


SAVE FLOOR SPACE — Constructed so that they interlock BEAUTIFUL APPEARANCE — Pronto files are beautiful ir 
into solid units and stack as high as the ceiling, saving appearance, finished in an attractive olive green. The stee 
valuable floor space. drawer front matches your regular active office files. 


SIZES AND PRICES 


FIBER BOARD STEEL 
DRAWER FRONT DRAWER FRONT 


F PRICE File PRICE 
Width Height Length ° “ ws 
id eig eng No Single Carton No Single Carton 


Inside Dimensions 


Suggested Uses 


fletter Size | 12% 10'/, 24 E210 $3.10 $3.00 1210L $3.85 
tlegal or Cap 15% 10'%, ESIO 3.75 3.65 ISIOL 4.85 
Invoices | 10%... 8%. . 24 E109... 2.7 2.65 || 107% .. 3.40 
*2 Rows 8x5 Forms 10% 8%, 24 E108 3.05 2.95 108L 

Freight Bills "% 7 2 E97 2.60 2.50 197IL 
Checks 10'/, 4%, 24 E104 2.6 2.55 O4L 
Drafts or Checks ||  %.. 44. . 24 E94 2.10 

5x8 Forms | 8%, 5% 2 E8s 
Tabulating Cards | 7% 3% 24 E73 
*3x5 Cards (3 Rows) 16'/2 4\/, 2 E64 3.75 3.65 
*4x6 Cards (2 Rows)|| 12% 5 2 E2 2 2.65 
*3x5 Cards (2 Rows) || 10% 3%... 24 E 2 55 
Vouchers (Upright) 54... 10% 5 2.80 
tledger Sheets o. (ae 3.40 
tledger Sheets || 12% 12'/, 8 El2 4.45 4.35 


*These numbers hove removable divider portitions {Packed 6 to a carton—all others |2 to o carton Prontos Installed at the Underwood-Elliott Fisher Co. 


NEW DEALERS INVITED WRITE FOR CATALOGUE 


» PRONTO FILE CORPORATION 


285 Madison Avenue New York 17, N. Y. 
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the world’s fastest 
adding machine 





Office staffs everywhere find that a Clary takes 
the “back and forth,” “stop and start” action 
out of adding machine operation. Gives smooth, 
quiet performance ...as much as 48 percent 
faster than other adding machines. The Clary 


is years ahead in design because it is the only 






Prices for 
Clary Speed-o-lectric 
start at $189.50 plus tax. 


electric, fu 
Has unique k 
autograp! 
irawer, p 


CLARY CASH REGISTER. Al! 





Rotary printing dials re- 
place vertically 
type bars on the 


moving 
modern 


smoother, faster operation. 


rotary adding machine in the world. All-electric 
and fully automatic, the Clary does more work 
with less effort ... sets a new standard in an old 
industry. Latest information is available on 
request. Interested dealers, please address our 


home office. 


more speed at your fingertips 


Thumb Add-Bar is an extra 
add-bar at the base of the 
keyboard. It eliminates at 
Clary ... give you quieter, least one operation with tape. One of the many 


Smooth plastic case pro- 
vides ideal writing surface 
for pencil notations on the 


every item entered. new Clary conveniences. 


CLARY MULTIPLIER CORPORATION, General Offices: 1572 N. Main St., Los Angeles 12, Cal 


Factory-approved service in your city. 


AVAILABLE EVERYWHERE—Consult your Classified Telephone Directory. 
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M. & V. TELLS RIBBON, CARBON OUTLOOK 

An extensive article in the M. & V. Analyst, pub- 
lished by Mittag & Volger, Inc., Park Ridge, N. J., 
views the present and future trend in the ribbon and 
carbon paper field. This forecast attracted consid- 
erable interest at the recent NSA convention where 
the publication was distributed. 

A coast-to-coast telegraphic spot check of sales 
volume potentials is covered by various M. & V. rep- 
resentatives. The article states in part: 

“Today we find it necessary to purchase from prac- 
tically all sources of supply on a basis of ‘order ac- 
cepted subject to ability to fill and at prices prevail- 
ing on date of delivery.’ Naturally this is a very un- 
satisfactory condition but unfortunately one that is 
due to existing conditions. At this time there does 
not appear to be any relief in sight in the immediate 
future. It is our studied opinion that prices will 
either remain at present levels or gradually increase 
during the next six months... . Regardless of these 
unsatisfactory conditions we confidently believe that 
Mittag & Volger customers will continue to receive 
their usual prompt deliveries.” 


<-> 


DAVENPORT FIRM APPOINTS FRANK W. WENNER 

Fidlar & Chambers Company, Davenport, Iowa. re- 
cently announced the appointment of Frank W. Wen- 
ner as sales manager for the organization. Mr. Wenner 
was engaged in this type of work for the past 22 years, 

















FRANK WENNER 


employed by Matt Parrott & Sons Company, Waterloo, 
Iowa, in the production of county records, legal blank 
forms and general printing, as well as office supplies 
and furniture. 

The Davenport firm of printers and binders handles 
legal blanks, stationery, loose leaf and office supplies, 
together with Art Metal steel office equipment. 


MATT DILLON RESIGNS FROM ASSOCIATED 
Matthew A. Dillon, who, except for service in the 
United States Army, has spent his business career in 
the stationery field, the last 22 years with Associated 
Stationers Supply Company, tendered his resignation 














MATT DILLON 


in the early part of October. He has traveled the entire 
Middle West and the Rocky Mountain area. For the 
last few years his territory has been the Northwest 
and a group of Rocky Mountain states. He is a past- 
president of the Midwest Travelers Club, a charter 
member of the Rocky Travelers Club and a member 
of the Northwest Travelers Club. Mr. Dillon has not 
yet announced plans for the future. His home is 
located at 306 S. Kenilworth Avenue, Oak Park, Illinois. 
= on -elirradaceaiat 
NOVEL WINDOW DISPLAY PROMOTES BOX FILES 

Box files were promoted for both office and home 
use with a novel window display staged by Kendrick- 
Bellamy of Denver, Colo., recently. 

A pyramid display of 16 cardboard box files, some of 
them trimmed for “stimulated use” with blank receipts, 
bills and report forms, was grouped around a hand- 
lettered sign which read, “Keep your desk in order 
with one of these box files—How about a file for 
home?” 

Listed on one side of the sign were some of the 
typical uses for the box file, including invoices, orders, 
bills, receipts, special city bills, bills of lading, quota- 
tions, statements and reports. 

By pointing out their handiness for the man who 
works at home and for the housewife who must keep 
track of expenses, Kendrick-Bellamy has steadily sold 
large amounts of box files to home owners, according 
to Jack Kendrick, head of the firm. The store fre- 
quently suggests box files for home use whenever a 
businessman states that he does a lot of his work at 
home. In combination with window displays like 
this, many are sold for home use.—RL 
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SHEBOYGAN DESK EXHIBITS AT Si 
BLACKSTONE HOTEL, CHICAGO. — 
The company's complete line of desks 
was exhibited concurrently with the 
NSA convention and exhibit at the Ste- 
vens. The exhibit was in charge of Hal 
Johnson, Chicago representative, and 
Jacob Holman, factory executive. Joe 
Schlossman, sales manager, was strick- 
en with illness and was unable to be 
present at the showing. 
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on from every sales angle.... 


The NEW 


OFFICE MASTER 


re A New JACKSON Desk 
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The new OFFICE MASTER Desks offer many outstanding features 
designed to bring increased Beauty, Efficiency and Comfort to the 
business office. 
—I/ASPEA OFFILE FURNITURE LU 
JASPER, INDIANA REPRESENTATIVES 
Jomes H. Davison, Route 1, Box 120, Los Getos, Cel. 
Marion V. Follin, 220 Fairbanks Road, Riverside, I. 

4 George 8. Wray, 130 W. 42nd St., Room 819, New York 

: Howard Motley, 115 Tarbell Ave., Bedford, Ohic an 
* L. H. McDoniel, 1414 West Tucker St., Ft. Worth, Tex. 

> Rolph A. Bender, 813 Bone Allen Bidg., Ationte, Ga. 
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Old Town has earned popularity 


with quality above all! 


Old Town ribbons, carbons, and duplicat- 
ing supplies are popular beca they're 
better! They are never manufactured 


“down in quality” to meet a price. As a 
result, Old Town users, and dealers, too, 
know that Old Town products are more 
economical because they “go farther’ and 


give BETTER IMPRESSIONS... 


always! 


NOW AVAILABLE for your spirit-carbon 
use! A new and BLACKER JET-RITE 
BLACK! Old Town chemical engineers 








now offer you a smoother, BLACKER 
JET-RITE spirit carbon that’s cleaner 
handling, faster-working, and guaran- 
teed to give extra-sharp black-on-white 
reproductions. Available in master 
units, sheet spirit carbons, or Dupli- 
forms. Samples available. 


w » 


You get easier, better typing, with better 
copies, faster — when you use Old Town 


non-curl carbons. 


CARBON c o., tn 


ns and Carbons for Every Use 
SALES AND SERVICE EVERYWHERE 


To make a good 


c. 


CARBON PAPERS 
MASTER UNITS 
INKED RIBBONS 
CARBON RIBBONS 
SPIRIT-HEKTOGRAPH CARBONS 
DUPLICATING SUPPLIES 
CARBON ROLLS 
We havi 


open for 


a few exclusive territories 
distributors who can serv 


ice a volume of Old Town business. 


im pres sion 


PACIFIC COAST 


} 
i 
1. 
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aw 843 SOUTH LOS 
— LOS ANGELE 
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emost mokers of Ribb 
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FREE MOVIES SELL SCHOOL SUPPLIES 
Shortly before school opened, the New Mexico School 
Supply Company, 414 Copper Ave., Albuquerque, N. 
Mex., set up a promotional display in its window, 
inviting “kids” to see free movies. A constant audi- 
ence of youngsters from seven to seventy seemed to 


enjoy the whole affair. The results were evidenced in 
the amazing increase in the sale of school supplies. 
Large, conspicuous signs, announcing, “Hey Kids, 


Free Movies,” were painted on the windows. A simple 
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YOUNGSTERS WELCOME—SEVEN TO SEVENTY—This novel 
promotion idea, set up in the window of the New Mexico 


School Supply Company, drew an audience of all ages. It 
also sold school supplies. 


shadowbox nsisting of a cardboard carton with the 
back cut out and a sheet of tracing paper shaped 
ver the rear, was placed in the front window. Beside 
his was a Filmosound projector with a two-inch lens, 
1S ocated so that the light the picture projected from 
the machine would strike a mirror to the rear of the 
screen and reflect the picture up against the back 
side of it. Six exciting cartoons were mounted on the 
reel and the speaker for the machine was placed 
rue itside tl tore. The reel would run for an hour 
ert» without bei ouched. At the end of that time, it 
7eSS, was only necessary to rewind the reel in about one 
nd a half nutes and run it through again. 
Many iments were received from other mer- 
nt unique promotion idea and a nice 
ig wa en on a mid-evening newscast. 
8 me 
M. T. BIRD & CO. PURCHASES BUILDING 
Courtney F. Bird and Philip H. Bird have recently 
purchased the building at 39 West St., occupied by 
their firm, M. T. Bird & Company, Inc., Boston, Mass 
The building comprises eight stories, of which the 
tationer e three floors and the basement 
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whether viewed 
from front or rear... 


NATIONAL 


sertes 18 says “QUALITY” 





Another triumph of NATIONAL design 
and workmanship in aristocratic figure and 
matched walnut veneers . . . affording not 
only regal appearance but the ultra-modern 
construction features indispensable to really 
top-grade office furniture. There’s a com- 
plete set of legal size hanging folders in 
double drawer of the executive desk. Truly 


“for the man who knows Quality”! 





Suite complete with desk, table, 
secretarial desk, bookcase 


and telephone cabinet 


NATIONAL DESK CO. 


HERKIMER, N. Y. 





Rear View 
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WAYS TO 
MAKE MONEY! 


HANG-A-FILE’ 


#(REG.U.S. PAT, OFF.) 


Bult 





HANGA-FILE FRAMES = § N39 


1. HANG-A-FILE Folders—Feature adjustable (5 position) 
metal tab and metal hanger. No tab breakage—no dis- 
connected hangers. Heavy quality red rope folder. 


2. HANG-A-FILE Desk Units—Complete, compact filing 
package. Contains 25 “Hang-A-File" folders (A-Z inserts). 
Unit is all metal. Heavy gauge steel. Olive green finish. 
Equipped with rubber feet. 


3. HANG-A-FILE Folder Frames—All metal . . . adjust- 
able. Made to easily fit into standard filing cabinets and 
desk drawers. With "Hang-A-File" folders, the most effi- 
cient “Hi-Way” of filing in America. 

NO. 30-31-60 HANG-A-FILE FLOOR MODELS 
IMMEDIATE DELIVERY 


Louis H. Farber 


31 E. Congress St., WEbster 9-3217, Chicago 5, Illinois 
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MEETINGS—DINNERS—CONVENTIONS 
(Continued from page 106) 


senborn, National Pencil Company. 

George Griffiths Cup, winner Class B—J. B. Kemp, 
Jr., Ever Ready Calendar Manufacturing Company. 

Ray Weissenborn Cup, runner-up Class A—E. T, 
Kemp, Jr., Ever Ready Calendar Manufacturing Com- 
pany. 

Harry Levy Memorial Cup, runner-up Class B— 
Charles I. Karasik, Jaclin Stationery Corporation. 

Herman Price Trophy, for greatest percentage of 
improvement—I. M. Levy, Art Steel Sales Company. 

D. A. Davies Trophy, best attendance—E. G. Geeh- 
ring, American Paper Goods Company. 

Winners of the day’s tournament were: Class A, 
Irving Meyers, Premier Specialty Company; Class B, 
Henry Maedell, Eagle Pencil Company; and guests, N, 
Shields. 
TORONTO STATIONERS OPEN 1948-49 MEETINGS 

The Stationers’ Guild Club of Toronto, Canada, held 


9 ——- 


the first meeting of the 1948-49 season on Wednesday, ¥ 
September 15. This took the form of an inspection tour | 


through the new modern plant of the Canadian Pad & 
Paper Company, Ltd., manufacturers of a wide range 
of stationery items. The 70 guests were later enter- 
tained at dinner in the company cafeteria. 

Following the welcoming speech by R. C. Hill, presi- 
dent of the host company, Art Loffree thanked Mr. 
Hill and his associates for their generous hospitality. 
Ivan Card, chairman of the club, added his personal 
thanks. 

The 1948-49 club officers are: 

James P. Cook, Jas. A. Cook & Son, Ltd., director 
representing the Senior Guild. 

Frank Shea, Peerless Carbon & Ribbon Co. 

Ivan E. Card, Viceroy Manufacturing Co., Ltd. 

Bill Glendinning, Acme Carbon & Ribbon Co., Ltd. 

Charles Deacon, Callow Bros., Ltd. 

Robert Leiper, Grand & Toy, Ltd. 

George Wilson, F. W. Barrett Co., Ltd. 

Homer Watson, Townshend & Truscott. 

Ted Fugler, Bates Manufacturing Co. 

Vincent Balfour, D. A. Balfour Co., Ltd 

Ross C. Imrie, Eagle Pencil Co., Ltd. 

Jim O’Neill, Brown & Collett, Ltd. 

Frank Abel, Jas. A. Cook & Son. 

George Raymond, A. R. Davey & Co 

R. D. Creighton, Donald McLeod 

———o-— 
PLOSSCOWE ADDRESSES SALESMENS CLUB 

Arthur A. Plosscowe, vice-president of the Heinrich- 
Seibold Stationery Company, Rochester, N.Y., recently 
had the distinction of opening the fall program of the 
Rochester Salesmen’s Club. His subject was “Today’s 
Challenge to Salesmen.” 

An attentive audience heard a detailed analysis of 
the problems faced by the average salesman from day 
to day in many industries, especially the office supply 
and equipment business. He gave specific examples 
of the manner in which the office furniture salesman 
is called upon to meet those problems. In his closing 
remarks he placed great emphasis on the need for 
developing a feeling of “serving” customers rather 
than the display of interest in the sale alone, pointing 
out that such an outlook brings tangible returns that 
are measurable. At the end of his address, Mr. Ploss- 
cowe accepted a gift from John Karle, president, on 
behalf of the Rochester Salesmen’s Club. 

———— =a 
N. J. OFFICE FURNITURE DEALERS MEET 

Office furniture dealers of New Jersey, meeting at 

the Robert Treat Hotel in Newark on September 20, 


elected Joseph Brenner of Newark as president. Mr. | 


Brenner is also vice-president of the National Asso- 
ciation of Office Furniture Dealers. Other officers 
elected are Jack Werfel, vice-president; Edward Blau, 
treasurer, and Eugene Schwartz, secretary. Installa- 
tion of officers was held on October 18 with Moe Tur- 
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R.C.Allen 


» BOOKKEEPING MACHINE 
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business, regardless of size, can now afford 
low-cost desk model bookkeeping machine. The 
Allen bookkeeping machine posts ledger, 
ind proof journal simultaneously, and handles banking 
ryroll work with equal speed and accuracy. No trained operator 
essary — any clerk in the office can use the R. C. Allen 


yuickly and inexpensively you can have a modern 


kkeeping system, the R. C. Allen way 
Allen Business Machines, Inc. 


iar 
680 FRONT STREET, N.W., GRAND RAPIDS 4, MICHIGAN 


ADDING MACHINES + 10-KEY ELECTRIC CALCULATORS - BOOKKEEPING MACHINES - CASH REGISTERS ) 























His smile could charm a 
bone away from a dog. 


Because he knows that 
PEERLESS TUCHTYPE KEYS 
are the fastest-selling item 
in his kit — and the richest 
profitmaker. 


PEERLESS TUCHTYPE KEY- 
BOARD gives magic 
‘“eyes'' to a Typist's fingers, 
increases her speed and 
her accuracy — preserves 
a lady's long fingernails. 


Breathes there an Employer 

4 with heart so hard that he 
ae would deny his personnel 
this typewriting boon? Not 
these days, chum. 


Sell PEERLESS TUCHTYPE in your town. You will find that 
it is like a benediction from heaven. 


Write to us today, won't you? 


PEERLESS-IMPERIAL CO, inc. 


General Office and Factory: 

28 Peerless Place, Newark 5, N J, New York Office: 7, 
321 Broadway « Chicago 2, 179 W Washington Street 
Detroit 18, 37 Linden Street, River Re uge, Michigan 
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man, New York City, national president, as guest 
speaker. 


Sa! a 
ALL-STEEL EQUIPMENT HOLDS SALES MEETING 

All-Steel Equipment, Inc., held its annual office 
equipment sales meeting at the home office in Aurora, 
Ill., September 22, 23 and 24. The meeting was sched- 
uled in conjunction with the NSA convention at the 





ASE SALES AND DEALER MEETINGS IN AURORA.—Above: 
home office and field men of the ASE organization at a dinner 
meeting at Paul's Place, Aurora. The dinner wound up a 
successful three-day school for field men at All-Steel’s two 
modern Aurora plants. Below: salesmen and dealers of the 
All-Steel organization at a dinner at the Leland Hotel's Sky 
Club, Aurora, following a tour of ASE’s two Aurora plants. 


Stevens Hotel, Chicago, and was attended by 48 sales- 
men from ASE’s home and field sales organization. 

The program of lectures and instructional sessions 
lined up by Field Manager J. H. Hartman featured 
panel discussions on topics such as construction of 
ASE products, competitive lines, dealer organizations, 
sales policy, credit reports and new products for the 
future. 

Vice-president F. R. McQuown opened and closed 
the sessions. Addresses were made by John Knell, pres- 
ident; L. G. Taylor, manager of the Chicago office; 
A. E. Malmer, Norm Pearson, George Long, all of the 
sales staff; Cy Ceperly of Fuller, Smith & Ross; F. A. 
Saaf, chief engineer, and E. W. Johnson, credit man- 
ager. 

A dinner meeting for salesmen and their dealers 
was held at the Sky Club in the Leland Hotel at 
Aurora. Special buses brought dealers from the NSA 
convention headquarters in Chicago for a trip through 
ASE’s two modern Aurora plants. 

mE 
N. Y. OFFICE EQUIPMENT DEALERS MEET 

With an attendance of more than 70 members and 
guests, the Office Equipment Dealers of New York held 
their regular monthly meeting on Monday evening, 
October 11, at the Advertising Club, New York, N. Y., 
with President Guy Rentsler, Remington Rand, Inc., 
presiding. 

Mr. Rentsler welcomed the following ladies and 
guests: Mrs. Mildred Zich, The Westcort Company, on 
the N.O.F.A. convention committee, and members of 
the convention’s “ladies’ welcoming committee”, Mrs. 
B. H. Nemlich and Mrs. Moe Turman, co-chairman; 
Mrs. Charles Nathan, Mrs. R. B. Booth, Mrs. Semon 
Nemlich, Mrs. George Clark, Miss Nancy Polakoff, Mrs. 
John Mossman, Mrs. Harvey Bright, Mrs. Semour 
Nathan, Miss uth Vallely, Mrs. Roland Freeman, Mrs. 
Henry Hoth, Mrs. James Wray, and Mrs. Rod Winant. 
Guests were Harry Kaufman, Kaufman Carpet Com- 
pany; N. H. Kiehn, Security Steel Equipment Com- 
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A IMPERIAL WRITEMASTER with its exclusive plastic- 
n- treated back. 
T's Does not slip in the machine. 
at 
3A Does not curl. 
oh 
Gives the cleanest, sharpest copies for execu- 
tive-calibre correspondence. 
id Gives you — the Dealer — a nice profit, 
ld plus warm good will which inspires your 
customers to buy other office needs from 
C., you. 
id Need more be said? What, Sir, are you 
ee waiting for? 
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7 PEERLESS “IMPERIAL CO., INC. 
t. fice and Factory: 28 Peerless Place, yar 5, New Jersey 
‘ Nie York Office: 7,321 Broadway « Chicago 2, 179 W. Washington Street 
[ t 18, 37 Linden Street, River Rouge, Michigar 
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The all-new 9700 
Series LOCK- 
MASTER*, ac- 
claimed by station- 
ers and users, is 
today's ultimate 
post binder design. 
Its new plunger 
lock mechanism, 
new plastic ‘‘Fabri- 
lite’’ binding and 
new safety-plus 
metal rims all an- 
nounce that Aere is 
the post binder in 
a class of its own. 





On NATIONAL 


Offers This Complete Post Binder Line... completely up-to-date! 


Check these NATIONAL Styles and 


Features Before Stocking Any Post Binder: 





Ever-popular NAT-LOCK® Seri N9200 and N9300 feature the full 
length, nickel plated, piano-style metal hinge, and metal end cap:. N9200 
comes in gray buckram with black leather corners, N9300 in full black 


texhide with modernistic silver stripe 





The 9600 Series CELTIC* is bound in 


tooled red leather corners, extra heavy beveled boards. The nickel plat- 


heavy khaki-colored canvas, gold 


ing and red crinkle finish of CELTIC’S metal sets off this binder’s at- 
tractive appearance. Full length metal hinges. Both top lock and end 


lock mechanisms 


146 





ESSE X* 9800 Series offers same sturdy construction features as CELTIC 
only with blue slate colored canvas, black texhide corners, and matching 
black crinkle finished metal with full length nickel plated hinges. Top 


lock or end lock mechanisms. 





The popularly-priced NORMAN* 760014 Series is made with sewe 
hinges, sectional posts, blue slate canvas, black texhide corners. Mechat 


ism is simple, dependable: center lock is operated by sliding button. 


"Trade Mark Reg. U.S. Pat. Off. 


NATIONAL... the most complete Post Binder 
line available today... or any day 


NATIONAL 


Vain’ 
NATIONAL BLANK BOOK COMPANY 


HOLYOKE, NEW YORK, CHICAGO, SAN FRANCISCO 
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pany; Philip Billet Imperial Leather Furniture Com- 
pany; Ray Henry and Saul Lambert, both of Itkin 
Brothers, New York, N. Y.; and William Henry, Charles 
J. Lane Company, New York, N. Y 

The treasurer’s report was read by the chair in the 
absence of Treasurer James M. Glen, Manhattan, Desk 
Company, New York, N. Y., to the effect that a sub- 
stantial balance was on hand after all operations dur- 


yeal 


‘ 


ing the 
Meet Again on Dec. 13 
Bernard Nemlich, Regan Office Furniture Cor- 
poration, New York, N. Y., announced that no meeting 
would be he November. He urged a large attend- 
ance at the Decemter 13 meeting and promised an 
will address the group. 
Metwood Office Equipment Corpora- 
tion, New Y N. Y., president of National Office 
Furniture tion, gave his listeners an outline of 
the program for the annual N.O.F.A. convention. 
President Rentsler, in looking backward, declared it 
was on] f years ago that the idea for a national 
organizati vas first proposed by Moe Turman at a 


interest 


Moe Turm 


meeti! Office Equipment Dealers of New York. 
A flood was shown from a!l! over the country 
is the ide took hold and flourished. The national 
ssociation, now in its third year, consists of 12 active 
cal ass tions located in 12 leading cities with 
rospects of greatly increased membership during the 
coming yé speaking of association work, he 
could se¢ ting in higher business standards for 
the indust1 better relations between dealers and 
manufacture! The officers and board of directors 
were appointé s delegates to represent the O.E.D. of 


New York at the N.O.F.A. Convention. 
Discuss Surplus Merchandise 

The balance of the meeting was devoted to discus- 
sion of to) f interest to members of the associa- 
tion and the industry as a whole. The subject of sur- 
plus merchandise was discussed to some length and a 
proposal was made that a committee be appointed to 
investigate and report at the next meeting. The fol- 
lowing committee was appointed: Ed Golden, Kalmus 
& Golden, New York, N. Y., chairman; H. A. Clemet- 
sen, Office I \iture Warehouse Company, New York, 
N. Y.; Hern Lakow, Lakow Brothers, New York, 
N. Y.; Ben Itk Itkin Brothers, New York, N. Y.; and 
Semon Nen Regan Office Furniture Corporation, 
New York, N. Y 

President Rentsler then appointed standing com- 
nittees to sé for the coming year. 

°° -<>-* 

TORONTO EXHIBIT SHOWS HOW TO BUILD 

SPEED, EFFICIENCY IN THE OFFICE 


Execu oking for ways and means of cutting 
wn tim on such operations as bookkeeping. 
illing, re of statistics and payroll preparation 
found a rehensive range of the newest in office 

ching recent Canadian National Exhibition 

Toro! 

Emp! new developments shown were a 


reater ust automatic devices, doubling up func- 


ms int j e operations, simplified means of oper- 
tion, savin train on the operator. Here’s a brief 
view of e of the outstanding exhibits: 
BURROUGHS ADDING MACHINE OF CANADA, 
LTD.—Sh ‘complete range of calculating and 
ccountings chines. Featured were typewriter cal- 
llating for wholesale houses; a high-speed 
ayroll which performs four functions at one 
pera tic ycle billing machine which reduces the 
hree funct f calculating, writing and machine 
hecking t e operation; a combined bookkeeping 
nd billin ine; a bank teller’s machine which 
lakes the 1 r’s blotter completely automatic, pro- 
vides printed imbered receipts, at the same time 
rovidi documented record of the day’s busi- 
i&SS 


UNDERWOOD LIMITED—Exhibited its new all-elec- 
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Commercial Controls Model 970 Scale (70 
lbs. capacity) with New 1949 Rate Chart 





LL scales with postage computed at present 
A rates become obsolete January |, 1949! That’s 
when numerous changes made by the Government 
become effective. New Commercial Controls Scales 
embodying the necessary changes are designed to 
handle your requirements for all types of mailing. 
Get your order in NOW for delivery in December! 
The same accuracy, precision and convenience is 
built into these new scales that has characterized 
Commercial Controls Scales for many years. You 
can depend on these distinctive features to save 
you time and money. 

The new Model 970 Parcel Post Seale, 70 Ib. 
(illustrated above), in addition to showing changes 
in parcel post rates, includes third class, book rate 
and the new air parcel post computations. The new 
(ll Purpose Postal Scale, 30 Ib. capacity (same model 
design as illustration), includes computations on first 
class, air mail, third class, surface and air parcel post. 


NEW 1949 LETTER SCALES 
Medel 100 
20 ozs. or 3 ibs. Capacities 


Shows new postage com- 
putations on first class, 
air mail, third class; also 
air and surface parcel 
post. 





Call Commercial Controls . . . listed in your tele- 
hone directory ... or write Commercial Controls, 
Jept. OA-118, for further information 


Metered Mail Systems © Letter and Parcel Post 
Scales ¢ Letter Op s * Envelope Sealers 
Multipost Stamp Affixers © Mailroom Equipment 
Endorsographs * Ticketograph Systems 
Automatic Stamp Vending Machines * Mail Bags 
Pak-Tyers * Automatic Typewriters 


, Soles and Service Offices in Principal Cities 
Rochester 2, New York Commercial Controls Canade Lid., Toronto , Ontario 
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Only Atlas Offers a Complete 
Line of Stencil File Cabinets! 


ATLAS STENCIL FILES 











Save Paper, Manpower, Preserve and 
add life to Duplicator Stencils and 
Masters. The stencil hangs vertically 
(2 on each hanger.) Free from dam- 
age by folding, creasing, wrinkling 
or sticking. 


THE DELUXE MODEL Capacity 200 
to 500 stencils, 300 plates or masters 
Models finished in enamel crackle. 


OTHER MODELS 
AVAILABLE 
PORTABLE MODEL 
(Capacity 50-200) 
TWIN-DELUXE MODEL 
(Capacity 1000) 


JUMBO MODEL with sus- 
pensions now available 
(Capacity 1400) 





Atlas Hanger with Spring Clip Attached 


HANGERS 


These special designed hangers move easily along 
the supporting tracks. Two lugs, one near each end 
of the hanger support the stencil or master. A lock- 
ing lug in the center of hanger holds stencil or 
master in position. 


The spring clip may be used fo facilitate 
the filing of stubless stencils or masters, 
copy, or stencils in wrappers. 


No additional cost when ordered with hangers 


ATLAS EFFICIENCY FILING CABINET 


Table-top, storage and filing (Capacity 300) 


ATLAS STENCIL FILES COMPANY 
1662 East 118th St., Cleveland 12, Ohio 
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tric typewriter. Due to import restrictions, the best 
Canadians can do about this machine for the moment 
is file for future reference; it’s not being delivered in 
Canada as yet. 

This typewriter differs from 
models in that it has a slanted keyboard with form- 
fitting key tops, said to make for easier operation, less 


previous all-electric 


strain on the operator. It also incorporates a uni- 
versal motor which gives constant speed of operation. 
The machine was demonstrated by former amateur 
world champion Miss Sophie Michas, now Underwood 
education director. She achieved a speed of 135 words 
per minute. 

Also at Underwood exhibit was a typewriter museum 
display showing “Evolution of Writing” since 1886. 

DICTAPHONE CORPORATION, LTD.—-Had a dis- 
play of its standard lines of recording machines, which 
differed from previous years in only minor details, 
Newest Dictaphone model, the Timemaster, a one-time 
recording machine which uses a plastic belt for re- 
cording surface, isn’t yet available in Canada because 
of import restrictions; maybe next year. This machine 
differs from present models in that it is more compact, 
and therefore more nearly portable; recordings are 
unbreakable, may be mailed flat. 

REMINGTON RAND, LTD.—Featured new models in 
adding and calculating machines and a new electric 
typewriter, which will be available shortly. Lighter, 


faster and quieter operation is claimed for the new 





REMINGTON RAND DISPLAY AT CANADIAN NATIONAL 
EXHIBITION, TORONTO, ONT., AUG. 27 TO SEPT. 11 


calculators which incorporate key action and floating 
suspension to damp out clatter. A printing calculator 
records all operations on printed tape. 

A new electric typewriter has finger-fit keys and is 
designed in compact form to fit any existing standard 
typewriter desk installation. 

NATIONAL CASH REGISTER CO. OF CANADA— 
Featured two multi-purpose payroll machines in addi- 
tion to its line of general accounting machines and 
cash registers. The 2,000-class payroll machine pro- 
vided for recording of payroll, analysis, writing of 
check and record card. This machine incorporated 
several new features, chief among which is an auto- 
matic balance. 

ROYAL TYPEWRITER COMPANY, LTD.—Placed em- 
phasis on two new portables, one a silent model. New 
features included finger-form keys “designed to cra- 
dle your finger tips”; a new space bar built into the 
frame, and with larger striking surface; and a new 
ribbon changer, for easier changes. 

GESTETNER (CANADA), LTD.—Had a new duplica- 
tor on display, Model 16, with automatic selective ink- 
ing which gives reproductions in one or more colors. 
Rate of feed could be controlled to ensure correct speed 
for different classes of work. 

EXECUTONE COMMUNICATIONS SYSTEMS, LTD. 

Featured its two-way communications system which, 
starting with only a few inter-office stations, could 
expand as desired to incorporate up to 100 stations, 
including voice-paging and music. Firm reports over 
110,000 installations in daily use. New sales slant is 
directed at installations in the home. 
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BATES PRESSALIST — Still 
excitingly new. Just press 
the letter you want, and 
there you are! A single card 
for almost every letter of 
the alphabet means dov- 
bled capacity 1300 
spaces for names, numbers, 
addresses, recipes, records, 
etc. List Price $3.50 


Last year one of Ohio's largest stationers dug 
up an important piece of extra Holiday busi- 
ness. He not only displayed the handsome 
Bates Indexing Devices on his counters and 
in his windows; he had each of his salesmen 
carry with him actual samples of these attrac- 
tive items to suggest their use for personal 
Christmas Gifts. The President of one com- 
pany alone bought 1250 Bates Dialists for his 
firm to give out as their business gift. 


Here are gifts that last for years; long after 
cigars are smoked, and the dubious neckties 
worn out or discarded. 


SELF—iT WORKS! 


made some 


EXTRA 


BATES INDEX—Spin the knob and 
follow the red _ line—instantly 
shows the phone number or ad- 
dress you want. Room for 720 
phone numbers. List Price $3.00 





BATES LIST FINDER (AW-10)— 
Hundreds of thousands used in 
offices and h The popul 

priced device for universal serv- 
foo, GR CUED csi bic $1.75 











BATES DIALIST—Dial the letter 
you want—the cover pops open! 
In four beautiful finishes appeal- 
ing to men or women, for office 
or home. List Price .. . . $3.00 


eeee#s 8 @ 





BATES LIST FINDER (Model K)— 
The gift supreme. Available in 
three handsome finishes—its sheer 
beauty sells it at co glance! 
Be Re $3.50 


The Bates Manufacturing Co. 


Orange, N. J. * 


. APLERS 
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Guide-O-frames set right into any standard 
file drawer — adjustable for a snug fit. 
No cutting of frames is necessary. Made 
of steel, they will last a lifetime. Observe 
how Guide-O-folders ‘“‘hang'’ on the 
Guide-O-frames 


Guuide-O.tiay Guide. O.frcke 


STEEL DESK DRAWER UNIT 


Made to fit the lower deep drawer of al! 
standard desks. Using this unit, the desk worker 
always has important and vital data at the 
finger tips—always in an upright position. In 
stantly available and instantly replaced. The 
unit consists of a metal tray and 25 Guide-O 
folders complete with adjustable meta! tabs 
and an assortment of inserts for tab headings 


all steel 
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WITH SLID-O-MATIC 
DISAPPEARING TOP 


A personal file, desk high, where in 
formation 
available. The Slid-O-Matic top com- 
pletely disappears at a slight push 
of the finger. It slides back into place 
with equal ease. Gray finish. Sturdy 
construction. Mounted on 
Guide-O-file can be 
moved about as required. 

The Guide-O-file is equipped with 
25 Guide-O-folders complete with ad- 
justable metal tabs and an assortment 
of inserts for tab headings. Guide-O- 


file is also available without the stand. Ss , 


rollers, the 


Pat. Pending 


Wherever filing and finding are necessary, Guide- 
O-folders do it faster, surer and with much less 
effort. File clerks are your allies the minute they 
try them. Once they use Guide-O-folders they 
never want to go back to the old style folders 
again. 


Because Guide-O-folders hang on the steel frames, 
they glide along under slight pressure, always in 
vertical position. They take most of the hard work 
and drudgery out of filing and finding. Files are 
always neat and orderly when Guide-O-folders 
are used. 


All you have to do is make the demonstration. 
Guide-O-folders will do the rest. Send for sam- 
ples today. 


be kept instantly 
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4 > 


a 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


NEW YORK 13, N. Y. 
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ADJUSTABLE METAL TAB 


EVERY OFFICE IS A PROSPECT 
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FRIDEN CALCULATING MACHINE CO., INC.— 
Showed a range of calculating machines “for every 
purpose.” Features were automatic negative multipli- 
eation, which subtracts a product from product already 
in the dials; automatic multiplication; automatic car- 
riage tabulation with dividend entry; automatic non- 
stop division; automatic dial and keyboard clearance. 

INTERNATIONAL BUSINESS MACHINES COMPANY 

Featured a high-speed calculating punch, electron- 
ically operated, the first machine to be devised for 
commercial use in which electronics are used to solve 
mathematical problems. Baby brother to IBM’s giant 
sequence control calculator, which was devised for 
use in research laboratories in the solution of com- 
plex scientific problems and mathematical calcula- 
tions, the calculating punch multiplies, adds, divides, 
subtracts in one operation, punching each calculation 
as well as a final result at the rate of 100 a minute. 
The machine incorporates as well a remembering 
init which retains material used for subsequent re-use. 

In the ordinary electric field there’s an electric 
accounting machine which can be used for accounts 
payable, comprehensive sales analysis and detailed 
eost and distribution statements. 

EDISON OF CANADA, LTD.—Featured its electronic 
Voicewriter, the latest in its range of voice-writing 
equipment designed for speedier, easier stenographic 
work 

DITTO OF CANADA, LTD.—Had a completely new 
direct process liquid duplicator, the D-15, claimed to 
give twice as fast operation as all previous models, 
turning out 125 a minute. New features are a reversible 
tray and a machine tray which folds up to form a 

wer for the machine.—PG. 


—-> 


NEW YORK STATIONERS 12:30 CLUB MEETS 

The first fall meeting of the Stationers 12:30 Club 
f New York was held on Monday evening, September 
20, at the Advertising Club, New York, N. Y. 

President Jerome J. Savage, Carter’s Ink Company, 
welcomed Howard J. Shoemaker, Eberhard Faber Pen- 
‘il Company; Arthur C. Shearman, Boorum & Pease 
Company; Carl H. Carlson, S. E. & M. Vernon, Inc., 
and Harry W. Lynn, Esterbrook Pen Company. 

Louis Wachtel, American Lead Pencil Company, 
chairman of the outing committee, reported that 199 
members and guests attended their annual outing held 
on June 15 at the Engineers Club, Roslyn Harbor, 
Long Island, N. Y. Declaring the attendance to be 
the largest in the history of the club, he added that 
the affair was a huge success both financially and 
socially. President Savage took occasion to thank 
Mr. Wachtel and his committee on behalf of the club. 

Mortimer Libien, Libien Press, Inc., New York, N. Y., 
moved that $50.00 be donated to the United Jewish 
Appeal. The motion was unanimously passed. 

Harry Lefkowitz, Guide System & Supply Company, 
Inc., announced that John S. Gale, formerly with Com- 
mercial Stationery Company, New York, N. Y., has 
gone in business for himself under the firm name of 
Gale and Grimler, Inc., at 567 Third Avenue, New York, 
N. Y. 

Announcement was made that the club will continue 
to hold meetings at the Advertising Club on the third 
Monday of each month. 

Considerable discussion took place on the subject of 
increasing the club’s membership. The following com- 
mittee was appointed to study the matter and offer 
their recommendations at the next meeting: chair- 
man, Sam Libien, Libien Press, Inc., New York, N. Y.; 
Jack Schulman, Legal Stationery Company, New York, 
N. Y.; Sigmund H. Engelberg, Eagle Pencil Company; 
Harry W. Lynn, Esterbrook Pen Company; and Nat 
R. Chofnas, Industrial Tape Corporation. 

Sig Engelberg announced that the Stationers Square 
Club would hold a dinner at the Hotel Plaza, Satur- 
day evening, October 23, in celebration of its twenty- 
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STACKED BY THE 
HUNDREDS 
OR AS SINGLE UNITS 


STEEL FRONT 


TRANSFILE 
FIBRE BOARD FILES 


Keep all records at 
finger tips always 


Each TRANSFILE File is a complete unit in 
itself, but units can be stacked into sturdy bat- 
teries as high and wide as desired, using the 
Interlock. The weight of units and contents is 
supported on steel. The bottom drawers work 
as easily as the top drawers. 


Shipped flat, they fold together easily and 
quickly. No screws, nuts, bolts or tools are 
needed. Send a sample order today. 


Steel front and REGULAR TRANSFILE Files 
are available in all standard sizes. 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
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What two words are mighty urges 
When tagged on a chair? Behold: 

One, you’ve guessed if, is STURGIS 
And the other of course is SOLD. 


And that’s more truth than 
poetry! Built right, priced right, 
sold right, the Sturgis 920 is 
moving off dealers’ floors in ever 
increasing quantities and at high 


speeds. 
Customers like the four form 
fitting adjustments . . . the new 


Follow-Flex Backrest which fol- 
lows the body through every 
seated movement... the fact 
that all metal parts have been 
Bonderized to protect the finish 
for years to come. 

Price shown is for Versilan. No. 
920 is also available with mo- 
hair velour, duchess cloth and 
genuine leather upholstery at 
slightly higher prices. 


THE STURGIS PLATFORM: 


Dealers Only 
Complete Line 
Honestly Priced 
Volume Sales 
Substantial Margins 


Sturgis, Michigan 
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POSTURE CHAIR CO. 





fifth anniversary. Mortimer Libien, president of the 
Square Club, joined Mr. Engelberg, who is chairman 
of the arrangement committee, in extending an invi- 
tation to all to attend the affair. 

Secretary Philip G. Tagley, Consolidated Loose Leaf, 
Inc., read a letter from Bob Reichman, Mooney’s, Inc., 
New York, N. Y., conveying his regrets at not being 
able to attend the meeting because his presence was 
required at a meeting of the Stationers Association 
of New York, Inc., held on the same night. He extended 
an invitation to members of the Stationers 12:30 
Club to attend that meeting when theirs was finished. 
Many members responded after the meeting was 
adjourned. 

- ——? © - 

MIDWEST TRAVELERS HOLD ANNUAL OUTING 

The Midwest Travelers Club staged the annual 
outing on September 17 at Santa Fe Hills Golf and 
Country Club, Kansas City, Mo., with an excellent 
turnout of NSA District No. 8 stationers and Midwest 
Travelers. Sports of the day were varied—golf, horse- 
shoes, softball and cards. 

Roy Wood, chairman, introduced and thanked his 
committee, including A. F. “Heinie’” Sengbush, Seng- 
bush Self-Closing Inkstand Co.; Bill Cromwell, Eaton 
Paper Company; Lyle Turner, W. A. Sheaffer Pen 
Company, and Dave Neuhaus, Frank Mashek Com- 
pany. Out-of-town dealers present were Jack and 
Sam Crow of Hall Stationery Company, Topeka, 
Kans.; Ralph Sleeper, Office Supply & Equipment 
Company, Topeka; Leonard Wilcox and Carlyle Har- 
mon, Roberts Printing & Stationery Company, Hutch- 
inson, Kans.; Jack Manning, Joplin Printing Com- 
pany, Joplin, Mo.; Art Reed and Don Brown, Latsch 
Brothers, Lincoln, Nebr. 

Claude F. Myers, Jr., of Myers Office Furniture 
Company, Kansas City, who shot a three over par, 
ran off with the low gross golf prize. However, an- 
other Kansas Citian, Paul Baird, was the winner of 
the blind bogey prize. Jack Manning took home a new 
putter for excelling in the putting division. 

President Izzy Voda, Wallace Pencil Company, 
introduced his fellow officers, Art Pfister, Smead 
Manufacturing Company, vice-president; Roy Wood, 
Esterbrook Pencil Company, auditor; and Dan A. 
McDougall, Stationers Loose Leaf Company, treas- 
urer. As vice-president of the NSA, Mr. McDougall 
was asked to make a few remarks in behalf of that 
organization. 

—-> 
NEW YORK STATIONERS OPEN FALL. MEETINGS 

With an attendance of well over 100, the Stationers 
Association of New York, Inc., held the first fall meet- 
ing on Monday evening, September 20, in Conference 
Room No. 2, Hotel Pennsylvania, New York, N. Y. 
President R. E. Wahrman, R. E. Wahrman, Inc., New 
York, N. Y., presided. 

After committees reported on their activities during 
the summer months, the balance of the meeting was 
devoted to discussion of topics of importance to the 
association and the industry as a whole. Among the 
topics discussed were fair trade practices, avoidance 
of price-cutting, credits, discounts, methods of stock 
control, proposed bureau for exchange of overstock 
merchandise, methods of raising the industry to a 
higher plane to maintain profitable operation of the 
stationers’ business. 

President Wahrman stressed co-operation between 
dealers and manufacturers. He called for educational 
features at future meetings and proposed that man- 
ufacturers’ representatives demonstrate their products 
and give selling information. Pointing out that man- 
ufacturers are careful in selecting their salesmen, he 
urged that they show the same degree of care in 
selecting their secondary salesmen, the stationers, to 
properly present their product to the public. They, 
too, should be given a good territory, he declared, 
plus sales ammunition and all other aids available. 
In conclusion, Mr. Wahrman declared he was well 
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famous Art Metal “Director” file. 


Top-Grade Filing Service! 


our customers get genuine Top-Grade filing service when you deliver the 


Director” files are TOP GRADE because they offer built-in features that 
mean greater strength, longer life, easier operation and increased efficiency — 
the finest filing cabinet that Art Metal’s 60 years of experience can produce. 


Here are the BIG features that are available to your customers 
in the Art Metal 2, 3, 4 and 5 drawer “Director” files .. . 


Drawers that extend fully beyond front of cabinet 
—making all space usable! 


Cradle-type, ball-bearing roller suspensions that 
provide finger-touch control and operation without 


The finest case and drawer construction that Art 
Metal’s 60 years of experience in office equipment 
engineering and design can produce. 


Snap-out Guide-Rod—an Art Metal origina! that speeds 


m- : 
nd / aati the work of setting up guides and making changes. 


ka, py Speed-file Spacers (adjustable file supports) that ie. 
2nt smooth out filing operations—make filing faster and Drawer latches that are durable, positive and easy 


ar- finding easier. in action. 
-h- 
m- 
sch 







5 DRAWER 
Super-height 


3 DRAWER 
Counter-height 2 DRAWER 
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All “Director” line files, with very few 
exceptions, are now in production and 
available for reasonably prompt delivery. 


Art Metal 


Art Metal Construction Co. 


Jamestown, N. Y. 


te 
Jamestown New York 
USA 


For tomorrow’s 
business needs today... 
Look to Art Metal 


‘S 

ers 
et - 
ice 


ew 


ing 
yas 
she 
she 
ice 





cts ' a 














rai | F Nit “ULL. H 


SELF-FEEDING, ADJUSTABLE, CARD-SIZE DUPLICATOR 


MODEL A-2 












NEW 
Adjustable Pressure 
Feed Arm 





Do not be confused or misled by 
an inferior imitation! 










The New Improved PRINT-O-MATIC 
features the New 


ADJUSTABLE PRESSURE FEED ARM 


Adjustable pressure means accurate, hairline register on thinnest poper 


This new streamlined duplicator fairly co 
sparkles with practical quality features that 
mean fast turnover and big profits for you: 
New adjustable-pressure automatic feed guar- Ey 
antees accurate one-at-a-time feeding... pre- ste 






up to tough cardboard speeds work eliminates waste! 









cision-built to give perfect printing on thin- 
nest paper or tough cardboard...from 3”x 5” Ev 
No Advance to 4"x6"... hairline registration...new [| S80 

in Price quick-change stencil clamp...uses 60% less | 


ink ... prints more than 2,000 copies an [pr 
still $ 50) hour. And every Print-O-Matic is uncondi- “* 
tionally guaranteed! be: 
only RETAIL Print-O-Matic advertising, Print-O-Matic 


counter displays, Print-O-Matic demonstra- cal 
tions makes your selling job simple. Stock 
up now ... feature the one and only Print- C 
O-Matic for bigger sales, bigger profits! 






Complete with 
Supplies 





REMEMBER: 
THERE’S ONLY ONE Write or wire now for full details } 


PRINT-O-MATIC 
National Fer Do not confuse the original, the gen- | THE PRINT-O- MATIC CO., Inc. a 
in i Ste Oe peed MERCHANDISE MART, CHICAGO 54, ILL. 
vine Print-O-Matic with imitations , ’ 
West Coast Representative: Peter C. Goldsmith, Sh 


and substitutes of inferior quality. 
672 South Lafayette Park Pi. - Los Angeles, California 
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pleased with the interest shown and the numerous 
ideas and suggestions given from the floor and re- 
marked that association meetings are good because 
they give stationers an opportunity to talk to each 
ther and exchange ideas and information. 

Further d ission took place on the subject of 
increasing membership in the association. A number 
of ways al eans were proposed and Jack Lewis, 
Silver Stations Company, New York, N. Y., expressed 
his willingne undertake the job of enlisting new 
members. The lair then appointed him chairman 


f the memb ‘“ommittee, of which he will choose 
his own he 
<P <¢ 


CANADIAN OFFICE MACHINE GROUP TO HOLD 
ANNUAL CONVENTION IN TORONTO, NOV. 26-27 


The se ial convention of the Canadian 
Office Mac] Dealers Association will be called to 
rder at the R York Hotel, Toronto, on November 
9%. A two-d: eeting, it will be the second gathering 

its kind e the association voted to make the 
unnual convent a permanent feature at their 1947 
meeting in M eal. A registration of from 150 to 200 
ilealers fro! to coast in Canada, augmented by 
numbe! ealers and manufacturers from the 


States, 1S expe 


Included Friday program are such speakers 
is W. J. Ca talking on “Trade Associations and 
Practices”; E Ward of the Magnus Corporation, who 
will discu hanical Cleaning of Office Equip- 
ment,” and LeR Rocky) Jones, head of the Office 


M nical Institute, Springfield, Mo. Tours 
adding machine and the L. C. Smith 
ter plants in Toronto are also on the 


Appliance 
of the Und 
& Corona t 


pal eaker on the Saturday program will be 
Sam S. Smit Remington Rand, Inc., New York City. 
Half-hour de! trations by four office machine man- 
facture! N occupy a major portion of the 
Saturday pl 
> 
FILING ASSOCIATION OF N.Y. MEETS 

Safety wa theme of this month’s meeting of the 
Filing Association of New York, held on November 8 
in the Hotel New Yorker. The Remington Rand film, 
Million D« Day,” was presented. The picture 
howed the cards of fire to unprotected business 
records. A yn office safety practices was also 

oe —-e 


NATIONAL FURNITURE HAS OPEN HOUSE 


The Nat Furniture Manufacturing Company, 
Evansville, I riginally manufacturers of uphol- 
stered livi m furniture but rapidly becoming 

entified his industry, held an open house at 


Wednesday, October 20. Residents of 
Evansville thern Indiana, western Kentucky and 
itheastern I is had opportunity to see the plant 


Founded the late D. H. Caldemeyer, this firm 
duced it t furniture in 1919. Its products, which 
lave bee! y used in the home as living room 
suites, stu iches and sectional furniture, have 
been adapt the needs of many fine offices. 
During thi r period, the firm made screens, pallets 
intee \ i produced more than a million army 


<> 2 
COLUMBUS FIRM APPOINTS HOMER VALENTINE 
Appointme Homer Valentine as assistant buyer 
nd assistant anager of the State Office Supply 
Company, Columbus, Ohio, was recently announced by 
Jim Walsh resident 


Mr. Valent ho has been engaged in the office 
supply busi more than a quarter-century, was 
identified with the E. H. Sell Company and more 
recently Columbus Blank Book Company. 


The m is sole distributor in Columbus of 
Shaw-Walk fice equipment. Mr. Valentine will 
specialize ir leaf and blank book supplies 
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The name DOPP-BILT is your guarantee of the 
finest in leather goods. It means superb workman- 
ship . . . fashioned from the highest quality leathers 
. . . designed for utility. There is a Dopp-Bilt case 
to fit every need, including portfolios, brief bags, 
ring binders and business cases of all kinds. 


As Nationally Advertised 





Write for Illustrated Catalog and Prices 


CHARLES DOPPELT & CO., INC. 


2024-2026 S. Wabash Ave., Chicago 16, Ill. 
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. - « ON THE NEW #1000 
KOL AIR-AGE STAND 


IT’S ALL THE RAGE 
. - « THIS KOL AIR-AGE 


Just like its big brothers in the KOL 
family, this new #1000 is pleasing deal- 
ers and customers alike. Shipped as- 
sembled, and complete with a new type 
of strong and durable snap-in-place 
wing, the KOL 1000 is a honey of an 
office machine stand. You'll like its self- 
leveling, soft rubber, swivel casters, its 
jumbo top, the spacious wings, and its 
beautiful all around appearance too. 
Here’s a stand that is designed to sell 
itself, and it will mean added sales and 
profits for you. Write for details today. 


SALES DIVISION 
| NC 220 SOUTH 10™ STREET 
« MINNEAPOLIS 2-AT.2728 


| New York City. 


Seen and Heard 


in Southern California 
By J. Edward Tufft 


1719 Fremont Ave., South Pasadena 


Deke Houlgate, proprietor of Houlgate House, 1040 
Santa Barbara St., Los Angeles, and one of America’s 
foremost football historians and statisticians, has been 
chosen as one of the regular feature writers of the 
new Los Angeles Mirror, an evening paper which made 
its debut October 11 and is published by the Los An- 
geles Times Publishing Company. 

Mr. Houlgate has his own syndicated feature col- 
umn on sports which he calls “In the Huddle with 
Deke Houlgate.” The Mirror is one of 20 dailies 


| throughout the United States in which the column 


is used. 

Houlgate House, a stationery and printing firm, is 
now owned by Mr. and Mrs. Houlgate, the latter hay- 
ing bought out Carleton LeRoy Carleton, the former 


| partner who is now business manager for Cliffe Stone, 
| a cowboy radio entertainer. 


Deke Houlgate, Jr.,. who in June graduated from 


| Manual Arts High School in Los Angeles, has won 
| some honors too, for he has been awarded a four-year 
| scholarship in journalism at the University of South- 
| ern California. 


* * * 


G. G. Ralls, manager of the Royal Typewriter Com- 


| pany, 1034 S. Broadway, Los Angeles, has announced 
| the scheduled visit to southern California early in 


November, of L. C. Hult, acting western sales manager, 


| from the company’s Denver headquarters. 


. * * 


Henry Chable, formerly a salesman with the Ingram 
Paper Company, Los Angeles, is now vice-president 
and sales manager of the Industrial Stationery and 
Printing Company, 2650 Randolph St., Highland Park. 


Mrs. Pauline Campbell is president of the company. 


On Monday evening, October 4, the regular dinner 


| meeting of the Southern California Office Furniture 


Association, was held at the Biltmore Hotel. Douglas 
Holman, the vice-president, presided in the absence 


| of Ben Tufeld, the president. 


A committee previously appointed by Mr. Tufeld 
to make recommendations on improved telephone di- 
rectory classified advertising made its report. The 
recommendations offered should save the dealers thou- 
sands of dollars annually in classified advertising, 
according to Floyd A. Fenn, the secretary. 

Christmas party plans were also discussed and the 
members were urged to attend the national convention 
and exhibit, October 28 and 29, at the Waldorf-Astoria, 


E. E. Thornton, president of California Typewriter 
Exchange, 543 S. Spring St., Los Angeles, reports that 
his retail and wholesale typewriter business has in- 
creased tremendously and that he is optimistic about 
approaching fall and Christmas conditions here. 

Mr. Thornton is also president of the Lightning 
Adding Machine Company, Inc. The new, improved 
desk model portable Lightning, with its automati¢ 
one-stroke clearance feature, made its advent early 
last summer. Dealers are very enthusiastic about the 
new model Lightning and sales are excellent, accord- 
ing to Mr. Thornton. 

Recently Mr. and Mrs. Thornton flew to Canad 
for a fishing trip. They returned with a fine catch 
of trout, as well as some beautiful color pictures. 

a * > 

M. B. Shuler of Jamestown, N. Dak., on September T 

assumed his new duties as customer’s service clerk 


OFFICE APPLIANCES, November, 1948 








SPEED-O-PRINT 


ey 
PRESENTS THE 


yPLICATOR 


‘nator Model 200 


y¥ STENCIL o 


° TAR 
AUTOMATIC FEED pis 


ITS TOPNOTCH 

PERFORMANCE 

MEETS EVERY 

$125 ; DUPLICATING 

RESET COUNTER $10 ADDITIONAL ' NEED PERFECTLY 


Plus Excise Tax) 




















REPRODUCES ANYTHING THAT 
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PHOTOGRAPHED ON A STENCIL 
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FEATURES 
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SPEED-O-PRINT CORP. 


161 E. GRAND AVE. CHICAGO TI, ILLINOIS 
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into scorched scrap 


ARES 


DIMENSIONS: Outside 2412" x 171" 





This fire in Jackson, Michigan, was so hot it blasted shatterproof win- 
dows 20 feet away, completely razed house, turned steel refrigerator 


yet Sentry kept papers unscathed, was lifted 


from the basement as you see it here. 


Last May in Scottsville, N. Y., this 
Sentry Safe kept “insurance policies, 
bonds, cash and other certificates” free 
from scorching even though the building that housed it was com- 
pletely destroyed. Note the unwarped interior condition of the Sentry. 





] BRUSH-PUNNETT CO. 


545 West Avenue, Rochester 11, N.Y. 





Hundreds of Sentry Safe; 
sold each year as 


ideal Christmas Gifts 


dealers who have pro- 
ideal 
appeal. 


Year after yea 
moted Sentry as an holiday item 


cash in on its unique ‘Today 


Sentry has more “selling arguments” than 
ever before. 

With such features as Sentry’s foolproof, 
meddleproof embossed-in door dial ring 


and welded-to-door dial sleeve—Sentry 


provides the most complete protection 
that farms, homes and small businesses 


can ask for. 





ete es 





x 172", inside 15° x 12“ x 1242” 
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Now—Vermiculite makes 
Sentry the most fireproof 
low-priced safe on market! 


Long known as the most tamper-proof 
low-priced safe made, Sentry also now 
becomes the most fireproof. Vermiculite, 
mineral discovery 
1948, Reader’s 
Digest more than doubles its resistance 
Write today for all the details. 
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in the systems division of Remington Rand, Inc., 711 
S. Olive St., Los Angeles. Mr. Shuler is a graduate of 
the University of North Dakota at Grand Forks. 
> a. 7 

president of the Rose Ribbon & Carbon 
ibeth, N. J., during October visited the 
a combined selling and inspection trip. 
h his new distributors, O. H. Davidson 
608 Mission St., San Francisco, and 
1845 S. Flower St., Los 


Adolph Rose, 
Company, Eliz 
West Coast on 
He conferred wit 
and Company, 
Pridemark Products, Inc., 
Angeles 

Rudy Oppenheim and Fred Lenfesty, proprietors 
of Pridemark Products, Inc., showed Mr. Rose much 
of the Los Angeles area and introduced him to many 
of the major consumers, thus giving him first-hand 
knowledge of conditions in southern California. 


Mr. Rose has shown his distributors in the San 
Francisco area as well as in southern California some 
new products of a revolutionary nature which are 


soon to be yunced in national advertising. 


e > * 

Blake Lockard, secretary of the Stationers Associa- 
tion of Southern California, announces the- opening 
of the following new stores: Jensen’s Stationery, 320 
N. Main St., Porterville, Howard Jensen, proprietor; 
Valley Village Book Shop, 5155 Laurel Canyon Road, 


North Hollywood, Ben H. Miller, proprietor; Temple 
City Stationers, 2159% Las Tunas Drive, Mrs. George 
Liden, proprietor; Regal Stationers, 2669 E. Slaussen 
Ave., Huntington Park, Walter E. Piper and John Peek, 
Sle proprie 

The last-named store, which was opened the middle 


of September, is in the Los Angeles industrial area 
and specializes largely on commercial stationery. It 
occupies part of a printing establishment owned and 
operated by Mr. and Mrs. John Peek, Sr. 

Herold Rodeck is now assistant to Mr. Lockard in 
the office of the Stationers Association of Southern 
California 

= > * 

J. A. Johnson of the Underwood Corporation, 733 S. 
Spring St., Los Angeles, recently announced the ap- 
pointment of Valley Stationers, 165 E. College St., 
Covina, Calif., as Underwood agents for the San 
Gabriel and Pomona Valleys. 

Valley Stationers in turn have appointed as their 
sub-agent at Pomona the Pomona Typewriter Com- 
pany, 175 W. Holt Ave. 

. . * 

Joe D. Hale, proprietor of the Joe D. Hale Stationery 
314 Robertson Blvd., Los Angeles, after attending the 
National Stati Association convention in Chi- 
cago, went on to New York City to visit manufactur- 
ers, returning to Los Angeles the latter part of Octo- 
ber. Roy Wilson. sales director for the company in 
Los Angeles ‘companied Mr. Hale on his eastern 
trip. Robert V. Sweet, Mr. Hale’s former assistant, 
during the summer was transferred to San Francisco 
as representative for the company. Mr. Wilson was 
the former head of the San Francisco office. 

> * 7 

A pao meeting was held Saturday, September 
25, at the Rosslyn Hotel for the mechanics of Smith- 
Corona wae ‘e machine dealers, the event being occa- 
sioned by a visit from F. H. Canny, traveling mecha- 
nical instructor from the company’s factory in Syra- 
cuse, N. Y. Forty represéntatives were present. 

Mr. Canny is covering the Smith-Corona territories, 
instructing mechanics in the various cities visited 
Charles J. Harris, manager of the Los Angeles office, 
presided at the meeting. 

> o . 

The French Typewriter Company, 1021 S. Main St., 
Los Angeles, recently purchased the Action Typewriter 
Company at Fourth and Main Sts., from J. C. Cronin 
and Mark Arnov. The name Action Typewriter Com- 
pany has been discontinued and J. C. Cronin, one of 


mers 


the prop! riet is now one of the proprietors of the 
Hall-Cronin Typewriter Company, Burlingame, Calif 
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WEIGHS ANYTHING—2 oz. to 50 Ibs. 
Handiest office and shipping room scale ever 
designed! Every inch of its 8x10” platform is 
weighing surface. Only 2” high, it is tip-proof. 
Easily handled, weighs only 5 lbs., may be kept 
in drawer or on shelf. 


Has BORG patented rae -d beam mech- 
anism. Accuracy to 4 of 1% is protected by 


LIFETIME SERVICE W ARRANTY. 





Manufactured by 
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469 E. Ohio St. Chicago 11, Il. 
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LAWSON 


PRODUCTS FOR THE OFFICE 
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@ Like substantial old friends, these 
Lawson products for office and insti- 
tution have character. Lawson is a name 
to remember. 

















* An ornamental and 
highly serviceable sandurn, 
trimmed with stainless steel 
or polished copper for 
beauty and permanence. 


No. 6000. 






















* NEWIA wonderfully smart, 
new-style receptacle. Stainless 
steel door and trim. Hoard 
white or green enamel. Vermin 
and odor proof, Stainless steel 
band at bottom, curled under, * Wisely designed and 
No. 1001. made of panelled steel, 
Lawson waste-baskets take 
hard usage; reduce fire 
hazard. Olive green, wal- 
nut, metallic gray. No. 34. 
























Nemo Waste-basket 
Waste-basket No. 2900 
Utility Receptacle No. 2 


No, 110 


THE F. H. LAWSON CO. 
850 Evans Street 
Cincinnati 4, Ohio 
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Mr. Arnov has joined the sales force of the French 
Typewriter Company. 
» * ” 

W. E. deGeneres, who opened a stationery store at 
19 E. Broadway in Glendale last March, has added a 
large number of new items to his stock in anticipa- 
tion of a very good holiday trade. 


os + - 

Stan Torry, who has been in the service department 
of the Addressograph Company for the past 27 years, 
serving in a number of branch offices as well as in 
the Los Angeles office, has been appointed by Milton 
Bristow of the Addressing Machine Equipment Com- 
pany, 421 E. 6th St., Los Angeles, to take the place 
of P. T. Fredriksen, who died last April. Mr. Fredrik- 
sen was service man for the company for a number 
of years. 

Mr. Bristow states that the company is now han- 
dling the services of many large firms throughout the 
Los Angeles territory. 


* 7 * 

The October meeting of the Southern California 
Office Machine Dealers Association, held at the Roger 
Young Auditorium in Los Angeles on Monday evening, 
October 18, designated as the first annual Sales Man- 
agers’ Night, drew an attendance of more than 50. 
President Gordon E. Miller presided. The discussion 
took the nature of a forum, with a large number of 
sales managers and division managers, representing 
the suppliers, taking part. The program followed the 
monthly supper, and the regular routine business of 
the association was conducted in addition to the 
formal program. 

The next meeting is scheduled for Monday evening, 
November 15, according to Paul Jensen, field secretary, 
and the place of meeting will be the same. At this 
writing the type of program has not been decided. 

~ * « 

Henry Goodman, 42, one of the proprietors of the 
Globe Desk Company, 1006 S. Olive St., Los Angeles, 
died at the Cedar of Lebanon Hospital, September 27, 
following a heart attack. He had been in the hospital 
for treatment for several days when the attack oc- 
curred. 

Mr. Goodman, who, with his brothers, Ben and David, 
established the Globe Desk Company three years ago, 
was widely known in office furniture circles both in 
southern California and in the East. He was an active 
member of the Southern California Office Furniture 
Association, the Shrine, and the Dan Lodge. 

Funeral services were held in Brooklyn, N. Y., his 
former home. Mr. Goodman leaves his widow and two 
children, Linda Ann and Frederick 


—- 





NEW TEC TRAVELING SHOWROOM.—Tec Pencil Co., Cul- 
ver City, Calif., introduces the newest member of its staff, 
the Traveling Showroom. The custom-built Ford station wag- 
on is equipped to show the entire Tec line, displays, literature 
and some manufacturing secrets. Within the next few months 
it will cover thousands of miles and visit hundreds of Tec 
dealers. D. M. Fargo, president (at wheel), Lynn Jolley, sec- 
retary, and Warren Bacigalup, factory manager, put their 
okay on the new car. 
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A Lifetime of Working Comfort 


The customer who buys these fine executive chairs will owe you 
his everlasting thanks. Why? Because the full spring upholstered 
seat and back gives him all the comfort of his favorite lounge 
chair at home. The top grain leather cover will give years of 


satisfaction. * Available in genuine walnut and a wide variety 


of finishes to match any style desk. Send for further details now. 


Chairs for Your GP) Working Comfort 
-H.GUNLOCKE CHAIR COMPANY — 


WAYLAND, NEW YORK 












Twice the Typing Satisfaction... 
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HE perfect combination for superior typing results Ce 
—and steady sales—that’s QUEEN non-curl Super 
Sovereign carbon paper and QUEEN Sovereign St. 
typewriter ribbon. Here is non-curl carbon at its tie 
finest, giving clear, clean permanent reproduction. 
Comes in four weights and four finishes for all pur- 
poses. Here, also, is typewriter ribbon preferred wh 
wherever quality comes first. Available in all de- be 
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CANADIAN NEWS NOTES 


S. J. Luddington, Correspondent 





The Stationers’ Guild of Canada has sent 427 parcels 
of food to needy members of the trade in Great 
Britain. The cost of each parcel varies from $8.50 to 
$10 and to date $4,000 has been contributed by sta- 
tioners throughout Canada for the “Food for British 
Stationers’ Fund.” Plans are being made to keep the 
fund active for some time in the future. The fund is 
being handled through the Guild’s office at 95 King 
St. E., Toronto 1 


* * . 

The Listo Pencil Corporation, with head office in 
Alameda, Calif., is planning to start production shortly 
in the new factory it is establishing in Vancouver, 
B. C. Both the leads and pencils will be made in the 
new plant 


+ * * 

John Beveridge was recently elected president of the 
Stationers’ Club of Vancouver, B. C. Executive mem- 
bers are John Hou, vice-president; Len Williscroft, 
secretary, and Frank Hallam, treasurer. Fred Smith, 
president of Smith, Davidson & Wright, addressed a 
dinner meeting of the group held recently at the 
Hotel Georgia, Vancouver. 

x ” + 

The annual golf tournament sponsored by the Sta- 
tioners’ Association of Winnipeg, Man., was held re- 
cently at Southwood Country Club in that city. The 
main prizes were donated by Luckett Loose Leaf, Ltd., 
and Dominion Blank Book Co. Geo. Brockie, National 
Paper Goods, the present holder, again captured the 
Luckett trophy and miniature. Glenn Fraser, Willson 
Stationery Company, won the Savoy trophy and minia- 
ture. The awards were distributed by association 
president, Eric Jeanfavre, assisted by W. C. Borlase. 

* we - 


One of the oldest retail stationery and office sup- 
plies firms in Ontario is that of Mrs. G. A. Dale at 
Petrolia. The firm was established first in 1866 in 
that town and has been in continuous operation ever 


since 
* * - 


The Simcoe Mimeo-Craft, a new typing and mimeo- | 


graphing service, was recently opened at 171 Talbot 
St.. N., Simcoe, Ont. The owner and operator is 
Donald Sanderson. 


x * - 

Members of the office supply and equipment field 
assisted in making the recent merchants’ fair at St. 
Catharines, Ont., a marked success. 

a + + 

The Autographic Register Systems, Ltd., 767 St. Remi 
St., Montreal, has awarded the contract for the erec- 
tion of an extension to its plant on St. Regent St. 

. _ * 


Seven months’ happy visit in her beloved Switzer- 
land ended in tragedy recently, as Mrs. Max P. Hof- 
stetter, 50, of 494 Riverside Dr., Toronto, was killed 








when her husband’s car, bringing her home from | 


Toronto’s airport, crashed the front corner of the 
trailer platform of a truck loaded with 12 tons of 
concrete blocks 

Injured were her husband, head of M. P. Hofstetter 


Ltd., 77 Adelaide St. W., Toronto (importers and deal- | 


ers in Hermes typewriters and various business ma- 
chinery and office furniture) and sons Peter, 24, and 
George, 23, also Miss Irene Bird of 500 Riverside Dr., 
who was to have married George in two weeks. Mr. 
Hofstetter was not seriously hurt but Peter and Miss 
Bird were admitted to hospital. 

Mrs. Hofstetter and her son, Peter, had just returned 
by air from Switzerland, where they were visiting 
relatives 

* > > 

Walter A. Newton, general sales manager of Budge 
Carbon Paper Manufacturing Company, Montreal, 
died recently after a lengthy illness. In 1921 he came 


OFFICE APPLIANCES, November, 1948 








ANOTHER HERRING-HALL-MARVIN 





No. 2115 


Safe Compartment 
with No. 123 Chest, 
encased in steel- 
clad, reinforced 
concrete that dis- 
( ourages Carry -off. 


















With inner door 
on chest these 














the chest reduces 


burglary insurance 
premiiuns as much 


as 70%. 


IN THE HERRING - HALL - MARVIN 


LINE You have a Product 
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For example, this space-saving unit 
is specially designed for the small 
office whose major fear is loss of 
cash by burglary or robbery, includ- 
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equipment. The separate locking 
safe compartment provides fire pro- 
tection for valuable books and 
papers. 


The franchise for your territory may 
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| to Montreal with the Dominion Paint Company, re. 
maining with that firm until 1931, when he joined 
the Budge Carbon Paper Company as general Sales 


These Outstanding Chairs | manager, holding that position until his death. 


Interesting displays of office equipment, supplies and 

furniture were shown at the Western Fair in London 

ay by the Hay Stationery Company, Ltd., 331 Richmond 
St., Allan Johnston Typewriters, 97 King St., both of 


London, and the Acme Carbon & Ribbon Company,} 
BIG DIVIDENDS! §=—_ cere sez, ep 
bd * * * 


J. Bevan Hay of the Hay Stationery Company, office 
supply and equipment, dealers, London, was recently 
bereaved of his wife. Mrs. Hay died very suddenly: 

—_ + - : 
OPEN NEW COURSE IN ADDING MACHINE REPAIR?> 


The Commercial Institute, 2020 W. Liberty Ave,§ 
Pittsburgh 26, Pa., recently announced the opening of? ; 
a new training course in adding machine repair. Rich-! 4 
ard J. Zaiden, president, stated both full- and part-time H | 
studies are offered. The full-time course runs for nine | 
months on a five-day-week basis and the part-time? 
course requires 18 months, with classroom sessions 
held three times weekly. Both programs are approved 
for veterans’ training under the G.I. bill. 

Immediate success was attained when the course 
in typewriter repair was inaugurated and practically 
every student in the October 1, 1948, graduating class 
was assured of employment before studies were com- 
pleted. 

Co-oreration of industry with educational manage- 
ment was the prevailing theme at commencement exer- 
cises of Commercial Institute held at the Smorgasbord 
on September 30. The celebration was in honor of the 
first graduating class in typewriter mechanics and 
was under the direction of President Zaiden. 

The distinguished guests included Edward Staats of 
the Ames Supply Company; C. R. Chappell, past presi- 
dent of the National Office Machine Dealers Associa- 
tion; Stanley W. Mazur, Royal Typewriter Company; 
R. L. Manning, manager of the Pittsburgh branch of 
the L. C. Smith & Corona Typewriters, Inc.; and L 
W. Frazee, president of the Fort Pitt Typewriter Com- 
pany, in addition to officials of the Pittsburgh regional 
CORRECT STYLING—CORRECT POSTURE office of the Veterans’ Administration. A special fea- 
ture of the ceremonies was the issuance of merchan- 
dise certificates by Mr. Staats to every member of the 
graduating class 
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J A PE R S E ATI N + ¢ 0 UNDERWOOD'S NEWEST WINDOW DISPLAY.—Featured i 
= the window is the recent “Dictionary of Foreign Trade.” by 
Frank Henius, one of America’s pioneer foreign traders. 
JASPER INDIANA Henius has sold American-made goods in practically ev 
country of the world, and has written numerous magazin® 


articles and books on the subject. 
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OPAL 


When Quality —the 
most essential factor in 
business transactions — 
is supported by Variety 
and Service —satisfac- 
tory merchandising is 
assured. 




















Columbia excels in 
Quality; offers an un- 
usually wide Variety; 
and maintains prompt 
and efficient Service. 


Twenty-Nine Years of 
successful Dealer rela- 
tionship. 
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Harter posture chairs are popular with all office workers. Every- Cor 


one from the boss on down appreciates the personalized comfort por 
these chairs provide. Every model is fully and easily adjustable sho 
to the user’s own requirements—and there is a different modd alot 


for every job in the office. —_ 

the 
Foam rubber cushions are another good reason for the popularity Bob 
of Harter posture chairs. Soft and resilient, these cushions sta} wit 
cool and clean forever, will not sag or pack down. Upholstery of — 
mohair fabric or corrected top grain leather wins the office vt 


for rich beauty and long-lasting wear. 
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POSTURE CHAIR Executives and employees know from experience that Harter postu} nies 


chairs give greater comfort, better appearance, and longer service} ther 
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Wilson G. Turner, Correspondent 


George H. Rohrer of Rohrer and Jeffries Company, 
Seattle, Wash., died on Sunday, October 17. He was a 
likeable person who will be missed by many people. 

* . * 

The Billings Times of Billings, Mont., has added a 
stationery department at 2919 Montana Ave. The 
buyer’s name is H. M. Morris. 

Bill McMillan of the Billings Gazette has been trans- 
ferred to the printing department and Al Conrad is 
taking Bill’s place in the stationery department. Al 
was formerly with the Addressograph people. 

* * * 


night in Helena, Mont., and I mean 
black! The power lines for the entire city were down 
for three hours. The elevator in the Placer Hotel was 
stuck between the third and fourth floors—the ele- 
vator girl had to climb out through the roof. When 
you wanted t ) any place you just had to follow 
flashlight. Into all this darkness there 
rame a Shining light—I should say many shining 
lights. Sandy Haroldson of the Helena Office Supply 
Company provided dozens of candles. He had raided 

k of rative candles so that people might 
see. Sandy h new assistant—Emil Vieil. 


be * + 


It was a black 


someone WILD a 


nis stock oI ade 


I heard a little buzzing around the territory that a 
couple of traveling men who always travel together 
re seriously considering opening up a new stationery 
store in Coeur D’Alene, Ida. I wonder if I could get 
them to handl line of pencils? 

* 6 


* 

I understand that 
Messelt of T 
working for 


son of Tom 
‘he Mailing Shop in Great Falls, Mont., is 
Eversharp in the Spokane area. 
ok * * 


Tommy Messelt, 


I mentioned last month that the Seattle and Tacoma 
tationers were ing to have a joint meeting. Well, 


they did, and it was a huge success. One of the main 
speakers was Bob Boaz who talked very forcibly on the 
subject of not selling THINGS but selling IDEAS. Very 
shortly after he had a change to see his idea put to 
practical use. Bob Gibb of the Gibb Office Supply 
“fy: Company in Seattle, was rushing Mr. Boaz to the air- 


‘ort port after the meeting and, because time was running 
ble short, put on little speed. As the cop pulled up 
de alongside with his siren going full blast, Bob Boaz 


said: “Hers 


the cop said 


ur chance—sell him an idea.” Although 
locked the auto at 70 miles an hour 
idea and the officer responded softly 
ng sound in his voice as he said, “Be 
reful, will yi boys ?” 


* * * 


beautiful house that the S. C. Pills- 
Office Supply had on Hood’s Canal? 
it seems that through some tech- 


Remembe! 
Durys of Seat 
Well, they ha 


un nicalities the tle couldn’t be cleared and you'll find 
ce them back at ld homestead 
rs x ~ * 
I heard a good example the other day of how 
4 much turnover there is in help in the stationery busi- 
a ness. Harold Dahl of the Harold Dahl Stationery Com- 
pany in Tacoma stepped up to a young man in his 
store and said “May I help you?” The young man said 
‘But Mr. Dahl, I’m one of your employees. I was 
hired this Monday.’ 
7 > +. 
Stationers talk about modernizing your stores. Well, 
I think Fisher’ f Boise, Ida., have you all beat. It 
seems that modernizing an air conditioning unit 
; OFFICE APPLIANCES, November, 1948 
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Send for V.P.D.’s new #49 Gold Rush Catalog 
today. Every item a nugget of golden profit. 
Deluxe V. P.D. Pigrain 


saddle stitched Presento- 
tion Book. In four sizes. 


© Widest range of trans- 
parent plastic products 
offered in the industry. 





All plastic V.P.D. Rein- 
forced Folder to protect 
© Finest quality materials photographs and other 
and workmanship... smart 
styling . . . durability. 
Prompt, courteous reli- 
able service... with every 


accommodation. 


© Many years of supplying 
PROVED SELLERS to the 
trade. 


© V.P.D. is nationally ad- 
vertised for you in Sales 


display material. 





“Streamlined’’ V.P.D. 
Double Unit Presenta- 


Management, Advertising tions in genuine leather 
Age, Printer's Ink and ond leotherette. 
Advertising & Selling. 


Lorge V. P. D. 
Presentation 
Books in simvu- 
lated leather 
over heavy 
boords. 14x!II, 
17 x14, 22x17. 






















For ideas that create more sales and 
profit, consult and use Catalog *49. 
Write for it. 








JOSHUA MEIER CO., Inc. 


36 EAST 10th STREET, NEW YORK 3,N.Y 
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WARSH AW 


FILING SUPPLIES 
AND 


GUMMED SPECIALTIES 
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They find a ready market whenever and wherever 
offered. All products are made on fully auto- 
matic machines, of good quality paper stock, 
your assurance of quality and workmanship. 


The best possible values at the most reasonable 
prices at all times. 





Having established an enviable reputa- 
tion for making deliveries despite short- 
ages, dealers have learned to depend on 
WARSHAW to supply their demands. 


THE WARSHAW MFG. CO., INC. 


4 MAIN STREET, BROOKLYN 1, N. Y. 

GUIDE INDEX CARDS FOLDER 
PROTEX STICKONS MENDING TAPE GUMMED INDEX TABS 
ROLL LABELS (Colored) 





























was installed with the intake unit alongside an ex- 
haust unit from a bakery. This has several advantages, 
(1) It’s surprising how many people walking by the 
front of the store drop in for a loaf of bread and walk 
out with a bottle of ink. (2) The continual smell of 
fresh baked bread keeps the clerks drooling to the 
extent that they work twice as hard as usual because 
they know they will have to earn twice as much to 
keep up with their appetities. 

— +o 
DESCRIPTIVE CARDS IN CHRISTMAS WINDOWS 

SELL MORE GIFT LINES FOR S. G. ADAMS 

S. G. Adams Company, St. Louis, Mo., has combined 
“mass displays” and explanatory signs to make its 
display windows far more effective selling tools each 
Christmas. 

Formerly the Adams store, in the center of the St. 
Louis downtown district, utilized “separated” window 
displays of one type of gift suggestion only, around 
two sides of the building. Better results, however, have 
been found by deliberately presenting hundreds of 
suggestions “mixed up” in each gift presentation. Cus- 
tomers who will ignore a window of office equipment, 
for example, will spend much longer examining a dis- 
play which contains many samples of gift ideas, and 
will select on the basis of intrinsic value, rather than 


relationship with other office supply items, the store | 


has determined. Thus, a display which contains book- 
ends, atlases, poker chips, personal files, memo books, 
ring binders, typewriter erasers, art supplies, leather 
goods and a dozen types of desk accessories will get 
more attention than if there were a mass display of 
any one of the items. 

One drawback to this “heterogenous” display of 
course is the fact that many women do not under- 
stand the use of practical office gifts, and are even 
less likely to do so when they are displayed in com- 
bination with many suggestions as described above. 
The solution to this is the use of small explanatory 
cards which are placed with each item, giving the 
passer-by an idea of its use, plus the price. Thus sta- 


plers, cellulose tape dispensers, checkwriters, and } 


memo files are all briefly explained with a few words. 


Sales stemming from window display have risen | 


sharply as a result—RAL 


—> 


NEW FIRM TO OPEN AT VICKSBURG 


i 


\ 
€ 
| 
q 
{ 





A new stationery store will be opened in the Hotel | 


Carroll Building at Vicksburg, Fla., in the near future 
by the Mississippi Printing Company. In this connec- 
tion, Charles D. Guion, manager of the company, left 
Vicksburg on September 25 for Chicago to buy mer- 
chandise for the new retail business —EEG 
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SALES-BOOSTING DISPLAY—Underwood’s newest full- 
color point-of-sale display, designed by Carl Percy, 
features functional miniatures with a lithographed rep- 
lica of a portable typewriter in addition to the main 
panel featuring an actual machine. 
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The Golden Jubilee line of 


carbon papers and typewriter ribbons | 








his brand-new line of carbon papers 
and typewriter ribbons is presented on 
Carter’s 50th Anniversary asa 


major national advertiser. 


Special emphasis has been placed 
on the top-quality carbons where 


Carter is recognized as the leader. 


The richness and distinction of 
these new packages reflect the even 
finer quality which Carter has 


built into this line. 





GOLDEN ARROW 


For those discriminating users who will pay 


extra for the best—Carter presents this supreme 


quality carbon paper. sJQeo 












{ . | 
Aarter’s new line of ty pewriter 




































a ribbons is just as beautiful. just asf . 
be in quality, as the new carbon line, 

i. Once again Carter's takes a step i 
forward in designing these highly 
decorative polished metal and floral 
design box s: practical and 
suitable for re-use. 

Prices shown are for dozens 
° 
$13.00 
$13.50 
$18.00 
— 







(,olden Arrow, a 
$13.50 companion to Golden oo 
Arrow ( arbon Paper— 







S27 a dozen 










PHE CARTER’S INK COMPANY. Boston, Massachusett 
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Invincible Files enable you to fill every cus- 
tomer’s need — that means more profits for 
you! Invincible Metal Filing Cabinets have been 
designed to streamline filing systems and to 
expedite file handling. Their smooth-rolling, 


INSERT DIMENSIONS 


5 x 3 Card Insert 6 x 4 Card Insert a. 



























3 Card Insert 

















Letter Width L © Width Cc Width ; H i 
5%" Wide—s ies 63 Ae" wid S High 5-116" wid 4%" High silent action drawers and Finger Touch Com- 
26%" Deep 26%" Deep 26%" Deep pressor Lock make for the fastest, neatest and 
= a most efficient handling of filing material. Their 
} | beautiful de f ; ‘a d “ 
ce | be ' eautiful outside finish, modern trim and fix- 
_— o — 


| tures are a pleasant addition to any office. For 


cs o_o 


complete information about the fast-moving 
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6 x 4 Card Insert 
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Double Compartment 























Invincible line write today to File Headquarters, 


Cap Width Document Drawer Document Drawer : ; ; H 
ue Whe a” van a eran Invincible Metal Furniture Co., Manitowoc, Wis. 
26%/,"" Deep 6-1 /16'° Wide—10%"’ High 7-9/16'' Wide—10%"’ High 
26%," Deep 26%,"" Deep 
~y = -— +- a 
—H \ 2 DRAWER 3 DRAWER 
No. 1020 Letter file. No. 1030 Letter file. 
= 1020L Same with lock. 1030L Same with lock. 
— 1021 Legal file. 1031 Lego! file. 
a4 10211 Same with lock. 1031L Same with lock. 
co ro) Outside dimensions: Outside dimensions: 
Check Insert Letter—15°"x30'/,"’x28"" Letter—1 5°'x42°'«28"° 
~- Letter Width Legal—18 1% ""x30'/"’x28" Legal—1 8 ""x42""x28"" 





Triple Compartment 
Document Drawer 
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Document Drawer 


10%,"" Wide—474,"" High 


26%"" Deep 














Inside Drawer Dimensions: 
Letter—12/,""x11°'x27"" 


Inside Drawer Dimensions: 
Letter—12/4""«11°°x27"" 


Letter Width* Cap Width* = ye are ae oh Legal—15,4""x11"x27” Legal—15)4,""x01""x27"" 
4° Wide—10%"" High 5-1 /16"’ Wide—10% "’ Hi Making Drawer 12°" Wi _94"" ~ 96" 
26%" Deew a of Deslead Filing Cop.—26" Per Drawer —_Filing Cap.—26" Per Drawer 
| , *Standard letter or legal size 
- — drawers can be easily converted 
\ to Document Insert Drawers. 4 DRAWER 5 DRAWER 
No. 1040 Letter file. No. 1050 Letter file. 
Box Inserts can be converted on 1040L Same with lock. 105OL Same with lock. 
into either 5x3 or 6x4 Card ec = 1041 Legol file. 1051 Legal oN _ 
Insert Drawers. 10411 Same with lock. 1OSIL Same wi . 
Box Insert Box Insert Outside Dimensions: Outside Dimensions: 
Letter Width Cap Width Letter—15°’x52°’x28"° Letter—15°’x60°'x28"" 


12% -5°* High 


Wide 
3 Deep 


15-5 /16"" Wide—5”’ High 


26%," Deep 








Legal—18'%°’x52°'x28"" 


Inside Drawer Dimensions: 
Letier—-12e"’x11°'x27"" 
Legal—1 5, °°x11°°x27"" 

Filing Cap.—26"" Per Drawer 


Legal—18% "x60" x28" 
Inside Drawer Dimensions: 

Letter—124""x10V4"'x27"" 

Legal—15,°"x10Y, "x27" 


Filing Cap.—26"" Per Drawer 


EXCLUSIVE CONCEALED SAFE UNIT! 


drawer Invincible Filing Units. The Con- 
cealed Sofe is on exclusive invincible fea- 
ture—ovoailable on no other filing equipment. 
Patented construction assures positive con- 
cealment of the sofe. Appecrance of outside 
door is exactly the same as that of the 
drawers in the file. 


The Concealed Safe Unit has double protec- 
tion of outer door plus the heavy steel! sofe 
door — equipped with sturdy combinotion 
type lock. Note beoutifully patterned fin 
ish — the heavy-type construction of entire 
safe unit You can purchase this unit as 
part of ony of the standerd 2, 3 or 4- 
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Jhe Finest Lamps You Can Buy she 
MIDCO 4e PERFECTLITE 


Today’s MIDCO has pioneered and perfected the finest lamp Midco’s Exclusive Dual Reflector 


performance you have ever known. for 2-Tube models 
Performance in a lamp is measured by its ability to pro- 







vide the proper light for easy seeing and its ability to oper- 
ate day in and day out without interruption over a long 
period of time. 

Up to 50% more light—scientifically distributed—is the 
direct result of the use of Dual Reflectors—MIDCO’s exclu- 
sive principle of light control. This superiority in lighting 
performance over all others provides the ideal supplemental 


Diffusing Reflector of 
Low Reflecting Value 





Double Parabolic Reflecter 


lighting for “comfortable seeing” under the most difficult of High Reflecting Value 
conditions. 

Its freedom from trouble or interrupted operation is due The above illustration will give you a “look 
entirely to the use of the finest electrical equipment made. under the hood” and help you visualize the 


‘ ; ° : : a Ree 7 CO 
properly designed and electrically correct for the operation unique and efficient principle by which MIDC( 


of either one or two 15 watt fluorescent tubes. 

The incomparably finer performance, together with 
MIDCO’s unique and original beauty of design and attrac- 
tive finishes are responsible for MIDCO’s well-earned repu- 
tation as the standard of excellence, and the complete appro- 


lamps have attained their high degree of sci- 
entific lighting. 

Obviously the shade and reflectors required 
for MIDCO 2-Tube models must be larger than 
those needed for the single tube model, to 
properly accommodate the extra tube and main- 


bation of many thousands of users and dealers alike. tain the same relative degree of lighting effi- 
It can be truly said, here is the lamp among lamps—any ciency as obtained from MIDCO 1-Tube Models. 


way you look at it. 


















1006 

Adjust- The MIDCO Floor 
able-Arm Lamp combines beauty 
Clamp-on with efficiency a rare 
combination in this 

Lamp type of lamp. 
Completely portable, it 
can be used anywhere 
within the office over 
desks, business ma- 
chines and drafting 
boards—wherever good, 
420 A Desk L 2000 supplemental light is 
0 Series Desk Lamp Series needed and cannot be 
obtained with other 
Floor types of portable light- 

Lamp ing equipment 








AND NOW.... 


Beautiful electro-plated finishes of the finest quality on all MIDCO models. 

These new finishes will supplement MIDCO’s metallic enamel finishes that have 
no equal for their attractiveness and durability 

In three distinctive plated finishes Statuary Bronze in the rich, reddish-brown 
tone of mahogany; English Bronze, antiqued by high-lighting, creates an iridescence 
of color in warm, golden brown tones, and Butler’s Silver for the ultra-modern, in 
the subdued satin finish. 











MIDWEST NATURLITE COMPANY 


228 West Kinzie Street Chicago 10, Illinois FINEST CUSTOM QUALITY 
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NEWS NOTES FROM NSA DISTRICT NO. 7 
A. J. Nordstrom, Correspondent 
Dick Steding, Wallace Pencil Company ambassador 
of good will in the northwestern territory, will forsake 
bachelorhood on December 16. He will wed Virginia 
B. Miller of Waterloo, Iowa, in a ceremony to be sol- 
emnized at the First Presbyterian Church in Chicago. 
Congratulations from your colleagues in the North- 
west Travelers Club, Dick. 
- 





o * 


E. Mortimer Hansen and Bob Davies were among the 

many Twin City dealers at the NSA convention. 
+ * . 

A dismal Howie Schaub heard the final score of the 

Wildcat-Gopher game at Evanston, October 9. 
.s » = 

Archie Hoffman vacationed at Seattle and, of course, 
the Minnesota-Washington football game had nothing 
to do with his late vacation. More football news: Dan 
Mac Dougall, Stationers Loose Leaf Company, will be a 
visitor in the Twin Cities at the time Michigan and 
Minnesota tangle in their annual game at Memorial 
Stadium. Bob and Mrs. Latsch were in attendance at 
the Minnesota-Nebraska game on October 2. 

- ~ » 

Back in November, 1928: News furnished by Fred 
Schafer, the big ink executive from St. Paul, Milwaukee 
and Chicago—Thomas and Grayston company of Min- 
neapolis will move into a new store in the Roanoke 
Building at 7th and Marquette. The Poucher 
Printing & Litho Company of Minneapolis has in- 
stalled new fixtures featuring open display in bins. 

B. J. Bristoll, general manager of Koch Brothers, 
Des Moines, Iowa, has established himself in a beauti- 
ful new private office. He also has a new safe.... 
The Farnham Printing & Stationery Company of 
Minneapolis has announced the removal of its printing 
plant to a new building providing 100,000 square feet 

f space at 5th St. and 7th Ave., S . More news of 


20 years ago in the next issue. 
time 
SWARTZ USES FULL PAGE PERSONNEL AD 
Swartz Office Supply Company, La Crosse, Wis., re- 
cently published an interesting full-page advertise- 


ment which sh 
and employees 


wed pictures of the owners of the store 


Copy in the ad said, “Swartz . the finest lines 
ff office equipment and supplies in the Midwest for 
YOU .. our customer.” Other copy near the pic- 
tures said, “We're all out to be of service to our cus- 
tomers.’ 

In one corner of the ad was a coupon, the copy of 
which invite Send in the following slip on problems 
in your offic i our salesman will contact you...” 
LOLB 


—-> 


HANG-A-FILE IS COPYRIGHTED 
Louis H. Farber, 31 E. Congress St., Chicago, Ill., 
manufacture Hang-A-File folders and desk units, 
announces tl the name Hang-A-File has been offi- 
‘ially registered in the United States Patent Office in 
Washington 





ENGAGEMENT S 


Mr. and Mrs. Moses Polakoff of 340 Park Ave., New 
York, N. Y., recently announced the engagement of 
their daughter, Miss Nancy Polakoff, to Ian H. Nemlich, 
son of Mr i Mrs. Bernard H. Nemlich, Regan Office 
Furniture Corporation, New York, N. Y. The Nemlichs 
reside at Elmsford, N. Y. Miss Polakoff is a graduate of 
the Birch Wathen School and attended Bryn Mawr 
College. Mr. Nemlich was graduated from the McBur- 
ney School and served in the United States Navy. He 
attended Hartwick College, Oneonta, N. Y., and is now 
studying at Columbia University. 
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THE ARISTOCRAT 


a Deluxe, Refrigerated Serving Bar 


ATTRACTIVELY PRICED 
FOR FULL RETAIL MARK UP 


The Aristoerat is a superbly designed, beautifully 
finished piece of furniture that opens up into a serving 
bar with an 8 foot square serving area. A cleverly 
concealed yet spacious liquor cabinet and a capacious 
refrigerator combine to make the Aristocrat a thing 
of beauty and utility. 

When closed, its compact size—42” wide, 42” high, 
18” deep—makes it an inconspicuous yet beautiful 
complement to the most finely furnished executive 
office, conference room, show room or better home. 

The cabinet is available in two models — 18th 
Century and Contemporary. The period model comes 
in mahogany or walnut finish; the modern model is 
finished in limed oak, mahogany and walnut. Cabi- 
nets have built in lock for complete safety. 

Refrigeration section makes 42 ice cubes and is 
fully equipped with evaporator, 3 self releasing 
shucker trays, glass drip tray, dial temperature con- 
trol, adjustable shelf rack, satin-finish aluminum 
lining and fibre glass insulation. Hermetically sealed 
lf h.p. condensing unit. 

WRITE OR WIRE NOW FOR COMPLETE DETAILS 


MOSS ATLAS CORP. 


244 HERKIMER STREET, BROOKLYN 6, New York 
*A few excellent territories open for factory representatives 
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be oF WSetler Rasncth / 
SHIPMAN-WARD 


announces 


LANGITEX 
PLATENS 


AND 


LANGITE 
FEED ROLLS 


FOR ANY MAKE TYPEWRITER 


The perfect combination 
for stencil cutting 


A NEW CORK COMPOSITION 
NON SWELLING 
NON SLIPPING 
NON HARDENING 


Here's what users say:— 


"We have used LANGITEX PLATENS and LANGITE 
FEED ROLLS for the last six months. Our mechanic 
claims they have eliminated all of his headaches, as 
they do not swell like ordinary rubber platens and feed 
rolls do."—National Broadcasting Co., Chicago, Illinois. 


“My customers like LANGITEX PLATENS and LANGITE 
FEED ROLLS and say they have never obtained a more 
beautiful stencil."—Walter Krysch, General Typewriter 
Co., Chicago, Illinois. 


Canvass your stencil users and get them to try 
this combination on their typewriters. They will 
be pleased with the results and you will be well 
rewarded by their complete satisfaction. 


Schedule of Platen and Feed Roll re- 
covering prices available upon request. 


SHIPMAN-WARD ‘co. 


325 N. WELLS ST. CHICAGO 10, ILLINOIS 
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PACIFIC NORTHWEST NOTES 





C. M. Litteljohn, Correspondent 


Miss Doris Winter and Irwin Norden, associated in 
the stationery business as partners and owners of the 
D. & I. Office Supply, Seattle, decided to become life 
as well as business associates. They were married re- 
cently at the University Unitarian Church. 

” * ” 

Formerly an assistant buyer of stationery for The 
Don Marche of Seattle, Wash., Mrs. Tess Prall was 
recently appointed to do the purchasing of fountain 
pens, stationery and cameras for Rhodes Department 
Store at Seattle, Wash. 

+ * +. 

The Capital Stationers of Olympia, Wash., helped 
to sponsor a recent city-wide event for children—the 
doll and pet parade. 

” + * 

John A. Peterson Company has taken larger quarters 
at 607 Terminal Sales Building, Seattle, the fourth 
expansion move in five years for the wholesale and 
direct factory representatives in stationery, gift, greet- 
ing card, novelty and allied lines. 

7 + « 

J. H. Maher of the Comptometer Sales & School or- 
ganization, Seattle, has been elected into special mem- 
bership in the Seattle Municipal League. 

a * oo 

Clary Adding Machine Company, Seattle, has moved 

to fine new salesrooms at 2710 Second Ave. 
a ” a 

Progressive Industries, Inc., specializing in office 
fixtures and equipment, was recently incorporated in 
Seattle by W. G. Downs and F. C. Brown. 

* * a 

Paul C. Baker, cash register company executive in 
Seattle, was recently appointed as chairman of the 
committee on National Employment of the Physically 
Handicapped Week, observed October 3 to 9. 

* + * 

E. J. (Ed) Chapman, veteran stationer of Portland, 
Ore., recently returned to operation of the large retail 
office supply house at 313 S. W. 5th Ave., Portland, 
conducted under the name of E. J. Chapman & Com- 
pany. He had managed this business for a long period 
of time until two years ago. The Holladay Business 
Machine Company, which previously operated the 5th 
Ave. stationery store, has transferred its business and 
interest to 318 S. W. 9th Ave., Portland, where its 
offices are maintained. Mr. Chapman will be assisted 
in the field by his son, Dick Chapman, and Walt 
Owens, war veterans and former employees of the 
Holladay Business Machines Company. 

” * a 

Capitalized at $30,000, the Rainier Office Supply, 
Inc., was recently incorporated at Seattle, Wash., for 
an office supply business. The incorporators are Thor 
C. Anderson, Jack A. Anderson and Jim S. Anderson, 
all of Seattle. 

. * * 

Well known in the stationery field, the Seaport 
Paper Company of Portland, Ore., large distributing 
firm, has been recently merged with Carter Rice & 
Company ef Oregon, Northwest paper distributors. In 
this change-over, William G. Batson, former owner 
of the Seaport organization, joined Carter Rice as 
sales manager of the industrial paper division. 

> a * 

Lacking any book and stationery store, two are 
declared needed in a recent business survey of Rich- 
land, Wash., fastest growing community in a far-flung 
area. Due to new atomic research plant activities of 
the government there, newcomers have swarmed in 
with high salaries and buying needs. 


> * > 


Grover Wilson, former sales manager of the Spokane, 


OFFICE APPLIANCES, November, 1948 

















in 
he 
ife 
és 





TODAY!, MILLIONS of Ace Customers, the world over, are using Ace 


Stapling Equipment year after year. 


They know from long experience that 


any product bearing the ACE stamp of quality will give life-time satisfaction. 


When recommending Ace Staplers 


and Staples the dealer knows that his 


customer is getting the finest of all stapling equipment. 


To match the better, more enduring qualities of an Ace Stapler your cus- 


tomer will want, and should have, 


Ace Staples. In the production of these 


staples, only premium quality wire is used, absolutely uniform in size, strength 
and temper. That is why Ace Staples have such unusually high tensile, pene- 


trating strength. 


SOLD THROUGH DEALERS ONLY 





FIG. 1 Shows cross section of an All 
ROUND steel wire. Ace uses only premium 
precision mode, occurotely drown-to-size 


steel wire 


ACE CLIPPER 


ACELINER 


FIG. 2 Shows the ALL-ROUND wire 
after being treated by the ACE PROCESS 
This gives moximum strength on the ovter 
edge where it is most needed 








ACE FASTENER CORPORATION 3415 


IN CANADA @ ACE FASTENER (CANADA) 
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NORTH ASHLAND AVENUE + CHICAGO 
LTD., 504 ST. LAWRENCE BLVD., MONTREAL 
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Hanging Folders 


for time-and-money saving filing 


2. Oxford Files for transferred records 


Oxford shoots with both barrels at transfer time— 
and bangs out a twice-as-powerful sales opportunity 
for you! For twenty years you've enjoyed extra trans- 
fer-time profits selling Oxford Fibreboard files for 
transferred records. This year will be even more 
profitable for you—when you sell a changeover to 
Oxford Pendaflex Hanging Folder Filing! 


When customers purchase new folders for current 
files—that’s the time to promote revolutionary new 
Pendaflex Hanging Folders. These easy-to-handle, 


easy-to-find folders save plenty of filing time and 


a double-barreléd 
promotion’ at 
Transfer-Tit 


energy... have proven themselves tremendous money- 
savers! And, as usual, when you sell Pendaflex Hang- 
ing Folders for current files—sell Oxford Files for all 


transferred material! 


MAKE YOUR PROTECTED PROFIT OF $5.00 PER DRAWER 
— You make $5.00 on each drawer of Pendaflex 
Hanging Folders you sell — instead of the less-than- 
a-dollar profit you make on conventional folders. 


OXFORD FILES AND OXFORD PENDALFLEX stand out in 


design, quality and consumer acceptance! 


Write or call today if you want to become a 
Pendaflex distributor. Your inquiries are welcome! 


Clinton Road, Garden City, N, Y. ° 125 S. 8th St., St. Louis, Mo. 
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Wash., division of the Zellerbach Paper Company, has 
been promoted to division managership of the large 
paper Organization. He succeeds A. G. Mohn at 
Spokan¢ Wash 


. a + 
ROYAL ANNOUNCES SEVERAL PROMOTIONS 

D. B. Starrett, vice-president in charge of sales for 
the Royal Typewriter Company, has announced a series 

f managerial promotions. 

W. W. Pennels, former manager at Albany, N.Y., has 
been promoted to the district managership at Chicago. 
He is a veteran of 24 years of service with the type- 
writer company. After selling typewriters at both 
Detroit and Grand Rapids, he was assigned to head 
the South Bend office in November, 1931. A transfer 
to the managership at Rochester followed in Septem- 























LEO F. GALLIVAN WILLIAM CONE 
ber, 1935. In March, 1939, he went to Albany as man- 
ager and remained there until this promotion to Chi- 
cago, which effective immediately. 

William Cone, Royal’s former Springfield, Mass., 
manager, succeeds to the Albany managership. Mr. 
Cone, who has been in the typewriter business since 
1940, had previously sold Royals in Boston before he 
took up his duties as Springfield manager in Novem- 


ber, 1947 
The new Springfield manager will be Leo F. Galli- 


van, former lesman at Detroit. An experienced hand 
at selling, Mr. Gallivan has been in the field since 
1939 and his entire career with Royal has been spent 
at Detroit 

Another romotion involves the advancement of 
R. W. Cotton, former Chicago salesman, to the man- 


agership of the Fort Wayne, Ind., branch office. Mr. 
Cotton, whose complete Royal career has been spent 


in Chicago 1s Made an especially fine record. 
—- 
KALE-LAWING ESTABLISHES BRANCH IN CONCORD 
Kale-Lawing Company, office outfitters in Charlotte, 
N. C., since 1925, has purchased the stock, fixtures 
und good will of the Kidd-Frix Stationery Company 
f Concord and will operate a branch store at 27 & 


Union St., Concord, N. C., under the name of the 
urchasing firn 


Reid Pangle, a trusted employee of Kale-Lawing for 
the past ten years, will assume managership of the 
Concord branch. The store will feature the same 
nationally advertised lines of office supplies as are 

irried in the Charlotte store. 

oe 


E. P. JOHNSON OPENS OWN BUSINESS 


E. P. Joh for 3% years president of James T. 
Towhill & Company, has opened his own business, 
Johnson Printing & Supply Company, 763 Massachu- 
setts Ave., ( bridge 39, Mass 

For the present, Mr. Johnson intends to sell mainly 
stationery it branching into all divisions of mer- 
handising f this industry as business expands. 

The new proprietor is president of the Boston Sta- 
tloners Association 
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CASTERS 


Possess Exceptional 
FEATURES That Will 
Command Instant 
Attention From Your 


CUSTOMERS 


Write for 
FREE MANUAL. 
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Top Choice 
Of Top Men in 
[ndustry 










@ Whether your custom- 
ers’ employees use tilting, 
swivel or posture-type 
office chairs, it's the chair 
controls that carry the 
load. And this load must 
be measured in terms of peak worker efficiency, not 
merely pounds. 

SENG Chair Controls produce efficiency . . . through 
fatigue-free posture, easy tilting, smooth turning, de- 
pendable no-wobble action. They're easy to adjust and 
last as long as the chairs they control. 

Top men in industry have learned the relationship 
of correct seating to top efficiency. That's why they look 
for the name SENG on the mechanism of every chair 
they buy. SENG is the mark of built-in quality. 

For lasting customer satisfaction, make a note now 
to look for the name yourself. 


1450 N. DAYTON AVE 
CHICAGO 22, ILLINOIS 


PROTECTS YOUR REPUTATION 








VICTOR CONTINUES SALES TRAINING SCHOOLS 

In the interests of more effective salesmanship, the 
eight district managers of the Victor Adding Machine 
Company, Chicago, are continuing to hold traveling 
sales training schools for dealers’ salesmen. 

These sales training schools were launched early 
this year to aid dealers faced by a shortage of trained 
sales personnel. Also at this time Victor began the 
return to normal peacetime production of the full line 
of Victor machines, sharply curtailed during the war ¥ 
period. 3 

Using the latest sales training methods with films@ 
and other visual instruction aids, practice, discussions 9 
and examinations, these courses give the salesman 4 


soKh « 





ne — 
VICTOR ADDING MACHINE SALES SCHOOL.—At a typical 
Victor sales training session given by factory instructors, 
District Manager C. B. Acox, southeastern territory, prepares 
to show training films to salesmen of Durrett Typewriter Ex- 
change, Atlanta; Dow & Gates, Macon, Ga.; McGregor Co., 
Athens, Ga., and Albany Typewriter Exchange, Albany. Ga. 


complete introduction to tested selling methods in 
the shortest possible period. Courses are divided into 
classroom instruction and supervised canvassing. 

The general procedure is for the district manager 
to locate in a central town or city to which Victor 
dealers in the surrounding territories can send their 
salesmen. In many cases it has been found convenient 
for the dealers to have the courses conducted during 
the evenings or on week ends when the salesmen are 
free from the press of business. 

At the present time Victor district managers and 
the areas in which they operate are: Kurt Vasen, 
West Coast regional manager; H. L. Cure, West Coast; 
G. J. Mulholland, East North Central; M. L. Cowan, 
Southwestern; C. E. Brown, North Central; C. B. Acox; 
Southeastern; E. Hansard, Florida; and H. Jetter, New 
England. 

oo 
UNDERWOOD APPOINTS TAMPA MANAGER 

L. W. Brown was recently appointed manager of the 
Tampa, Fla., branch office of Underwood Corporation, 
according to an announcement made by W. F. Arnold, 
vice-president and general sales manager, at the firm’s 
headquarters in New York. 

Mr. Brown, who first joined Underwood in 1944, was 
a typewriter, adding and accounting machine sales 
representative prior to his present assignment. His 
headquarters are at 908 Tampa St 

—_~=— io 
MANY ATTEND FLORIDA FIRM OPENING 

Close to 700 persons attended the formal opening 
recently of the new Gilman Building and inspected 
the Gilman Stationery Store at Lake Wales, Fla. 

Many compliments on the store’s decoration and ar- 
rangement were received by Mr. and Mrs. George 
Gilman and Miss Ruth Gilman, and attendance prizes 
were awarded to many of the visitors —JL 

ee 

FLAHAVIN APPOINTED BY MARCHANT AT ERIE 

Louis E. Flahavin was recently appointed manager 
of the Erie (Pa.) agency of Marchant Calculating Ma- 
chine Company. The Erie agency has been enlarged 
from local to full district status in view of the grow- 
ing industrial and commercial importance of the area. 
William Elliott continues as district manager.—GET 
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“C” label safe, a oy 
Underwriters’ Laboratories, Inc. 
label at low cost, for volume sales. 


ee 
7 ee ee ee ee ee * 


filing case with the safety of a safe 
—every business a prospect. 


4 Insulated Record Container, 
Oualified dealers combining the pe NV ve of a 


Armored money chest with 
Underwriters’ Laboratories, Inc. 
approved relocking device. 
Various sizes, with or without 
locking inner door. 


can still obtain an 
Exclusive Franchise insuring 
future profits the MOSLER 








Flat Sill Vault Door. No grout is 
necessary and installation is 
quicker, more economical—typi- 
cal exclusive Mosler advantages 


that make selling easier. “A” label safe with money 


chest for dual protection against 
fire and burglary. The finest 
protection available. 


with the finest line 
of products backed by the * 
cooperation and sales 


help of the greatest name Sle Mo sle | i 
in safes and safety. Your 

territory may still be open me 

— write today for full ones ee ate z 
details ! si py NE 


delaielal-ttamaleliiliiiclame ellie 


LARGEST BUILDERS OF SAFES AND VAULTS IN THE WORLD 


OFFICE APPLIANCES, November, 1948 














HOW TO CREATE A BRAND NAME 


FIRST take a really fine line of 
products . . . take Security Steel’s beautifully 


designed, efficiently planned and matchlessly 


made new line of steel office furniture. 


£ 









































TO THAT FINE LINE add the 
distinctive name CRESTLINE, 


which stands for top quality. 





Wrap up the name in an attractive 


blue-gray label so the consumer 

















will immediately know that he 
is buying the finest furniture on the 
market . . . furniture bearing 


the CRESTLINE Label. 


by: SECURITY STEEL EQUIPMENT CORPORATION 
AVENEL, NEW JERSEY 


SECURITY STEEL EQUIPMENT CORPORATION, AVENEL, NEW JERSEY 
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NEWS NOTES FROM NSA DISTRICT NO. 8 





E. J. Mitchell, Correspondent 


Any dealer or Midwest Traveler who has not received 


his copy of new 1948-49 Midwest Travelers Club 
roster. rece mailed, please drop a card to D. A. 
MacDo iwall, 7: 


ng one 


. 


The New Orlea 
Louis recently in the form of that noted filing supply 
man, Lionel Colomb of Weis Manufacturing Company. 
We don‘t kn who Lionel spent his expense account 
that day Courtney Wall of McMillan Book 
Company cau the lunch check for Otto Herman and 
wm. Schmeiderer of Buxton & Skinner Printing & 


Stationery C 


furnished the 


iny while Jack Kennedy of Trussell 
vitamins for Walter Ruedy of S. G. 


Adams Comp Harry Short of Oakville Company 
alled our he arters while in St. Louis recently, as 
lid R. B. “Dick” Gingland of Esterbrook fame. -It was 
od to hear both 
ca * * 
Last month put out a call for John Chowning of 


Main St., Kansas City 5, Mo., request- 


ns French Quarter moved into St. | 





Carpenter Paper Company. Am glad to report we 
found him, and many of the following notes are from 
lis pen. Tha John 
- = o 

First, my vies to that hard working District No. 
8 lieutenant governor for Arkansas, Cecil Moses,. who, 
regardless of where I have previously placed him, is 
buyer for Democrat Printing & Lithograph Company, 
Little Rock. Please pardon me, Cece, for trying to push | 
you over onto Center St. Walter Guy should have felt 
julte complimented 


* * * 


Gene Glasgow of Oklahoma City, John Chowning of 
Little Rock (both Carpenter Paper men) and Old Man 
Moses of the Democrat firm spent a long and eventful 
lay late summer motorboating several long 
niles up stream. They carried boat, motor and much 
iding a goodly supply of hamburgers 
. fishing trip, imagine) over bluffs and 

x back a little catch of six bass. The 
5 A.M. and was completed after 8 p.m. 


na onions 
: 
lales Just t 


trip started 


15 hours of the hardest work any of them have 
lone for years, for two bass each 
o . > 
=> A new office supply and equipment store is planned 


for Newport, Ark 
to operate as F 


, by S. W. Freeman and Roy Evans 
reeman & Evans. 
> ” * 

Morrow and Son, Fort Smith, Ark.., 
the Oklahoma City sample rooms of 
r Company, where he selected a large 
hristmas merchandise. 

o a s 


Fred Morrow 
recently visited 
Carpenter Paps 
assortment of C 


Alex Perdue of 
Ark 
handise whi 


spent a recent week in Chicago looking for mer- 
still classed as scarce. 
* . oe 


Jack Kennedy of Trussell Manufacturing Company 


and Courtney Wall of McMillan Book Comvany en- 
joyed visits and a tea party (yes, tea) with George 
Ohland of Metal Office Furniture Companv and Ed 
Holscher. Again sincere thanks for the many 


cheerful letters, phone calls. and cards still coming in. 
They surely help “lift” a fellow from the monotonous 
hours of inactivity, as well as recall fond memories of 
happy friends! 
> . ° 

American Roval Livestock Show held 
in Kansas City in mid-October was said to be resnon- 
sible for the esence in that city of Mr. and Mrs. 
Robert B. Valleau of the wood furniture family, and 
Mr. and Mrs. George Ohland of the steel furniture 
clan. However real reason was the Paul R. Mc- 


The anr 
EY “ 
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The Perdue Company, Pine Bluff, 





\ Gilt that Relaxes-- 
\ctually Prolongs Lite 


EXECUTIVE 
RECLINING CHAIR 
More 
Comfortable 
Than a Bed 





Christmas is just around the corner. Something really 
outstanding as a gift for the executive will be sought 
by his family and his co-workers. 

A perfect answer is this 
beautiful Barcalo Chair. It 
puts the means of perfect 
relaxation in the office. Re- 
laxation, authorities say, 
is of greater value in eas- 
ing mental strain than med- 
ication. Actually it pro- 
longs life. 

gi | Envelope stuffers to pro- 
~ oon . . 
' mote this profitable gift 
item are available for the 
asking. Can be imprinted with your firm name at a 
small charge. Write for complete information. 





Executive Chair Divisior 


’ 


lhity f (1? 


BARCALO MANUFACTURING COMPANY 


f : 7 f si ; 
Ss ‘ Buffa ( 
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DEALERS 
Say... 


STORMS’ 


PRODUCTS 
ARE BETTER! 


CARBON PAPER — 
INKED RIBBONS — 
CARBONIZED ROLLS — 


THE “COMPLETE LINE” that stands the test of time. 


Our half century of manufacturing for the 
WHOLESALE TRADE EXCLUSIVELY means 


@ better QUALITY 

@ better UNIFORMITY 
@ better VALUE 

@ better PROFIT | 


° Why not join the growing list 
‘ of satisfied STORMS’ DEALERS | 


and be convinced that 





~——be 


ft ——s 


>> STORMS’ rropucrs | 








“Sonos erenn* ARE BETTER! 


H. M. STORMS COMPANY 


STORMS BUILDING, BROOKLYN 16, N. Y. 
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Collum’s housewarming. Paul and Hazel McCollum 
are the very tops as host and hostess and all of us 
should envy those whose privilege it was to be present. 
Our congratulations to the McCollums for their ex- 
cellent choice of decorations and furnishings which 
are really gorgeous ...a beautiful new home. 

. - * 

While confined to home these long weeks, several old 
friends have brought good cheer in the form of bed- 
side visits—and good cheer is putting it mildly. Leonard 
Wilcox of Roberts Printing & Stationery Company, 
Hutchinson, Kans., and his charming wife, Alberta, 
dropped in for a much-too-short visit when enroute 
home from the NSA convention and from their daugh- 
ter’s home in Indiana—a visit which really brought 
sunshine to a shut-in. Also, greatly appreciated have 
been the welcome visits of Izzy Voda of Wallace Pencil 
Company, Mr. and Mrs. F. K. Adams and Paul Good- 
win of S.G. Adams Company, E. A. Holscher of Holscher 
Office Furniture Company., Frank Leventhal of Federal 
Office Equipment Company, all of St. Louis, and Mr. 
and Mrs. Jess A. Peck of Springfield Stationery Com- 
pany, Springfield, Ml. 

. > . 

November 19 and 20, 1948—Skirvin Hotel, Oklahoma 
City, Okla.—This is the date and place that Governor 
Earl Scott asks the 1949 regional meeting convention 
committees to meet with him and J. L. Wren to 
formulate plans for the biggest and best regional ever 
held. All dealers and Midwest travelers are invited, 
so try to plan to travel to that destination for this 
November 19 and 20 meeting. Write J. L. Wren, The 
House of Wren, Oklahoma City, for hotel reservations 
for this meeting only. 

. t ~ 

Guess we can’t keep the NSA presidency in District 
No. 8 all the time, so we offer most hearty congratula- 
tions to Jack Kendrick of Kendrick-Bellamy Company, 
Denver, on his election to that office. Mr. Kendrick is 
a most able, level-headed executive who will prove an- 
other finer leader for NSA. 

s * . 

The Eighth Region, however, still claims membership 
in the official NSA family in the person of our good 
Midwest member, Gordon J. Kickels of C. L. Barkley 
Company, Chicago, whom the field division elected to 
represent it in the office cf vice-president of NSA. Our 
congratulations to Gordy, who well deserves the heart- 
iest co-operation of every traveler and whom we know 
will be right in there pitching at all times. 

* + es 

We noticed that Little Rock, Ark., was well repre- 
sented at NSA. Among those present were Earl Leng- 
nick of Arkansas Printing & Lithograph Company (a 
former S. G. Adams, St. Louis, boy). Sam Plant and 
Dudley McCollough of Parkin Printing & Stationery 
Company, Cecil Moses, Bill Naylor and Armitage 
Harper of Democrat Printing & Lithograph Company, 
and Harry Tipton of Central Printing Company. 

* 2 : 

Schooley Printing & Stationery Company, Kansas 
City, recently modernized its charter and corporate 
organization and elected the following officers who 
also constitute the board of directors: Arthur 
Schooley, chairman of the board: Kellogg Smith, for- 
merly treasurer, now president: Roger K. Garver and 
Roy S. Moreland, vice-presidents, and Jos. D. Landes, 
secretary and treasurer. 

a o s 

It is a great pleasure to us travelers and the dealers 
of the Midwest to welcome Fred D. Pitt back into the 
realms of our industry as a manufacturers’ revresenta- 
tive. We congratulate Bert Morris and Fred’s other 
manufacturers on obtaining his services. Fred is not 
only a real gentleman and a good salesman, but is 
also quite talented with water colors and oil paints, a 
profitable hobby of his. 


Two of our well-known former midwesterners were 
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What a Heasure to work at 





a Desk like This!” 









Here’s the answer to how a stenographer can be 
hard-at-work and happy too! Every beautiful 
inch of the STEEL AGE Stenographer’s Desk— 
from the pontoon bases, with their added foot 
room, to the non-glare Corroleum pedestal and 
platform top—was designed for work-saving effi- 
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ALU STEEL AGE desks have adjust- 
able gliders for leveling on uneven 
floors and to adjust height in any 
degree from 29" to 30%". 






The STEEL AGE Stenographer’s Desk 


combines sleek beauty and peak 


efficiency 


ciency and lasting good looks. Only the precision 
metal work of STEEL AGE master craftsmen can 
give you such smooth-gliding drawers and su- 
perb construction—a real achievement in modern 
design. That’s why people say: **Sell STEEL AGE 
and you sell the Best in steel office furniture!’ 


CORRY—JAMESTOWN 
MANUFACTURING CORPORATION * CORRY, PA 
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Now Ready! Barrett GRAYTONE 


10-KEY ELECTRIC PRINTING CALCULATOR WITH AUTOMATIC ELECTRIC 


DIRECT SUBTRACTION 


Electric Automatic Totals and Subtotals « Electric Automatic Correction Key | 
Electric Automatic Shift and Multiply Key « Item and Total Capacity 9,999,999.99 | 


>” 


“Precisioned by Monotype 


ADDING & LISTING: The Barrett simplified keyboard 
combined with unusual! speed of machine operation 
makes this new Barrett one of the fastest of Adding & List- 
ing Machines. You will be delighted with the speed and 
smooth operation of this new model 


DIRECT SUBTRACTION is as simple as adding, just touch 
the Subtract Bar (—) 
instantly subtracted —there are » 
complete the subtraction. Both Plus & Minus operations 
are Electric and Automati: 
time and in any sequence and eit 


and any item set on the keyboard is 


ther keys to operate to 


Either may be used at any 


her mav be held down for 


A folder describing in detail the features of this new model will be mailed upon request 


DEALERS: This new model is available under your Barrett Dealer Agreement. Some territories are still open. Write for details 


Barrett Adding Machine Division « 
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THE NEW MODEL BI92E 





as many repeat operations as desired. With these keys cor 
rections can instantly be made if overstrokes occur in mulli- 


) 


iston —with a Printed Proof of each operation 


MULTIPLYING on this new Barrett with the time tested 
exclusive Automatic Shift and Multiply Key is indeed a plea 
sure —easy to use —swift and sure in operation — with 4 
Printed Proof of each calculation 
DIVISION: Visible Adding Wheels makes Direct Division 
possible —large or small problems —it makes no difference 
both are easy and sure on this machine — here again the 
Printed Proof proves the work. 


LANSTON MONOTYPE MACHINE COMPAN! 
24th and Locust Streets, Philadelphia 3, Penne 
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reported week-ending together in Wisconsin recently. | 
Cards arrived from Al Nordstrom of Smead Manufac- 
turing Company and Matthew “Ambitious” Dillon of 
Associated Stationers Supply Company. Both stated 
business good and habits normal. 

* * - 

Many of those present at the Kansas City golf party 
in September took time out to send us a long strip of 
adding machine paper inscribed with good wishes and 
autographs. It helped consume a lot of time and was 
greatly enjoyed. Thanks a lot, fellows. All reports of 
this party were enthusiastic in praises for Rey Wood 
of Esterbrook and his committee. 

Most sincere thanks to Izzy Voda of Wallace Pencil 
Company and those grand friends and kind customers 
who so joyously suprised me with that flock of the 
nicest form of good cheer a fellow can receive—OR- 
DERS. It was really very swell and a grand and glor- 
ious surprise 

* * a 

Understand Jack Manning, president of Joplin Print- 
ing Company, Joplin, Mo., occupied a very popular 
hotel suite during the Kansas City golf party in 
September. Wonder if he also took over all room 
charges. 

* * 7” 

Lessard Printing & Stationery Company, St. Louis, 
of which Ernest J. Lessard is owner, recently added to 
its staff in the person of George Gosnell, until recently 


with S. G. Adams Company. George is in charge of 
inventory control for his new employer. 
. > ~ 


Meridan Gleason of Omaha School Supply Company, 
Omaha, Nebr., is really getting around these days. In 
addition to visiting the Chicago market on buying 
trips, he also has been representing his firm at several 
National School Service Institute meetings around the 
country. 

. - . 

Will someone please inform us as to who has re- 
placed one Rudy Johnson of Omaha Stationery Com- 
pany, Omaha, Nebr., as bettting commissioner for the 
peddlers? Seems to have been very little activity 
around the back room at the start of the football 
season. 

> * - 

A nice letter recently from a Midwest Travelers’ 

oresident of yme years ago, Walt Stempel, of the 


Wilson Jones alumni. He reported from Texas where he 
has become quite a manufacturer of office equipment 
items. Walt asked to be remembered to his many old 
friends 

* o * 


The good wishes of his many friends go to Lou 
Shore of Duke Office Supply & Printing Company, 
Wichita, Kans., who suffered severe injuries just prior 
to the Wichita regional meeting. He is reported back 


in the harness after a long period of hospitalization. 
> > * 
Let’s all get squarely behind our new Eighth Region 


governor, Earl Scott of Bauman Office Equipment 
Company, Wichita, Kans., and give him the same fine 
support accorded our previous region officers. Start 
off by meeting with him in Oklahoma City, November 
19 and 20. Earl has been a hard worker for his pre- 
decessors and has earned the full active co-operation 
f his whole region. Let us really go to work for Earl 
and our region 
> * . 

George Wilkerson of Smead Manufacturing Company 

and his lovely wife, Joyce, spent several days of Octo- 


ber in Hastings, Minn., at his firm’s office. This was 
Joyce’s first trip to Minnesota, and she was looking 
forward to it with much enthusiasm. 

7 . ” 


James Clopton, owner of Nicholls Printing & Sta- 
tionery Company, Helena, Ark., has been confined to 
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COMFORT- 
CONTROLLED 
MOTION 


“Free and easy” is one way to 
describe the feeling Collier-Keyworth Chair 
Controls give through their patented “Equi- 
Balanced” action. An exclusive, outstanding 
Collier-Keyworth feature, it always assures 
smooth-tilting, comfort-controlled motion. 
For all-steel, revolving chair controls . . . 
carefully constructed for long-wearing 
satisfaction . . . ultra modern in design . . . 


buy Collier-Keyworth! 
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No. 240612 
JUDGES CHAIR 





If style and dignity is needed to sell that hard to please 
client, PRINCETON has the line tailored to his exacting taste. 
These chairs are the product of careful designing and pains- 
taking execution. 


ETON 
WING CHAIR 








We extend our cordial invitation to meet us at 
Booth A-I5 at the N. O. F. A. Exhibition. 





Write for illustrations 
and dealers price list. 


PRINCETON UPHOLSTERY CO., INC. 


457 EAST 147 ST. NEW YORK 55, N. Y. 
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his home for two weeks and was in a very critical con- 
dition. Mr. Clopton had made reservations for the 
NSA convention but was unable to attend. He is back 
in the store for a couple of hours a day now. 

~ . 


J. B. “Happy” Alpuntee, E] Dorado Printing & Sta- 
tionery Company, El Dorado, Ark., with his family spent 
nearly a week in Little Rock visiting friends and at- 
tending the Arkansas Livestock Show, which Happy 
never misses. Happy is also president of the Southern 
Folder and Index of El Dorado. 

* - + 

Bob Wolldridge, formerly with the Henson Printing 

Company, Little Rock, Ark., spent his vacation aboard 


| the USS English, a destroyer, around Panama. He is 


in the Naval Reserve and takes one of these “must” 
trips every summer. He is now back on the job for 


another year. 
* * 7 


Wallace White, who opened the White Printing and 
Stationery Company, Paragould, Ark., with his father, 


| C. L. White, a year or so ago, has been called back to 


the Army and has reported to his station in Texas. He 


| is now Captain White. 


* * * 


Gerald Ligon, country salesman of Democrat Print- 


| ing & Lithographing Company, Little Rock, Ark., re- 


cently bought a new convertible to travel in. After he 


| purchased the car and got back to the office he started 


figuring what he would have to sell to pay for it. He 
came up with this figure—it would take the sales of 
60 billion Gem clips to pay for said car. That’s a lot 
of clips, Ligon. 

* * ca 

Cleo Wann, Wann and Shirrell Printing and Sta- 
tionery Company, Batesville, Ark., recently was ordered 
to bed by his doctor for a needed rest. Cleo is the 
busiest man in Batesville, a coworker on several civic 
and fraternal committees. This, along with business, 
was too much for him. However, he is now back in the 
store, but taking it easy. 

+ * . 

Wehlan Book Store, Hot Springs, Ark., (Where the 
world bathes) is busy remodeling the inside of the 
store. A children’s department has been added on the 
balcony. Office supplies will be placed on one side of 
the main floor while on the other will de displayed 
gift items and greeting cards, along with the large 
stock of books. Henry Robinson and W. L. Clark are 
the new owners of this firm. 

oa 





PORT- 
FOLIO.—William P. King, account manager of Parker Pen 
Company's Chicago division, points out features of the Christ- 
mas portfolio to a Chicago store salesman. Backed by a 
$651,055 advertising budget, the package includes a variety 


PARKER ANNOUNCES CHRISTMAS PROMOTION 


of sales promotion material, counter and window cards, 
dealer ads, radio spot announcements and window streamer. 


OFFICE APPLIANCES, November, 1948 








ty National Bank, Houston, Texas. 
eopold office furniture installation 
y Finger Office Equipment Company 


BURLINGTON, 
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value for users... 


profit for dealers 


with office furniture 


by E000/d 


lt... detail of construction refined and perfected by 
Leopold to give complete customer satisfaction . .. added sales 


and lasting profit for you. 


From the original design conception to the last stroke of hand- 
rubbed finishing every effort at Leopold is toward the finest in com- 


fort, convenience, efficiency and beauty in every piece. 


Adjustable height, “Densiwood” inside legs, 3 point drawer 
suspension, enduring, tough finish, wide selection of patterns . . 
these are only a few of the features that mean greater value to users, 
greater profit to dealers from Leopold . . . makers of fine functional 


office furniture since 1876. 


THE Eqpo/a vvurant 


IOWA 


1948 














BANKERS BOX COMPANY. 








\a 


\ (afi 


TRADE MARK 





icAGO 


MIMOUI (CE G- 


WOOD SHELVING 


COMPLETELY CARTON PACKED—EASY 10 ASSEMBLE 


Here is a perfect addition to the already 

famous Liberty Line of record storage prod- 

ucts... a “natural” for Liberty dealers 

because every user of Liberty Boxes or record 

storage drawers becomes a prospect. And 

once a customer he will repeat again and 

again. Besides these thousands and thou- 

sands of Liberty Box users every office and 

AVAILABLE factory is a potential buyer of this simple 
ut amazingly strong all purpose shelving. 

Liberty PREFAB WOOD SHELVING is neat 

NOW! in appearance, smoothly finished and easy 

s 


to assemble. No nails or screws are needed. 


Each unit holds 18 letter size storage boxes or drawers, or 12 letter size 
and 6 legal size, or 48 check size boxes or drawers, or their equivalent. 





Each unit is completely prefabricated so any- 
one can put it together. The wood framework 
is constructed of 34” x 154” clear Kiln Dried 
Genuine Ponderosa Pine tightly held together 
with a patented locking bracket which holds 
legs and cross bars absolutely rigid. Wood 
pieces are slotted and fit neatly into the 
brackets. No tools whatever are needed to 
either erect or dismantle. This LOW COST 
all purpose shelving is ideal for the stationery 
trade, because each unit is knocked down 
and individually packaged in compact car- 
tons—easy to sell, easy fo stock. 


Every office, factory and store a prospect. 

The ideal LOW COST shelving. 

Wood framework is unfinished but sanded 
—no slivers. 

Anyone can assemble it in a few minutes. 


NO TOOLS NEEDED 














WRITE FOR COMPLETE DETAILS 
AND TRADE DISCOUNT 


BANKERS BOX COMPANY ° 720 So. DEARBORN ST. * CHICAGO, ILL. 
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rEXAS TRAVELERS CLUB NEWS NOTES 
George W. Rolloson of George W. Rolloson & Son, 


Crowley, La., incoming governor of NSA District No. 9, 
and Howard Dear, Standard Stationers, Jackson, Miss., 
his lieutenant governor, have met with Fort Worth 
stationers t rganize plans for the district regional 
NSA meetil be held April 4 and 5 at the Texas 
Hotel in Fort Worth. Due to a mixup in dates, the 
1949 meeting can not be held in Biloxi, Miss., as pre- 


yiously ani 


The follov committee chairmen have been 


named: Willis Lowe, E. L. White Company, general 
hairman; Archie Boulware, Fort Worth Office Supply, 


publicity; Joe Roddy, Mayton & Roddy Office Supply, 


entertainment; Jim Lemons, Carpenter Paper Com- 

pany, registrat William Northern, Stafford Lowden, 

and Royal Hogan, Fort Worth Office Supply, golf. The | 
ladies’ recept ‘committee will be announced at a 

ater date. Fred Berry, Stationers Distributors, will be 

in charge f hotel reservations and all requests for 

reservations must be made to him 

» * * 

Jesse Boswell and Lloyd Mabe report good business 
at their new store, Boswell & Mabe Office Supply Com- 
nany, 506 Mai Fort Worth 

Cigars have been freely passed around The Cargill 
Company in Houston by W. O. (Bill) White, announc- 
ng the a Cherrie Rae on September 19. Bill 
joes the bu at Cargill Company. 

- * > 


Sam V. Futrell, for 21 years with the Standard 


Printing Company of Alexandria, La., has purchased 
half interest the Twin City Printing Company, Inc., 
Monroe, I ind will be associated with the firm 
in the capacit f vice-president and general manager. 
Charles Fowler, who had also been with Standard, 
as joined the Twin City Printing Company sales 
iepal tment 
= 7 > 
H. F. Wottrick, buyer at Wilson Printing & Station- 
ery Compal! Houston, is on leave of absence due to 
ll health a is in St. Joseph hospital for a check-up 
a 7” > 
Buford Mayberry, manager for Story-Wright’s Luf- 
kin store, is leaving to go into the office supply busi- 
ness in Pe a, Fla. 
* * . 
Penland | ng & Stationery Company is all settled 
t the nev idress, 3701 Buffalo Dr., in Houston. 
~ * ial 
Max Kaplan, owner of Carmax Corporation, Houston, 
has purchased the entire printing plant and all sta- 
tionery suppli f the Barnett Printing & Stationery 
Company. He has moved all Carmax printing equip- 
ment to the Barnett location at 1012 McGown and 
has secured Robert Welz, well known in the printing 
industry, to superintend the printing department. The 
114 McKinney Carmax Corporation location is being 
modeled f urger display of furniture and station- 
ry item Sterling Barnett is now connected with 
The Rein C any, lithographers and printers, in 
Houstor 
* - > 


Nick Carter the new Stationers Distributor’s rep- 
resentative n Dallas and Fort Worth. Nick was 


formerly Carpenter Paper Company. 
* o * 
On Augu Miss Frances Lamer Smith, daughter 
f Mr. and Mrs. J. Andrew Smith (J. Andrew Smith 
Company, S Antonio), became the bride of Peter 
Leopold Hurst n of Dr. and Mrs. Hugo Hurst, Orange, 
N. J., forme! f Zurich, Switzerland. They will live 
in St. Loui where Mr. Hurst attends Washington 
University Medical School and Mrs. Hurst will con- 
tinue her 1ate work. 
* . * 
Carter Ir Jack Donahue has left this territory to 
manage the Boston office, bringing George Tarrant 
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absorbs 

Boost fies epee ame dhe oot? 

KIL-KLATTE LATTER me ine oor , ort 
sales from coast to Te ck, makes OF of fame 


coast... this is one 
of a series of 
advertisements 
appea as every 
month tn leading 
office equipment 
magazines 





Free Display Cards te Dealers: With orders 
for a dozen or more pads we'll send 
you FREE a colorful display card and 
a liberal quantity of 2-color mail en- 
closures imprinted with your name. 











{ Dealers: attachshis coupon to your letterhead} 
Amcrican Hair & Felt Company | 
Dept. B811, Merchandise Mart, Chicago 54, Hlinois 
( ) Send 1 doz. KIL-KLATTER Typewriter Pads individually boxed 
with free card and enclosures. 
or 
( ) Send FREE sample KIL-KLATTER Pad and full information about 
quantity prices and discounts. 
Pirm Name. ....+++> ey er iddress..... ‘ 
Cie. cc cténdecendcsvanscounseewen ee State : 
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RETAILS 
FOR 


$]00 














(formerly in Mississippi) to take over his area. 
* + + 


Oo Rk | G | N A L Thomas A. Rose, former vice-president of Dallas 


Rupe Company (investment bankers), has been ap- 
pointed vice-president and general manager of The 


a 
Bennett Printing Company, Dallas, replacing Mr. Snow 
who resigned. W. W. Powell, with The Cargill Com- 
pany, Houston, from 1941 to 1948, has been appointed 
manager of the stationery department at Bennett’s. 


Mrs. Geo. H. Smith, wife of the Manifold Supplies | 
| 
| 


IN HIGH GRADE Company representative, is at home in Fort Worth | 


and feeling much better. She injured her spine when 


L E A sg H E R U PH @) L S T ER E D she fell at the Smith summer home in Wenatchee, 


Wash., this summer and was in the hospital for quite } 


F U R N | T U R E some time. ' | 











* * « 
For Reception Rooms and Executive Offices Announcement was made September 19 of the 
Fr marriage of Miss Joan Beals, Oklahoma City, to Wil- | 
Here's our liam Evans Branham, son of Don L. Branham (Bran- | | 
sot; ; ham’s, Inc., Oklahoma City). The youngsters, who are 
Distinctive attending Oklahoma University, slipped off in April 
Suite for a quiet ceremony. 


” a & 
No. 420 Jeff South, Jr., is the new owner of Macdonald’s at 
110 N. 6th in Waco. 
+ ” * 
Word comes that Ben Garlinghouse, who recently | L— 
sold his interest in the G. & S. Office Supply at Laredo, 
Tex., is now traveling southern Texas for Wilson Jones 
Co. That makes two good men Jimmy Pryor, 
district manager for Wilson Jones, has secured in the | 
past year to service his territory. 
, * * * ~ 
Yarberry’s (formerly City Blue Print Company) has | 
moved to new quarters at 1710 Rusk in Houston. 
+ * + 
Congratulations to Tem Riley on being made dis- — .. 
trict manager of ‘the South and Southwest for Eber- 


y 
| CHAIR: Width 31", Depth 38 - , : 
Height 35". a hard Faber Pencil Company. He has appointed Clifford 


York as Texas representatives. 
7 * *« 

P. T. Pearce, formerly vice-president of The Cargill 
Company, Houston, has been elected president of that 
organization to fill the vacancy created by the death 
August 18 of Frank C. Clemens. John J. Clemens was 
elected vice-president and treasurer and Mrs. Helen 
G. Clemens was named secretary. 

+ * . 

Henson Printing Company, Waco, has acquired the 

adjoining building, thus doubling floor space. 
* om - 

The Poole Printing Company, Inc., Tyler, Tex., is 
now in new and larger quarters at 222 N. Broadway. 
San O. W. Baxley, store manager and buyer, will be glad 
LOVE SEAT: Over all height 36", width 55", to have travelers drop in to see him. 

Depth 35", Between arms, 41", Depth of ar 
back 22", Back Height 22". 





George Vaughan, former salesman for Carpenter 
Note the soft tufted Paper Company, is now doing the buying at Best 
backs. Available in 7 Stationery Company in Houston. 
different colors. Qual- * * «& 


it d | . : ' : 
ie a to "thet cat There’s plenty of incentive for The Demmer Com- 














work exclusively in pany, Inc., Marshall, Tex., salesmen to be in there , 
TOP-GRAIN SNUFFED pitching. W. Grant Richardson, vice-president and ¢ 
LEATHER, general manager, presents a super prize to the sales- | ~_S 
man having the greatest increase over the previous 
* months sales. For August it was an electric mixer and 
OTTOMAN: 19" x 22" +0 Bg: 0g one of the men took home an electric 
x 15" high. a e rol er. . " m 
Write for catalog of complete line and dealers’ price list. After a 4,000-mile trip through the West this sum- 
mer without even seeing an automobile accident, C. A.} | 
GRAND RAPIDS Raney of Lone Star Printing Company, San Antonio, } | 
barely got back into Texas when he became a victim. ( 
LEATHER FURNITURE Co That new car required about $800 worth of repairs. } | 
e Fortunately, no one was badly injured. 
201-207 Front Avenue N.W. * * * ] 
GRAND RAPIDS 4 MICHIGAN Lyman E. Short, for a number of years Texas rep-}/ f 
resentative for the Parker Pen Company and the | 
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* All desks and tables adjustable | | 
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Til 7 * j 
0 imperia 
he deal 
he eaiers 
las 
wiltshire modern 
is- 
r- represents in desk design 
rd 
the clean lines that 
yill 
- characterize futuristic architecture 
vas 
len rr . . . giving you today’s most 
CONFERENCE DESK 
~~ ee ae outstanding desk to meet 
, requirements of modern offices. 
1S 
ay. > > 
lad Write for new brochure showing 
oe sy —— DESK complete line of Wiltshire Modern 
er x 
est NO. 5450 CLERICAL DESK 
SIZE 50” x 30” 
m- 
ere NO. 5445 
und CONSULTATION DESK 
es- SIZE 45” x 
ous te 
ind 






NO. 5650 
TYPEWRITER DESK 
FIXED BED 

SIZE 50” x 30” 


tric 


NO. 5786 PEDESTAL TABLE SIZE 86” x 45” 
ALSO IN 75” x 40”, 69” x 36”, AND 58” x 32’ 





~ 
«| imperial 


nio, 











im. Group also includes Secretarial 
irs d es a com p an Y desk, Executive desk, book 
MANUFACTURERS OF WOOD OFFICE FURNITURE case and telephone cabinet. 
ep- | | | 
the EVANSVILLE 7, INDIANA MEMBER WOOD OFFICE FURNITURE INSTITUTE 
948 7 : TT 
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—Immediate 
delivery . 


ON LONERGAN | 
STEEL | 
TRANSFER CASES. 





©. 















Availability: NOW! 
Durability: Extra heavy 20 and 22- 
gauge steel... vermin proof, fire resistant 
= eh Designed and constructed to with- 
stand countless and careless movings 
.-- Gray enamel finish baked on 
for permanency. 
Usability: Files fit and lock together 
vertically and horizontally without 
tools, bolts or bother... Kasy = glide 
drawers keep all records in all cases 
instantly available. Advisability: 
Lonergan all-steel transfer cases offer 
the most in records security. handling 
and storing satisfaction, immediate 


and future savings. 


| i al 
# 







wake ee THE BEST 
ica. seme : 2h § TRANSFER 








File ments ments | High With 
No. Wide High Wide High Price Base 114” Base CASE MA DE 
; 1 54x 3% 5x 44 $ 5.30 $3.10 16 Files 
» 54x 9 5x 94 6. 20 3.10 7 Files 
3 64x 4'4 6hix 4% 5.40 3.20 14 Files ' 
4 7Qx 3% Shax 44 5 60 3 A 16 Files : 
5 7%x 4'4 8 ux 4% 5.75 14 Files ' 
6 Blox 4'4 Olax 4% 8 f 14 Files f 
7 Rlex 5! Glex Hy f ( 11 Files : 
8 BlexI2th 94x13 2 8 , 5 Files 
Q 834 x 35, Ox 495 3; 85 16 Files 
10 8%x 7H 9x BK 65 8 File ‘ 
11 Ox 4% Olix 4% 70 14 Files 
12 Olox 4% 1Otex 4% f 0 ; an 14 Files 
13 Olox 67% 1OMgx 7% ; R0 9 Files 
14 104 x10 %% lOHxI1 8 38 6 Files 
15 11L‘ex 5'6 2x 6x5 7 t.15 11 Files 
16 12'4x10 % 12% x11 %& 8.8 i] 6 Files 
7 12'ox 6% 1Idtex 7% 8 0 4 320 9 Files 
IS 12%xl2H = 13%&x13 4 50 $30 File 
19 1L5%&xl0¥, 15% x11 ¥ » 45 tf 6 Files 
o eeeectene 6 tf s Files MANUFACTURING CO., ALBION, MICHIGAN 
Sales Office —1ST NATIONAL BANK BLDG., CHICAGO 
oo a Tel. Financial 6-0192 
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Sheaffer Pen Company, has opened the Dallas Pen 

Shop at 1017 Fidelity Building in Dallas. He will spe- 

cialize in a service of fitting pens to individual hands. 
- - o 

Harold W. Davis, formerly of Dallas, has purchased 
an interest in E. R. Conner & Company of Fort Worth 
and is the new president and general manager of that 
organization. 

. > * 

It’s a baby boy for the George Maxey’s (manager of 
Clark & Courts, Harlington, Tex.). George, Jr., arrived 
September 26 

> > 7 

There’s good news to report on Larry Pues of Joseph 
Dixon Crucible Company. After a long, hard battle 
in the hospital following a heart attack, Larry is now 
at home in Dallas and can again enjoy visits from 
his many friends. 

7 > - 

The quarterly meeting of the Texas Travelers Club 
will be held in Fort Worth on November 8 and all 
members are requested to make every effort to attend. 

> sd 7 

The Robert C. Stamps (manager of Fulton Station- 
ery Company, Houston) have returned from a short 
vacation spent in New Orleans where they hit all the 
high spots that fair city has to offer in the way of 
good food and entertainment. It was Helen’s consola- 
tion prize for not getting to attend the NSA in Chicago. 
Bob flew into Chicago at the last minute and Helen 
refuses to set foot in a plane. 

> > s 

Reports keep coming in on the Chicago convention 
and all good, so for a few random notes: Al Cook and 
H. B. Lee (Al Cook Desk & Office Supply Company, 
Oklahoma City) flew into Chicago in Al’s “Ercoupe.” 
.. . Those Carpenter Paper boys, V. O. MeGaughy 
(Houston) and Jim Lemons (Fort Worth) didn’t miss 
anything—exhibit, meeting or Chicago. .. . Walking 
through the hotel lobby, O. D. Mann (Houston) was 
shaking one’s hand and waving to another. ... Art 
Carrow, president of Texas Travelers, playing host in 
the Speed Products booth and posing with the big 
white bunny for pictures. ... In the Sanford Ink 
Company booth, Ed McBee was enjoving a visit with 
Mr. and Mrs. Gordon Steinmetz, who formerly traveled 
Ed’s territory Al Eisemann (Maverick-Clark, San 
Antonio) glad to find a chair so he could rest his 
feet... . Genial host Al Aigner (G. J. Aigner Company) 
serving coffee and “dunks” to Ben Brannon and Joe 
Suggs (Suggs Office Supply, Dallas). ...L. A. Colomb 
(Weis Manufacturing Company) inviting his friends 
to have the caricatures made at the Weis booth... . 
H. J. Stephens (Associated Stationers) greeting rel- 
atives (National Blank Book) from the West Coast. 

Tom Hanson (Tulsa) proudly introducing his son 
to his many friends. .. . Pat Whitesides (Gunn Furni- 
ture Company) looking up those neovle from Texas. 

. W. E. (Uncle Bill) Smith (Ace Fastener Company) 
talking about his trip down our way in the next few 
weeks and that Thanksgiving turkey dinner with the 
Bob Stamps (Fulton Companv in Houston)... . Morris 
Hansell (New Orleans) enjoying his visit with old 
friends Mrs. Ellis Ryan (Milwaukee Chair Com- 
pany) feeling at home among Texans... . Henri Peti- 
tin (New Orleans) looking very good, following a long 
illness, and chatting with manv long-time friends... . 
Neil Stewart. Jr.. and Mr. and Mrs. R. A. Buchanan 
(Stewart Office Suvply, Dallas) attending the S.M.U.- 
Pittsburgh football game before taking in the con- 
vention. . Tom Ketchings (Tom L. Ketchings Com- 
vany, Natchez. Miss.) took time off following the meet- 
ings to visit the Merchandise Mart and to do a little 
shopping in Marshall Field’s. ... The H. I. Tates (Com- 
mercial Disnvatch, Columbus, Miss.) enjoying the dance 
following the annual banquet. ... Prince Charming 
Bob Spencer (Spencer Rubber Products) kneeling to 
Place slippers on a modern Cinderella in the lobby of 
the Stevens Hotel (a gal from Texas).... Mrs. Jeffie 
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* SALES ASSISTANCE 


* EXCELLENT PROFIT 
* REPEAT BUSINESS 
* GREATER VOLUME 


SALES ASSISTANCE—Allied dealers en- 
joy the complete cooperation of this dealer- 
minded organization. An exclusive Allied 
franchise, backed by national advertising, 
aggressive, modern merchandising and ex- 
pert personal sales help, are your assur- 
ance of a permanent and profitable 
business. 


THE ALLIED LINE IS COMPLETE AND EACH 
PRODUCT IS A LEADER IN ITS FIELD 


CARBON PAPERS e PENCIL CARBONS 
TYPEWRITER RIBBONS ¢ HAND CLEANER 
SPIRIT FLUID e MASTER SETS 


CARBON PAPER RIBBONS FOR ALL MACHINES 
SPIRIT AND HECTOGRAPH CARBON PAPER 
TABULATING AND ADDRESSOGRAPH RIBBONS 


A few exclusive franchises are still avail- 
able for alert dealers. If you're interested 
in building more sales, greater volume, 
larger profits, the Allied line is the answer. 
Write for free samples and full details to- 
day. Address Dept. A 


ALLIED CARBON AND RIBBON 
MANUFACTURING CORPORATION 


GENERAL OFFICES AND FACTORY—165 DUANE ST. W. Y. 13, W. Y. 
WESTERN OFFICES—1629 SO. BROADWAY, LOS ANGELES 15, CAL. 
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No other 


ADDING MACHINE 


o 
4 
3 


Earns the Profits 





you can make with 


| ADDOMETER! 








Sells for 
only 


$9295 


THINK OF 1T! Here’s an adding machine that does 
the work of a machine costing many, many times 
more than its remarkably low price of $12.95! No 


sales,” ‘‘sell 


wonder dealers everywhere report ‘‘big 
on sight,”’ “earn quick profits!” 


and only ADDOMETER offers 
these outstanding ADVANTAGES 


p= The perfect portable—compact, easy to use, easy to 
carry. Only 114 x 2'4 in. size, weighs only 14 oz. 


p@ Fast, simple, accurate operation—adds, has direct 
subtraction, multiplies — without use of keys or awk- 
ward levers. 


8-column capacity—models available to handle 
fractions, feet and inches as weil as whole numbers. 


Single stroke dial clearance. 


Combined with 11-in 
partment. 


ruler, handy stylus com- 


444 


Fully guaranteed |! yeor 


51% PROFIT FOR YOU! 


On every Addometer you sell you make double its 
cost to you—profits ranging from 49 to 51°), de 
pending on quantity purchased. And —Addometers 
sell on sight—profits come fast! 


WRITE OR WIRE TODAY 
FOR DESCRIPTIVE FOLDER 


Reliable Typewriter & Adding Machine Co. 
Dept. A-11, 303 W. Monroe St. * Chicago 6, Ill. 
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Fulton and Miss Sue Harding (Fulton Stationery 
Company, Houston) wearing lovely yellow orchids. ..., 
Jack P. Fleming (Vance K. Miller Company, Dallas and 
secretary of Texas Travelers) displaying a 20-year-old 


photograph of the Texas convention and trying to } 


identify some of those in the picture. The Chicago 
trip was Jack and Iris’ first attendance at a national] 
convention and they really enjoyed every minute of it, 

. . Governor of the Ninth District, George Rolloson 
(George W. Rolloson & Son, Crowley, La.) visiting with 
friends and discussing the spring regional to be held 
in Fort Worth . Lt. Governor Howard Dear and 
S. K. Jones (Standard Stationers, Jackson, Miss.) were 
“getting around.” They had been in New York pre- 
vious to this Chicago trip. ... Mrs. L. H. McDaniel 
(Fort Worth) shopping for the twins. ... Mrs. W. D. 
Eldridge (New Orleans) enjoying the tour of Chicago. 

. Lovely Mrs. Perry Vondersmith (Beaumont) proud- 
ly accepting a ladies attendance prize. ... ditto Mrs. 
Harold Hart (Fort Worth). ... Mrs. Willis Lowe and 
Mrs. Bob White (Fort Worth) enjoying several radio 
broadcasts. Charming Mrs. G. T. Buchanan 
(Wichita Falls) particularly lovely on annual banquet 
night with a huge orchid adorning her shoulder.... 


Mrs. Loraine Saxon (Waco) taking time out for a 
little food. Mrs. Dewey Mayton (Fort Worth) 


heartily laughing over a joke someone told on Dewey. 
. Mrs. H. J. Stephens and Mrs. Jack Fleming (Dal- 
las) having their caricatures made in the Weis booth. 
It didn’t take the applause and cheering that 
went up when the band played “The Eyes of Texas” 
for the whole convention to know that Texas was out 
in full force. 
* * . 

As this is being written, Philo is attending The 
Globe-Wernicke Co. general sales meeting in Cincin- 
nati, Ohio. He writes that my advice against taking a 
topcoat to Ohio in October was bad. 

- — 
AMFILE LABELS NOW SHOWN IN BOXES 

Amberg File & Index Company, Kankakee, IIl., is 
now issuing the Amfile roll labels in individual boxes, 
12 of them in an attractive display carton. Each label 
is scored, perforated and gummed for quick pasting on 
folders, cards or indexes. They are available in white, 





NEW AMFILE DISPLAY BOX 


blue, buff, salmon, pink, green, canary, orange and 
manila. 

Each roll contains 250 labels and 
peepholes to reveal color of contents 

The manufacturers declare that the boxes help to 
keep the label stock clean and saleable. The display 
carton is printed in brown and orange and requires 
only 81% x 5-inch space on counter or in window. 


each box has 
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=-new type mechanism 
=-Lustron plastic case 


The Hanson No. 1546 Postal Scale is new in 
practically every respect. The plastic body has a 
toughness and strength to support the weight of 
a 200 lb. man. Not only is the case unusually 
strong but the beautiful grey blended plastic 
finish harmonizes with modern office furnishings 
and makes a smart attractive addition to any 
mailing desk or home desk. 

One gratifying thing about the new 1546 
Postal Scale is its surprising sensitivity and accu- 
racy that has resulted from the new method of 
assembling the mechanism as a separate unit 
independent of the case. The new 1546 is as accu- 
rate as the eye can detect. A new friction lock 
holds the adjustment thumb screw when setting 
pointer to zero so that scale stays in balance even 
though used constantly. 

The large easy-to-read dial shows the new 
postage rates effective Jan. 1, 1949 and registers 
exact postage in dollars and cents for air mail, 
first class, and merchandise by zones. The capac- 
ity of the scale is two pounds by one ounce, over- 
all size 512” x 612” x 21%”, platform 2” x 3”. 


List price $5.45 


Three other models of Postal Scales complete the 
Hanson line that covers every mailing requirement. 


Model 1509—Capacity 5 Ibs. by 4 ounce. Auto- 
matically computes postage for air mail, first 
class, and merchandise up to 4 Ibs., pointer gives 
exact amount of postage without figuring. Dial 
614” diameter, glass covered. Dimensions—6!)” 
x 644” x 914” overall. Packed in individual 
III: scctencestsesovccesienenbeuetelaanetentecsaiial List $8.50 


Model 1530—Capacity 25 Ibs. by 1 ounce. Com- 
putes parcel post charges for merchandise up 


to 25 lbs. Dial 614” diameter, glass covered. 
Dimensions — 614” x 614” x 914” over aill. 
Packed in individual carton................List $8.50 


Model 1515—Capacity 50 Ibs. Computes parcel 
post charges for merchandise up to 50 Ibs. Dial 
8” diameter, glass covered. Dimensions—8” x 

5” x 10” overall. Packed in individual carton 

List $10.50 


71 
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KNEE SPACE DRAWER 


Knee space drawer 
equipped with trays for 
pens, pencils, clips and 
pins, not often available in 


29" high desks. 


NEW SIZE 


Adjustable height (from 
29" to 30!/2") by use of 4 
adjustable HI-LO glides. 


All TRI-FIRM bases are 
drilled to receive HI-LO 
glides which may be had 
at slight additional cost. 


DRAWER LOCK 


One drawer equipped with 
high grade cylinder lock to 
house personal effects of 
operator. 


Arm slides above every 
drawer pedestal for opera- 
tor efficiency giving addi- 
tional working surface. 


JASPER, INDIANA 





VLELELLLILLLLILE 


undiandu desk 








THESE SALES FEATURES MAKE THI 


yy / | 








TRI-FIRM BASE 


TRI-FIRM base adding 
beauty and foot room. This 
feature is especially used 
to compensate for floor 
irregularities. 


WOOD PULLS 


Matching wood pulls espe- 
cially designed to conform 
and conveniently located 
within easy reach. 


HI1-LO GLIDES 


As a special feature of the 
FLOW line, we offer these 
adjustable HI-LO glides 
which will give any desk 
height desired from 29" to 
30!/,". They may also be 
used in conjunction with 
the TRI-FIRM base to com- 
pensate for floor irregu- 
larities. 
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THOMAS EWING MILLER 
Thomas Ewing Miller, 59, executive vice-president 
and a director of the Shaw-Walker Company, Muske- 
gon, Mich., died September 21 at Community Hospital, 
Montclair, N. J. He conducted his business mainly from 
the company’s New York City offices at 405 Lexington 
Ave. He lived at 75 Mount Prospect Ave., Verona, N. J. 
Mr. Miller also was a director of the Master-Craft 











THE LATE T. E. MILLER 


Corporation, a Shaw-Walker subsidiary, and the First 
National Bank and Trust Company of Montclair. He 
had been with Shaw-Walker for 38 years, starting as 
a salesman in Chicago. 

Surviving are the widow, Mrs. Carlena Goebel Miller; 
two sons, Thomas J. Miller of Bronxville, N. Y., and 
Robert G. Miller of Cambridge, Mass.; two brothers, 
Dr. Richard J. Miller of Kincaid, Ill., and Felix Miller 
of Cleveland, Ohio; and a sister, Miss Edith Miller of 
Phoenix, Ariz 

i * 
CARL W. ELLINGSWORTH 

The stationery industry was shocked on the opening 
day of the NSA convention, September 26, in Chicago 
to learn of the sudden death that day of Carl W. 
Ellingsworth, founder and president of the Ellings- 
worth Manufacturing Company, Inc., Chicago. Having 
spent his entire life in the stationery business, Mr. 
Ellingsworth was well known from coast to coast in 
both retail and wholesale circles. 

He started in the stationery business with the John 
P. Morton Company, Louisville, Ky., after which he 
spent a considerable span of years with Dennison Man- 
ufacturing Company. Part of this time he was Illinois 
district sales manager for Dennison and became well 
known to all dealers in this area. He then became asso- 
ciated with Reyburn Manufacturing Company as gen- 
eral sales manager. Later he joined C. L. Barkley & 
Company. 

In August of 1932, Carl W. Ellingsworth founded the 
Ellingsworth Manufacturing Company to manufacture 
Duo-Tang covers. Mainly through the efforts of the 
founder of the company this firm has become well 
known throughout the entire country. Recently the 
new factory was completed in Paw Paw, Mich. The 
general offices remain at 200 S. Peoria St., Chicago. 

He is survived by his widow, Mrs. B. Ellingsworth, 
who is continuing the business along the policies so 
successfully established by her late husband. 

+ + -& 
GEORGE W. FAIRCHILD 

George W. Fairchild, 87, retired fountain pen manu- 
facturer, died September 28 at his home, 216 Harriet 
Ave., Palisades Park, N. J. He had retired as head of 
the Fairchild Gold Pen Company 35 years ago. 

An enthusiastic golfer for more than 50 years, Mr. 
Fairchild encouraged the spread of the game in the 
United States. He was a member of the Stationer Golf 
Association of New York and a member of the United 
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STEEL TRANSFER 
CASES... 





...Can be Stacked 


and used as a file 


q liat 
Delivery 


Steel transfer cases in 
sizes—as shown—CAN 
BE USED AS A FILE. Inter- 
locking legs to assure 
sturdy stacking. Ideal for 
small offices or vaults. 
Constructed of heavy 
gauge steel to stand up 
for years. High gloss 
olive green baked enam- 


el finish. 





INSIDE DIMENSIONS OF FILES 
Width Height Length Packed 


No. 5 Letter Size........ 12% x 10% x24 1 With or without rollers 
No. 6 Legal Size........ 15% x 10% x24 1 With or without rollers 
No. 11 Voucher Size..... 8Y, x 5% x24 3 On Guides Only 
No. 12 Invoice Size...... 10 «x 8 x24 3 On Guides Only 
No. 14 Check Size....... 9 x 3% x24 3 On Guides Only 


No. 5B Letter Base 

No. 6B Lego! Base 
Write for Literature on Other Sales 
Producing OFFICE ACCESSORIES 


M. E. EARMAN & CO. 


30 N. LASALLE STREET 


CHICAGO 2 ILLINOIS 
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YOU 


RE-ELECTED 


ME ON THE 
SALESBOOSTER TICKET 


THANKS FOR YOUR 
VOTES OF 


CONFIDENCE 





As promised, I will continue to do all in my power 
to incerase your sales . . . with point of sale displays, 
envelope stuffers, mats and electros FREE to all 


Markwell dealers. 
SALES MEETINGS TOO! 


Please write today or ask our salesmen for advertising 


material to help you sell more fine Markwell Products. 


HANDI-CLIP 
Staples 

and 
Pins 


No, 15 Punch "“——* 








“RX” ROBOT 


Staples, Pins and Tacks TACKMASTER 


MARKWELL MFG. CO. 


Dealer Division 


200 HUDS. T. NEW YORK 13, N. Y. 


0 





States Senior Golf Association for 17 years. Surviving 
are a son, George W. Fairchild, Jr., and a daughter. 
Mrs. Helen Morley. 

tr + + 


ARTHUR B. HARLOW 

Arthur B. Harlow, 73, co-owner of Heffernan’s, a 
stationery and newspaper store at Northampton, Mass, 
died October 4 at Dickinson Hospital in that city. 

Mr. Harlow was employed in the store for many 
years by its former proprietor, the late James W. Hef. 
fernan. On Mr. Heffernan’s retirement in 1937, Mr 
Harlow purchased the store with Michael J. Fennessey 
as a partner. 

His widow, Mrs. Edith Clapp Harlow; a daughter. 
Mrs. Chauncey Hathaway; a brother, Ralph E. Har. 


low; and two sisters, Mrs. Charles Bray and Mrs, 
Ralph Hemenway, survive. 
+ + + 


EUGENE G. FOSTER 

Eugene G. Foster, 83, president of the Foster-Bod- 
man Office Supply Company, Akron, Ohio, and one of 
the city’s widely known businessmen, died September 
24 at his home. He had been in ill health for nearly 
three years but was active in the company until ten 
months ago. 

He was born in Madison, Ind., and lived in Akron 
for 65 years, founding the company 45 years ago. 

His widow, Maude; one daughter, Mrs. W. H. Bod- 
man; and three grandchildren, all of Akron, survive 


AK 
+; |; - 
MRS. CLARA REESER 

Mrs. Clara Reeser, prominent for many years in the 
stationery industry in Seattle, Wash., died recently 
in her home city at the age of 67 years. Born in Car- 
son City, Mich., she went to Seattle from Butte, Mont. 
30 years ago. For a quarter-century she was buyer for 
Lowman & Hanford Company, Seattle, retiring from 
this field two years ago upon reaching the age of 65 
years. Besides her husband, Peter E. Reeser, she is 
survived by a son, Reins Rummins, of Seattle, and a 
daughter, Mrs. Nellis Boswell of Irvin, Tex.—CML 

+ | 
MRS. DOROTHY HUNTRESS SCOTT 

Death came to Mrs. Dorothy Huntress Scott, wife of 
Reese Scott, on September 18. 

Mrs. Scott was born in Massachusetts on July 24, 
1898. She graduated from Northfield Seminary, and 
later from Columbia University. Mrs. Scott was em- 


ployed in hospital work and during the late war was | 


stationed at the School of Aviation Medicine, Naval 





Air Station, Pensacola, Fla. Later, she moved with her | 
husband to St. Petersburg and was employed in an | 


Army hospital 
+ 
BENJAMIN R. CORLEY 


On October 2, death came to Benjamin Randall Cor- 


ley, 67, an inventor of an engraving machine and 
stamping press, at Pittsfield, Mass. Mr. Corley was born 
in Brooklyn, and had lived here since 1939, when the 
Eaton Paper Corporation bought out his Brooklyn steel 
and copper engraving plant. His wife, the former Edith 
May Downing, and two daughters, Mrs. George Michael, 
of Hyattsville, Md., and Mrs. J. Jackson Roots, of Pitts- 


field, survive. 
+ & f 
HENRY RITCHIE 
Henry Ritchie, 67, president of the Ottawa Type- 
writer Company, and native of Halifax, Nova Scotia, 
died at his home in Ottawa, Ont., on October 1, follow- 
ing a lengthy illness. His widow and two sons survive. 
RC 
ob 
CLIFFORD M. GROVER 
Clifford M. Grover, 68, president of Grover Brothers 
a stationery firm at 195 Market St., East Orange, N. Js 
died September 19 of a heart ailment at his summet 
1948 
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* Patented 


EASEL NOTEBOOKS 


for greater Secretarial Efficiency 
opt 


If it’s profitable repeat business you want, nail Pes 
oan 


it down tight with Rockwell-Barnes NON- 
SKID* Easel Notebooks. NON-SKID’s are 
an instant favorite everywhere because they 
provide important “extras”? that mean sav- 
ings in time and effort for busy stenographers. 
Check these features with your own secretary: 









NON-SKID edges on each cover keep 
the notebook upright at ANY angle con- 
venient for better sight and comfortable 


posture 


NON-COLLAPSIBLE—the non-skid 
edges prevent creeping or collapse from 


desk vibration. 


NON-BULGING—patented special ; eee , 
method of wire binding permits pages to ioe 
turn easily without tearing—book opens 
flat—every page usable from top to bot- 


tom line 
NON-SKID Easel Notebooks are available in 
EYE-TINT or WHITE paper, wrapped 12 
books to the package, 144 bookstothecarton. /»———— 











OTHER TOP-QUALITY ROCKWELL-BARNES PRODUCTS 


“ROCKBARNES” Typewriter Papers + “SPOTSEALD” Adding Machine Rolls 
Wrapped Typing Papers « Mimeograph Papers 
Duplicator Papers e Teletype Rolls «+ Ruled Pads 
Scratch Pads e “SERV-WEL” Clipboards 





ROCKWELL-BARNES COMPANY 








Specialists to the Stationer since 1903 
35 East Wacker Drive Chicago ], Ill. 
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Personable front-man for Dixon Ticonderoga pencils, Mr. T 


certainly gets around to all the right places! 


He makes an appearance each month in the Saturday Evening 
Post, Time and Liberty. Here, millions read about the depend- 
ability of Ticonderoga’s smooth, rich leads... the clean action 


of its fine rubber eraser. 


He has a daily date with radio on that famous program “Ticon- 
deroga Minutes,” beamed from key cities throughout the United 
States. Millions of listeners hear about the pencil with the famous 


green and yellow Plastip. 


Mr. T 


veyor of tips on the fastest, smoothest performance in pencils. 


of magazine and radio fame, is currently the top pur- 


No wonder more and more of your customers are looking for 


Dixon TICONDEROGA pencils every day! 


DIXON 


Ta 


Pencil Sales Department 98-J11, Joseph Dixon Crucible Co., Jersey City 3, N. J. 
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home at Seaside Park, N. J. His residence was in East 
orange. : 

He leaves a son, Clifford E. Grover; a brother, Ber- 
tram W. Grover, and a sister, Mrs. Bessie Grover Kull. 


BJ 
' F + 


ARTHUR C. MOENCH 

Arthur C. Moench, 65, prominent stationer of north- 
ern California, died of a heart attack on September 18 
at San Francisco 

Mr. Moench was general manager of H. S. Crocker, 
Inc., for 28 years until his retirement two years ago. 
He re-entered business with a group of his former asso- 
ciates recently. His widow, Janice, and a sister, Mrs. 
Etta Rosinski, survive. 

+t +; + 


PENN-MAR-VA TRAVELERS NOTES 

New members of the Penn-Mar-Va Travelers Club 
include Clay Lanfitt, representing Richter Metalcraft 
Company, New York, N. Y.; and John M. Ballenger, 
Minnesota Mining & Manufacturing Company, Phila- 
delphia, Pa 

. ~ * 

Waddey Company, Richmond, Va., has a 
addition right next door for furniture. 


* * * 


Everett 
new store, an 


Jack Singer, stationer of Newark, N. J., was in a 
hurry to get to work. He tripped and broke his right 
leg in three place: 

> > . 

Bill Vogel, Henry McNeish, Larry Damon, Stan Mol- 
lerstrom and Harry Tehan, Jr., were recent Pen-Mar- 
Va visitors in Richmond. 

* * * 

These notes are taken from the latest issue of the 
Penn-Mar-Va Traveler. 

—> - 

DES MOINES FIRM APPOINTS H. R. GROOM 

The James L. Smith Company, 1118 Mulberry St., 
Des Moines, Iowa, recently appointed Hugh R. Groom 
as special representative in Des Moines and northeast 
Iowa. Groom has been office manager at Des Moines 
for Look magazine for the past five years. 

The Smith Company, business system equipment 
firm, is exclusive distributor for a number of widely- 
known products.—AL 





><- — 
ACME VISIBLE OPENS DALLAS OFFICE 
The Acme Visible Records Company has opened a 
district office at 2017 Cedar Springs Rd., Dallas, Tex., 
in charge of Phil J. Maher, formerly with the com- 
pany’s Detroit offices 
The firm is engaged in designing, manufacturing 


and selling visible records of various types—JHR 
_—~<se — 














NEW HOME OF STENOTYPE COMPANY OF CALIFORNIA 
SCHOOLS, 2201 W. OLYMPIC BLVD., LOS ANGELES, CAL. 


(Story appeared in October issue, page 188) 
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THE HOME OF QUALITY PARK ENVELOPES 


* * * 


FACTS ano FANCIES 


By McGillicudy 


November 1948 happens to be an important 
month. It’s the month that gives U. S. citizens 
an election day on which they register their 
choice for the highest office in government as 
well as others down the line. 


It’s also a month to observe a slightly out- 
moded holiday—Armistice Day, the day 
that marked the end of the “war to end 
wars.” Armistice Day started 30 years 
ago—so did the Quality Park Envelope Co. 
(we‘ll be 30 years old next February). 


And November is a month of Thanksgiving—a 
worthwhile holiday which dates back some 327 
years. Every year that passes, it seems that 
we in this country have more and more to be 
thankful for. (And every year Quality Park ; 
has been in business we have had more and 
more customers to thank for more and more.) 


Also November is a pretty good time to 
call your attention to Quality Park Verti- 
cal File Pockets which feature the famous 
tough Leatheroid stock with glue welded 
double fronts and backs, reinforced cor- 
ners. Here's a file pocket that outwears 
cheaper materials many times over—an 
ideal container for bulky correspondence, 
contracts, orders, or groups of letters or 
blueprints. 


Leatheroid Vertical File Pockets come in a 
choice of sizes with varying degrees of expan- 
sion—paper gussets or cloth—straight cut or 
tabbed—with metal tabs or angular celluloid 
tabs. Which means, of course, you meet ALL 
your customers’ requirements, usual and un- 
usual, when you stock Quality Park Leatheroid 
Vertical File Pockets. 
And November is a good time to check 


your stocks and shoot along your order. 
We're ready. 


Sold Through Dealers Only 








Quality Fak 


CZ 


% General Office and Factory, Quality Park, St. Pav! 4, Minnesota 
% Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Ill. 
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Sati TABLES 


a. : ied € et hardwood 


nishe vest sfine furniture 





preeision 


COSTUMERS 
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the fruit of long 
experience and 
constant improve- 
ment 


write for 





complete 
catalogue 
and 
price list 
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FAIR FOAM RUBBER CHAIR CUSHIONS 
COSTUMERS + TYPEWRITER TABLES 


* FURNITU iE 
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NEWS NOTES FROM NSA DISTRICT NO. 5 


Bill Wintrich, Correspondent 


There were 32 members present at the Fifth Distrig 
Travelers Club breakfast held on Tuesday, Septembe 
30, at the Stevens Hotel, Chicago. During the mee 
ing that followed three convention program book 
were autographed by those present to be sent to Mag 
Dimmitt, formerly of the Wilson Jones Company 
Dave McConnaughey, McConnaughey Stationers, Ing 
Springfield, Ohio; and John Hanley, Quality Pregg 
Inc., Charleston, W. Va.; who were ill and unabk 
to attend the convention. It was also decided to sep 
a best-seller book to each of the above and to 
George Wasserberger, wife of George Wasserberger of 
the General Printing Company, Pontiac, Mich., who § 
also ill 

Jim Vaughn, formerly buyer for R. P. Lewis Com. 
pany, Saginaw, Mich., has left that organization ang 
moved to California. Kenneth Hutfiltz is the neg 
buyer for R. P. Lewis. 

Bill Lipner, Koh-I-Noor Pencil Company, is back og 
the road again. Bill slipped in the bathtub in hi 
hotel room in Milwaukee and injured his sacroiliac. 

x * 

Walter J. Clarke announces that as of July 1 the 
entire interests of the former partnership, Clarke and 
Marin, were assumed by Clarke Office Supply, 22 East 
Jefferson Ave., Detroit, Mich. Archie Mouton is the 
buyer. 

* * 

M. G. “Pat” Patterson, formerly covering Indiana 
and northern Ohio for Speed Products Company, Inc, 
is now assigned to Ohio, Kentucky and West Virginia 
His address is 16703 Stockbridge Dr., Cleveland 2 
Ohio. 

* x od 

Homer Valentine, who has been in the office supply 
field for the past 30 years, and until recently with the 
Columbus Blank Book Manufacturing Company, Cos 
lumbus, Ohio, is now with the State Office Suppl 
Co., of Columbus. 

* . + 

A new account known as Holswade Office Suppliers, 
Inc., has opened at 421 Eleventh St., Huntington 
W. Va. H. C. Holswade is president. 

a © 7 
Kenneth, was born on September 8 to Mr 
M. G. Patterson, Speed Products Company 
in the Fifth District. They now have 


A son, 
and Mrs. 
representative 
two boys. 

a * * 

On September 15, the Stationers Club of Michigan 
met at the Fort Shelby Hotel, Detroit, and elected the 
following to serve as officers for the coming year: 
Jack Harris, president; Ray Lewis, first vice-president; 
L. V. Reynolds, second vice-president; Leo Bigelman, 
secretary, and Fred Richardson, treasurer. The diret- 
tors are Harold Speicher, Matt Massott, Walter Lud- 
wig and R. A. Macdonald. 

- —i © 
M. G. WEST COMPANY APPOINTS HOY 

M. G. West Company, San Francisco office furnituré 
filing equipment and office planning firm, recentlf 
announced the reopening of the Sacramento offict 
under the management of William P. Hoy. 

The office is located in Room B of the lobby floof 


Hotel Sacramento. 
owe 


CARL FISHER APPOINTED BY CODO 
Codo Manufacturing Corporation, Coraopolis, P% 


recently announced the appointment of Carl Fisher 


representative. Formerly with Mittag @ 
Mr. Fisher will cover the states di 
Arkansas, Louisiana and 


Southwest 
Volger Company, 
Missouri, Oklahoma, Kansas, 
Mississippi. 
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> Mr 
pam Always top quality, the Longhorn Wax Back Carbon 
1ave 
you and your customers will find in this attractive 
uigan new box is better than ever! Fine wax back eliminates 
the 
yeas curl...superior finish makes possible more legible 
dent; -- 
man, copies—and they’re clear, readable, permanent copies. 
irec- Available in three weights: — ; y 
Lud- Light, Medium and Standard It is impervious under normal exposure to moisture, 
in Standard Colors - 4: 
. 7 , heat and humidity. 
wo sizes: 812" x 11% 
iture and 8 72 by 14 
ently 
office 
. 
floor, . 
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(j YS HELP you build your 
CARBON PAPER SALES 
aatth barge Contract Gusiners! 


AMCO is completely equipped to supply special orders 
of carbon paper in any size...in any colors... in 
any weights...in any finishes...and IN ANY 
QUANTITIES! Let us help you land those big 
contracts—yjust send details of any order for our 


quotation. 


write on your letterhead for this 
complete AMCO CATALOG — it’s a gold 


mine of carbon information! 


ans 
Srey * LONGHORN TYPEWRITER 
CARBONS and RIBBONS 


ow 


rte at? 


© PENCIL and ONE-TIME 
CARBONS 


© SPIRIT and HECTO 
CARBONS 


| © DUPLICATOR STENCILS 


and INKS 
AMERICAN CARBON PAPER MFG. CO. 


/ 
7 
GENERAL OFFICES AND FACTORY 
ENNIS, TEXAS 
4 a 


AMERICAN CARBON PAPER MFG. CO. 





General Offices and Factory @ ENNIS, TEXAS 
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No. 676 ARM CHAIR. Ock Wood .. . light oak 
me oak finish; pecan wood, mahogany or walnut 
sh. Seat, 22”x19V%_”. Height of back, 153%,”. 


verall height, 32”. Weight, 24 Ibs. 


VU 


No. 677 SWIVEL ARM CHAIR. Ock Wooc... light 


oak or lime oak finish; pecan wood, walnut or 
hogany finishes. Adjustable seat, 22”x19V,”. 

Height of back, 1534”. Weight, 43 Ibs. 
Your selection of covers: Genuine 


Top Grain Leather, Imitation Leather, 
Terson, Duran and other beautiful 
upholstery fabrics. 





OFFICE APPLIANCES, November, 1948 





Picture yourself . . . your sales force... 
selling these new chairs. You'll be “sittin’ 
pretty”! Here’s why: 

You won't have to persuade your prospects 
that the design is in smart, excellent taste. 
They can see this! 

You won't have to persuade them that 
construction is finer than any at the price. 
That's obvious! 

You won't have to persuade them that value 
for value, there are no better “buys” than 
Murphy. Comparison proves that! 

Just show these 
chairs and 
you'll be “sittin’ 
pretty’ on sales 
and profits! 




















Order now .. . or write today 
for details and prices! 
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I “\whal this business needs 
is more \NiSE ECONOMY.” 


Of course he’s pleased with his 
new suite of Office Furniture by 
Alma, because he’s a careful 
buyer...one who insists upon 
making every business dollar 
show a good return. And it’s his 
type of business that you can get 
...and hold...when you have the 
famous Alma 900, 1100 and 
Standardizer Series to show, 
Combining Functional Design, 
Modern Styling and Moderate 
Cost, Alma Desks and companion 
pieces are the answer to Today's 
demand for Wise Economy. 


ALMA DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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STATIONERS 12:30 CLUB NOTES 
Dave Bayles of the Bayles-Ditchek Stationery Com- 
pany, New York City, was tendered a surprise birth- 
day party arranged by his wife at the Riviera. It was 


Dave’s fiftieth birthday 
> * . 


After 25 years on Market St., McLaughlin’s Station- 
ery Store has moved to 11 Hamilton St. in Paterson, 
N. J. Miss Sadie McLaughlin is most satisfied with the 
new location, saying that its proximity to the City Hall 
has brought in more customers. 


= > a 
Irving Flaumen has been placed in charge of sales 
for the stationery division of the American Plastic 


Products Company, 44 Cliff St., New York, N. Y. 
» - > 

Harry F. Adams has opened a showroom in the Fifth 
Ave. Building, 200 Fifth Ave., New York City, as eastern 
for the Feldco Loose Leaf Corporation 
of Chicago. He will cover the territory consisting of 
New York State and city, New Jersey, eastern Penn- 
sylvania, Delaware, Maryland and Washington, D. C 

> * 


* 


representative 


Association of Northern New dersey 
f officers at the Rupert Treat Hotel in 
Newark, N. J., on October 19, seating: President, Abe 
Siminoff, Colonial Stationery Company, Newark; first 
vice-president, Charles Charrier, Crescent Press, Belle- 
ville; second vice-president, Harry Erny, C. Howard 
Hunt Pen Company; treasurer, Martin Escoffier, Clin- 
ton Stationery Company, Newark; and secretary, Ru- 
pert L. M. Jacobus, Edward Madison Company, Mont- 
cilalr 


The Statione! 
held induction 


+ . ” 
These items are taken from the Whitems for Octo- 
ber, edited by Gerard D. White of Acco Products, Inc. 
*— 


ARROW FASTENER OFFERS NEW DISPLAY 
Arrow Fastener Company, Inc., 30-38 Maujer St., 
Brooklyn 6, N. Y., has made available to dealers a new 
two-color display to tie-in with its expanding national 
advertising program in promotion of stapling machine 
and staple sales 
This display is designed to take up minimum space 







A MACHINE 
FOR EVERY 


AND AT EVERY 
PRICE RANGE 














ARROW’'S NEW TWO-COLOR DISPLAY 


and is flexible for use as a counter, window or wall 
display 

The complete Arrow line of stapling machines is 
featured, showing “A machine for every stapling pur- 


pose and at every price range.” 
Dealers can obtain the display piece from their 
jobbers or by writing the company direct. 


OFFICE APPLIANCES, November, 1948 


SO Nene ee ME xs ¢. Soest 
aie Lee 












UNIT BINS AND SHELVING 
AVAILABLE FOR IMMEDIATE DELIVERY 


-WE FURNISH THE STEEL! 






The outstanding Fort Steuben line of unit bins and 
shelving incorporates soundness in basic structural 
strength, correctness in design and fabrication, and 
durability of finish, with the special advantage of 
immediate delivery upon order. The line is fabricated 
from prime steel materials, which we furnish. Erec- 
tion is as simple as that found in children’s construc- 
tion sets. For detailed information phone, write, or 
use the convenient coupon below. 


Pictured at left is a Fort Steuben 
6-shelf Commercial Unit. Uprights 
are of 13 gauge angle stock in 
all standard heights, shelves are 
pressed from 18 gauge sheets and 
are available in all standard sizes. 
According to the Fort Steuben 
unit plan, uprights are drilled to 
permit placing of shelves at 14%" 
intervals over their entire height, 
and backs and sides may be used 
at will. Below, is shown a single 
or starting unit for closed type 
shelving. 











Fort Steuben Auto Parts Bins 
(below) are particularly design- 
ed for parts storage, not only 
in the automotive industry, 
but in many other industries as 
well. The need for indexing is 
met through the use of full shelf- 
length label holders, standard 
on all Parts Bin Shelving. 
Lightning-fast adaptation of 
these bins to frequent changes 
required in sectionizing storage 
requirements is effectively ac- 
complished through the use of 
patented snap-in dividers, in- 
stantly adjustable on 1" centers 
over the entire shelf width. Shelf 
heights are adjustable on 14" 
centers, and several combina- 
tions of sizes are available. Bins 
to meet all car manufacturers 
planographs or bin system re- 
quirements are available. Deal- 
ers and Manufacturer's Agents 
are invited to write. 








Fort Steuben Metal Products Co. 





Fort Steuben Metal Products Co. 
Steubenville, Ohio 


Gentlemen: Please send me your complete catalog OA. 





Name Title 

Company_—___ Street 

City —— _State 
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LOOK 


The Toledo Metal Furniture Co. 








PRESENTS 


Little Dandy 


Typewriter Stands 





No. 671-LSX 


TWO SIZES 
With or without side leaves 
" With or without locking device 
FIVE-PLY WOOD TOPS 


and side leaves 


Seaew SBOLLEOD STEEL 


bases 


Our name is your guide to 
quality 


IMMEDIATE SHIPMENT 


Send for catalog and price list 


The Toledo Metal 
Furniture Co. 


1001 Hastings St. ° Toledo 7, Ohio 
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NEW MACHINES, DEVICES AND SUPPLIES 
(Continued from page 82) 
stand has continuous piano hinges and the elbow type 
of drop leaf arms. Atomliners are packed one to a 


carton, knocked down. 
— ~~ he © 


WALZ INTRODUCES NEW SECURITY CHEST 
Walz Manufacturing Company, 808 S. Harvey Ave., 
Oak Park, Ill., has announced a number of improve- 
ments in introducing the new Gold Seal security chests, 
These are light-weight, high heat-resistant containers 
using a new insulating material claimed to have a 
guaranteed heat-resistant operation to 1800 degrees F. 








WALZ GOLD SEAL CHEST 


along with automatic chemical protection. The chem- 
ical gas, known as Fire-Mist, is self-releasing at high 
temperatures, encasing contents of the box in a pro- 
tective vapor. Chest walls are one inch thick. 

These chests have a hammered silver-gray enamel 
finish with electrically welded, cold-rolled steel casing, 
two key tumbler lock and full length hinge with auto- 
matic cover stop. Rayon linings are plush-like in ap- 
pearance. The chests are available in three popular 
S1Ze€S 

—_—-— 
HAZEL OFFERS FEATHER WEIGHT BINDER 

Ernest Hazel, Jr., 703 N. 16th St., St. Louis 3, Mo., 
now has available a featherweight loose leaf county 
record binder, the Tip-Touch, so named because it is 
claimed that a five-year old girl can open the mech- 





HAZEL’S FEATHER WEIGHT COUNTY RECORD BINDER 


anism with the touch of her little finger, yet no 
amount of jarring will cause the mechanism to release 
the posts. The binder is made in medium size of full 
Russian leather, has extra hubs and weighs six and a 
half pounds. Complete with canvas jacket, the weight 
is eight pounds. The boards are of 3/16-inch tempered 
Masonite and all metal parts are aluminum. Binder 
is suitable for typed and photographic records. 


OFFICE APPLIANCES, November, 1948 








[TT 








COUP DE MAITRE- 


} hen you combine the finest quality paper with the rare 
refinements that only automatic machines can produce you 
manufacture a product that is decidedly supreme. But the 
most surprising fact about PARK BRAND FOLDERS is that 
they are the most moderately priced which accounts for their 


tremendous popularity and nationwide consumer acceptance. 











PARK BRAND FOLDERS are again available in heavy weight 11 pt. thick- 


ness in letter and legal size, single and double top. 


KRAFT FOLDERS are also again available in heavy weight 11 pt thick- 
ness letter size single and double top. 


Send for samples of these exciting folders as well as your copy of our new Pricelist 47. 


Imperial 


| Methods Cornrpany 


*A Master Stroke 





. ' ¢ 
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The Pacemaker “paid Desk extends to 
the general office the same degree of style and 
comfort enjoyed by top executives— planned | 
kN Ye to get more work done with less effort—accom- (' 
Wh modates any standard make of adding or 
calculating machine. Users say on sight, “That's 
what I want!” 
Every office worker can find the desk of his 
or her desire within the Myrtle Pacemaker Line. 
Styled for eye appeal—designed for endurance 
—priced to please. 
With dealers and users alike, Pacemaker 
gets the preference. 4 ra 
Y 


MYRTLE DESK COMPAN 





HIGH POINT, NORTH CAROLINA 






CALCULATING DESK 


Adjustable Height 
Typewriter Platform 


Suspension File Rails 
for legal or letter size 


Ball Bearing File Drawer 


Convenience Tray 



















Cigarette Burn-proo! 
Top 
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CONVENTION ADDRESSES 
Continued from page 59) 


the index shows that they have only 
tivity approximately 6 per cent since 


wi 1 hourly rate of labor cost of approxi- 
t ce 1939 and with the low production 
nt increase since 1939, you have a 

prices have to be raised. 
that about 93.6 cents out of every 
represents labor costs. Therefore, 
the demands of labor for increased 
ng prices of many products. Right 
; if this program keeps up and labor 
eunw illy produce more when they are paid 
some day and find that labor has 
ob, and that will be bad for all of us 


Labor's Standard of Living Up 


ive given you the facts which show 
ring man on the average, has in- 
ving approximately 20 per cent 

at the group Known as “top man- 
been the effect of inflation 


: 1939 must have about $5,000 of 
ntain a similar standard of living as 
00-a-year man of. 1939 must have 
O-a-year man of 1939 must have 
year man of 1939 must have about 
man of 1939 must have about 

ir man of 1939 must have about 
ir man of 1939 must have about 
i-year man of 1939 must have about 
In other words, if top management 
39, he would have to receive approxi- 
main his 1939 standard of living 
is why bosses get grey!—Nine 
high cost of living (which is the 
ken this toll from top management 
ment people do the planning and 
nsible for providing the venture 
bs for the 60.000.000 workers of 


iy that top management have had 
9 standard of living and prob- 
their living standards 
Compare This With Labor's Secale 


ese facts with the 20 per cent 
ne of the American laboring 


n this audience to think that I an 
t the standard of living for the 


m sure we all want the standard 

veryone ir America Sut, such a 

high standard of living can only be maintained providing 
I n reason, so that everyone may buy 
xs of life and, prices ean only be 

lowered i little harder and produces more 


flation has hit that other segment 
ose engaged in retail distributior 


I do not have the facts relative to 


I do have hose at the retail drug 
verage sales in 1939 of approxi- 
1947 their sale iveraged $70,900 
A f $37,000, or 109 per cent 
The t é ne in 1939 was about $4400 and ir 
194 " t $9,000 an nerease of $4600. or 
N t e a mighty fine increase in profits 


ent and see whether or not his 
nereased by earning $4600 more 
) 


£1600 income tax which left hin 


hi 1947 dollars were worth only 
(9—he had ar nflation in his net 
$3000. So, therefore, his 1947 net 


th only $4400 at 1939 values 
1400 in 1939 and his $9.000 of 1947 


0 at 1939 value his standard of 
s in 1939 


No More Real Value for Effort 

AND HIGHER TAXES have put 
t f n a position where 
AL VALUE FOR HIS EFFORT, 
r INCREASE IN SALES AND 


a 





ts to your attention because, if 
say 10 per cent in the cost of 
nu ne . his net income 
And this means that he must 

y increased tonnage 


ted increase in sales only if 
inued at «the present level 
ise percentage wis¢ then the 

provide thi iditional cost 

S ’ in to this point? 

; , t s for some time and possibly at 
This means that retailers will 
ise their sales volume and cut 


family are to even maintain your 


inreasonable oney out of your 

} reserves since t is taking more 

cause of matiy new products of 

v r it every montl ind you must 
i t t § cessful business—which means 


gx capital as y¢ increase your 


Ss I of inflation and taxation. Now, 
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FILING SUPPLIES 


are priced to give dealers 


a Good Profit Margin on 


MANILA & KRAFT FOLDERS 
ALPHA INDEXES 


VERTICAL GUIDES 
RECORD & LEDGER CARDS 


FACTORY & OFFICE 
FORMS 


The MACY Line 
for many years past has set and main- 
tained a Standard of Quality that has 
gained it thousands of well satisfied 
customers from coast to coast. 


None better is made anywhere! 


Place a Trial Order 


and let that convince you. 


Write NOW for 
COMPLETE PRICE LIST 


RAND 


FILING SUPPLY CO. 


GRAND HAVEN, MICH. 
"Phone: Grand Haven 499 
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et l tur! to the third force Vor ‘ it ‘ r Col my 
imely “competition” 









If we are produce more, (whicl ve must) order to 
bring prices do this production ling ist have gressive 
salesmen at all levels taking the goods off of the end of it 

The production line in our national economy starts in the 
FACTORY 1 ENDS IN THE HOME OR IN THE HANDS 
OF THE Cl “OMER and, there is a p« t on this roduction 
ine which is represented by the “last three fee which 
n turn is represented by the three foot counter r the dis- 
tance between the alesman and the iltimate co imer 

: i N G Need Dynamic Salesmen 

Y i iadies nd gentlemen, here t lay are working of 
that production line if you are a sales person and, if we 
ire to have a dynamic flow of goods coming dow one end 
f the production line, we must have i dynamii ales 
reanization selling them at the ther end 

So, IL say to you, the secret weapon of America is SELLING 
Without selling and its stimulus to our whole economy, we 
night have done no more with the or rtunities that Amer- 
ca affords than did the Indians when they roamed these 
lande 

When I speak of selling, I mear é ne throug! ill the 

lia that reache the eve and ear i ‘ l as aud é repe- 
titi at the point of sale 

Never forget that purchasing power stati t becomes 
iseful only when turned into effect e demand smart 


iggzresive merchandising and sellins 

Now, when I speak of merchandisins vVhat do I mean? 
Very broadly t means “SELLING MERCHANDISE THAT 
WON'T COME BACK TO PEOPLE WHO WILI COME 
BACK 





Now, how is the average retailer goins oOo wor! d oper 
te at this point known as “the t three fe of the 
American production line”? 

My experience nas reve; re I reta ers 
who lie awake nights f their competitors they 
ike competition or titor i ! 

] vonder if these wentlemen realize ti t tree é and 

competitior + very important ft the s ( Ss of the 
American free enterprise system? It otects the consumer 
rom mononpno ti¢ practices whicl ! £ t res t I n'air 
ces and it improves the service which the cust er might 
otherwise receive The wise i ntelliwent Americar 
imer knows that if businessme profiteer his con 
etitor will get him sooner or later if he é money 

s banker will get him sooner or ter So, y ee that 

petitior icts a a force which bot protects | serves 
ILLUSTRATED consumer better as it becomes kee eT na ‘ ctive 


4409—7 DRAWER 
5x8 Consumer Always Comes First 


Again, neve forget that the consu Way s first 





inder our economic system The « mer t l at the 
ipex of the American triangle of plenty a t is good 
I the consumer is good for busine not slogar 

what’s good for business is good for 
The only vay for you to beat cs t ‘ = 1 t e] 
BY vr serve the customer better than your competitor Wher 
I speak of “out-se ng,”’ IT do not mea ba f cutting 
prices because I believe that cut prices are seller's obsessior 
mn most instances and not a consume! and ?} ves, | 
realize that there are two classes of « omers One class 
vho buys ouality. service and benefit while the other class 
let’s price buy them It has been said t t “the Americar 
people know less about qualitv and ore bout e thar 
vy other natior t the world” This robat e and 


For QUALITY—DURABILITY—VALUE— —_it'#0. T consider it ‘an Indicator of poor salesmanship on th 





rt of the American businessmar 
Channels of distribution are char nid r llus 
tration, in our industry the drug tor as. by ‘ itior 
ORDER PEERLESS taken over the resta ‘ant the cigar ‘ the 1 s stand 
the ift shop the tobacco store tl candy store nany 
portions of the hardware store, brat nostoftice nd many 
portions of the average department ‘ You ai probably 
CARD FILING CABINETS tuntering rr! ar changes in the r itive } els of 
t product whic you have been selling for ye 
r is 1 competition, and you 1 st meet the 
pproach of better salesmanship rather t n tryir to rely 
SIZES—3 x 5—4 x 6—5 x 8—6 x 9 ipon the idea that the way you succeed in meeting suct 
mpetition s by boycotting manuf rers our 
Ssociation to. sé ire legislation r entering other 
_—_ + rf Y of mone ri tic and illegal act 11] wit , iew 
o protecting you from these char s competitive cor 


THE If you ars dvocate of such a you are y 
ime duck in the merchandising worl: 
PEER As far as competit 
ll b mor I than ever duri he next few ears 
But, I say t you, vt worry abou our compet I Be 
OF i rt to what he doing and the fi it how , ar 


STEEL 


yn is concerned t my nit that 





Can't Use Yesterday's Methods 


EQUIPMENT Never forget that you cannot do today’s work w ester 





day’s methods and be in business t orrow Ani igair 
remember that id saving “he who 1 ip hi eeves 
vill never lose his shirt” 
Even though I have no glass ball, I feel that it ible 
p see into the future for a reasonable tance ar foretel 
E — F L t S$ S$ \ types of retail store owners will continue t keep 
e with any changes which may tak:« lace 


First of all, it is my personal opinion that many f the 


’ present-day retail store owners will not e able t tinue 
t! r present profitable operations in the highly ec etitive 
* e! which is sure to come in le near future l s they 


ra tl 
KNOW HOW TO ANALYZE THE 
VHAT IS WRONG AND, THEN 


UNRUH & HASBROOK AVES. Hit ERROR In a non ag oo interpret tl . that 
the etaliler must know ow to cart oO each every 

! y funct on n the n ost efficient way dtow t extent 

PHILADELPHIA 11. PA each function contributes to the income or expense of his 

° : business. He must have an open mind at all time nd be 

ready to make radi al changes quickly) to meet < nging 

nditions In many cases, this me that the retailer 
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4 beautiful finishes: 





GENUINE WALNUT 
GENUINE MAPLE 
SOLID GRAY 

SOLID GREEN 


Hi-Lo 


Trademerk Reg.—Pat. Applied For 


Pedal Touch 


TYPEWRITER 
STAND 
TOP SIZE 16x18” 
LEAF SIZE 16%x 9" 
EXTENDED 16"x36" "7 g°° 
HEIGHT ae LIST 





F.O.B. PHILA., PA. 










PEDAL TOUCH— 


astonishing new device— 
simply touch right pedal 


to raise—left to lower. @ Hi-Lo means greater working efficiency. 34-inch, 











7-plywood top cuts down sound. Two roomy side-leaves 


lift into locked position for smooth, absolutely level 


e Hi-Lo means superior Metalstand con- ; : . 
, I working surface. Leaves have full-length piano-hinges, 
struction. Heavy gauge steel of J-angle , : 
plus spring-loaded snap brackets, for easy handling— 


design gives trim, modern appearance. 4 
extra security. 
All electric-welded stand with double- 
flanged bracing top and bottom. Never Just one thing! Production is still limited and orders are 
any wobble, vibration or sway. being accepted in retation in which received. 


USUAL DEALER DISCOUNT 
WRITE FOR ILLUSTRATED FOLDERS SHOWING COMPLETE LINE 


METALSTAND COMPANY, Inc. 


1615 TO 1625 MELON STREET Manufacturers PHILADELPHIA 30, PA. 














WE OFFER THE MOST COMPLETE LINE OF STANDS ON THE MARKET e A STAND FOR EVERY USE 
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Packed with sales values! That’s the ver- 

dict! backed up by instantaneous demand 

for the amazingly revolutionary Morris- 

tray. Here is functional design in most 

practical application. Modern, stream- 

lined, this very newest interpretation in 

letter trays is finished in popular metal- 

lic colors: steel grey, antique bronze, 

sheila date tate office green, bronze w alnut, and deep 
be cnaination. mahogany, available in legal and letter 

size, or a combination of both. Strong 
and versatile in uses, the Morristray 
offers real “hand room.” Holds file 
folders with tabs. Truss bottom elimin- 
ates warping. Orders filled as received. 





ue Bert Moris >) 





——, 


Bees ie 

yar reel le 
tS 

SS -: 


One tray space for two desks, 
back to back. 


8651 WEST THIRD ST.- LOS ANGELES 37.) 37, CALIF. 
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I do not mean that in the literal 


sé that he must expand his education by 
id t onomics of present day retail merchan- 
ave all had an excellent education in 
il sides of your businesses, but this 


ost retailers is not sufficient to meet 

ssfully operating a really dynamic and 

F ‘ re—one which is capable of with- 

g | petition from other dynamic retail 
distribution 


Here’s the Usual Answer 


any retail store owners will disagree 
my remarks. They will say “you 
idea of additional needed education 
tionery and office appliance business 
re made of and how the appliances 
only education you need to run my 
sk people what they want and give 
if not. we put it on the want book, 
wholesaler’s and manufacturer's 


give them an order for what we 
hop around to buy as cheap as we 
ice of more items can be protected 


at our profit may be protected 

k from early morning until late 
ype of detail work and then, we are 
get to bed pronto. That's the way 


ou are right You don't need this 
ibout because you are a storekeeper 
You know the difference don't you” 
vho supplies his customer with what 
ndiser is one who not only serves 
he also creates additional Wants 
igh ¢ science called “selling and 
t customers like to have a merchant 
because selling and merchandising 
the benefit of the consumer 

s MER is KING from now out and y« 
7 1 may not like this crude way of 
isiness as we practice it under the 

tl United States of America 

n t iuthority speal 


BUSINESS 


one, and for ne reason only, and that 
needs of people 
> > 
starts just one point and that is when 
vants and needs 
> > 
rm purpose but to serve ind 
find success in retailing or any 
except serving. 

> > 7 
Oo serve or haven't the qualifica 
then get out—before you are pushed 

out 

. © @ 
what people want, when they want it 
where price they car ifford to pay you 

T ane money 

> > al 
we enter what we call a buyer's 
irket, b t all levels and 


ry to eutdo the other in serving 


customers, outbid the other for the customer's 


antes dollar 


it's an Expensive Process 


every case that this process of 
tl sales dollar is expensive This 
iny torms i few of which are 
better paid sales people; larger 
nodeling store and fixtures, and 

s promotion activities 
coming from to pay these extra 


simple—IT MUST COME FROM 


é ist be made to pay off, and 
constantly checking every penny of expense 
it is. If it does pay off, continue 


f this tvpe of fuel on the fire, 
does not pay off, t it out quickly Summed up, thi 
2s must d bold and intelligent 
to cl ne 
} it is my elief that the ind 
iidvantage ver the multipl 
l can change course much 
zation is much more flexible 
ist has been that many of the 
not checking every activity 
quickly closely h to know at what moment they 


hey uSually wait and follow the 
! by the more alert group and 


nge their course at all and then 
because they find that the profit- 
following for years has vanished 
gent average merchant will chart 
tivities along the following major 
his business salary or other 
ne-half of |} ial net profit 
wal This w provide enough 
annually to cover any needed 
i reserve for unforeseen con- 
ry t sines 
2 overa ventory of mer- 
an amount equal to his annual 
er’s withdrawa This will auto 
x ately four stock turnovers a 


achieved by alert, aggressive and 


eps, he vill be on a course 


OFFICE APPLIANCES, November, 1948 








No Ink! No Stencils! 


No Plates! No Ribbons 
needed for the revolutionary 


NEW 


MASTER 
ADDRESSER 








Retails for Only 2 ioe HE. 


The Lowest Priced, Really Efficient 
Addresser on the Market! 


USES A NEW, SIMPLIFIED SYSTEM 


1—Imprints addresses on envelopes, post cards, 
folders, statements, etc., from Master tape 
Master Spool, 11/2” x 31/2” carries 500 pre- 
pared addresses. 

2—Speed—Prints up to 20 different addresses 
per minute. S00 can be printed before 
changing spool 

3—Easy Selective Addressing — Mirror shows 
each address right side up before imprint- 
ing. Just pass up those you do not want to 
address 

4—-Corrections Made Easily—Prepare new ad- 
dress on handy gummed correction slip and 
paste over old 

5—Simple to Operate—Just advance address 
to position, insert envelope and pull lever 
Machine will last a lifetime. So compact 
can be stored with 5000 prepared addresses 
in a box 12” x 9” x 71/2” 

6—Clean—Nothing to smut. Uses only master 
tape and colorless fluid 


Write for Literature & Trade Discounts 


MASTER ADDRESSER CO. 


5508 EXCELSIOR BOULEVARD 
MINNEAPOLIS 16, MINN. 
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Take the WRITE way 
to Increased Sale$ 


WRITE products are always in demand by 


office workers who want the best in type- t 
writer ribbons and carbon paper . . . they . 
know WRITE quolity products give superior 

results. 


WRITE Typewriter Ribbons produce clear, 
crisp, uniformly sharp letters. WRITE Carbon 
Papers give more copies and cleaner car 
bons. 


WRITE Typewriter Ribbons and Carbon 
Paper are guaranteed for long wear and 
top performance. Make your store head 
quarters for WRITE products and see how 
fast they move off the shelves! Your cus 
tomers will return time after time for WRITE 
quality merchandise. 


Stock and Sell WRITE Products 
for Profits 


Volume Production permits lowest prices. 


Send for samples and discounts today. 
Prompt Deliveries 


420 Lexington Ave., 
New York 17, N. Y. 


WRITE « 


INCORPORATED 


5 SGP, 
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which is bound to preserve his capital structure which ig 
the very heart in the life of any business 

3. He will see to it that his inventory is well-balanced at 
ill times. This means that he will have enough of the items 
people know about and buy often and not too many of the 
items people buy occasionally. 

To keep a balanced inventory, you should 

(a) Buy in the right quantities 

(b) Beware of deals which give you more than a normal] 
supply, unless you definitely plan and follow through on @ 
drive to sell the deal quantity within a 90-day period 
Remember, in most deals there is alway a joker wild 

(c) Close out obsolete merchandise promptly 
your first loss is your most profitable loss 

(d) Keep your merchandise clean and fully insured against 
fire and other hazards 

{ He will buy merchandise on a basis of net profit and 
not on a basis of making a gross margin 

This means he will recognize that any gross ma 
merely a sum of money tied up in a product that he 
get at unt!il the product is sold—and, the quicker sold, the 
quicker he can get to his gross profit and, therefore the 
larger will be his net profit In other words, the retailer of 
the future will get away from the gross profit and extra 
discount fever and start to enjoy the healthy atmosphere of 
the net profit maker 

; He will continually be conscious of creating wants for 
his customers when they enter his store To do this he will 
check the following merchandising prerequisites 


Remem ber. 





(a) Courteous treatment “Every Customer (;uest” 

(b) Clean store 

(c) Attractive displays 

(d) Right selection of merchandise 

(e) Good sales promotions 

(f) Good lighting 

6. He will see that his employees are careful trained 
ind that they are included in some form of ar ncentive 
compensation plan 

Adequate Bookkeeping Needed 

f He will keep an adequate bookkeeping system so that 
he may Know where he is going ind at the same time 
comply with Government tax regulations Remember, an 
adequate accounting system is like the instrument board 
of an airplane, it tells you where you are going and it is 
the only instrument to guide you to a ife landing when 
the going gets tough 

I have touched upon only seven of the activities the retail 


merchant must continually check There are many others, 
but time will not permit of further comment 

I have no fear of the future or of the three “dragons’ 
of inflation, taxation and competition for the dealer and 
salesman who has the “know-how,” and I sincerely believe 
that we will have high levels of prosperity in this country 
luring the next few years and many « sumer dollars will 


be available for spending m your stores and in your 
industry 

It is my hope that each of you will recognize the great 
iture and opportunities that lie ahead and that you will 


ive this meeting with the determination to dedicate your- 
f anew to these expanding opportunities 


WHITE ELEPHANTS 
IN MANAGEMENT 
By Morris I. Pickus, 
President, 


The Personnel Institute, Inc. 


New York, N. Y. 


Editor's Note—Following is a summary of address delivered by Mr 
; us at the NSA convention. During the past 14 years the Personnel 


Institute, Inc., headed by Mr. Pickus has developed practical, acien- 
tifically-proven standards to help management find and promote the 
men who possess the “inner” paychological traits required for growth 


nto more responsible jobs. Successful procedures have also been devised 


whereby top executives can eliminate guesswork in hiring new men 


vho have the greatest potential for success.) 


THE “WHITE ELEPHANT” is a symbol of waste in man- 


1 


ae 


30 per cent of his potential ability 
inwit 


' 


agement, human waste. 
Research has shown that the average person uses only 
‘his does not reflect 
ingness or laziness on the part of the individual as it 
ndicates inadequate guidance by his supervisors 
In many ways our great expanding economy has grown 


ter than its available manpower. The time has come for 


a 


nanagement to give the same careful thought and attention 


o building and improving people as it now gives to per- 
ecting machines 





The 70 per cent of unused latent ability represents a 
ource of great potential wealth both to iness and the 
dividual. By using proper personnel tools management Cat 
» this vast reservoir of unused manpower 
Measuring Executive’s Success 
The success of executive is measured Dy his a tv to 
zet people to use more of their capacities 
Building men is management’s greatest respo! bility 
and opportunity The soundest method building ne is 
by developing the MAN 
The basic key to manpower improve ent is alway the 
INDIVIDUAL. Management must study the individual ¢ 
vee, determine his strengths and weaknesses and MOTI 
ATE him to self-improvement 
Few members of management are aware that specific tools 
e now available with which to find and develop efficient 
power in its owr rganization. The tools are part of a 
irefully planned and easy-to-use program of scientific em- 
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: “Autopoint” 
Products 






“AUTOPOINT” PENCILS 


ket-level style- 
. with 


Pocket-Level Style 
encil in modern, poc 
| in white or yellow -- 
oice of black, red, green of 
Rocker action clip and trim 
“real thin” leads. 


New Aytopoint” P 

Opaque, pyrox 
mm cap and finger grip in ch 
ful contrast. 
For standard of 
r. Be sure and stock up- 


ylin barre 








blue for color 

> | in silvonite finish. 
/ i . 

A year round profit make 





—Across the Counter! 





One Hand Operation 
“AUTOPOINT” KNIFE 


th blade of fine 
y and 











New “Autopoint” knife wi 
The last word in qualit 
yn: press selector 


sions 


surgical steel. 
lity. One hand operatic 
d to choice of three exten 


of blade. Patented, sturdy mechanism --- 
no wobbly blade. Comfortable round bar- 
rel of plastic in white, red or black. Rounded 
end in choice of black, red or white. Indi- 
vidually boxed. Something new customers 


will appreciate. 


uti 
button forwar 








No. 400—Retall $1.00 














FAVORITE R 


Instant Action 
‘\AUTOPOINT” INDEX 


Popular seller for offices, homes, 
gifts, bridge prizes. Press key 
andindex flips back to alpha- 

betical page OF which to 









loose leaf 





100 extra 






We. 301 

Ret 

$4.00 sheets in base. Black or wal- $B 
nut. Get a supply --- watc 


them move. 


EPEATERS 









‘4, 


New f. 

ast sellers f i 

i ee. avorite repeater 

on point” products always = 7 
register humming! fei 


The items you see on thi 
is 
ee profitable mowed a 9 
oo ms say they move across 
lig bey ... build repeat busi- 
mee on store a reputation for 
a yt merchandise. There 
tured in our mamas sare Bone 
Wri 
“a brad a issue. Sparked by 
weltlog Ponti utopoint” trouble-free 
Nery! ils, and national advertis- 
— on 8 millions, the ““Autopoint” 
vee re Se mere consumer accep- 
oe, ual consumer demand! 
Ps. t means /ess selling effort, maxi- 
,profenblecales! Wclieberceuien 


TRACE / MARK 


BETTER PENCILS 
Astopsint Company, Dept.OA-11, 1801 Foster Avenue, Chicage 48, Ill, 


““ Autopoint’’ and ** 
Real Thin'' are trademarks of Autopoint Compaen 
y 





“AUTOPOINT” 
MEMO CASES 


A practical desk 
accessory for office 


and home. /®8 
sizes filled with 200 
writing sheets 4" x 
6, of : ey 35’, 
Molded of plastic 
in black or walnut. Individual- 
ly boxed. Show them, and you 
will sell them. 
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Vee), 


pmc® ¢. new Line of upright 
TARIFF or LEDGER FILES 


Investigate This New 
Line of Profit Makers 



















Overall Overall Overall 
1A” W $74," H lA” WwW 5$1%”"H 1A” W 30%"H 
261/," Deep 281," Deep ) 281/." Deep 
4 DRAWER STOCK FILE 3 DRAWER STOCK FILE 2 DRAWER STOCK FILE 


Inside Clear is the same on all of these drawers—8%," wide, 11}}" high, 26/3" deep 



























































WATSON offers dealers a complete line —js—sy FI = TS =] 
of Horizontal and Upright Units including: = — os 
— ss 

© Desk Height Files. a = eS 

¢ Counter Height Files with Panelled _s < S| 
Fronts and Continuous Linoleum Tops. S_=| Ss Es 

® Four Drawer Height Files. a=) ss | rae 5 

e Five Drawer Height Files. Ls woe | z eA 

© High Line Document File Cases. al == = 
¢ High Line Roller Shelf Cases. NE= Se 

















In addition to a complete line of stock 
files, Watson offers you the facilities for 
custom-built equipment for Banks, 
Court Houses, City Halls and Hospitals. 





SEND FOR FOLDER 
NO. W 1234 —_ 


VALUABLE 
DEALER TERRITORIES 
NOW OPEN 













WATSON MANUFACTURING COMPANY, Inc., Jamestown, New York 
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ne and improvement. 
O t e, The Personnel Institute has developed 
al ram of personnel improvement based 
three principles 
a human being 
vs about him, the more one can help 


ist know how to fit square pegs il 


Can Save Money 


that an intelligently planned man- 
gram will unquestionably save indus- 
by reducing turnover, improving 
reasing employee efficiency. 

xample of how a large distributor re- 

sfit into a happy efficient employee 
i married, had been employed in the 
re t for two years. He was unhappy and 


r He was frustrated—felt he was 
‘ \ He was ready to quit. 
Be esented a sizable investment of the 


e and training, he was given a series 
lity tests recommended by The Per- 


i high on personality, sales apti- 
nd in fact, everything except Basix 
| s a must for accounting work. As 
iately transferred to a sales posi- 
Its. He became a “new man” doing 
came naturally to him. His liking 
him to grasp the essentials of his 
d unmistakable signs of developing 
roducer 
rected a “White Elephant”. 
erted a failure into a success 
ae 


BETTER SELLING 


By Carl V. Haecker 
Sales Promotion Manager, 
Butler Brothers, 
Chicago, TI. 


| \ MOS NG and everything that covers our! 
three or more classifications—Geod, 
iness of selling there are also three 
Piain Selling, Good Selling, and Better Sell- 
ing. \ ies and gentlemen are interested in 
t I t of life and business, we will confine 
the classification of Better Selling 
ng as “To give for a consideration” 
\ ter ind Webster defines better as “Pref- 
I ‘ ise, fitness.” “Something superior.’ 
oO meanings together and apply them 
it the definition would be, a superior 
ise for a fair, honest consideration, 
n Better Selling 
to be one of giving the most we 
be competitive Keep our present 
ones; establish a reputation of fair 
er, and selling more thereby con 
il factor of distribution 


Better, Best. 


Some Reminders on Selling 


eard this over and over and over 
y these things Someone once said, 
inded as well as informed.” And 
ie, We would just like to remind 
few simple elementary methods of 
Bett ~ nz new—just a few reminders 


two basic principles of distribu 


Ry merchandise te the customer 
I istomer to the merchandise 
do with, planting, sowing, culti 
nining, manufacturing, fabricating 


ehousing, shipping, delivering, re 
ng to the distributor In effect 
e of placing the finished merchandiss« 
stributor’s shelves 
s Tt do wit Sales promotion 
sing radi itdoor, car card 
gz, window display, item display 
ind any and all forms and kinds 
In effect, this is the basic pri: 
indise off the shelves and into the 
t will be eater drunk, worn out, 
iway, wasted, or used up 
first principle has been and is com- 
ndled and that that part of distri 
ssful econon factor, we will dis 
With your kind permission, and 
istrations and dé onstration, we 
steps are necessary in order 
fficient job t the retail level 
have been intelligently informed 
have been told honestly about the 
nent the new what it will do 
d when they have been convinced 
the price asked 
phasis It is « phasis on an idea 
thing new in assortment a price 
nary, sometl «x extraordinary It 
é of these pi s, but sales promo 
emphasize mething 
ly four major steps necessary 
the merchandise and these four 
reel of sales 


promotion 
sales promoti T 
erchandise preparation 


tail advertising 
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WE desk set line 


is WSA you need 


... the Sengbusch HP-6 Handi-pen has 
the utility and appearance that please 
both hard-boiled office managers and 
demanding executives 





















It appeals to busy executives and professional people 
—Smart and dignified HP4 Handi-pens make a big im- 
pression on all who see them. In addition to good looks, 
they offer smooth, efficient, instantaneous writing service. 


Ideal for the entire office force—These efficient desk 
sets, with their effortless writing, save time and eliminate 
disturbing annoyances such as constant refilling, clogging, 
flooding. They are reasonably priced and find a sizeable 
market among quantity buyers. 


Has famous “Capillary Action” inking principle—The 
HP- holds 6-months supply of ink. Thanks to the scientific 
Sengbusch method of ie. there is no ink deterioration 
or waste; the last drop of ink in the container is as f 

as the first. 


For a sound inventory investment that turns over fast, 
and keeps on turning, concentrate on Sengbusch Handi-pen 

the writing champion. Place your stock orders now. 
Write for circular P47. 


Sengbusch Self-Closing Inkstand Co. 


3118 Sengbusch Building +* Milwaukee 3, Wisconsin 

















These of tale 


logical dealer 











should be in 
dealer’s 


CHEXSIGNO 
Check Signers 





ERROR-NO 


Copyholders 
SPEEDRITE 


Check writers 


© Every dealer has customers who need one or all of 
these office devices right now. Somebody is going to sell 
them—at substantial profits. Might as well be you. 

We urge you to get in touch with us as soon as 
possible for the complete stories on Speedrite, Chex- 
signo and Error-No. They're nationally advertised, 
prestige-building products—tops in the field. When 
Hall-Welter devices are in your line, there’s a wealth of 
free imprinted advertising, demonstration material 
and practical sales aids for you, too. How about it? 


11k Wekioy 


Om P ROCHESTER 7 N Y 


ADDRESS: 40 MT. HOPE AVENUE 
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; Aggressive window display 
t Aggressive point-of-sale display 

Any one of these, or any combination of any ss than 
all four, is insufficient and will prove to be a diluted, 
incomplete plan Breaking these down one by ons we find 
these important divisions and subdivisions 
1. Aggressive Merchandise Preparation 7 Points) 

A. The advar planning calendar x onths advance 
of planned event 

B. The merchandise preparation heets—9! i before 
the event 

* The follow-up reminder—60 y advan« 

D>. The sales stimulator—30 days in advance 

Ee. The fashion news—as styles chang 

F. The planning profits book 20 days in advance 

G The pro} the advertising the sales training The 
floor plan—the sunter layouts—and how to handle mer- 
chandise for display 

Vital factors are these, but not enough—and will not de 
a thorough selling job. The clock stops and business idles, 
2. Aggressive Advertising (13 Points) 
A. Analyze the market H. Pictures and pr s 
B Know the product I Advert seasonal rticles 
Cc. Value to customer J Tis vith displa 
LD Appeal to customer G Infor: lespeople 
E. Make ad attractive L Se onsistent 
I Be explicit M. Be cere and hones 
(a Use hort entences 

Helps te do a selling job, but still incomplete. The clock 


stops again. Business potential dwindles. 





3%. Aggressive Window Display (3 Major Factors) (12 Points) 
\ Attract attention—make the customer “Look Back- 
ground—colo! lighting—technioue 
B Arouse desire make the custome! ie = Group- 
g—arrangement cleanliness—origi! ty 
Cc. Stimulate actior make the cust “Buy Timing 
nformation—price character 
Window display gets closer to doing a selling job, but 
still not good enough. It only brings folks into the store, 
The clock stops again. 
4. Aggressive Interior Display (10 Points) 
A. Decoration F. “Head positio 
B. Cards and posters. G. Showcase and wa lisplays 
Cc. Copy and appeal H. Illumination 
. Merchandise resentation. I Flexibility 
E. Cross reference cards J. Stockkeeping 
Here at the point of sale is the only place int tire 
ob of distribut where the merchandise the r 
nd the mercha come together at the ame tin 
This completes the four steps. It is iff ent t gain 
that it takes all four not less rhe s com] d and 
the clock is tant motion 
Summarizing we have 
1. Aggressive sa promotion. 7. Ager e windo play 
| 2. Working the promotion 8. Thre ijor factor 
| 3. Serving customers ) Aggressive interior display 
| 4. Aggressive advertising 10. Mer lise stomers 
>. Thirteen point want 
6. Brings people into store 11. Makes s 
the way around the clock—fro rning t ght 
zht to morning. Never stopping—always i: t 
is \ imple as A-B-C As logical a =-o 
| It's an easy |} ess, of course, but require aithfu 
watching, oiling the gears from time to time reat isting 
|} when it needs it aning the face and | shing it, 1 etting 
the slow and fast tempo to make t 7 me l the 
; time right time 
| The great Ameri public looks t 1 for effi 1 
t, economical tribution It is onl y efficient nest 
inderstandable ere knowledge vhat ake people 
bu can we hoy Keep the wheels Str i 
tt nation at its [t t 
That “Better Se 
°° ~~ 6 
4 ry r a ’ ‘ry’ 
WHAT MAKES A STAR 
’ oF T a] r ¢ 
SALESMAN TICK? 
| 
By Jack Lacy, 
Lacy Sales Institute, 
Boston, Mass. 
- ALESMEN in virtually all lines of bu ess fa i three 
be keneral groups 
I 4 vast army who earn up to $40 veel 
| Another large body who earn up a wee 
A elect group who earn weekly 100, $200, $300 and 
more 
rhe met n the third group are the who can ut 
ind get rders regardless of conditior 
rhese hree classifications are found nearly busi- 
ness¢ ind, amazingly, they are usual found in Same 
|} general 1 ios Approximately 10 per cent are stars, about 
s0 per cent are mediocre producers, a ibout 60 per cent 
ire in the lowest bracket 
These ratios influence the fact that ethine e 90 
per cent of the sales organizations \ rica ib ne- 
third of the salesmen produce two rds the sa An 
| ana s of these figures brings out the fact that the mem- 
f tl small group, one-half the Zé the th ire 
x i iverage f four times as ! per 1 s the 
bers of the larg body 
! in one man working under identical condit s sell 
i sas mucl s another? When w swe that ques- 
we will know the factors whicl s t stars 
mediocre al iverage sSalesmer 1 we will n be 
to set up a program that will « ‘ trate or op- 
star salesmer 
first step is to crystallize the ibi s that i ea 
sell. Three things are necesar 
rs is a thorough knowledge of the piuct or vice 
salesman must be versed in the ay gees ¢ Pp p- 
OFFICE APPLIANCES, November, 1948 











ens, 


re. 








- Sell VALUE for PROFIT 
WELLS “S/vam/ina” DESKS 


Customers recognize value and quality in the 

modern design, attractive appearance and 

fine construction of Wells Streamliner 
desks. Highest grade materials, dull 
rubbed hand finishes, full dovetailed 
drawers, resin glue, adjustable 
height (up to 30!/2 inches) and the 

careful workmanship reflect quality 

and lasting satisfaction that mean prestige, sales 

and profits for you. Get complete details today. 








ry 





Write for new catalog folder describing Wells 
“Streamliner” desks and commercial grades. 


All sales direct to dealers. 
We have no branches or 
other sales offices. 








S Furniture Manufacturing Co. 


S._.MA 8): MEANS A 





Manufacturers of Office Furniture Since 1934 ©@® Laurel, Miss. 
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@ file folders 
@ file pockets 
@ guides 


SMEAD'S SPI-ROLL folder labels are 
used the world over. For over a decade 
office buyers have been specifying 
"SPI-ROLL" when they stock office 
supplies. 

Packed 12 rolls to each display carton 


which contains 8 rolls of color labels 
and 4 rolls of white (250 labels to a roll). 


“7 
mead MANUFACTURING CO., INC.- HASTINGS, MINNESOTA 
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ROLL LABELS 


SPI-ROLL labels are blank—typewriter 
spaced and perforated so that they are 


easily torn apart. 
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shortcomings of competitive prod- 

ind the conditions that prevail in the 

sells. He must have a good working 

s and problems of his prospects and 

5 help them use his proposition most 
s his technical knowledge. 

ent is that he must be willing to 

ng to make the calls when it is hard 

to put forth the physical and emo 

keep at the grind day in and day 


that the harder he works the more 


therefore, the more he will sell 
determine the quantity of a man's 
to his technical knowledge he in 
in use in favor of his product if 
reases the number of times he ad 
Either is an increase in the quantity 
in increasé n the quantity of his 
ly means an increase in the quan 


vis the quality of his salesmanship 

















termines the effect he produces on 
while using is technical know 
may be termed personality 
ese three elements, working to- 
ins vaiue t nself and to the 
| any of the é ents are deficient 
t be able to reach the peak of his 
rview is like piloting an airplane 
es the plane aloft he must bring it 
He cannot bring it down right 900 
bring it down on its back and get 
t time he brings it down wrong he 
Safe Landing for Selling 
similar operatior Each time the 
n the course of a sales interview, 
d the salesman, must handle that 
ring it down to a safe landing. The 
the reaction of a prospect he may 
ire made and lost with single 
sman must have a thorough knowl- 
rvice and that knowledge must be 
instant use s that it sells when 
ng the interview A prospect's 
vay during the interview will 
stion answered in another way 
stances the salesman can be 
erefore, that the difference between 
and those who are not is not 
nowledge of the product or serv- 
the technical phases of the busi- 
tself it is not all sufficient Fre- 
never gets beyond the lowest 
with a knowledge of his product 
ized saleswise he cannot get it 
rviews and even when he does it 
each the second bracket do so by 
ey partially organize their knowl- 
part which has to do with giving 
of the merits of the product 
ested in the proposition—and they 
esenting its erits In making 
rested pr pect they are “sure- 
to dig up prospects ask then 
vy wi never thought about buy- 
use the don't know how t 
rkey presentat 
¢ 0 clo ge te sales. They 
is 100 per cent sold but wher 
spect whe t to think it over 
fied witl the vay he is doing it 
it there are principles and pro 
I pects wh re only 51 per cent 
r, of the partial organization of 
ake more ‘ than the unor- 
b ket 
rhe Star’s Secret in Selling 
the rlesman the top bracket, 
he knows the breakdown of the 
\ there is an pproach, a demor 
ry sale Fur rmore, he knows 
out the ent presentation and 
xt step t el rder to give 
¢ t every sale He works scien- 
rviews g from step to 
r endous elling power 
f the three psychological rea 
the mind of the prospect dur- 
the way for the demonstration. He 
: Ww h are nost likely to cause 
three ste] He knows the one 
the prospect's mind to make hin 
erview and as a < nsequence this 
tior W her e gets it he knows 
I sible s If he cannot get 
ites of the rview he does not 
ratic be he nows it will 
triking differences between the 
is that the irs save most of 
ge salesmer g and fruitless 
undamental principle underlying 
] demonstrations is the ability to 
sink im and sell. Average salesmen are 
ils in whatever way they occu! 
fects their appeal produce on the 
tinually t “nowerize” them s« 
d uses the principle which under 
) sales Make it easier for the 
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rospect to buy than not to buy. He knows how to use trigj 
d automatic closes, which enable him to transfer the 
resistance of the prospect from its usual place workip 
iinst the salesman, to the other side where it will wor 
for him and actually help him to close his sales 
He knows how to handle objections. He knows the techy 
ique which changes the mind of the prospect without rubs 
nz him in he wrong directior He knows how to use 
itegzies il elling 





Three Ways to Sell 





ere re ictually three basi way to sell One is the 
ary method of narrative selling, which consists of de 
bing the proposition and is used most salesmen. The 
her two methods dig deep and get the tough sales. One & 
the use of suggestion and the other is the powerful methog 















































selling that Socrates was executed for perfecting It cone 
of the ise Of leading questions so that of his owg 
on the prospect arrives at the ecision to buy 
he star know that organization enhances the value of 
erything to which it is applied and he strives constantly 
l inuously to bring about a greater degre: [f organk 
ion of his time, his effort, and his thinking 
He knows that all great salesme have great sales 
gination which brings them the ibility to bend and 
ape their thinking to present their appeals so that they 
easiest for each prospect to absor! He is ever striving 
expand his imaginative powers co erning his knowledge 
product or ervice 
short, the tar knows how to analyze both people and 
peais and te mesh the two like the works in a watch so 
it his presentations are smooth mpressive, and easily 


lers od by ill prospects 
He realizes that different businesss require different per- 
1lities that na business in which the approaci! s diffi- 











the salesr n must have an engaging person ty one 

ake people like him quickly; if the demonstration ig 

! fl It p } must have a convincing personality; if 

e close . igh he must have a persuasive personality 

I illy, he knows that if all steps in the presentation are 

tougl he must develop a dynami per nality ne that 
veeps its way through the entire presentation CH 

SI ild the salesman have any doubts about the possibility 

veloping y personality factor t t may be necessary 

! t effectiv elling in his field, he has only to consider 

fact that one of the most celebrated characters in the 

entire amusement world for the past li vears has been a 








ntriloquist dummy Charley McCarthy. Although Charley 
MeCarthy is merely the second voice of Bergen talking to 
self before icrophone, Bergen has, nevertheless, built 





ha personality around that voice that Charley is just 
Lilve as any star of the stage, scree! or alr It S as 
possible to build up a personality factor as it is t build a 
scle in the body. The muscle is built by physical exercise, 
the personality attribute by mental exercises 
These, in brief ire some of the psychological rocedures 
by the stars in handling their presentations 
In addition, the stars know other valuable things For 
kample they know the secret whicl holds the interest of 
teners throughout their presentations This secret 
Af s so simple a thing as clear and sharp enunciatio! o that 
a the prospect may grasp every idea with a minimum of 
‘ n eit 
They know the cret of swaying their listener w hic 
i nothing more than physical relaxation which permits 


them to say the me thing with the natural actions as 
they say with their words and voice 
: They KnOW the tremendous value i vocabulary irge 
ough to paint exactly the mental ture they wish to 
create in the mind of the prospect. Therefore, they are cor 
stantly striving to build a more powert vocabulary, while 
nfining themselve to simple works of common usage so 
that t y do not t I 


he I confuse and confound their prospe 
They know how to relax and keep free of nervous tensions 


THE MODEL 35 PRESTO STAPLER Siitiebntenrerparnterscemte me etree 


la tn La 2a 


eep their nerve inder control and free from tensions, they 
think, spea ind act normally. In short they are oney 
; T . ne cal con P: ig 8s es nade difficult ond 
New high in eye appeal — a, 2 , ?ee es on eo 
i _ is Well all es 
greater utility and sales ap- 
rey -t0] B Organize Your Knowledge! 
These are somé f the important fact that « into 
Like more expensive staplers the making of & stat salesman et outline makes it clear | 
. { tT aitLerence r€ ween orainary | tar Saies eT is 
the i Be) hie @ | pinner too! Easy ie) ot confined to the star’s greater knowledge ot product or 
rvice ‘requently the salesman in the lowest | et 
Thy . easy to adjust. Loads quick as a wink ae , he ee - Sin atone aieensemiaie Ghia ae 


No parts to remove star, but because he does not have his knowledge organized 
New type feed channel pre- nd ready for instant use with powerful selling slants, whet 
gets into an interview he does ne 


vents jamming . . . no matter es around with a disconnected and effective | 


La 


aa 


how you press or pound the The salesmen who get into the second bracket « by 
é ot the fact tha ey lave Al the}! } vVledge 
new Presto 35 rganized and if the prospect is one wl nterested in the 
osition and w isten or ask quest they c: ipply 
the desired inforn tion and do it we \ a res t they 
Slip proof rubber base ab- ue \ t stumble a i taiter they tell 
sorbs shock, and holds 900 | he stars, however, have thelr knowledge thoroug! Ay ous a 
\ f d ready for Stant and effective ‘ ind WwW the 
reserve staples. cx 205 put it into action there are powerful s« g slants ry 
: . ter they itt 1 As a consequen< sell. 


PW cellelel( MUmelolullire Meier 
or smooth grey enamel. Write 


for catalog sheet and dis- NECROLOGY REPORT 


—- 


Feature genuine Presto 


count schedule 
Staples I is been said God gave us memory that we might have 





I : in December Not for December! ne does emory 
el Recollection is a part of thinking nd not by figures 
METAL SPECIALTIES ida CO or F nor the ticking of a clock is measured the fullness 
f i! ives As ¢ ory is a constant < panior we may 
= ? well recall that what we remember is not more important 
3200 CARROLL AVENUE . CHICAGO 24, ILL. than how we remember. If memory helps to discover what 0 
= tt? é then memory is a noble ‘ lly 
Makers of Presto Line of Staplers, Staples, and Paper Punches ‘ tle erate the lives aa "mets : f friend with 
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BETTER than EVER 


The NEW WELLS POSTURE:RITE 





Now EQuiPPED WITH 


SENG 


CHAIR ACTION CONTROL 






“Ly 
ne 


UPHOLSTERED IN 


DURAN 


@ BROWN 
@ GREEN 
@ GREY 
@ RED 
Plus YOUR CHOICE OF SAME 

BAKED ENAMEL FINISHES No. 127 R.A SAT 40 
@ LUSTROUS BROWN EA. LIST 
@ APPEALING GREEN F.O.B. “ea 
@ BRILLIANT GREY \DE accErl ANG 

or W 
wortt 


@ GLISTENING CHROME 


SELL WELLS GENERAL OFFICES 
: 2 : 725 S. LA SALLE ST. 
CHICAGO 5, ILLINOIS 
a 
TELEPHONE 
HARRISON 7-1100 


CABLE ADDRESS 
WELLOFF, CHICAGO 


OFFICE FURNITURE COMPANYS 
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Cc. E. TIDWELL,, OPERATOR OF THE TIDWELL COMPANY, AN ENTHUSIASTIC SURE-RITE EXCLUSIVE DEALER FOR YEARS, 


SURE-RITE STARTS STENCIL SALES 
FOR TIDWELL CO. OF ATLANTA, GEORGIA .<!#'rs 


store at 24 Peachtree Arcade in A 





Atlanta and takes pride in demon: aa 
“The day a representative of the stencils marks the beginning of our strating the advantages of Sure a 
American Stencil Mfg. Co. first demon- real interest in the sale of stencils,” Rite Film Stencils—the stencil that I | 
strated the fine qualities of Sure-Rite says C. E. Tidwell of Atlanta, Ga produces cleaner, finer copies with- wha 
out type cleaning or chopouts and ee 
with up to 15,000 copies from the wer 
same stencil. econ 
“The stencil business is not new * a 
to us,” Tidwell says. “Our expe mer 
rience dates back to the sponge enge 
moistened type, but until the ad- mS 
vent of the Sure-Rite line. we had ~~. 
never been able to find a depend- mati 
able source of supply, and the sten- +f 
cils available were of inferior qual- 
ity. | 
As exclusive dealer for Sure oS. 
Rite duplicating supplies in At- expe 
lanta, Ga., the Tidwell Company = 
has developed an outstanding busi- a 
ness on the finer-quality Sure-Rite ne 
line. men 
Dealerships can still be secured achi 
by outstanding dealers in some 
areas. Write today to American = 
TIDWELL COMPANY DISPLAYS Sure-Rite Film Stencils in their modern store for Stencil Mfg. Co., 2714 Walnut 5t., othe 
sales through customer interest. An important feature of their sales effort is demonstration. Denver 5, Colo. can 
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as a 2 swer our call no more. We do this 





less ines s than in joy that, through these 
frie! e gai ich. We pay tribute not so much 
to meé olly nt from ourselves to whom we assign 
gupe! i rt to men we believe would relish honor 
as { vl n the right to friendship and to 
nol Ve ges past, of a course that is run; 
bu of things to come, of a future 
to W these gave gifts we must not forget. In 
expre | e rededicate ourselves to the com- 
mo! I ir comrades labored 
Out the gr ries that surround us, of which the 
loss ‘ we may catch a gleam of light. 
This ¢£ the torch our friends bequeathed 
1s as rt of is heritage, a torch we shall carry 
forwal W « ‘ that, though friends depart, their 
frien st é ysterious loneliness of the ocean 
at dus e fg e fact that there are “they that go 
a ¢) ‘ _ . ore re ” 2 
dow! e se eae Ufteth ap en SSt waters. Feature this profitable item and sell hundreds of 
that se “ . ese * 
the! gliad be quiet and come to their desired waiting prospects in every type of business. 
have! the ence of the mountain that is ever 


ra still small voice not heard in 


fire 

There gz than we know. There is more to 
disc¢ ever guessed In our tribute to 
frie! few nship we are now deprived, we 
oursel vé set er adventure. We seek new lands, 
wide Z new understanding. May we not 
cay WV I ~ vords of Tennyson 


x pe rch wherethro’ 

th ell'd world whose margin fades 
when I move 

e vessel puffs her sail; 





broad seas 
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a newer world 

ell in order, smite 

S¢ ‘ for my purpose holds 

set and the baths 
until I dis 
are, 

eroic hearts 

ng n will 

find, and not to yield 


nembers who have passed away 
be recorded in “The National 


(OH fi 
b\ “(St . 
n= 
Kt 


FACTORIES 


Stationer.” 
, membrance, will you stand for a 
falls? 
M I t is respectfully submitted by 
im H. Greenleaf, Chairman 
ilter S. Lennartson 
id Manley 
ild McAllister 


“THE BUSINESS OUTLOOK” 
By Edwin B. George 
ao 6 Ree tao. ETIN BOARDS 


New York City 





I hat the jute tesoe will ey ek With Genuine Cork Surface 
ymp t et I regard it as one of those 

= ae oe ee Yes, there's big, profitable sales await- 
- — pe ger eye Rad T Wwitee ing you when you feature and display 

ou reasons for so thinking, so that i f) “il Rowles Cork Bulletin Boards. Every 
+ Bo. or aa ae 20. on: type of business has a need for one or 
te, of tie weatien See = Tr ] more bulletin boards. Industrial plants, 
parts of this great economy ne fe hospitals, offices, churches, schools, 
3 ~ ge .-— ; — gy a Fo | ; cigs stores, clubs, etc., all use bulletin boards 

o1 th > Mive > Bg SCHOOLS — and this business can be yours. 


[ oe g? putting up | CHURCHES Reach out for this business by display- 
; ework within which to place PUBLIC ing and featuring Rowles Bulletin Boards 
I will give specific attention | BUILDINGS now! There's a size and style to fit 


(Mr. George referred to a chart with the following infor- 


mation on it:) every need. 
The Nation's Accomplishments in the Second Quarter of 1948 
” 


: otal ao: Production = . You don't need to carry big inventories. 
*rivate nvestment 37.2 = — 

Foreign Investment . 89 jjA2 OTUA Display one sample and take orders. 
Consumer Expenditures 175.0 —-— = 

Gevernment Purchases : 32.1 cae) ] Ship direct from factory to save your 

first f ght say reflects the collective | ~ & handling. 

figure beyond all early post-war . = d | 

=pe ned it in part. It represents the (P44 Let Rowles show you how Cork Bulletin 
ent But as “Life” said, there “Oy d 4 

trv. That is the lesson that the - ce Boards can help increase your sales. 


il t ‘ table confirms And yet we have a 

+, e merely as preparation for still STORES 4 ’ 

' eadings, Private Investment Write today for Bulletin 256-F4 
ign Investment) and Govern. | SALESROOMS Y 

y are the three golden pillars 


spending record this country 
epg ey ISLES CO 
LKing i fores t s that you ° ° ~" . 

f these segment nd forget the 
ert or self ifficient, and you ARBLARGTONR BHEIGHUTS. WWLIRONS 

ndent calculations becausSe one 

tle explo ns occurring all 
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ROTO-SHEAR # 


MAIL 
OPENER 





SOLD BY OFFICE SUPPLY DEALERS 
FROM COAST TO COAST... Used 
by hundreds of leading American 
firms, the new, improved 1949 model 
ROTO-SHEAR will bring you quick 
sales and profits and pave the way 


for other sales. 


A PRECISION MACHINE, built of the finest 
materials, recently improved to make machine 
fool-proof, easier and simpler to operate, the 
ROTO-SHEAR opens mail faster, better, safer 
Its razor-sharp, self-sharpening blade cuts off 
just enough of the envelope to expose but 
not damage contents. Opens envelopes on 
one, two or three sides. Less fatigue to 


operator. 


MAKE MORE FRIENDS, customers, sales and 
profits with ROTO-SHEAR. Write or wire for 


further information and dealer prices 


ROTO-SHEAR COMPANY DIV. 
NATIONWIDE PAPERS INC. 











1621 WALL ST. 
P.O. BOX 5571 
DALLAS, TEXAS 
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ver America are going to be transmuted throughout the 
entire economy 

I will first give you my guess as to the main areas of 
probable action, the points at which inge is most likely 
to occur. lam going to speak essentially, not of totals such 
as these—the chart is framework only but of where we are 
going from here, the probable degree of change within each 
one of these areas. You know where you are now, you know 
how your business is faring within the total situation that 
s so scantily portrayed by these few figures What yoy 
t to know now is the kind and degree of change which 
imminent after which it becomes a personal matter 

with each man calculate the effect on himself 
In this fine western city, it is most appropriate to comment 
bout agriculture It is important because it is the No, } 
a of imminent action, of probable action that can affect 
ll the figures that are flowing into these totals. The sig- 
nificance is not easy to read and I want to warn you that 
while I think my story is plausible, others will have rival] 





reé 


theories. A great many people say and | am sure enough 

them have aid it so that you have heard it at least 
nee that with the decline of farm prices we have the 
harbinger of doon the beginning of the end. I don't believe 
that and I have several reasons for my disbelief In the 


first place you will remember that we all wanted a number 
f things to happen over the past couple of years The 
ironic commentary is that when they did happen, we grew 
faint We have always Known that the very high cost of 
food and of some f the other subsistence items has been 
pumping inflationary ingredients into the entire economy 
‘o make it brief, price of food products went up because of 
world-wide shortages and world-wide panic, and they came 
down because of better crops all over the world with some 
modest assistance trom consumer resistance 

Here is the significant thing about the farm price move- 
ment as I see t Farmers on the average spend a smaller 
percentage of their total income than their city cousins who 
ire earning the same income. That is an historical fact and 
the significance of it as you will see is that a shift in farm 
income at present levels (of course, a change in level can 
change everything and I am talking about the present day) 
1 shift in spending power from the farm areas to the city 


ireas will mean more aggregate spending I might add as 
al inti-climax, don’t sell the high volumes short | don't 
predict what the final answer will be but certainly high 
volume time good prices still means a big earned income 
(That would mea of course that city dwellers would 








simply be buying re first and that there would be no 
shift in income of the kind suggested above and hence no 
expansionary effect.) I fear no farm problem of the mon- 
trous proportions we suffered in the 30's We are so far 
from that, I am ire that the Farmers 3ureaus and the 
Grange are not going to search out the nearest lamp post 
for my last residence, but this much seems to be clear to 


if the wolf of want is planning to ram the farmer's 
r in 1949, he ts still likely to get a bloody nose 


Government Aids the Farmers 


he second reason is that farmers are not as other met 

When the farm prices decline, for reasor that are sufficient 

the wise men of our land the government comes to the 

The resulting support policy must obviously have 

ilating effect on purchases. The interesting thing 

ibout it I told you that the effects of separate events will 

spread through the formal organization of the economy— 

that the effect in this case is felt not only in the category 

of government purchases (of food products at support 
prices), but also in the item of consumer expenditures 


Some people say that this farm support is not really going 






to help us and that what will happen is that the vernment 

will take it right back out of our collectors’ pockets in the 

I f taxes. That is doubtful If it does, it still won't 

terfere with the forecast for early 1949 because the stream 

i1dditional extractions won’t be effective until the last 

If of 1949 Also, by way of anti-climax, we aren't going 

t have an incr e in taxes, not for that purpose at least 
the next veatr 

4 third consideration is the possibility of a ‘decline in 

irmers’ expenditures for agricultural machinery and for 

nstruction. The effect here would be on private investment 

construction nd industry equipment This would be a 


leflationary effect which I don’t believe however could offset 
the two which I have mentioned, one the increased city 





pending and second, Uncle Sam shove gx out 

The anticipated change is in the rate of residential con- 
truc ) marticularly in the non-farn residential con- 
str gory Here I doubt very uch that the 1948 
re sustained, I wouldn’t be surprised to see the 
tot ween five and ten per cent in 1949 as compared 
te ing is normally one of the big leverage items 
11 ectivities all over the economy It is very 
volatile as you know and a really drastic decline in housing 
‘ ild ive serious effects. Nevertheles the facts are what 
they are As against the situation in 1946 and 1947, people 





ire confronting much higher prices. They have lost buying 
ipacity partly because of these higher prices, partly be- 
use of dissipation of liquid asset More important, al- 
though not so obvious, is that the edge of urgency in demand 
ually being worn away 
} 








What we have been doing in the hi ing fleld has been 
s nming the cream off the market What is the cream? 
T ream is tl combination of people vho want houses 
badly and have the money to pay for then That is not 
iltogwether true because government has been generous with 
nort : guarantees and even the moderately-situated per- 
1d enough 1 ney to buy a house today considering 
he small share of responsibility that he to assume This 
veal Ithough we |! ve both people wit! oney-and people 
int ho é y lone are we eg ne to have them Il! 
the rie@ht mix Of the ouses built mn 194¢ only 13 per cent 
vere or rental properties Most f ti were pointed 
the higher ncome brackets ! é higher cost 
Ise ire meet ‘ vith increased buyer resistance Wages 
rept up behind prices—or ahead of the ind behind 
rofits, and it is diffieult for the industry t go bach Some 
rs have worked themselves into a tight place and it is 
1iff 1lt to foresee the way and the extent to which they 
‘ be able to break out of it 
Last vear’s race between new houss I new f lies 
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VODSTOCK & 


..for advanced engineering and design 
...for powerful national advertising and merchan- | 
dising that assures DEALER VOLUME SALES 














rR DISPLAYS 


J 


a 


ai -|wooostoeK L 


Woodstock’s bax kground of engineering ability, WINDOW f 
modern production facilities, and foresighted oe 
e 
management are assurances of a 
aa 


typewriter advanced in design, 
engineering, and service. No 


wonder the NEW Wooodstock 


is America’s fastest-growing ee 
typewriter line! Woodstock’s . 
on) 
hard-hitting national advertising met 
complete merchandising aids for 
the dealer are reminding MIL- 
LIONS every day that here is today’s 
best typewriter buy . . . bringing 
more and more business to Woodstock 5 
a 
dealers. ) ea 
e , 


A ted number of dealer terri- 
open. Write Woodstock 
r Company, 75 E. Wacker 


ago, Illinois 


WOODSTOCK TYPEWRITER COMPANY 


WOODSTOCK TLLIN O'S” ow 
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FINE-REST “MASTER” 
Revolving Swivel Chair 
Without Arms 
No. $-200 





FINE-REST “DIRECTOR” 
Straight Side Chair 
With Restful Arms 
No. $T-150-A 


FINE-REST “SECRETARY” 
Secretarial Posture Chair 
for Working Comfort 
No. $P-500 


1 Pan 


FINE-REST “RECEPTION” 
Streamlined Side Chair 
Without Arms 
No. $T-175 
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ALUMINUM CHAIRS 




















ALUMINUM .. . the magic 
metal combining wondrous light 
weight and durability! In the 
hands of Fine-Rest craftsmen, 
Aluminum frames—beautiful 
plastic-finished upholstery— 
and rich simplicity of design 
give you America's very finest, 
most comfortable Office 
Chairs. Here is luxury-class 
equipment, priced moderately! 


FINE-REST 
“EXECUTIVE” 


No. $-100-A tur 

cSt features 

patalogue / 
for 


WU 
See then $e Franchises in certain territories 


A\ are still available. Write for 
\ complete details today! 








































Soff, comfortable, One-piece, solid One-piece Stee! Upholstered in Each seat equipped 
billowy rubber Aluminum base for “shell” + 1 beautiful, wash- with Famous, sturdy 
lots of it in ote — able, flame - proof 

, Prd : 7 NO- tans. 
every seat and top elthent a, rolled and skillfully Fabric - backed O-SAS spring 
back y Pping channel-formed. Plastic. 


ALUMINUM SEATING CORP. 


(LOMBARD INDUSTRIES, INC.) 17 SOUTH CHERRY STREET e AKRON, OHIO 
SALES REPRESENTATIVES 
Far West and West Coast Texas and Southwest New York City and Export 
R. L. SMITH HENRY DEUTSCH AETNA SAFE CO. 
604 Mission St. 5103 Pershing St. 46-50 W. 29th St. 
Sen Francisco 5, Cal. Dallas, Texas N. Y. 1, N. Y. 
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since the war, was won barely 
nk the scere was a million new 
nilies. We did not make a great 
housing needs with which we came 
price problem stands there as a 
deny that a backlog still exists 
s than even that the present par 


ip again and complicate the situa- 
I don't believe the building rate 
fore, there is a possibility that 


per cent of the 1948 level which 
cto! That decline seems small 
everage ite! 

industry building, down. Public 
ee much happening there and I 


might fall of a bit for the 
xt port surplus. The excess of goods 
those imported has been one of 
e history of the past two years 
to two categories. One is foreign 
either government or business 


es through loans or credits we call 

ernment makes grants under the 

‘| I inder the heading of government 
ervices The two must be distin 

s Regardless of the distinction 


vard to a substantial rise in the 
currently prevailing the latter 


ex 
" of next year, perhaps tapering 
eal gut given sufficient anxiety 
the water and ts significance to 
nk that additional ERP money 
discomforting, but we are talk 
f the outlook and not what we 
year’s outlay ikely to be in 
five to five dai half billion 
in Was expe i by many to be 
reat impact resurgence of 
vas expected to be so marked 
ild taper off That isn’t going 
now, althoug! t is my guess, 
itment for the last quarter! 
s not goine to be able to 
requests ar billion even 
substantia 
ildn’t be losing ground Here is 
ease tron eight billion to be- 
dollars in the excess of exports 
ire only at t change 
i6 which was the hour of great- 
r r the pe e of Europe, they 
erve of gold and dollars to get 
\ food and production materials 
1947, without any help from a 
ip a twelve ind half billion 
ver import or t comparative 
ve are giving the Europeans, 
s much of a flationary pres- 
din the second quarter of 1947 


Sterner Credit Is Suggested 
1, which also has an inevitable 
ents of our national score. We 
t requirements, 
eed more cautiously to raise 
ge the support levels of 
ticklis} ssues for this free 
It has ot been said but 
nti lues Strong, sterner 
t. There re reports, inci- 
if thers to be a President 
restraining 


hten reserve 


ferent prospect The rate of 
th but the rate of growth in 
be slackening off in 1949 
dollars a montl it the rate 
14 ad that represents 1 
emand for goods to a rate of 
rt pace f six months. That 
e! t tarted to fall off 
It fe om n the next 
rate a then resumed 


iy rested i the risk 

) ha years at 

Re er redit merely to attain 
we had in 

re ed the same 
vithout controls 

t n two and a 

4 t will be more 
ot of m« ey, another offset 


erits tte tio is a tactor 
es. Ther s little prospect 
being ed down in 1949 
ncreas¢ either personal 
federal ir 
re going t luence business 
f S Wi In the spring 
nt tax refunds Next year 
or investment money 


therwise, there should be no 


etre r pressure in Congress 
‘ vay Congress did start 
but in the reaction against 


atter was dropped If they 
f the current rate of sales, 
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It’s the extra value in Cardinal Prod- * 


and bring them back for more. Sell 
Among the reasons why your customers the line 


weane 
metal 
furniture! 


Anderson- + 


Hickey Co. 


FILING 
Cardinal 


CABINETS 
Cardinal Sales, Inc. 
WARDROBE 
STORAGE and 
COMBINATION 
CABINETS 


ucts that moke satisfied customers 


will like Cardinal Products is their modern 
design and construction, the attractive 
smooth finish and good workmanship plus 
best materials—built-in qualities that mean 


Cardinal dependability. 


Free-floating, suspension draw- 
ers. Reinforced framework, posi- 
tive side locking compressor. 
Steel channels, horizontal and 
vertical, spot welded into rigid 
frame, which carries drawers. 
plates hold 


Heavy torque 


frame true. 


Handsomely designed 
cabinets that can be put 
to a thousand uses. 3- 
point lock, glider bot- 
tom, semi-flush hinges. 
Body No. 24 gauge re- 
inforced steel. In attrac- 
tive and popular colors 
to blend with any dec- 
orative scheme; Olive 
Green or Grey. Satin 


chrome hardware. 


Write today for 
prices and literature 











Cardinal Products sold only through dealers 


Cardinal 524, Lic 


AS Zo, 
pi 7 
wees 5631 W. Madison Street, Chicago 44, Illinois 
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Products 


that Speed 
MRL 


THE FAMOUS TEMPO FILM STENCIL 


—the ORIGINAL Film 
Stencil, pioneered by 
the Milo Harding Com- 
pany since 1938. Still 
the outstanding stencil 
..- Operators prefer it 
because it produces the 
kind of copy they want. 


TEMPO 500 INK 


Dries immediately on 
impression paper. No 
offset... No waiting. 
Gives that “press 
printed finish.” 


TEMPO INTERLEAVING TRAY 


Slipsheets up to 200 


copies per minute. 


Nothing like 


market... One demon- 
stration will sell any du- ' 


plicator user. 


Write for catalog show- | 
ing full line of Tempo : 
duplicating supplies. {| 


MILO 








it on the | 


HARDING CO. 


Established 1904 


432 West Pico Boulevard @ Los Angeles 15, Calif. 
317 Third Avenue e@ Pittsburgh 22, Pennsylvania 


hatelalehaclad laa 


REG. U.S. PAT. OFF. 


DUPLICATING SUPPLIES 
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five to x hundred miiliio i vould | ilded 
spending tream and there is a fair prospect that 
! pp 
Sees More Government Spending 
rnn t x litures for goods and services will be 


lly up, I believe Don't forget the contribution of 
local governments. They have been starved for @ 
They hav the money to spend and the buying 


anticipate vill reach 14 billion dollars in the fourth 
ter of this year and perhaps 15 and half or 16 billion 
during 1949 As federal expenditures I wouldn't be 
sed to see a rise at the rate of nea y a billion dollars 
ter up thi izh 1949, perhaps taper x off toward the 
{‘ new admit I ion may of course bring a new broom, 
iv thereby be ible to hold that figure dowr The 
I vill hay peak for itself But I do not believe 
st vigorou d painstaking new broom is going te” 
re than cut down the rate of increase At times in 
st it } bee possible to say “As goes business ine 
t SO got he nation.” In n I i year Ve have 
1 ir trembling what the next moves ip 
ind nvestment and even the next psychological 
business opinion might be. Cu enough thout 
tal witl it having the cons¢ ences that would 
vy accrue t I business expenditures are in my feel- 
ing dow! Obviously, | have 1 private pipeline te 
n busine We have to rely ipor the periodie 
s that are taken of business intentions as reported 
Depart ent f Commerce and the SEC, such s they 
| s possible t business expenditure that rmally 
tem, is ( to decline throug! ll this period from 
ent ar 1 rate of over 20 Dbilli dollars \ tre- 
: Nothine like it ever known before I 
t 1 ~ r 1 if it declines some here by the end 
ti i leve of 16.5 billion dolla 1 year which ig 
sharp lk That is still a i rate and the drop 
mean t t ve are going to L.uperized I still 
and r the railroads, the pul ( itilities nd the 
ndustr to remain very tro Also that for 
achinet! l t trucks and a 0 ies (One otf our 
mobile ifacturers told més other day that 
ble to f ‘ i a capacity det! for aut nobiles 
ext < ( f years no mat it happened te 
busine litions That, by ! ne token, isa 
hinge ve could happer 
\ la tioned the fact tl ricultural equipe 
ch also elongs under this he £ might taper. 
Ar I i defense equl whicl the 
ea nowr this situatior would e an early effect, 
gh 1 t heduled for delivery tl 1950 or 1951 
a ong factor to many f these iten and 
at that t vill require exter! e preparations 
ories re netimes baffling , remember the 
I t es in 1946? I ar til illowing for a 
ce e! xpenditure ec nt for the reest 
we l exa 
st Dp ! rned 
rrival l tion 
. t " kind I a by 
ilf of 194 rese Obvi- 
ha i t I the int 
l he ! x ref rom 
I old o Se here 
bly |} Vage inc ther \ e it 
it tial a « ‘ r ird is 
t ts te fa I mes 
I ( here \ t ple 
t s or rt ‘ s oF 
\ sid I nal 
! ished t 
Spending Ratio Is Important 
ffecting consume! ending ery 
t is how mut é dec they 
t ri ney th W hat 
Lple ne of 
ha r taxes rt i has 
our pray T T \ iT 
what it dos Ye now the 
ye o dow up 
t the more il gs 
! ill rig ex } law 
i \ ? | 
, I ter 
1) per cer t our 
ver twit ~ ! ber 
iy here or! é line 
nd we ion't \ op 
\\ > 
! 1 1 ch re r for 
hail the veal To recay te vl t a we 
Construction ‘ il can hara I sé except in 
kely e\ es prefabrication br s throug! inion 
Re lent constructior vit! t ich aid may 
it my gues t t t will tart 
struction st I ad Industrial 
) dec! f eems probable 
Producers durable equipment—Down pe! ps sharply 
Inventories—N« ‘ change perhaps ghtly upward 
hat w ild mear ttle more inventory ccumulatior Eex- 
b sl ild rise substantially 
Consumer Expenditures:—Effect of the foregoing factors, 
that the spending ratio holds within a point OF 
nt leve hould be to raise t ite consumers 
(T f course results fr t fact that the 
I s 1 will probab tant 
rs ma ne and 
ise i lisp And 
he s} lip 
is ‘ Sé effect 
Government expenditures—Federal, d local eX- 
' sw I eon lerately overt! e year | ring 
LV ederal sector Dy ew 1dministra- 
giver rae defense plans ght not be able 
in | lown the rate ol! rease. Develop- 
i iggested would ft gross national 
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OFF 


SCARE RICO: 


| = 


TOL | ae 


we =| Source of Supply 
AMOwW You how | for 
| LOOSE LEAF 
CARBON PAPERS ones 
TYPEWRITER CARBON BILLING CARBONS ae BINDERS 
[CARBON JACKETS. REGISTER ROLLS he and FORMS 


INKED RIBBONS 


TYPEWRITER RIBBONS TABULATING RIBBONS 
Addressograph RIBBONS TIME STAMP RIBBONS pis ns eet 
Bookkeeping Mach. Ribhons ADDING Mach. RIBBONS st enadén and Gnatanaaen aa 


manufacturer. Automatic and 
non-shift types and visible stock 


HECTOGRAPH SUPPLIES [eecaeheadenas 


HECTOGRAPH CARBONS MASTER UNITS a 
HECTOGRAPH RIBBONS DUPLICATING FLUID binder Ts now 0 teshecliog tom 
Hand Cleansing CREAM CORRECTION PENCILS ee ST a tok 
_ with either fabric or metal 
inges. 
4, CATALOG BINDERS 
La The popular Bar-Loc Binder with 
Hl | j per) po co. pe — 
Hill q ak catalogs, soles saneai Sad duleo 
ve list. Many additional binders are 
II made in styles adaptable to any 
} 


§ 
Ss) 


i 


specific need. 








: THE COMPLETE LOOSE LEAF 
, LINE IS SHOWN IN OUR 
Pte) CATALOG NO. 48. 





44-07 Twenty-First Street 


Codlo-mrs. CORP. He : a a chy 1. MY, 


529 So. Franklin St. 401 Wood St 270 Lafayette St 
Chicago 7, Ill. Pittsburgh 22, Po. New York 12, N.Y 
Factory: Loraopolis, Pa 
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earnest ; . We Specialize Ie Your pro 


tio! 
tha 


ee UNUSUAL z 
SUPERIOR Envelope Teeds 5 



















































d Bank Envelopes — 
products ing 
1A 
MEAN MORE SALES FOR EVERY BANKING anc 
| FOR YOU a 
*Mailing and Window Styles 
| IMMEDIATE Registered Mail Envelopes 
| ELIVERY : : 
| D *Coupon and Coin Envelopes 
SUPERIOR *Bank Filing Envelopes 
| CARD FILE 
Metai-ultra Write for Prices and Samples A’ 
modern in bal: 
design Seed Exuelopes , — 
Baked on hav 
enamel falsh For Seeds, Samples of mT 
Sit. Se Grain, Ore and Sand, _ 
aac Gesin. Machine _ Jewelry, » Be 
Brown or Grey te. ~- 
Avalteble la *Metal Fold Envelopes mh 
two sizes 3x5 *Inter-Fold Seal Styles — 
and 4xé. *Gummed Seal Flops “ i 
tne 
ratl 
Aste: re ne 
SUPERIOR to a 
FIRE PRUF Carnency Gift ten 
WASTE BASKET :; 
t 
. thre 
A quality basket ENGRAVED MONEY at 
Heavy gauge steel HOLDER ENVELOPES whi 
All welded construction } hay 
*Holiday G Everyday Designs pro! 
Hard, baked enamel *Genuine Steel Die Engraved Seo 
finish *Used by Banks—Sold by Sta- 
tionery Stores 
Available in Office N 
Green, Brown or Grey Write for Prices and Samples hitt 








—also white. 


Size 13 x 13 x 14 
inches high. 


$325 EA. LIST 


Open End Filing 
Envelopes — 


DURABILITY FOR whi 
PERMANENT FILING we 


"Flat and Expanding Styles 
















"Sizes for Every Filing Need 


*Used by Attorneys, Courts, if 
Real Estate G Financial Firms 






Astzits 
(a2 eccsY 








Passe Sook Covers 
MADE TO STAND LONG, 
HARD USE 


*Used by Financial Institutions, 
for Protection of Pass Books, 
Time Payment Books- 


Report Card Jackets 
FOR PROTECTION OF SCHOOL 
REPORT CARDS 


*An Excellent Advertising Me- 
dia for donation to Schools. 













real 
flas 
ga! 
and 


thi 











LARGE SWING-TOP LARGE RECEPTACLE A ; ples 
RECEPTACLE WITH WITHOUT TOP ie fee Blow ont oe 
REMOVABLE TOP No. 1680 th 
No. 105i Size 14° x 14" x W 
Size 14° x 14"' x 38" li, iL / tha it 
le pert ates~ is 
Colors—-Office Green, Brown, Grey, White J a 


ENVELOPE COMPANY or. 


THE (17 =e ‘rete LINE only 


— 







SUPERIOR Proucrs 


907 SO. WESTERN AVE., CHICAGO 12, ILLINOIS 


SV eLeeNeD mak 


CHICAGO SAINT PAUL of : 
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Still further G.N.P. means total na- 
lu ie of all the goods and services 
LIFE’S A n produce at the point of final sale, 
t Impossible and incredible is 
llars—only 90 million dollars in 
it, however represented increase 
rest Was nflation 
larly in first half, we will 
fix nd half is sti speculative. There 
s ‘ rming. I an ssuming that prices 
n Ways that have indicated, 
thrust broken or tapered. Thre 
adjustment there is no decry 
g of the long inflation have been 
‘ stand sa t t we should have 


°° 


iT IS LATER THAN YOU THINK 


By Frank W. Lovejoy 
Sales Manager, Socony-Vacuum Oil Company 
New York City 


\ inagers I think we have lost our 
r tnree yeal We have lost ou 
on that rldwide have 


thing WW 


len we 1 inderstand, we 
find out and a a result, we 
don't look we are going to 
! And y in talk yourself into 
i you can talk yourself out-of a 
k i we are going to talk ourselves 
i you can taik yoursell into a war 
you can talk yourself out of it 
depression is nothing but a state of 
ey in the world the day before a de- 
the day aiter the depression came 
ands It's just a mental attitude on 
hey prefer to hold on to their money 
Which make their lives happier 
thing but a state of mind, carried 
ng forces seel justify their con 
eliminating tl ther fellow In 
p tT ‘i 
‘ petitlior We ome competition 
| illy Because inderstand, only 
lade of better quality and sold 
only basis b which you can 
markets are the essential thing 
. ar int of labor which you have to 
have to employ 60 million people 
fficient money in those markets to 
to have n order to keep the 
i V 1OUsSs I ‘ 
Markets Are Minds” 
are you hitting on this?” I’m 
and Gentleme! IT’S LATER 
e gone along complacently after 
ssion that we have international 
ond, that these markets that 
unlimited ipital to consume 
sell then ind they haven't 
kets are minds. They are not people. it’s 
what a pers I ks so that is so, not what is so. The 
ttle about anything We only think 
re minds t ist as easy for a 
Wel I a going to Keep my 
ying to bu And if you have 
lepression 
industry ndustry which 
be n th today You 
ering you ladies wouldn’t have 
vouldn't have ch fine medicines 
wouldn't have the atomic bomb 
ght on fj have no more 
») more war, because modern 
der 
hatter away fror the United Na 
ittiing k and forth for 
tl tial part of 
Lime thing nothing that 
the things that 
k a it behind closed 
tanes, septane heptanes, fire 
de | with that, give me five 
! k of the car 
gf up a hill f ou do. Why? 
» read t a product the 
Not what \ 1 put it it not 
fit. W t E wants to get 
Market ur what they 
\ have the finest 
he world, with 
a none anda 
ti } not belle 
\\ anything 
Somehow 
de Somehow or 
Somel ‘ ther we've gotta 
realize that the 
ir ndustry is by 
it the product they 
ing ditions 
i g g tk onvince Russia 
ns t or universa 
See tself alone. Yet 
OFFICE APPLIANCES, November, 1948 





SYSTEM 


Because each of these simplified book- 
keeping and tax record books was designed 
by an éxpert to fit the most exacting, up-to- 
the-minute requirements of every type of 
business and profession, new or established, 
they provide the most practical, easy to keep 
method offered—complete in one convenient 
9\y” x 124” looseleaf, red leather grained, 
gold stamped binder. 


Beeause your customers will realize the 
value of Ideal’s many features, such as the 
self-explanatory, easy-to-follow headings on 
pen ruled forms, the durable linen index 
tabs printed on both sides — the complete in- 
structions printed in each book, telling ex- 
actly what to do and how to do it. 


Because no bookkeeping experience is 
required with Ideal Systems — and they can 
be started at any time of the year. All of 
these features and more, make the Ideal line 
a sure profit winner the year ‘round. The 
same established prices are maintained, not- 
withstanding the many added features, such 
as new packaging, new 500 page sample cat 
alog and generous dealer helps. 


2.00 aad 3.50 e 5.00 ad 7.50 
Immediate delivery from 
LOS ANGELES or NEW YORK 
and wholesale stationers in 
many cities. 


Special Books For: 
Merchants 
Manufacturers 
Beauty & Barber Shops 
Cafes & Taverns 
Restaurants 
Drug Stores 
Grocers & Markets 
Cleaners & Dyers 
Business Service 
Farms & Ranches 
Real Estate Brokers 
Doctors 
Professional Service. 
Service Stations 
Jewelers & Watchmakers 


Apartments & Hotels 


Hardware Dealers 
And Many Others 





IDEAL 
SYSTEM 






The IDEAL SYSTEM Compan} 
DESIGNERS AND MANUFACTURERS 
FLOWER SY! 


346 SO. 
LOS ANGELES 13, CALIF 
136 LIBERTY ST., NEW YORK 6, N.Y 


If you have not received your copy ot our new illustrated catalog, 
attach this coupon to your letterhead or card and mail it to The Ideal 
System Company, 346 So. Flower St., Los Angeles 13, Calif. Your 
copy will be sent by return mail for 


Attention of innttiesiadhiljation 
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MARKING DEVICES 






DATING STAMPS 


MAKE FOR MORE EFFICIENT BUSI- 
NESS OPERATION 


SUPPLY THE DEMAND) 


HAVE A GOOD ASSORTMENT ON | 
HAND FOR IMMEDIATE DELIVERY | 
WHEN WANTED. 
SALES — PROFITS 
ORDER YOUR SUPPLY TODAY! 





RAST&SWART 


EGO MANE A ee 


80 DUANE ST. NEW YORK 7,N. Y. 
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I would have all of them. Because the on 





iy way you convince 

inother person of the soundness of your position is ve the 

position you advocate so thoroughly and so well that he auto. 

natically is convinced by his precept. THAT’S MARKETING! 

In fact, THAT’S MERCHANDISING! It is the only phase of 

ng which really crystallizes the real selling of goods,—jg 

handising And merchandising is comm sense applied te 
siness. The rarest thing in the world Common Sense. 

Wwe iles managers always want to complicate it Ye know 

ry ear you've gotta have a new sales portfolio. Every yea, 

ist have i ew sales portfolio Why What was the 

with the ons ist year Every year our organization 

change the 1dvertising Yet we know that »bably 

re than 10 per cent of the people who saw that adver- 

gx acted upor The average sales portfolio ol every 

ve have to have one, don't we? Ever year a new port. 

f Eight by ter eather covered, gold letters on the front of 

ed with blue 1 bons, about an inch and a half thick We 

! mventions a over the United State the salesman sits 

there all goggle-eyed, reproductions on the board, « reens 

t nh page “u tne over, and what d find”? \ icture 

the president Now who gives a dam: é 

Che second page a picture of the plant There is t one 

ier of ours in one million that w er see one of our 

ind if } did, they wouldn't know what they were 

‘king at. And then it goes on for about three quarters of the 

%k to tell with what care we make our product, how we drop 

in electr light down in each barrel to see that there are no 

nice or rats in it. And then it comes down to the proposition, 

and ¢ I say, the salesman sits out there all goggle-eyed. He 

just in't wait until he gets his copy of |! book And then he 

goes out to his ca he takes the book and shoves it in the back 

of it, and it’s never opened again! Is it NO. It’s never opened 

igain! Because ‘ and gentlemen, selling is not done that 


Selling Done Through Merchandising 





S ‘ ful selling is done through merchandising It dram- 
atizing the thing that you do It's drawing pictures It's a 
erie of pictures, which are pictures of what Picture that the 

umer can see and interpret as to his possession of the thing 
lu are trying to Not pictures of the thing you'd ke to 
have him see 

Despite the facilit with which you sur! nd yourself, your 
product, your religio your politics, with the things that 
ippeal to the man on the street; it doesn’t make a bit of differ- 
en what you think, it's what HE thinks The man on the 
treet who makes and breaks political affiliations; who makes 
nd breaks religious affiliations, who makes and breaks reputa- 
t Oh, I’ve worn the knees of my trousers out, praying 

ery night that all the cars that have my competitor’s gasoline 
in them will fall flat on the highway But they don't. Somehow 

ther this other gasoline does run the automobiles Not 
well as ours, yé understand, but it does run then (nd asl 
1 before, if you think you're going to get along elim- 
nating competition, you're cockeyed. Because it just won't 
work that way Wwe me competition; don’t decry it! Because 
kets are minds and not people. 

The same fundamentals which created a business are the 

fundamentals that will carry it and maintain it suc- 

‘ But we in America always have to have changes We 
ilways think we must change, change, change In n own 

npany, 78 years old, the board of directors 78 years ag put 
in the minutes of a meeting the policy upon which our business 
was built and the policy upon which this business ha been 
carried on to its great success,—which in substance was that we 
shall make petroleum products, of the finest quality pos- 
sil to make, and sell them to the public at the lowe price 
it possible for us to do and make a fair rof 

And that fundamental has carried on over the 78 year each 
or f us in each generation, has been indu d into the ym- 
pa with that fundamental because that pr ple of the same 
pe ies that created our business are the ime poli that 
\N arry it on 

Now t's later tha you think! 

It later becausé American industry ha ot realized that 
hey are in a market which may go one way or the other at 
the drop of a hat As I said before, you are ist as likely to 
have a depression as you are not to have one But if Industry 
talks o depression, if you men will only talk depression, you 
1ut itically will make all the forces whi keep depressior 
iwa it of the pict 

Fundamental Rules of Selling 

And tl follow the five rules of selling ir erything y dk 
Five iles created | two professors at New York University 
é ve S ag and they're just as good today is the day they 
cre 1 ther But they're things we forget the time li 
fac going to give you six The ixth my ow! the 
te ‘ le] i 

The f t rule ir 1 selling, whether you're selling throug! 
idvertis 2 rr word I outh, is: DON’T TALK TOO MUCH 

Ww I 1 talk tox ich, you tell on you ell and s the 

i t f us know ve ttle about anything 1 Car ow 
litth 1 have to t efore the buyer th ct 
W he you talk t I you never give the iver alr p 
tu deciare fil elf, and you never ! w whethes sa 
| il rab t So, don’t talk t I ind you 
udivertis f don't tft c o much, because refuse to attempt 
t vhere It isn't rtant y 
exist 

I é nd NI EI \SSUME AN LR MEN I 
MANNEI 
Wi is rzumentative mi you re eate 
the lé on the } I f the buver to argue \ 1 the es 
ire t one ha t think up more v ents fo t 
kK w! ha think for hi: I k «de Ss 
ad - me i tative manne! r never s a 
ucee f sale created the winning of an argument 

Che hird: INQUIRE FIRST AND ATTACK AFPTERW RDS 
Aga what is the of getting into a |} tical are en 
witl e ‘til you find vhether I'm a Republican or a Demo 
rat Wha is th 1s¢ trying to sell the ime a thing 
nti nguire and f it what he need what he wants 

rt f rtl BE SURI TrHAT THE BUYEI! NDERSTANDS 
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BEAUTIFUL 
COLOR and DESIGN 


@uaae= = 


The “Y and E” Style-Master Executive Suite in Neutra-Tone 
Gray finish makes an impressive office. The blending colors, 
the softened lines, create an atmosphere of peace and har- 
mony. * Just as important, the useful design makes it easy 
for the busy executive to be efficient as well as rested. 
These qualities of beauty and usefulness make 


“Y and E” office suites sought after by executives. 


ONE MORE REASON WHY AGENTS EVERYWHERE VALUE THE “Y AND E” FRANCHISE 











See Your 
Ol iita-meels 
Shipping Room 
Supply Dealer 


.T TT Cc. 
. ie. 


ON PACKAGES 


FAST, ECONOMICAL—IDEAL FOR MARKING 
ADDRESSING, DUPLICATING. SMALL PRINTING JOB: 


Guarantees you accuracy in those duplicate 
eto lets) |) ) Motelet Mrsletd atetet ME tict lelitla ts 


The No. 1 MULTISTAMP stencil duplicator 
permits quick changes in wording ... gives 
you a@ rubberless stamp in one minute for 
two cents.” Prints in places no other cupli 
cator cam reach ... takes up to 5 lines of 
type 3 inches long. Makes 1000 or more clear 
copies from one stencil. one inking. Just type 
or write the stencil, snap it on. and print. 


Complete with supplies in compact, durable 
case. Weight: 2 pounds 


MUTISIAMD 5 





STENCIL DUPLICATOR 


MANUFACTURED ONLY BY THE MULTISTAMP CO., INC. NORFOLK, VIRGINIA 
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AMES SUPPLY 
COMPANY 


MANUFACTURERS — DISTRIBUTORS 


* 


TYPEWRITER PARTS 
PLATENS 
ACCESSORIES 


Ames Quality Accessory Items 


* 


©@ True-Mark Felt Typewriter Pads 
® True-Mark Stenographers’ Cleaning Sets 
® True-Mark Liquid Type Cleaner 
® True-Mark Plastic Type Cleaner 
® Gold Crest Ribbons 

® Gold Crest Stencils 

®@ Gold Crest Duplicator Ink 

® Gold Crest Correction Fluid 

® Gold Crest Wrinkle Finish Polish 
® Peerless Rubber Typewriter Keys 
@ A. W. Faber Erasers 

® Toledo Guild Typewriter Stands 


For Quality Accessories 


Specifically Request Above Items 


AMES SUPPLY COMPANY 
564 West Randolph Street 
Chicago 6, Illinois 


BRANCHES 


37 Murray St. 
New York 7, N. Y. 


538 Market St. 


1913% Commerce St. 


San Francisco 5, Calif. Dallas 1, Texas 
417 Wall St. 191 Cain St. 
Los Angeles 12, Calif. Atlanta 3, Ga 


Agents in the Principal Cities 
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For Every Job That Demands 
Straight Lines and Accurate Measurement 


There's no margin for error in 
Westcott Rules. Precise to the 
hair line, they measure up as 
the finest rules manufactured 


for every office or home job. 


Only the finest of woods are 
used, and selected for their 
flexibility and ability to take 


a fine finish. 


A WESTCOTT is more than a 
rule —it is an instrument of 


accuracy and high quality 





-USE 
FLEXIBLE, nantes 
a BOOKKEEPER $ RU 


ULERS 





» HEAVY DUTY DESK F 


paPLe 
2 ONLY SELECTED HARD MAPLE, 


AVAILABLE ! 


® AND POLISHE 
FINISH 


N HAND RUBBED 
p, OR NATURAL 


es 
= SINGLE OR pousle BRASS EDG 


UTTING HANDS 
sks 


SMOOTH RO 


7 TO PREVENT © 
OR MARRING DE 


HS FOR EVERY 


GT - 
THERE ARE LENG’ SAND 24 


* puRPOSsE 12"-15 


TO 
THE NAME wesTcorT suumpeo ~ 
YOUR RULER TELLS YOU TH aT 
is THE FINEST MONEY CAN 








Westcott Rube Co: Inc 





SENECA FALLS, NEW YORK 
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TI YO : ND HIS OBJECTIONS 
gf the buyer What I don't like 


at it has a gold top I immediately 


says, 


what you do not like about that 
}? The argu ent is over! If you 
his objection, he'll bring it up all 
about the th youre to put 
he says, Ye but the pen has 

S71 ONE KEY ISSUE 
ent of the population of the United 
~ s tl ‘ f a child 14 years of age, and don't 

t t take one thing nata time 
d it our gasoline First, we went out 
a gasoline What do you want in 
y nt leage; quick pick-up. So we say- 
And you say iooray! 

every year sends out 50,000 letters 
New York, asking them what kind of 
want next fall. Let’s assume they come back 
V t wanting fox fur collars. Macy’s sends 
e lot of fox fur collar coats And 
ements in the New York papers and 
rT OATS And the women come in and 
any mystery that? Just plain 
ding out what the onsumer wants 

them all) WHY 
English language, which if you will 


will get you most anything you want 


y int a ew one? It'll get you one Number 
“ i y Have you ever come home of an 
wit und under one arm and a bunch of 
with the intention of putting the 
i t I vy that you go fishing on the weekend? 
, esent y the evening door, and she says, ““‘Whose 
t nobody's birthday I was down 
you, sweetheart, all day long. So ! 
the candy store was next door and |! 
' Now, you see, she knows you're 
tart! So you follow Rule 1: Don't 
mouth shut! You've got a bundle 
come out, so about the middle of the 
I think I'll go fishing this weekend.’ 
* Why?" Well, you have no valid 
lea and the majority of the peopl 
thing 
I don't like your product,’ don’t you 
ist say ‘“‘Why?" Make HIM think up 
d it will save you a lot of time, and 
the reasons, automatically he will sell 
s do anything about it? No. I'm pour 


it won't do any good 


loo Much Complacency 


the American advertising profes 
f which I am a member. is too com 
t We won't get out from behind 
way, all the advertising agencies 
would be as drab as they could be 
it was so uncomfortable that you 
t Marketing out there It isn't 
t reate a wonderful selling idea by 
ur and just mulling it out. It doesn't 
ne schemes are simple schemes 
asy to do as it is to know what is 
hurches and 
princes’ palaces 
tors, and makes us lose 
win by fearing attempt 


ng to buy and then we're afraid 

first afraid he is going to be in, 

n't going to be n, see? FEAR 

| Fy I strike your flag to FEAR. And 
campaign which in itself is 100 

f ude successful by virtue of the in- 

1 me h which it is applied to the market 

<>< 


DAISIES BLOOM AGAIN FOR KISCO DISPLAY 
Kisco Company, Inc., St. Louis, Mo., recently an- 
nounced that ew of popular demand it will again 


feature the animated daisy display in 1949. More than 


10,000 of these displays told the Kisco Circulair story 
in dealers’ wil this year and extra pinwheels 
were provided to be handed out to children visiting 


the stores 


rhe display, which is furnished to dealers without 
charge, consis four revolving daisy pinwheels, a 
Daisies Tell gn and a large daisy with flutter- 
etals to be ed on top of a Kisco Circulair. 
—> 
LONG BEACH FIRM CHANGES ITS NAME 
King’s Office Supply & Equipment Company, 239 
E. Third St., I Beach 12, Calif., announce recently 
a change in the firm name to Eastman Office Supply. 
The same lo and phone number are retained. 
This change reflects the ownership which became 
effective last March, when W. D. Eastman purchased 
the stock and ires of King’s Office Supply. 
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Superior 


EXCELLENT SNAP 





Smooth, hard, soilproof surfaces, 
even texture. A quality crispness 
found onl in DURATEX and 
KRAFOLTEX. Will slide in and 
out of a file with a minimum of 
wear or effort. 


EXCELLENT TEAR 














Compare this with other folders. 
You will notice a vast difference. 
No cracking or d earing with 
DURATEX and KRAFOLTEX. Both 
horizontal and vertical strength 
and rigidity. 

for 


Send samples and additional 


Established 1921 


L. L. BARE 


; fy 


Mii acinurTrer 


1220 W. Van 


NOW AVAILABLE IN 
HEAVY WEIGHT || PT 


Y SINGLE and DOUBLE-TOP STYLES 
Check these- 






“* 





Qualities 


EXCELLENT FEEL 





Notice the extreme toughness and 
steel spring snap which insures 
long life and reali filing satisfac- 
tion. There is substantial body 
and rigidity to protect records for 
years to come 


EXCELLENT WRITING 








Hard surfaces permits use f pee. 
pencil, or typewritten recordings 
without a blur 







information. 


LEY & CU. 


of Filing Suppli 


Buren St 


Chicago 7, |! 
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AMERICAN 


NUMB@ KING*MAC RINGS 












654321 


Facsimile Impression 


all models. 


For All Special Requirements 


3 MOVEMENT—5 MOVEMENT 
—LEVER NUMBERING MA- 
CHINES—CARBON COPY 
NUMBERING MACHINES— 
HECTOGRAPH RIBBON MA- 
CHINES—DATING MACHINES 
—COMBINED NUMBERING & 
DATING MACHINES — PRICE 
MARKERS—SPEED SET LOT & 
PIECE NUMBERERS—SPEED SET 
YARDAGE MACHINES — SPE- 
CIAL MACHINES ON PLAT- 
FORMS. 


Please give full details and 
mention reference numbers 
shown below on speeial re- 


quirements. Write for latest folders describing 
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2 123456 
| 3 123456 
4 123456 
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FIVE SIX SEVENEIGHT 
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110-123-456 
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24 CREDIT 543215 
2s 3456 BRANCH 4 235 
206 654 1234 
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AMERICAN NUMBERING MACHINE CO. 


ATLANTIC AND SHEPHERD AVES., BROOKLYN 8, WN. Y 
BRANCH 105 WEST MADISON STREET, CHICAGO 2, ILL. 
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VISIBLE RECORDS AS DOOR 
OPENERS FOR SALESMEN 


By Paul F. Steever 
Office Equipment Company, 
Harrisburg, Pa. 


(Address before the Stationers Educational Association, 
Philadelphia, Pa., last spring.) 


ryg.\O ATTEND a meeting of a group like this is one 

thing, but to be given the opportunity to talk to 
such a group is something else. I trust that the time 
which you have allowed me will not be wasted, but 
that I can give you some thoughts or some ideas that 
will prove helpful to you in the selling of visible record 
equipment. Please bear in mind, however, that I am 
not a “visible specialist” nor am I a manufacturer’s 
representative. I am an office equipment and station- 
ery salesman just like the most of you fellows. I sell 
(or at least make an effort to sell) pencils, clips, files 
and loose leaf the same as does any other good sta- 
tionery salesman and, let me add, I am proud of my 
profession. 

When George Harscheid told me about this meet- 
ing and extended me the privilege of talking to you, 
I readily accepted because the subject is one in which 
I have absolute belief. My only regret is that I fear 
there are too many stationers who do not believe that 
visible records can be made “door openers” or at least 
there are too many of us who never have taken ad- 
vantage of the full opportunity afforded us by the 
selling of visible record equipment. I for one, how- 
ever, am certain that there is nothing in our line of 
merchandise that can do more to sell a salesman to 
his customers than a good, well planned and efficient 
visible installation. Let me emphasize that it need not 
be a large one. I know it to be a fact that some of 
my best customers feel kindly toward me because of 
some small visible installation which I have made for 
them and in so doing solved a problem which had 
been a nuisance. 

To one who loves to sell visible equipment, the fact 
that many salesmen never sell any of it, is difficult 
to understand. In highly competitive fields such as 
carbon paper and ribbons, they make a beautiful 
analysis of a customer’s needs and get the order; or 
they sell a special and intricate order of catalog covers 
or a complicated filing system and they feel that it is 
all in a day’s work. Yet some of these same fellows 
think that they can’t sell visible. I have often won- 
dered why. 


Why Some Salesmen Don’t Sell Visible Records 


After talking with many stationery salesmen, manu- 
facturer representatives and sales managers in our 
industry, I have come to the conclusion that the chief 
reasons that many salesmen do not sell visible records 
are as follows: 

1. They think visible records are complicated. 

2. They say visible is a specialty and that it cannot 

be sold by a general line salesman. 

3.They believe that the selling of visible records 

require too much time and that the volume does 
not justify the amount of effort required. 

Let me assure you not one of these statements is cor- 
rect. But, as long as so many stationers continue to 
feel this way, just so long will this business, which you 
and I can readily get, go to the few organizations who 
are prepared to handle it. In the meantime we will 
be passing up an interesting, fascinating and profit- 
able portion of our business. Bear in mind too, that 
it is a portion of our business that stamps each of 
us as “a man who knows what he’s talking about”; 
a portion of our business that is certain to increase 
in volume in the months and years ahead. 

We all know that there are several types of visible 
record equipment. For the purpose of classification, 
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UNDERWR Mak LABORAT 


DO YOU KNOW YOUR \SYR) \C\ 52 
WS | MeiuinK ez am: 


UNDERWRITERS’ LABORATORIES CLASS A LABEL 


Typical of Meilink superiority is this Underwriters’ Class A—T-20 model. The 
cherished Class A label means these models have been Underwriters'-tested 
to withstand: 
1. Fire reaching 2000° F for at least 4 hours. 
2. Impact due to 30-foot drop after exposure to 1700° F within one hour, 
and re-heating in inverted position. 
3. Explosion test to determine whether sudden heating will cause walls 
or interior to explode. 
The T-20 Burglar label means that the safe has successfully resisted “concen- 
trated burglar attacks of laboratory experts for twenty minutes.” SAFES 
BEARING THIS LABEL ARE GRANTED A 20% REDUCTION IN BURGLARY 
INSURANCE RATE. 


In addition, this line carries the Safe Manufacturer's National Association label, 
certifying that all claims have been checked and verified. 














aft MANUFACTURER'S NATIONAL ASSOCiTion 


FIRE RESISTIVE. SAFE 
bes 2 he EXP Bere JO 10 32) 








UNDERWRITERS’ LABORATORIES CLASS B LABEL 


This line of Meilink models has been tested to withstand: 
1. Fire reaching 1850° F for at least 2 hours. 
2. Impact due to 30-foot drop after exposure to 1700° F within one hour, 
and re-heating in inverted position. 
3. Explosion test to determine whether sudden heating will cause walls 
or interior to explode. 
Also carries the T-20 Burglar label, as well as the SMNA label certifying that 
all claims have been checked and verified. 


© Meitink 


UNDERWRITERS’ LABORATORIES CLASS C LABEL 


This series of Meilink models has been tested to withstand fire reach- 
ing 1700° F within 1 hour. It has also been impact and explosion 
tested. The Underwriters’ Relocking Device label affords a 10% 
REDUCTION IN BURGLARY INSURANCE RATE. This series also bears 
the SMNA label certifying that claims have been checked and verified. 
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” Most important is the impressive record of valuables saved for users in severe conflagrations. lt enables 
you to recommend and sell Meilink equipment with every assurance of complete customer satisfaction. 
Write For Latest Catalog 


MEILINK STEEL SAFE CO. TOLEDO 6, OHIO 
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Yowll Acclaim this Beautiful, Upholstered Executive Chair _ 

pro 
Here is everything that a successful business or happy and users enthusiastic. 878-RQ is a solid af 
professional man wants in a fine chair. . . luxuri- walnut chair finished walnut or mahogany or in 25 ¢ 
ous appearance . . . maximum comfort and the new SOFTONE color. Upholstered in gen- ion 
durability. Here’s the chair that makes dealers uine leather. “a 









JASPER, INDIANA id 


and 
mat 


Jasper Chair x 
Company 


REPRESENTATIVES: James S. Fowls, (Southern) R. A. Browne, (West) able 
Geo. K. UnebOctd. Oot 327 Sunset Drive, North 208 } tag Bldg. , 
wee. A. LitenSeld, Sales Mer. St. Petersburg, Florida Seattle, Wash. = s 
Fred Deutsch (Southwest) W. H. Brown, (Chicago-Midwest) R. J. Freeman, (Eastern) him 
3525 Southwestern Blvd. 6708 Glenwood Ave., Chicago 26 385 Madison Ave. recc 
Dallas 5, Texas (Phone ROgers Park 4-3644) New York, N. Y. of f 
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fol s meetin link they can be divided into three 4 
Book or loose leaf type, cabinet type and vertical TOLEDO GUILD + 
yps 
All of these types are available from manufacturers | 
who are now supplying your company with merchan- 
dis¢ Each type good and I believe that each has 
its application: The most versatile type of visible 
rec i equipm in my opinion, and the type that . 5 : 
I would like to discuss with you tonight, is the loose Lower prices, Higher quality make these Toledo 
leaf book type of visible. Particularly I would like Made Tables the country’s fastest sellers. Over 
to iss the ring type book visible and I would like ie , 
to do so for several good reasons: First, I believe that one-half million in use over the nation. They hold 
there are more applications for ring type visible rec- 250 lbs.! 
ords than any other kind. Second, I believe that a 
ring type visil inder or a series of these binders x 
pr es the necessary equipment for the setting up 
of practically every visible record need. Third, ring ALL METAL ‘ 
type visible can be more readily sold by men who TYPEWRITER 
art ist getting their feet wet” in visible sales. Fourth, 
ring type bind re available for the housing of any TABLE 
oe ; _ re is from 200, or less, up to thousands | Holde 250 tbe. — Pesi- 


t If-lockin in 
“Why Should I Sell Visible?” tesla ing wings 


yuld like t e elementary tonight and start at 


rounded corners 








the very beginnil A good question that you might — = pees: 
have in your mi! it this moment is, “Why should I eusy soiling ‘camer: 
sell visible? rh ivantages of visible record equip- 
ment are man) [ will enumerate only a few: 
1. Visible recor re speed records, quick finding and 
fast posti 
They provid tant reference by showing as many 
3 30 acc ts at a single glance 
rhey summarize important data in compact space. | 
4.They can be arranged in permanent order, alpha- | 
betical, chr ical or otherwise. 
.. They gua iinst loss and misplacement. 
6. By tabs o1 er devices on the oe of each sheet | OFFICE 
they make po: le signalling for varied purposes. TABLE 
Another quest you might ask is, “Why should I 
sell ring type visible records?” Again I say the ad- Quality grained wood 
vantages are 1 y. In addition to the general ad- | top—Extra large work 
vantages of sell visible equipment already given, | surface—2 inch, lock- 
ring type visible offers the user many advantages not | ing casters. 
readily available in other types. These include: 
1. Light weig 
2. Flat writi ce 
P ibility 
4. Flexibility lume expands accounts are al- 
eaqa\ 1 propel er -4 
inexpensivens 
After we realize the many advantages of visible rec- 
rd equipment rticularly ring type equipment, I 
could counter with the question, “Why shouldn’t you ALL METAL 
| sell visible?” After all, piece by piece, a visible record OFFICE 
system is no different from a card file system or any 
other type of : i system. If a customer tells you STAND 
that he wants nall card file to keep a prospect Fer telephone, olties 
record, what do you send him? More than likely you 
provide somethi ike the following: First, a housing machines, books, etc. 
for the record rd tray of wood, steel or card- Rigid construction 
boa! Second, an index for the record, perhaps a Holds 250 Ibs. Infra- 
25 division A to 7 x. Third, several hundred record Baked finish. 
cards, probably faint ruled which do not fit his par- 
ticular need, because he must either draw lines and 
fill in certain he s on the cards, or he must guess 
the meaning of the information recorded. Now let us 
ntrast the sa this installation with a sale of 
a visible recor tem to do the same job. What = 
would we send First, a housing—a visible ring WRITE NOW Tourpo FOR PRICES 
binde! Secon 25 division alphabetical index. ge 
Third, several hu ed visible forms, designed, ruled oe 
and printed for the special purpose of keeping infor- Z 
mation regarall ees, These forms are avail- T Oo 1 F ) > D Oo SC U I L D 
able immediate] m your stock or the manufactur- | 
er’s stock at stock prices. In addition, you have sent R oO D U C = Ss J INC. 
him at least 1 listinctive advantages of visible 51S MADISON AVE., TOLEDO. OHIO 
record equipme! at no extra cost. As a matter tins Ow Aipoliay al Merchandise Mart, Chicago 
of fact you have ided him with a system that will 
OFFICE APPLIANCES, November, 1948 249 











“BUT HES 
GOT A BOOK!” 


Remember the old story about the SS 
husband who suggested to his wife that 

they give her father a book for Christmas? 

If business took that attitude, today's 

offices would be filled with people hunched over K 


high desks scratching away with quill pens. 


HAVE YOUR CUSTOMERS “GOT A Av 
NO DOUBT 


But they will be pleased to see these completely new Pelouze 
scales; they'll realize that their existing mailing scales ore 
as out-of-date as sleeve garters; and they'll go away with 
the knowledge that you are abreast of the times. Maybe 
they won't buy today, but they'll remember you as the sup- 
plier who has the latest and best in office equipment. 















WA 


This is the completely 
new Pelouze Parcel 
Post Scale. The design 
of its brilliant silver dial 


with bold black figures 


| 
it 
i shouts, “New! .. . Sim- 


ple!... Better!...” 





We say it shouts because eyes accustomed to old-style 
scales are instantly arrested by the neatly tabulated col- 
umns, “POSTAL RATES BY ZONES” which take the place of 
the figures scattered around old dials at varying angles. 
Users don't have to be contortionists to read this scale. Re- 
sults proven in tests show the Pelouze scale cuts weighing 
time in half—reduces errors sharply. Capacity: 25 Ibs. by ozs. 


This is the SPEED MAIL. It shows 


the information about all § 


of mail—and eYelaa)| 
st rates by zones—that the 





d mailing scale did—but 

what a difference in appear- 

nce. Its dial is also simplified 
much so that users report 


tit 1s easy fo.read asa 


1, pays for itself in a 


t time in savings on postage 
ipacity: 10 Ibs. by ozs. 


PELOUZE JUMPS THE GUN! 


Scales with the new 1949 postal rates are now being ship- 
ped with easy means provided for using old rates until 
January Ist. Get your orders in quickly. 


INDIVID. 
NOURING AC 


PELOUZE MANUFACTURING co. 


e Evanston, Illinor:< U 
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pay its cost, in time saving alone, in a very short period 
of time, not considering all the other advantages 

Fellows, have you ever taken the time to examine 
the visible section of a loose leaf manufacturer’s cata- 
log? Do you know that the National Blank Book 
Company in their latest issue, devote 22 full pages to 
ring type visible equipment and forms? Do you know 
that they list 15 different sizes of binders and more 
than 60 stock forms? Forms that can easily be 
adapted to every department of every kind of busi- 
ness? In addition, the library of forms at the factory 
is readily available to you. It contains thousands of 
plates which have been made up for other users and 
which you can use to satisfy the needs of your cus- 
tomer. The manufacturer does all of this to help you 
and me sell more visible records. In what other type 
of equipment in your plant do you have the variety of 
housing and the variety of stock forms to help you to 
take care of the needs of your customer? I know of 
none. If visible records had no other advantages other 
than the fact that you can serve so many of your cus- 
tomers’ needs for forms with what is available as stock 
sheets, that alone should make visible equipment an 
important part of your kit for doing a better job of 
selling. As a matter of fact it would be very wise for 
you to study the visible portion of your loose leaf 
catalog even if you never sold a visible installation. 
I have heard of at least one fellow who took a stand- 
ard 5 x 8% visible form, trimmed off the punching 
and then sold his customer the forms and an alpha- 
betical index in a five inch deep card box. So you 
see his knowledge of visible records did him some 
good at least. That fellow really missed the boat 
though, didn’t he? Yet many of us do much the same 
thing when we have special cards printed for our cus- 
tomers or when we sell him blank or faint ruled 
cards when there is available to us stock visible forms 
that will do the job to our customers greatest advan- 
tage. 


Every Card File User a Prospect 


Many times I have been asked, “When do you dem- 
onstrate a visible outfit?” My answer has always 
been, “Whenever the opportunity presents itself.” 
That is quite often, because I believe that practically 
every person who uses any kind of a card file from 
a small 3 x 5 unit up to thousands of cards, as well 
as anyone who operates a ledger, is a visible prospect. 
I also think that it is a part of my duty to try to 
make him a prospect. I know that it will surprise 
you to find the great number of these people who 
have never seen or heard of ring type visible equip- 
ment. They don’t even know that it is available. I must 
admit too, that quite a few of these people who have 
never seen book type visible, are familiar with and 
have investigated other types of visible. Not a good 
record for us as salesmen, is it? With ring type vis- 
ible it often amounts to just this: To show it is to 
sell it. Take a case that happened in our store a 
short time ago. A young lady came in and told me 
that she was required to set up an inventory on some 
supplies. After asking her a few simple questions, I 
learned that it would cover about 500 items. The first 
and only thing that I showed her was an R500 binder, 
some insertable celluloid tabbed index sheets and a 
sample of Form #V528. It took me no longer, per- 
haps not as long, than it would have taken me to 
show her a card file, guides and cards. I got the 
order for two #R500 binders, two sets of #X502 in- 
dex sheets and 1000 #V528 visible forms. I know 
that I have done a better job for her and her em- 
ployer than I would have done otherwise. The keeping 
of this record on visible will save her a lot of time 
and she will have the required information ready for 
her boss whenever he wants it. In addition, signalling 
will tell her just when to reorder and what is and 
is not being used. The record will continue to grow 
more valuable as its age increases. She is happy 
with the record. She thinks I know my business. As 
a matter of fact, she has since taken the time to 


OFFICE APPLIANCES, November, 1948 








rHE 
meets 


needs. 


OF 











FOR A QUICK PROFIT MAKER! 
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GET THE NEW TWIRLIT 


CATALOG 


SHOWS YOUR SALESMEN HOW 
TO MAKE A SALE IN 5 SECONDS 


Demonstration-minded office sup ply salesmen take 
the Junior TWIRLIT into an o ... show how 
it works on a pad of paper ¥,” thie k ... and close 
a sale just by showing the cleanly drilled 4%” pad 
to the prospect. 


CASH IN ON SPECIAL DEALER 
DEMONSTRATION OFFER 


If you operate outside salesmen let us tell you 
about our Special Demonstrator offer to help you 
cash in on this easy-to-demonstrate office appli- 
ance. A very attractive price proposition. Send 
the coupon for details and catalog . . . today. 


DOES WHAT A PUNCH CAN'T DO! 


* Drills 4” paper thickness of pads, magazines, 
sheets at one time. 








* Drills clean as a whistle. 
* Beautifully finished and durable. 
* 2 sizes (Junior and Senior). 


If you want a quick seller that also opens 
doors to other business . . . put a TWIRLIT 
in the hands of each of your salesmen. 


MAIL THIS COUPON NOW 


Twi (ARLIT PAPER DRILL 
\a" 


Send for Catalog A-11 





Mitchell Corporation A-tl 
Hagerstown, Maryland 


Send us the TWIRLIT catalog 
and dealer price list. 


THE TW 


Company Name____— 





THE TWIRLIT SENIOR 





Requested by— 





multiple drill for flexi- 
bility and precision per- Address a vs” 
foration. 

City ee 
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ANOTHER PROFIT LEADER FOR Copy-rite DEALERS 
Every ona -rile | a is a rospect 





* 


it's New 
and 
Different! 


She 
Copy ile 
ALL STEEL 
CABINET BASE 


*TWO pull-out shelves give 
50” working space (length) 





CABINET $49°° 


List f.0.b. 
Chicago 





* 





Here's another great product by the maker of Copy-rite Liquid Duplicator—a product 
that sells to every user of Copy-rite Liquid Duplicators—it is ready now for dealers 


everywhere! 
| SPECIAL FEATURES 
Built to the right working height Semi-flush hinges 
Ample storage space Dust-proof 
Two-door convenience Spring lock 
Rounded corners Enduring steel construction 


Send your order today for prompt delivery—{you'll save on transportation costs by 
ordering two or more}—or write for further details. 











Or LiCaren & SUPPLY CO. curcaco ie Miuitnots 


write... A Nome Recognized by Leading Dealers The Werld Over 














SKY 
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tell me how ich they like the “system” and how 


1 it is doing the job for them. 
Selling Visible Records Is Not Difficult 
Truthfully, this job took no more ability and no 


re effort than it would take you to show your cus- 

mer a post binder, an index and some double entry 
ledger sheets. Now tell me, what is so special about 
that? Where is the need for a specialty salesman on 
a job like thi Don’t you agree that this job could 
be a “door opener” for some future job that might 
come up? I feel sure that at least I'll get a chance 

the next job that is certain to come along, don’t 
you? Please don’t think that I am trying to tell you 
that all visible jobs are this simple. Neither are all 
the other jobs you get as easy to sell as the 
ledger binder, the sheets and index to which I refer. 
I do say, however, that many visible jobs are just 
about that simple and an extremely large percentage 
of them are n bit more difficult than the jobs 


ther lines, day in and day out. Also, 
that when you do run into one of 


you do in many 
please remembe! 


those tough ones, the facilities of the manufacturers 
are available -to I have always found them ready 
and willing to help. Between us, we usually come up 
with the correct lution. I feel sometimes that we 
lose sight of the advantages the manufacturers offer 
us. Their vast experience and their supply of infor- 
mation is alm unending, and never forget that it 
is available to you for the asking. 

Perhaps ther« some of you here tonight who | 
have never sold any visible records. You may be | 


wondering how fellow gets started in this visible 


business. I wou like to tell you how I got going 
because it may prove interesting. When I first went 
to work for Office Equipment Company almost 14 
years ago, the man who was and still is the presi- 
dent of our company was very active in the selling 
end of the business. He is as visible minded as any | 
man I have ever met. Even at that time, practically 
all of our own records were kept in visible binders. 
We used visible binders on our accounts payable, ac- 


counts receivable and on a perpetual inventory system 


covering about 7,000 items. We used visible and we 
were expected to sell it. Just about that time, our 
weekly sales meetings were being devoted to the 
study of visible records, and of course all of us were 
doing a great deal of demonstrating of visible to our 
customers. I started on the store floor and I think 
that I learned much about visible records the first 
six months that was there as I did anything else. 
I was showing visible binders to any one who would 
listen to me developed some good prospects 
and made some sales. Then one day it really hap- 
pened. A man came into the store and, while I don’t 
remember his exact words, the conversation went 
something like The other day you showed me 
a visible binder, I think I can use some. How much 
would 40 of the! st me?” Well—we got the order, 
but to be hon vith you, it was some time later 
before I found the purpose for which they were 
purchased. I suppose I was too excited to ask. I will 
say this however, I have been visible minded ever 
since that day 


Start by Studying Visible Records Catalogs 


If I were just starting to sell visible today, I think 
I would start much the same way. First I would 
Study the visible section of my loose leaf catalog. This 
would give me t information about capacities and 
sizes of the va binders. It would also give me 
full information it the stock forms that are avail- 
able. Then I would set up a demonstrator binder. I 
would use a ons h capacity binder in the 14” x 814” 
size because I feel this size is most desirable for the 
purpose. I would type up completely enough visible 
forms to fill, with 20 per cent expansion allowance, 
two or three ba sheets in the binder. For this 
purpose I would use a very popular form such as a 
double entry led * a debit, credit balance form. In 
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LITTLE Quality Carbons 
and Ribbons build dealer 
PRESTIGE — guarantees 
maximum service and satis- 
faction to the user. 


LITTLE Dealer protection 
eliminates competitive ef- 
fort. 


LITTLE Factory Coopera- 
tion really helps the dealer 
to obtain a_ satisfactory 
share of the best customer 
requirements, 


LITTLE means profitable, 
clean cut distribution, plac- 
ing the dealer at the top in 
quality, dependability and 
protection. 


SIXTY YEARS constant 
adherence to the above 
policy has created confi- 
dence and good will which V3, 
means much more to our *¥ 
dealers than price and 5%" 
selling promises. 4 


- 


Write for details and samples. 





“QUALITY EXCLUSIVELY SINCE 1888" 
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———————E | addition to these sheets, I would put in a sample of -_- 
| every stock form listed in the manufacturer’s catalog. 


Then I would go to work, showing my setup to every 
ADY, OuR NEW customer who asked for a ledger record, payroll record, 
card file, or in fact anyone who would give me a 


CATA LOG chance to tell my story. If I were an outside sales- 
man, as many of you are, I would carry my kit with 
me and I would demonstrate it to everyone I thought 
ee 2 +0 T's « "| had any possible use for it. Believe me, I’d get some 
Showing the mostcom- | orders. You can too. I am certain that any sales- 
lete line of MARK- (man who really likes this stationery business and 
NG DEVICES and | who will really make an honest effort to sell visible 
SUPPLIES we have | binders will, in a very short time, wonder why he 
ever offered. ' has been passing up this opportunity for so long. 
; , As I have previously stated, I know of nothing in 
write tor Copy the stationery field that can do more to build cus- 
on your tomer approval and customer good will than a good 
letterhead visible installation. It not only builds a salesman’s 
reputation but better than that, it builds his confi- 
dence in himself. 

I hope by now some of you fellows are wondering 
how much volume is there in this ring type visible 
business. Probably more than you realize. In the 
first place, prospects for small ring type visible in- 
stallations are tremendous in number because the 
system is adaptable to almost any type of record you 
can mention. Very few installations consist of only one 
binder, but rather most of them run into three or 
four binders and many of them into four, six and 
ten times that number. In addition, and I would like to 



















stress this point because here is where some of this 
“door opener” business comes in, many times the 
first installation you sell leads to more and larger 
sales. The reason is simple. You sell a well planned 
small job. It gives your customer the information he 
wants when he wants it, it saves him time and effort. 
MA Rh | NG DEVICES , He has made a good, dividend paying investment. The 
PTION first thing you know he is asking himself, “Why don’t 
| I use this system on this or that other record?” He 
calls you, or the next time you call on him, he wants 
_. 2 to know what you can do for him on that particu- 
DomEsTIC & EXPORT TRADE "i lar record. Perhaps you don’t agree with this but 
LIN! ts I can tell you of many installations in our territory 
that happened in this manner. As a matter of fact, 
many times when we are after a large job we start 
with a small installation on an entirely different 
record. Then when we get the small record job in- 
stalled and after the customer has become com- 
pletely sold on it, we really go after the big one. I 
have in mind at the moment, as an example, a job 
which we did for a large association. Our first at- 
tempt at selling visible to this organization was an 
order for several R300 binders which were set up for 
the executive secretary to use when he traveled into 
the various parts of the state. On the sheets he kept 
pertinent information about the district chapters and 
the secretaries, presidents, and leading personnel. 
This record was so successful and was so well liked 
by the executive secretary that later we put the en- 
tire membership list on book type visible. 
This is only one of quite a few such cases about 
which I could tell you. Yes, fellows, it is really true, 











Line Daters and Numberers, Die Plate one good visible job sells another. If you don’t agree 
Daters, Self-Inking Stamps, Time Stamps, with me all I can say is, “You try it.” 

Stamp Pads and Inks. Notary Seals. Stamp Binder Visible for Large Installations 

‘a You may be asking yourself why these larger in- 

Racks, Rubber Type Sets, Sign Markers, stallations of 12 or more binders are not put on 

Brass and Fibre Checks. Corrugated Box larger types of equipment. Some of them are. I have 

‘ already told you, I believe all types of visible record 

Dies, Badges, etc. equipment have certain advantages and are best 


suited for certain applications. I further believe that 
the ring type binder has a very definite place in the 
large installation field. To prove my point, I want 


CONSOLIDATED STAMP Mee. Co. INC. to cite some actual sales as examples. Just recently 
i These bind- 


we sold an order of 24 #R300 binders. 
ee eee OEE. ers house a membership list. The territory covered 


15 DEY STREET, NEW YORK 7, N. Y is divided into districts and each binder holds the 
2 records for a district. The point which sold this job 


ET mm: was the fact that the binders are small and portable 
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STURDY Mel CABINETS 


STORAGE—WARDROBE-COUNTER HIGH-—DESK HIGH 
COMBINATIONS—UTILITY UNITS 


= ~— VY 




















Special Features 1 et me Special Features 
up and ready 
* Built of Heavy-Gauge Metal to sell. Modern * Chrome plated handles 
* All-Welded Construction gray “’ = * Available in 18” and 24” depths 
; - green bake . ™ 
* Shelves adjustable on 2“ centers oa Ve * Cabinets—72” high, 35” wide 


* Three point locking device (Specify) * Durable baked enamel finish 
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e STORAGE e 


CAT. #7218-S CAT. #4218-CH 

Height 72" x 18" Depth x 35" Width Height 42" x 18" Depth x 35" Width 
CAT. #7224-S CAT. #4224-CH 

Height 72" x 24" Depth x 35" Width Height 42" x 24" Depth x 35" Width 





LITERATURE AND PRICE LIST AVAILABLE 























STEEL EQUIPMENT K E 


STEEL EQUIPMENT 























cone | SEED EQ oer 
— 2608-28 SOUTH FROF HEADELPHIA 48, PA. 





OFFICE APPLIANCES, November, 1948 255 











NV 


JASPER DESKS ARE FOR YOU! 





[F YOU'RE STYLE CONSCIOUS 


IF YOU'RE VALUE 


Jasper Desk Co. prides itself on the high 
standards of quality and dependability that 
have been identified with this line of desks 
for so many years. It is unequaled for flexi- 
bility and diversity of designs. No matter 
what the requirements may be, whether for 
executive or general clerical use, there is a 
JASPER DESK for the purpose. The Chip- 


pendale Desk, illustrated above, is acclaimed 


The JASPER DESK Company 


JASPER, 
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by successful executives everywhere who 
seek luxurious traditional office furniture. 
Stump walnut matched veneers, selected 
with the most meticulous care, are used for 
the face material on drawer fronts. Genuine 
walnut is used for all exteriors and interiors. 
Other features include Roller Suspension 
Deep Drawer—Inset Back—and Dictation 


Slide on Back of desk (69"' only). 
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and they could easily be carried into each district. 
Right now another of our salesmen is working on an 
order for 50 of these binders and the chances for 
a sale look good for the very same reasons. 

I know of another installation of approximately 20 
#R500 binders which house an inventory record. They 
are used by a wholesale distributor and were chosen 
because the business is broken down into five different 
departments with a clerk responsible for the inven- 
tory of each department. Thus each clerk has his 
own records available to him at all times. This par- 
ticular sale brings to my mind another very definite 
selling point for ring type visible binders. When this 
particular order came up we presented two selling 
points which definitely placed the order in our hands. 
First, the fact that the binders could be used at their 
respective locations without any interference. Sec- 
ond, the fact that these binders could be housed in 
an ordinary safe, thereby giving this important record 
the fire protection desirable for all inventory rec- 
ords 

The matter of fire protection, you will find, comes 
into the visible picture quite frequently, and it is a 
very favorable point for book type visible because 
so many installations are made for records which must 
be protected in the case of fire. Practically all book 
type visible records can be housed in any safe of rea- 
sonable size. Don’t fail to take full advantage of this 
fact in your sales presentation. Just think for a mo- 
ment of the number of important and vital records 
that lend themselves to visible housing. Ledgers, dues 


and membership records, inventory records and pay- 
roll records, to mention only a few. All should be 
given fire protection. Book type visible equipment 
lends itself to fire protection because it can be housed 
in almost any safe. I cite these installations merely 
to get across to you the fact that ring type binder 
sales are not confined to small installations. The 


many features of this type of equipment provide more 
and still more applications for their use. Each of 
these features are “door openers” for you. 

In closing I would like to again point out the spe- 
cial features of ring type visible binders: light weight, 
flat writing surface, portability, flexibility, ease of 
housing in fireproof containers, and inexpensiveness. 
Take full advantage of them. Study them and know 
them so that you can apply them to the needs of 
your customers. Get in the “visible” swim. The water 
is fine and there’s room for more. When you do, you'll 
think, talk and sell ring visible. You will also agree 
that visible records are truly “door openers” to more 
and better sales 

°° — 
OFFICE SUPPLY FIRM SELLS NICKELS— 
TWO FOR A DIME 
The office supply firm owner who put a sign in his 
window reading “Nickels for Sale—2 for 10 Cents” 


might be considered slightly touched. But actually 
this is what Edwin Earle, Jr., of Salisbury, N. C., does 
and he is far from being crazy. There hangs an 
interesting business tale on this most unusual sign. 
In Salisbury, as'in many other cities, both large 
and small, there are parking meters which require 


a nickel to keep the police away with a ticket. And 
in Salisbury like in so many other cities, both large 


and small, many owners of cars do not have the nickels 
in change that are needed for these parking meters. 

That situation gave Mr. Earle his idea. He would 
keep on hand a stock of nickels at all times and sell 
them at two for a dime. So he had a sign made and 
put it in the window 

The idea caught on in a big way. Motorists keep 
dropping in for a couple of nickels and many of them 
remember when they get into the store that there 


is something in the office supply line that they need. 
So, besides the two nickels, they buy something. It 


has proven to be a real traffic-builder, not to men- 
tion the good-natured fun that is poked at Mr. Earle, 
all of which helps to advertise his business—RRV 
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TIFFAN Y-z 
Office Workers Choice! 





The Model "SS" shown above, designed es- 
pecially for non-electrically operated type- 
writers, adding machines, etc. Office work- 
ers everywhere . . . know that TIFFANY 
STANDS are built to fita need . . . 
THEIR need. Sturdily constructed, TIFFANY 
STANDS are now available in many models. 
Point by Point—TIFFANY STANDS are tops. 


PATENTED ADJUSTABLE TOP... adjusts 5x5 to 14% x 
1644 and provides secure foundation for machines. 


TEN WELDED CORNER BRACES. . . eliminate sway and 
assure full rigidity, 


. NEW TIFFANY DROP LEAF HINGE . . . solid support for 


heavy articles placed on leaf. 


. ALMOST TWENTY-FIVE POUNDS OF SOLID STEEL. . . 8 


curity under your machine. 


at IN DARK OFFICE GREEN ... or soft gray baked 
enamel, 


. CONSTRUCTION . . . ROLL-FORMED, DEBURRED 


EDGE ... angle and channel steel % inch thick. 


RIGID CONSTRUCTION . . . guaranteed by precision 
tolerances used in manufacturing. 


. MANUFACTURED BY A FIRM ... who makes one item 


only ... TIFFANY STANDS. 


. BASSICK QUIET BALL SWIVEL CASTERS . . . Standard on all 


models. 


DROP LEAFS OF 18-GAUGE SHEET STEEL . . . attachable 
either side of stand flush with top or low for posting. 








A \ 


( /TAND CO. 


POPLAR BLUFF, MISSOURI 
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MANAGEMENT’S REPORTS 


(An address delivered by Walter Guy, Arkansas 


| Printing & Lithographing Co., Little Rock, Ark., 


at NSA regional meeting in Wichita, last spring.) 


IRST, I wish to make a confession. Until one year 

ago we were content with end of the month results 
as reflected by a very brief operating statement, bal- 
ance sheet and salesman’s volume report. Occasion- 
ally we became curious about a certain phase of our 
business and would obtain pertinent statistical data 
on a loose sheet of paper. If everything looked al- 
right, the report was filed, misfiled or otherwise dis- 
posed of and we went merrily on our way. We were 
lulled to sleep by the sellers’ market. 

I am frank enough to tell you that although we have 
increased our business to the end that between 90 and 
100 employees are required today as compared to 
approximately 35 a few years ago, we were guilty of 
the single common error that to a large extent con- 
trols the success or failure of the enterprise. Small 
stores and plants fail to expand, larger ones become 
static principally because true managerial duties are 
forsaken and replaced with operational detail. Sub- 
ordinate tasks are being performed by top manag- 
ement. 


Too Much Detail Here 


One of my personal acquaintances, the head of a 
fairly large combined stationery and printing plant 
located in a city of 175,000 inhabitants, has during 
recent years been guilty of involving himself in the 
employment of clerical and even colored porter help, 
direct selling, passing on credit, direct supervision of 
the shipping department and building maintenance. 
Yes, the colored porter and his three assistants re- 


| ported directly to the president. For a while, he opened 
| the mail each morning. 


I know another case of the president of a still 


SS 


larger combination plant who scans every printing 
job ticket for price control, machine repair and adjust- 
ments, purchasing and many other details. 

Webster defines management as the “art of manag- 
ing, conduct; judicious use of means to accomplish an 
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COMFRONT secretarial models encourage correct natural, 
sitting position that boosts clerical efficiency. Four adjust- 
ing mechanisms allow adjustments to meet any users require- 


ments. 


COMFRONT TAKES OFFICE CHAIRS 
OUT OF PRICE CLASS 
A complete line to fit any customer's needs . . . the best in 
office chair design . . . plus the several advantages of the 
COMFRONT angle. 


WILL HARMONIZE WITH ANY DESK 


COMFRONT chairs are made from genuine walnut, birch 
walnut and mahogany, light oak or the new Softone finishes. 
All hand rubbed for greatest beauty. 


MODERN WOOD OR UPHOLSTERED STYLES 
COMFRONT chairs can be had in a variety of wood models 


or upholstered in corrected top grain leather, buff grain 
leather or Durateen leatherette in a choice of red, green or 
brown to meet any competition. 


WRITE FOR YOUR CATALOG TODAY! 


MANUFACTURER OF OFFICE | AND SCHOOL CHAIRS 


NEW INDIANA CHAIR COMPANY 





ta ASPER, INDIANA 
WY EMBER OF WOOD OFFICE FURNITURE INSTITUTE 
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end; executive skill; control.” 

The local manager of our Woolworth store said that 
he felt it necessary to resign his membership in a civic 
club because he could not allow 1% hours away from 
the store. Does that bespeak skill or control? That man 
had best learn how to control himself before he can 
pose as a true manager of others. 

It’s interesting to observe how readily your sub- 
ordinates recognize the indisputable control you exer- 
cise when with less than a dozen basic reports you can 
call the turn of the cards. Here they are: 

1. Daily number of orders entered: 

(a) Stationery (may be classified). 
(b) Printing (may be classified). 

This will provide a day to check on your sales status. 
From a supplementary monthly report you obtain the 
average dollar value per order billed. For instance, our 
average stationery order over the past six months was 
$19.26; our printing orders averaged $59.52. The month 
to month averages are extremely interesting and reveal 
quite a story. 

2. A daily report on billings, classified as you may 
desire. It may be grouped into but two major classifica- 
tions; i.e., stationery and printing—or you may desire 
to further classify major stationery departments. A 
part of this report should be your accounts receivable 
balance. Your credit and collection department should 
see to it that your aggregate accounts receivable do 
not exceed more than 1% the average billings. A $50,000 
monthly billing average should reflect not more than 
$75,000 in accounts receivable. It is assumed that your 
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Modern 
“Hi - Lo " Execulive 


NO. 458 
Size: 58” x 32” 
in Oak, Walnut or 
Modern Soft-Tone 
Finishes. 





SHEBOYGAN - WISCONSTN 
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“Profit. from a Line that. Serves” 


RICE ROLL MASTER CASTERS 


Packer one set of 4 to box 
(order in sets) 











17GH 2" y od WH 2" 17PH 2" 
1176S 2" 2" 17S 2" i7PS 2" 
ISGH 1%" 1%" ISH 1%" ISPH 1%" 





I5GS 1%" 1%" 5S 1%" ISPS 1%" 





The ROLL MASTER casters have Patented underslung in line raceways of machined steel, heat 
treated for long life. This feature gives free swivel action, better balance, less wheel snub, 
less drag and dig into floor coverings, thereby protecting floors from caster wear. Soft 
tread wheels are recommended for linoleum, tile, hardwood and composition floors. Hard 
tread wheels are recommended for carpet. 








RICE RUBBER CUSHION GLIDES 


Sliding chairs over floors, and tipping them causes wear on floors and 
creates irritating noises and chatter—Offices, Homes, Schools, Restau- 
rants and Public Institutions are users of this type noiseless chair glide. 


Nail type 8-32 Screw Type 
No. G-4 1-1/4" No. G-4S__1-1 /4" 
No. G-3_ 1-1/6" No. G-3S_ 1-1 /16" 
No. G-2 7/8" No. G-2S 7/8" 





Shipped 24 sets to carton. 





NO DENT FURNITURE SHOES 


No-Dent, the original resilient furniture shoe, protects the floor from 
dents and gouges, absorbs noise and vibration and keeps furniture in place. 






SQUARE SIZES ROUND SIZES 
S-0 1-1/2" Inside Dia. R-| 1-5/8" Inside Dia. 
$-2 1-3/4" Inside Dia. R-2 1-3/4" Inside Dia. 
S-3 2" Inside Dia. R-3 2" Inside Dia. 
5-4 2-1/2" Inside Dia. 


PACKED IN BULK 





\INOILITLOUd YOO 3dIY / 








. . . the Best combination for FLOOR PROTECTION 


NOW'S YOUR CHANCE to make better profits than ever with the RICE LINE. Sure, you 
can always count on ROLL-MASTER CASTER sales as good business. But your customers want 
and need complete floor protection. Selling the RICE FLOOR PROTECTION LINE is not only 
profitable, it means rendering a real service to your customer. There is no end to the business 
available and we recommend, as you sell your furniture, that you sell RICE FLOOR PROTEC. 
TION at the same time. We call this “extra profit" business. 


RICE BROTHERS, INC. 


2900 Euclid Avenue Cleveland 15, Ohio 
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share on 


accounting department will, at regular intervals, pro- 
vide an account aging report. Today this becomes a 
vital factor in the financial control of your business. 
A condition common to most business firms today is 
for more working capital. Therefore, it behooves you 
to vigorously follow up on 60 and 90-day accounts. 

3. A weekly production backlog report. If you oper- 
ate a combined stationery and printing plant, this re- 
port is of utmost importance. Our report form classi- 
fies the press equipment into verticals, flat bed, rotary, 
offset and so forth, and reflects the total number of 
impressions to be run by each type of press. This, plus 
makeready time, is then interpreted in terms of days’ 
backlog. The current week and preceding week’s fig- 
ures are reported for comparative purposes. Delivery 
promises and work flow are thus controlled. 

May I recite the benefits obtained from an opera- 
tional report made on a new rotary press and collating 
machine. This report supplements and supports the 
backlog report. About six months ago, we installed a 
rotary press. It cruises at 12,000 impressions per hour, 
two colors on one side and one color on the other. We 
estimated our production at 5,000 impressions per man 
hour worked. We accepted order and promised delivery 
on that basis. In one case we posted a performance 
bond of $28,000 on a job we secured from a Denver 
concern. Had we not required a weekly production re- 
port compiled from daily reports, we would have been 
faced with a bond forfeiture. This management or 
control report paid big dividends. Facts replaced 


Puesses 


Keeps Account of Backlog 


In the stationery field, major department backlog on 
unfilled orders is reported to indicate progress, if any, 
in reaching the saturation point on critical items such 
as steel desks, duplicating machines, and so forth. 

4. A monthly analysis of sales by classes of product, 
showing total cost, and selling price, when broken 
down by salesmen, reveals the class of merchandise 
and the type of printing jobs that carry a satisfactory 
margin of profit and what salesmen are producing 
those orders. Sales campaigns can be intelligently 
planned. Probably your advertising should be directed 
toward that class of business which goes to make up 
the major portion of your profitable business. If sales 
incentive methods are practical, the facts will be avail- 
able for your guidance. Why not let this report guide 
your pricing policy? We found one class of printing 
sales virtually offsetting the profit made collectively 
by several other groups. You may be assured we took 
corrective steps 

5. Our work spoilage report, prepared by our pro- 


duction manager, has been extremely helpful in reduc- 
ing this loss item. It is made at the time the spoilage 
is discovered. The report fixes the department and in- 
dividual responsibility. Department meetings are held 
to discuss this important loss factor which certainly 


should not exceed one-half of one percent of your 
volume. Our accounting department groups these losses 
by department in our monthly operating report. If 
this information is not reaching you now, I challenge 
you to obtain it. It will startle you. 

As a corollary to this, our shipping department re- 


ports errors made on stationery deliveries. Salesmen’s 
errors in writing up orders, order clerk’s errors in fill- 
ing orders, all of which increase your delivery costs 
and affect customer relationship, are reported imme- 
diately upon discovery of the error. 


6. Our operating statement formerly consisted of 
two sheets of data covering the calendar month’s oper- 
ations. Today it is comprised of ten sheets full of vital 


control data and covers exactly four weeks’ operation. 
This provides true comparison. Every item of expense 
is studied and compared to arrive at a conclusion as 
to progress or the reverse. Naturally, it covers the 
urrent and previous month’s figures. Your accom- 


plishments and failures are subjected to the light of 
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MUTSCHLER BROTHERS C® 
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Samson Model 50-TS 
American Wainut finish. 
Available with or without 
stretcher. 


F amed over the years for their beauty, prac- 
ticality, rugged construction and durable finish, 
the SAMSON line of tables for office, library 
and directors’ rooms are now available in 
limited sizes and quantities. 


Same fine raw materials. . . . Same precision 
craftsmanship. .. . New and expanded facilities. 

. Latest in mechanical, chemical and treat- 
ing developments to insure long life and beauti- 
ful and durable finish through years of hard 
usage. 








There’s prestige and profit, plus assured cus- 
tomer satisfaction, in being a SAMSON dealer. 


SEND FOR FREE 
CATALOG NO. 32 


Twenty pages of beauti- 








ful model photographs 
with readily comprehen- 
sive specifications, are 


yours to show prospec- 





tive customers—or to mail with 
proposals. Write today for SAM- 
SON Catalog “32.” 


MUTSCHLER BROS. CO 
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NAPPANEE, INDIANA, U.S.A. 
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One of the Most 
DRAMATIC OFFERS Ever Made 











$4444 


A FREE $30 REVOLVING 
DISPLAY plus °33° List Value 


of Free Merchandise 
with this C-THRU DEAL 


You CAN believe your eyes. Here’s the way to 
double and triple your sales of C-Thru ruling 
devices. This sales making action display was 
developed in answer to the requests of thousands 
of dealers who wanted a compact, dramatic 
method of showing C-Thru merchandise. Look at 
the advantages of this display. 


COMPACT — Only 17'2 inches in diameter, and 
32 inches high — yet shows 24 of the fast selling 
C-Thru items. 


VERSATILE — Can be moved about to any part 
of your store for display, or can be used as very 
attractive window display. 


COMPLETELY ASSEMBLED — Just unpack and 
this display is ready to work for you. It comes with 
items mounted. 


MOTORIZED — Can be had with motor as op- 
tional feature. 


Write for complete details. 


ERS - TRIANGLES » MAVIGATIONAL [ESTROMERTS - STERCILS - PROTRACTOSS « OTHER DEVICES 


VILE linjirtiy 


HARTFORD, CONN., U. S. A. 
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day. We take nothing for granted just because a rea- 
sonable profit on total sales has been made. It is our 


| contention that every operation can be improved if 


truly studied and analyzed. As a part of our operating 


| statement, we analyze our factory operations to show 


such things as productive hours, man hours, payroll, 
labor cost per productive hour, supplies and repairs 


| and total impressions by department and by units 
| and machine operation within that department. Man- 


| 





| 


| agement controls made possible with this information 


are almost unlimited, but you must have a‘cost sys- 
tem to obtain them. 


Recommends Inventory Goal 


7. The balance sheet is, of course, one control re- 
port used almost universally. I recommend that you 
set an inventory goal of but twice your monthly sales. 
I wonder if many of you, like myself, are inclined to 


| be bored with financial, accounting and statistical 


data. But during the past year I have discovered so 
much challenging information from these few fore- 
going reports that I am ashamed and startled to think 
that I have been without them. These reports fit our 
particular operation—maybe they fit yours. In any 
event, it is incontrovertible that they will fit yours 
with some slight modifications. If you are charged 
with management responsibility, you cannot afford to 
be without these basic controls. Yes, you will be asked 
by your associates, and you will ask yourself, is it 
worth the cost? To be without them will cost you more. 


Advantages of Charts 


I recommend you chart your organization and man- 
ualize the duties and responsibilities of all except 
mechanical payroll. It will eliminate overlapping of 


| duties, define responsibilities, reveal duplications and 


provide a basic manual of procedure for the duties 


performed at each desk. 
Your reports should emanate principally from the 


| original source of the pertinent information and flow 


through organization channels on a predetermined 
time schedule. 

And now to you sales and department managers, and 
to others present, these comments may be of but sec- 
ondary interest. But the same principles of good man- 
agement apply to you. Your departmental control 
reports will be of a different nature and could be made 
the subject of a very interesting discussion at some 
subsequent meeting. For instance: A study revealed 
that 90-5/10 per cent of one of our salesman’s: volume 
came from 46 per cent of his accounts. Another one 
obtained 93-3/10 per cent of his business from 50 per 
cent of his accounts. They readily agreed when shown 
that their time was worth between $3.00 and $4.00 per 
hour, to give up a large number of small accounts that 
were time consuming, improperly served, and prevent- 
ing the proper amount of time to be devoted to valued 
accounts. Junior salesmen have been assigned the 
surrendered accounts. 

We are now in the midst of another study on coun- 
try salesmen to determine the number of Calls, the 
sales volume per call, the number of miles traveled per 
call and the total cost per call. This item includes 
travel expenses, auto expenses and salary or commis- 
sion. 

—- 


DENVER SHOW GIVES OFFICE MACHINES A “LIFT” 


Intense interest on the part of the public in newly- 
developed office machines, many sales made “right 
on the floor,” and “waking up” hundreds of small 
businessmen to the possibilities of various types of 
equipment were all results of the “business show” 
held in Denver, Colo., during October by the Denver 
chapter of the National Association of Cost Ac- 
countants, sponsors of the exhibit. 

The exhibit was held in the Shirley Savoy Hotel, 
where more than one-half million dollar’s worth of 
office equipment and appliances provided by some 110 
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[Boling chairs are BUILT to be sold ... not stored! 


. For over forty years customers and dealers alike have 
been quick to acclaim the durability, comfort and mod- 


erate price of Boling Chairs. Styled to complement all 





current desks and designed to fit every office purpose, 
Boling Chairs are your best opportunity for fast, profit- 
able turnover because .. . THEY ARE TODAY'S FASTEST 
SELLING CHAIRS! Write today for our complete illus- 
trated catalog "Chairs for All Business.” 


HIGH POINT BENDING & CHAIR CO. 


SILER CITY, NORTH CAROLINA 
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NON-INSULATED 
STEEL FILES 

Sold only 
through 
Franchise 
Dealers 













nent 





BOOK 
VISIBLE — 
Metal or 
cloth covered 







ee eae 


RECORDEX 
VISIBLE 
FOLDERS 






















TREASURE 
CHESTS 








The Victor Line. of Quality has been outstanding in its 
field of consumer-approved office equipment and supplies 
sold through dealers for over 60 years. . ; 






‘“' THE VICTOR SAFE & EQUIPMENT CO., INC. 


North Tonawanda New York 
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manufacturers was on view. Although the show was | Yo u r 

not heavily advertised, it resulted in a record turn- | 

out, according to Show Director Max M. Shaver, and 

Walter M. McGraw, president of the Denver group. | ©. 

Run on a free, non-profit basis, show interest was ustomers 

spiked up with door prizes awarded to those attend- 

ing, and a program of dancing and singing entertain- 

ment which was presented during the final two shows. WILL HAVE 
Included in the long list of office machines being 

actually demonstrated were automatic typewriters, 












R calculators, adding machines, rotary files, sealing and 
letter-opening machines, billing machines, file sys- IMPORTANT | 
: tems, and in fact, everything from multiple type- ms 


After inspecting and seeing demonstrations of the 
numerous machines on display each evening, the 
4 crowd enjoyed an hour-long program of variety acts, 

and a drawing for door prizes. The grand prize given AT THEIR 
away on opening night was a portable typewriter, 

which was won by a Colorado Springs resident. The 

show was opened by Mayor Quigg Newton, who FINGER 
pointed to its value to many businessmen who have | 

been far too busy during recent years to catch up on TIPS 
the development of time-and money-saving office ap- 
pliances. 

Every effort was made by salesmen stationed at 
various exhibits to convert interested passers-by into | 
prospects, and to list off the office operations with 
/ which the visitor might be having difficulty. Interest | 
: was sagging 2 heavy in light, small adding ma- | 
chines and calculators, new all-electric typewriters, 
filing systems, and mail-room equipment, according 
to the management.—RL 

oo + 
McCORMICK NAMED TO SMITH-CORONA BOARD 


James B. McCormick was elected to the board of 
directors of L. C. Smith & Corona Typewriters, Inc., 
at the annual meeting of stockholders held in Syracuse 
on September 29. He fills the vacancy created by the 
death of Basil B. Aylesworth. 

Mr. McCormick has served in various sales capacities | 


writer systems down to the familiar office paste-pot. FACTS & Y 
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THESE SIGNALS MAKE FACTS 
INSTANTLY AVAILABLE 


Attached to file cards or ledger sheets, these signals segre- 

gate important groups of facts for instant reference—saving 

hours of valuable time in busy offices. Made of spring steel 

in 12 non-chipping colors. Types for all filing systems. Will 

remain clean and bright under all conditions of dampness. 

Easy to attach, relocate, remove—yet they always stay put. 
Samples on request. 


OTHER MODERN OFFICE NEEDS 
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“BURRO” 
| Paper Clips 
4 Made of thin spring stee! 
: for attaching papers to- 
| gether, enclosures to let- 
| ters, etc. a a pg ee 
‘ ed 
| sideslip. a a Preach 
| or remove. The smart 
4 cli for the modern 
4g office! 
a 
; F J. B. McCORMICK 
“2 with Smith-Corona for 29 years, having first joined 
4 the Corona Typewriter Company as a salesman in the 
pa Chicago office in September, 1919. At the merger of 
e | the Smith and Corona organizations in 1926, Mr. Mc- 





Cormick was appointed manager of the Milwaukee a Z 
branch and later was branch manager in St. Louis, | - a walt Bog aa an ome Se 
followed by his appointment as division manager at coo 14 BEAVER STREET 

Boston for the eastern district. Since 1935 he has been THE Hi. 6. K 6O., sT ANSONIA, CONR. 
vice-president in charge of domestic sales. “ONE HUNDRED PERCENT DEALER PROTECTION 
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THE SHALLCROSS COMPANY 


48th & Grays Ferry Rd., Philadelphia 43, Penna. 
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BUSINESS FORMS AND 
OFFICE EFFICIENCY 





Anticipating Management’s Needs Has Enabled 
Business Form Manufacturers To Keep Pace With 
Expanded Demands of Modern Industry 


DAY, MORE THAN EVER BEFORE, the true value 

of business forms and business machines is being 

recognized by firms both large and small. The tempo 

of business has surpassed even the wildest imagination 
of the dreamer of a little over half a century ago. 

At that time, large manufacturers were virtually 
unknown in today’s sense of the term. Even if a man- 
ufacturer could produce more goods than could be 
consumed in the local market, he was faced with the 
problem of distribution. Housewives still baked their 
own bread .. . the iron horse was the principal means 
of overland transportation, while the four-legged horse 
held sway as the speediest in local transportation. In 
the office, the bookkeeper was the backbone of the 
business. He probably sat on a high stool, shoulders 
stooped from years bent over his books, eyes protected 
from a harsh light by a green shield, as he laboriously 
used pen and ink for all records. Invoices, statements, 
checks, journal entries, ledger postings, labels, finan- 
cial statements, and business correspondence were 
hand-written. 


Original Form a Single Sheet 


Business forms were single printed sheets of paper, 
each an original writing, until the invention of carbon 
in 1870. The first carbon paper, crude as it was, made 
it possible to produce more than one copy with a 
single writing. The invention of the typewriter a few 
years later revolutionized office practice, as it was 
now possible to produce uniform characters twice as 
fast as writing by hand, using carbon paper to make 
several copies. But the pen remained behind the book- 
keeper’s ear for all accounting. 

The machine age was dawning. Speed was the key- 
note—speed in. transportation, speed in production, 
speed in distribution, speed in recordkeeping, the tele- 
graph, the internal combustion engine, the telephone, 
the adding machine. Speedier and more efficient man- 
ufacturing machines of every kind and description. 
Electricity, scientists, chemists, physicists,. reaching 
into the unknown. Wireless, automobiles, cash regis- 
ters, diesel engines, electric accounting machines, aero- 
planes, radios, teletype, jet propulsion, atomic fission 
.. . faster, faster .. . until one would not be too sur- 
prised to glance at his paper some evening and read 
“Perpetual Motion Achieved.” Business forms have 
kept pace, playing their part in the advancement from 
the horse-and-buggy period to today, when man is 
penetrating the sonic barrier. Business has advanced 
correspondingly, from a hand-written invoice prepared 
at one point and mailed to a second point several 
thousand miles away arriving in a matter of days, to 
the invoice being typed at the first point and exactly 
reproduced at the second point instantaneously, in 
multiple copies. 

The first semblance of a business form and the fore- 
runner of a vast industry was the humble sales book 
or counter check book which was first manufactured 
in Toronto in 1883 by Carter and Company. John R. 
Carter was the inventor of the sales book, and Samuel 
J. Moore, a young editor, realizing the possibilities of 
this new invention, promoted a company to manufac- 
ture and sell them. Forms manufactured in continu- 
ous strips soon followed, the first being plain unprinted 
rolls of paper used in an autographic type of machine 
for making more than one copy of a handwritten 
record. Then these rolls were printed, but there were 
no perforations between forms. This idea of printed 
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STYLES — SIZES 


FASTENERS 











Universally used style of ACCO Fastener of 
2 34” centers is made in two sizes: 

No. 12 — 1” Capacity 

No. 22— 2” Capacity 


Used independently, or in ACCOBIND 
Folders or ACCOPRESS Binders of fine 


pressboard, they provide an immediate “ACCO-Bound Papers 


and permanent answer to the binding are Safe Papers od 


problem of every office. Ideal for bind- 


ing loose leaf catalogs, ete. 


ATTACHABLE PRONG and 
CONTINUOUS BASE & PRONG 
FASTENERS FOR ALL 
LOOSE LEAF CENTERS 


No. 52 
544” centers 


No. 56 
6” centers 





No. 623 
Wide Base 
3” prongs 
7” centers 











No. 723 


h 
SS ACCO PRODUCTS Ine. 


T Riverside Drive 
re | , 


=| — OGDENSBURG, N.Y. 























PAPER FASTENERS 
BINDERS « FOLDERS * PUNCHES [mn Canada: ACCO CANADIAN CO. LIMITED, Toronto 
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PATENT PENDING 


For Dispensing and Applyin 
P Ppiying FLEXIBLE Thumb button selects “automatic 





Cellophane Tape cut” to 14” unit or “non-cut” until desired 
TIME SAVING Pull the trigger and roll it on length is dispensed. 
+ +. one motion does the job. NEAT Your hand does not touch the tape 
PORTABLE Carry it to any job... in your ...no sticking to fingers or every place except 
pocket if desired . . . weighs less than 10 oz. the right one . . . tape is rolled on smooth. 
AUTOMATIC Dispenses and applies 4” tape EASY TO APPLY When you click it, you 
... just click it and stick it. stick it. . . one hand is always free. 

Fair Trade Price $7.50 Write today for discounts to 
Fenris Products, J 
ev , JMC. 
=—_—— 
1983 EAST 59TH STREET . CLEVELAND 3, OHIO 
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forms in a continuous strip was soon adapted to a 
typewriting machine. 

Shortly after the turn of the centruy, H. J. Hollie, 
president of the Elliott Fisher Company, set out to 
find some way of attaching the edges of continuous 
rolls together so that the forms would not slip out of 
alignment. He enlisted the help of A. S. Gilman, a 
progressive printer in Cleveland. Mr. Gilman sought 
the answer for years, and in 1913 made a trip to Erie, 
Pa., to consult an engineer who had a reputation for 
solving difficult paper problems. 

While sitting in the station and thinking over his 
problem, he happened to notice an old lady with a 
long pleated skirt passing with her arms full of bun- 
dies. One fell. She stooped to pick it up. Mr. Gilman 
hurried to assist her. In that moment he noticed how 
her pleated skirt, where it rested on the floor, shaped 
itself into neat folds. In a flash he pictured his accor- 
dion pleated forms so folded into a solid compact 
pack ... the problem was solved. 

In 1914 the first fanfold form was manufactured, 
with all sheets in the set fastened at the side, and 
with the continuous forms folded on a perforation 
between each set of forms, making a neat pack. 

The next stride in the business forms industry was 
the invention of an inexpensive carbon paper in 1927 
by the Pacific Manifolding Book Company. Due to the 
small cost of this carbon paper and the rising cost of 
office help, it proved more economical to use this 
carbon once and discard it, saving the time of insert- 
ing carbon paper. The name “one-time carbon” fol- 
lowed automatically. 

Continuous interleaved forms—continuous forms 
with one-time carbon collated within the set—followed 
naturally because of their time and labor saving fea- 
tures. “Speedisets” (speedy sets), unit sets of forms 
interleaved with one-time carbon paper, all ready to 
put into a machine and type or to write by hand, were 
first manufactured in 1929. They are “sets” in that all 
the sheets of paper, plus the necessary carbons, are all 
passed into one stub, in proper sequence and align- 
ment. This latest product, a mere 18 years old, made 
an ideal running-mate for continuous interleaved 
forms, and has risen to even greater prominence. 


Must Plan Construction and Design 


The invention of these various products of the busi- 
ness form industry would have contributed little to 
the growth of business and the speed of record keep- 
ing without men with sound knowledge, plus a fine 
sense of reasoning and a creative, analytical mind, to 
apply the proper forms to a particular need. To be 
truly efficient, there are two factors of business forms 
that must be well planned. The first is the construc- 
tion of the form—how it is made, kind of paper, car- 
bon, perforations, punching, size, and so forth. The 
second is the design of the form—what is printed on 
its various sheets. 

These men, the business form salesmen, are all in- 
ventors. They know the capacities of the equipment in 
their plant. They learn every detail of what the form 
must accomplish in actual use. How is it written—by 
completely automatic machine, manually-operated ma- 
chine, by hand or by a combination of two or more 
methods of writing? Does it require an aligning device 
to control the forms during writing? How many copies? 
What carbon dope formula? What are the purposes of 
the various parts? Are all the parts necessary or can 
one part serve two purposes? What other forms are 
used in conjunction with this form? Can any of the 
other forms be combined with this form for one writ- 
ing operation to save time? How are the various parts 
sorted, distributed, handled, filed? In what order is 


the information written on the form? Is the use of 
the form continuous or intermittent? Is the form used 
in more than one location? What size of form is eco- 
nomically necessary? How is the form mailed? What 
size and style of type is used in the writing operation? 
What information can be preprinted? Dozens of other 
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Now...a completely 
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new Shelving line! 
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The CLARK all-purpose 
adjustable steel shelf 
stands offer a refreshing 





advancement in storage 


equipment. Ideal for 








stores, storerooms, of- 
fices, warehouses, hos- 
pitals and cafes, the 
Clark Line is constructed 
of heavy 16 gauge W 
posts, 18 and 20 gauge 
shelves in rich baked 
enamel finishes. Unit 
shown at left: $24.50 


retail. 














Here's the newest arrival in the stationers' field. 
It's the all-new Clark shelving line with W Bar con- 
struction, an exclusive Clark feature. W Bar post 
construction is an ingenious pleated bar method 
that eliminates the necessity for sway braces . . . 
assures greater rigidity . . . multiplies its own 
strength many times. There's plenty of eye-appeal, 
too. The Clark Line's smart functional design 
blends harmoniously with modern office and stock- 
room fixtures. Baked-enamel shades of Harbor 
Grey and the new metallic Green offer durable 
and beautiful satin-like finishes. Optional white and 
special colors on request. 


Most important to you . . . is cost and delivery. 
The Clark Line is complete, ranging from six to ten 
feet in height; 9, 12, 15 and 18 inch shelf depths; 
36, 42 and 48 inch widths; priced to sell at average 
or lower. Delivery is 15 days, F.O.B. Minneapolis. 
Write today for your price list and get in on the 
profitable new sales-getter . . . the CLARK LINE. 


FRANCHISES AVAILABLE 
FOR EXPORT 


FREE ESTIMATES FOR 
SPECIAL INSTALLATIONS 


WRITE OR WIRE 


R. K. CLARK CO. 


1302 Sth AVE. SO. MINNEAPOLIS 4, MINN. 
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When wt comed to a 
WHOLESALE 
STATIONERY 


SOURCE 


* ALL MERCHANDISE UNCONDITIONALLY 
GUARANTEED. 


* PERSONAL SERVICE. 
* SUBSTANTIAL MARGINS. 
* COMPLETE LINES. 


* NATIONALLY ADVERTISED 
BRANDS 


Adding Machine Rolls Gem Clips 


Art Gum Gummed Kraft Tape 
Arches Gummed Reinforcements 
Binders Hand Biotters 
Bull Dog Clips 
Brief Cases Index Cards 

Indexes 
Card Cabinets Index Tabs 
Cash Boxes Ink 
Calendars 
Carbon Paper Loose Leaf Post Binders 
Chair Cushions List Finders 
Clips 
Celluloid Index Tabs Mucilage 
Cheese Cloth 
Crayons Paper Fasteners 
Cutting Boards Paper 

Pencil Sharpeners 
Desk Blotters & Pads Pencils 
Desk Lamps Pins 
Desk Trays Post Binders 
Dictionaries Posture Chairs 


Drinking Cups 


Ring Books 
Electric Fans Rubber Bands 
toe dl Files Scales 
yeay Staples 


File Folders 
File Guides 
Finger Pads 


Trimming Boards 


Waste Baskets 


AND MANY OTHERS 


QUOTATIONS AND SAMPLES CHEERFULLY FURNISHED 


G. S. PEARSON CO. 


Wholesale Stationers to the Trade 
CHICAGO 5, ILL. 


709 S. DEARBORN ST. * 
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details these men must know before they can construct 
and design an efficient business form 

This is the industry which today designs and manu- 
factures billions of business forms each year for every 
phase of every type of business. 


+ 


THE EARLY RISERS WERE SKEPTICAL 
WHEN R. P. LEWIS GAVE GOODS AWAY 
The high cost of goods has definitely made a mark 
in Saginaw, Mich., as elsewhere. 
Saginawians .. . the early risers, that is 
believe they can get something for nothing. 
This was proved recently when the R. P. Lewis Com- 
pany loaded a table with non-saleable articles and 
put it in the store doorway along with a conspicuous 
“free” sign. 
Free pencils, erasers, stationery and date books drew 


can’t 





R. P. LEWIS CO. “HELP YOURSELF” TABLE 


no more than a “tongue in the cheek” glance when 
the table was first put out. 

But by noon the store was completely out of the 
“giveaway” articles. Gone were 50 boxes of stationery, 
a heaping trayload of pencils and erasers, and, various 
other left-over stocks. Even the trays used for dis- 
playing the goods were gone. 

Only the early-morning shoppers, those early risers 
who hadn’t got the sleep out of their eyes, had proved 
of wary nature 

—-<- 














NEW STURGIS AND CATALOG PORTFOLIO 
(Description appears on page 11) 
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There are not many firms that can say “Our 
products are better than pre-war quality.” But —— 
here at Bandes we can again offer our line of 
“Office Accessories of Quality" that in many 
respects is superior to our pre-war line. 


One reason is, that in the manufacture of our 
wooden cabinets and desk trays we now control 
the production from the “timber to the tray.” 
. With our own dry kilns, every board foot of lum- 
Card Index Cabinets ber used in Bandes products is thoroughly in- 
spected and seasoned. Working with this fine 
wood and with improved production and finish- 
ing methods, Bandes craftsmen are turning out 
the best that the market has to offer, regardless 
of price. 








That is why we say “Quality is our business.” 








*Super-Tex” Clipboards 





Desk Trays Bandes “‘Super-Tex” 
and Metal Tray Supports Floor Mats 


JULIUS BANDES & CO., Ine. 


126 West 22nd Street, New York 11, N. Y. 


“OFFICE ACCESSORIES OF QUALITY” 
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EXECUTIVE CABINETS 


Has 25 hanging folders(A to Z 
tab inserts). Rubber wheel cast- 
ers for easy moving. Made of 24 
gauge steel. Available with or 
without lock. Hammerloid fin- 
ish. Colors: green, walnut and 


gray. 


Dual - purpose 
cabinet 
makes con- 
venient extra 
table. when 
top is closed. 









EXECUTIVE 
DESK TRAYS 


May be used singly or 
tiered in stacks. Eath 
tray fits over the 
other. 22 gauge steel. 
No sharp edges. Avail- 
able in letter or legal 
size. Green, walnut 
and gray colors. 


Lat ~ 


OFFICE APPLIANCES 
THAT CAN “TAKE (T!/" 


EXTRA HEAVY STEEL CONSTRUCTION 
Built-to-last . . . priced-for-profit . . . easy-to-sell. That's 
the story of our new line of durable office appliances. 
Write us today for our complete catalog and price list. 





“HI-VERT” SORTING FILES 


A perfect desk organizer — effi- 
cient and flexible. Extra sec- 
tions can be added quickly — at 
low cost. 22 gauge steel. No 
sharp edges. Baked enamel fin- 
ish. Available in green, walnut 
and gray. 







SECRETARIAL 
HANGING FILE CABINET 


Space-saving cabinet 
with efficient no-sag, 
hanging file. Easily 
moved to any office or 
desk on silent rubber 
wheel casters. Hand- 
some gray, green or 


walnut finish. 











Write us today for our complete 
catalog and confidential price list. 


Sales Representatives’ Inquiries 
Invited for Territories Now Available. 











4630 W. HARRISON STREET * 
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A DIVISION OF BLACKSTONE MANUFACTURING CO., INC. 


STEEL-PARTS MANUFACTURING CO. 


CHICAGO 44, ILLINOIS 
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Sturdy con- 
struction 
througheut 
-..+ mo sharp 
edges for ad- 
ded safety. 
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DELUXE WASTE BASKETS 


Styled for beauty. Rounded 
rubber-bumpered corners and 
rolled edges. 24 gauge steel in 
gleaming enamel finish. Welded 
panel construction and welded 
rubber tipped feet on bottom. 
Available in green, walnut and 


gray. 
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PLAYING SANTA CLAUS 
TO YOUR EMPLOYEES 


By Ernest W. Fair 


T’S AN OLD American custom and the employer 

who neglects to support wholeheartedly the spread- 
ing of the Yuletide spirit among his employees during 
the Christmas season, receives only the minimum co- 
operation from these employees for many, many weeks 
thereafter 

Few are the office supply dealers belonging to this 
classification; the spirit of the industry is such that 
it houses few members not possessing such a spirit 
of good fellowship. 

But many an office supply dealer has found himself 
at a complete loss when Christmas rolled around each 
year as to how to proceed in his role of Santa Claus 
to his employees. 

It’s not an easy problem to solve, for there’s more 
to it than just handing out a gift or mouthing a 
‘Merry Christmas” to the staff at a general meeting. 
To make this year’s Santa Claus role an easier one 
for our readers we have carefully checked with a 
number of industry leaders on how they handled the 
problem in their own businesses in years past, 
searched out the ideas which were most successful. 


Here, in the paragraphs to follow, are the ideas 
these firms have used not only in maintaining the 
proper Yuletide spirit but in getting the job done 


satisfactorily on a scale the company budget could 
stand. 
How Much Cash Bonus? 


There’s no question but that a cash bonus is one 
of the most appreciated of all gifts, but seldom can 
the firm afford a large enough one to make an im- 
pression upon its employees. It has been proven bet- 
ter to present merchandise gifts than cash where 
budgets are very limited. 

If the cash bonus is given it should be based on 
number of year’s service and size of salary if it is to 
be successful. Best formula to follow seems to be 
a percentage of salary for one year’s service, an in- 
crease of another percent for two years, and so on, 
with a maximum and minimum. 

Experience has shown that a cash bonus can best 
be handed out by the employee’s immediate superior 
with each in a Christmas envelope and accompanied 
by a greeting card. When the big boss does the job 
there’s too much call for “thank you’s” which the 
average employee would rather feel than mouth. 

Cash, it has also been found, generally means more 
to an employee than a check. 


Savings Bonds 

Many employers find savings bonds ideal as Christ- 
mas gifts for employes where an amount of such a 
size is involved. The bonds are cashable almost im- 
mediately but if the employee wishes to keep the 
bond it can acquire added value for him. 

Such bonds also permit a $25 gift for $18.75; and 
value is increased thereby. 


What Merchandise To Give? 


Merchandise gifts have always been very popular 
and always will be, for the firm can make quantity 


? 


the impressivs 


purchases at goodly discounts and be able to give 

each employee more value for each dollar spent. 
When times are as good as they are today, the 

luxury item is generally most welcome; when times 


are tougher 
appreciation 

A good guide to follow is to spend a little time 
searching for something unusual and different, some- 
thing average employees would like to have but would 
never buy for themselves out of their own earnings 
because they consider the purchase too great an ex- 
travagance 

Such gifts 


practical gifts are producers of much 


generally receive the best welcome and 
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Good Selection of Used 
CALCULATING | 
AND ACCOUNTING | 
MACHINES | 


C. E. C., well known for years as a dependable 
source for used office equipment, offers dealers 
a wide variety of business figuring and account- 


AOD 


ing machines. 


Calculators — All makes: Burroughs, Comp- 
tometer, Friden, Marchant, Monroe. Both select 


Accounting Machines — Burroughs Book- 
keepers, including bank, utility, and commer- 
cial models. Rough only. 


All inquiries welcomed, answered promptly. 


CALCULATOR EQUIPMENT CORP. 


ORANGE, N. J. 


| 
| 
| 
rough and rebuilt. 
| 
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Presenting our line of 
quality filing cabinets! 


4 Drawer 2 Drawer 
3 Drawer 1 Drawer 


Check These 
Features: 


@ Non-Suspension 
@ Ball Bearing 


@ Full Inside 
Shield 


@ Plunger Type Locks 
@ Green Finish 
@ Letter and Legal Widths 








Drawer 








Order a sample today. These 
cabinets come packed in regu- 
lation cartons. 








Several distributor territo- 
ries open. Write for quantity 
prices and further informa- 
tion. 














1709 St. Marks Ave., Brooklyn 33, N. Y. 
Telephone HYacinth 8-1188 
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Are You Overlooking 
good profits 


because you do not 
have a good 


COUNTY RECORD 
BINDER 


to sell your customers 
in the court houses? 


THERE ARE A NUMBER OF 
TERRITORIES OPEN 


The new feather weight Tip-Touch County Record Binder. 
Ideal for Photo-Recording. typed 
The OUTSTANDING loose leaf record binder of them ALL— 
BY ACTUAL POINT FOR POINT COMPARISON. 


A binder for inspection and 


Excellent for recording. 


Write us your requirements. 
comparison, on memo invoice, will be furnished if you desire. 


ERNEST HAZEL, Jr. 


DESIGNER AND MANUFACTURER LOOSE LEAF RECORD BINDERS 
703 N. 16th St. St. Louis 3, Mo. 
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HEAVY GAUGE STEEL 


CASH xc UTILITY 


HAMMERED 
SILVER-GRAY 
FINISH 


One Large Size (112x6x4%"") 4 STYLES 


Beautifully designed, rugged for long service, these sell 
readily on sight! All corners rounded, one piece construc- 
tion, counter-sunk handles, every desirable structural 
refinement! 

All styles are individually boxed, and are packed 12 of 
a style to a shipping carton. Available with or without 6 
compartment interior tray. 

LIST PRICES 
BOXES WITHOUT 
(Flat Key Lock) 
(Combination Lock) 
BOXES WITH 6 COMP 

(Flat Key Lock) 

(Combination Lock) 
(Priced Slightly Higher West 


If your jobber cannot supply » 


rRAYS 
No. 923 

No. 9238CL 
rRAYS 


No. 1923 
No. 1923CL 


DEALERS: 


Dept. OA 1148 


ENTRAL CAN COMPANY 
2415 West 19th Street CHICAGO 


Export Representativ 


FRAZAR & CO., 5G CHURCH STREET NEW YORE 7, N. Y 
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worker’s wife 
| that 
| worker’s own good will. 


are cherished more by the receiver than a practical 
item. 

The store or plant or office Christmas party planned 
by the big boss is generally a complete dud, while the 
one planned by someone among the employees is most 
often a success. Pick out the person with most imag- 
ination and who is best liked to work on the party. 
Give them time off to plan it right and arrange all 
details. 

When such parties are well planned they are gen- 
erally very successful; when hastily thrown together, 
however, the results are seldom worth the effort of any 
planning whatsoever. 

Refreshments, something to do, an exchange of 
gifts and complete relaxation and enjoyment of the 
Yuletide spirit are the essentials of a good company 
party. 

Speeches by the “big wheel” or superintendents 
should be ruled out; let the employees themselves 
say whatever is to be said at the company Christmas 
party. 

Should outsiders be brought into the company 
Christmas party? Some say “Yes” and some say “No” 
but the best experience answer seems to be that such 
parties, if held on a day when work has been stopped, 
are more successful where a single guest of each 
employee is the rule. 

Limitations of boisterousness should be part of such 
party planning. 

What Supplies Are Needed? 

Refreshments are of course on the “must list” for 
any such affair, the kind and amount depending 
entirely on the type of party planned and the lenzth 
and extent of its scope. Drinks and light foods cost 
little for the value they give. 

Music should also be provided in the form of a 
rented coin machine record-player, a radio or a record 
player, unless the firm has musical organization 
within its setup 

A Christmas tree and Christmas decoration of the 
room or rooms in which the party is held should also 
be part of such plans. And, of course, where preseits 
are concerned there should be a Santa Claus... 
one chosen from among the company family if pos- 
sible 

A Present for the Worker or His Family? 

Many firms have found that the good will of a 
and family toward the organization 
as his employer is as essential as that 
When a man’s wife knows, 
respects and likes the firm for which he works, he is 
always a much better employee. 

For this reason it has been found, where mer- 
chandise gifts are presented, to select these on a 
basis of their value and acceptability to the entire 
family, rather than the individual worker, the presen- 
tation should also be made to “Mr. and Mrs. Joe 
Doakes” rather than to “Joe Doakes” alone. 

Wanting to retain the value of the personalized 
gift to each employee and still secure the aforemen- 
tioned end, one employer last year purchased a small 
gift item for each man’s wife and made the presenta- 
tion to the man to take home at the same time he 
received the company Christmas gift. The idea was 
very successful 

Spreading the Christmas spirit should not stop solely 
with the firm’s employees. Suppliers should be re- 
membered, for their good will is of great importance, 
though personal letters on Christmas stationery are 
all that is needed 

Good customers of the firm need a-great deal of 
attention for others are vying for their good will. 
Gift presentations and available items which will fit 
into the company budget should receive a good deal 
of study. 

xyenerally speaking, it has been found an unwise 
policy to make such gift presentations to ALL cus- 
tomers of the firm but rather to the top customers 
whose good will is very important 


serves 
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This Swingline Ad appears in the 


National Edition of the N. Y. Times Magazine 





low ...add the magic of color to your desk with the famous | 































fs more than a stapler — it's a colorful decora 
ve addition to any desk! This is the new. excit 
gly different Swingline Stapler in Jeweltone 
lecorator Colors — pearl jade topar of garnet 
to add that extra touch of smartness and beauty 
» your home and office Perfect for gifts (espe 


ally for Christmas). 


jas all the famous Swingline features too Pins 
aks and staples — you'd be surprised how many 
ses it has around the house @ If loads quicker 
works slicker! because of ifs open channel @ 
hromium body protects against grit and dust 
nures jam-free action @ Hardened stee! parts 


vecision-engineered fo last a lifetime 






LOADS QUICKER, 

WORKS SLICKER 
because of its 

open chennel. 


OT ee a ee 
the Dwinglte Jeweltune 
yropie and Swing! ine 
eee ee ed 

ed white and Dive package 


—— 


"NGUNES NEW EXTRA-SHARP 
EOPOINT STAPLES 

ed for extra penetration! 

‘ rownd wire for sfrengih 

ere smoother action tor 







“ dwoengline Stapler o- 
sfonderd staple 


STAPLES STAPLERS 


SPEED PRODUCTS COMPANY INC Se) Temeeee ©. bee ane oe N Y 









the famous 
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Now the Swingline Stopler has everything! 

Swingline adds new Jeweltone colors in Jade, Pearl, 
Topaz and Garnet to dress up an old desk — add 
beauty to a new one. The Swingline Stapler in Decorator 
Colors will stimulate new customer traffic because 

it's more than a stapler — it's a colorful, decorative ad- 
dition to the home or office. An ideal gift item too 
(especially for Christmas). Build your next window 
around these exciting, attractive, attention-getting 
jeweltone colors. See how they bring new customers into 


your store .. . make new sales at your counter! 


Check all these other powerful selling points 
for the Swingline Stapler in Decorator Colors! 


1. loads quicker . . . works slicker 
because of its open channel 








2. streamlined chromium body 








4. Speed ‘stroke control’ prevents 
jamming .. . insures clog-free 
performance 





4. covered channel protects 
against dirt and moisture 





5. The new Swingline stapler in 
Jeweltone colors costs no more. 
The combination unit, which in- 
cludes 5,000 Speedpoint sta- 
ples, at the new reduced prices 
..« lists at $7.50. 


SLIGHTLY HIGHER (6 THE WEST 











(order assortment now — send in coupon below) 


MAIL THIS COUPON NOW 


~ 
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Speed Products Company, Inc. 
37-18 Northern Bivd., Long Island City 1, N. ¥. — Dept. T 
Please send me the new Swingline Jeweltone Stapler in q 
{combination unit of stapler with 5,000 Speedpoint staples & 
Topaz Pearl. Garnet 
Also send me extra staples in the following quantities: es 
boxes of Speedpoint Staples (5000 staples to a be 
counter display “a 
__—_.boxes #3 staples (Half strip) boxes #4 
(#3 and #4 Speedpoint stopies fit all standard 

























There's plenty of drawing power and a raft of 
sales with the new Swingline 


SPEEDPOINT STAPLES 


Pointed for extra penetration! 100% round 
wire for strength . . . to insure smoother action. 
They go through wood, light gauge steel or 40 
sheets of paper. Speedpoint Staples bring you 
a higher average sale, more satisfied customers 
- and greater net profit. 
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STAPLERS 
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OPFLIGHT STEEL 


REG. U.S. PAT. OFFICE 


TRANSFER CASES 





IMMEDIATE DELIVERY 


Well “stacked”’ to the ceiling with interlocking legs. . . 





e Equipped with 4 rollers 
Letter-Legal-Check 


e Bases and followers ‘ : 
Invoices sizes on hand 


available. 


. 
* Heavy Cauge steel con- No. 100, Letter size 
struction 13x12x24 $8.00 ea. 
; No. 200, Legal size 
live sree » ait 
@ Oltv Green baked en 16x12x24 $9.50 ea. 








amel finish 





Less Dealers’ Regular Discount 


OFFICE INDUSTRIES OF AMERICA 


162 W. MONROE ST., CHICAGO 3. PH. STATE 2-3493 





“TRIPLE-PLATED “SMO-KING” 
Leads by Popular Demand 


From coast to coast, more 
"Smo-King™ stands are in de- 
mand. Preferred for their “tri- 
ple-plated beauty, and du- 
rability. Easy to clean and 
handle, they serve ideally any- 
where from reception to rest 
room. Featured in triple-plated 
chrome or English bronze, they 
come in a wide range of styles 
to make quick sales for you. 
The ‘'Smo-King" tag identifies 
this quality, guaranteed smoker. 






<4 Cocktail SMO-KING #22 


You'll find this popular smoker in the 
finest offices. The useful 14," top 
serves as a table, as well as catch for 
ashes and butts. Height 26"; plunger 
snuffs smoking butts; roomy 18" ash 
tube requires less cleaning; sturdy 10" 
base. Finish: chrome, copper or bronze 
plating. Packed set-up in individual 
carton. 


*Triple-plated: 1 —prevents 
rust; 2—nickel—for added protec- 
tion; 3—chrome—for surface hard- 
ness and brilliance. Literature 
available on ‘‘Smo-King’’ quality 
all-purpose stands. 


Inquire about available distributorships. 





NESTLER-FIELDS [ee 
Manufacturing Co... In« \-F Mig. Co., Inc 


602 WYTHE AVE. 
BROOKLYN Ii. N.Y 
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HERE'S WHY YOU SHOULD SELL 
SPEED-MO PADS! 


1. MORE PROFITS—A fast selling line—a key to 
new profits. Sell Speed-Mo for greater sales— 
bigger profits. 

2. PAD NEVER BUCKLES—Speed-Mo's Sponge 
Rubber Pad always stays flat—never bulges in 
the middle, causing poor uneven impressions. 

3. RE-INKING SIMPLE—Here’'s one stamp pad 
that requires no complicated re-inking devices— 
just brush the ink on! 

4. NO INK SEEPAGE—Dirty fingers are unknown 
to users of Speed-Mo. Ink doesn't flow onto cover, 
edges or onto valuable papers. Cleanest pad ever 
produced. 















There’s a Speed-Mo for every 
purpose—special pads made to 
order. To help you sell, we'll 
send you free display material 
and advertising literature with 
your first order. WRITE 
FOR COMPLETE PROFIT 
DETAILS NOW! 








701 Main Street Orange, Massachusetts 


DISPLAY THEM...and 
You'll Sell Them! 


4... new WRENN SHOWBLOTT is the answer to max- 
imum Desk Blotter sales. It brings Desk Blotters out in 
the open where those who need them, see them, are 
reminded and buy them. It is a distinctive, all metal 
counter display cabinet in rich brown wrinkle and satin 
finished cadmium plated trim. The glass window re- 
veals a stock of colorful Wrenn Desk Blotters in Mosaic 
or Basket Weave. It pays for itself in no time. A 
letter will bring a folder giving complete details. 


THE 
- comes to you 
WRENN stocked with 250 
- Wrenn Basket Weave 
SHOWBLOTT or Mosaic Desk Blotters in 
any five of its 12 available col- 
ors and white. Its low cost will ap- 
peal to you, as well as its all-row 
appearance + is a credit to your store. 


THE WRENN PAPER COMPANY 
Middletown, Ohio, U.S.A. 
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storrZa-xurr | ~“PSOUNCH TART 


(PATENT APPLIED FOR) 


Sells on Sight to Everyone! 


LOCK ERETTE 


—Combines the 
best features of 
both lockers and 
coat racks 


Wraps are exposed to air 
and light. Employees do not 
face the weather in damp 
wraps that have been crum- 
pled in dark lockers—do not 
eat soggy lunches, soaked 
by wet hats or gloves. Each 
person has his own spaced 
coat hanger, ventilated hai 
shelf and 12" x 12" x 1s” 
deep lock box for lunches, 





The Plastic Slip-On Shield That ENDS Blotter More salable because they keep wraps tools and personal effects. 
Edges and Saves 50% on Blotter Bills “in press.” Locineaties cove, pees. org 
. . the No co 


Improves health and morale—lower ab- umn) accommodates !2 peo- 
ple in 6 feet; the No. 9-18 
(illustrated) accommodates 


WRITE FOR BULLETIN NO. A-13 18 in 9 feet. 


Fits any blotter. Wear-proof, satiny smoothness of rounded edge 
and beveled top prevents tearing or usual scuffing; keeps blotters sentocioni: 
sightly. Also affords handy tuck-away holder for memoes. 
Photo shows left hand and top of blotter protected with 
the BLOTTER-KUFF; right hand side how easily it is 
slipped on; the ottom what happens to unprotected 
blotters under daily use. 

Available in Green or Wine Colors—immediate Delivery 
Suggested Retail Price, $1 per Set. Liberal Dealer Discounts. 
Sold boxed to trade in lots of | Dozen Sets. 

Write for Samples and Literature 


BLOTTER-KUFF CO. x ue 
VOGEL-PETERSON CO. 


319 Elmwood Ave. OSHKOSH, WIS. 
624 So. Michigan Ave., Chicago 5, Ill. 
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THE TERM FOR A WELL- 
FRITZ-CROSS CHAIRS POISED BODY IS THE WORD 
have earned preference FOR A FRITZ-CROSS CHAIR 
because they actually in- 
increase on-the-job effi- 
ciency. Scientifically de- 
signed, constructed in steel 
with full range of uphol- 
stery and color, instantly 4 
adjustable . . . . they con- OMPANY Le 
stitute a Complete Line pee 6 Font & : 
that Competes and 
Repeats! 








“Ee NE Sil MANUFACTURING CO., INC. 


"Oittece™” 


General Offices ond Factory 701 SPRING ST.. ELIZABETH, N. J. | 
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ADD-A-FILE 
Lhe 





a 


Corners acetylene welded ond ground smooth for greater 
@ rigidity and beauty ~~ | 
Reinforced case uprights for greater strength when stocking 


@ more thon one or two units. j a \| 


Rolled Green air prey meu and Gensty =taeaoe —- J 
Positive center locking follower block end guide.rod in each . 
@ drawer. \ | WI ; 


Cabinet outside is full 20 ~ giving more filing capacity 
@\ per ‘drawer 









all 








No. 6638 S4 
THE MODERN DESK 
A streamlined executive desk. One of the 


nous groups featuring Shelbyville’s 

fine craftsmanship and exclusive dovetail 
const! c1i0n 

Dealers are invited to inquire how to become 


agents for the Shelbyville line. Write for catalogs 


and price lists 





SHELBYVILLE DESK COMPANY WESTERN MANUFACTURING COMPANY 


A RORA i ba 


SHELBYVILLE @ INDIANA 








SIGNALS 
and 
MAPTACKS 


Write for Illustrated Price Lists 


ADVANCO PRODUCTS 





GEORGE B. GRAFF CO CAMBRIDGE 40 MASS 
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RONLITE 
F-L-U-O-R-E-S-C-E-N-T 


DESK 


LAMPS 


F.O.B. TERMS 
JERSEY 2/10 
CITY NET 30 





M 852—2 LIGHT—ANTIQUE BRONZE PLATED 


Of the better type at low competitive prices. A com- 
plete line of Fluorescent Desk Lamps that you will 
reorder time after time. Guaranteed consumer satis- 
faction. Well made and finely finished. 


WRITE FOR CATALOGUE SHOWING COMPLETE LINE 





























THE RONLITE CO., INC. 
SHOW ROOM FACTORY 
862 Sixth Ave. 862 Newark Ave. 
New York 1,N. Y. Jersey City, N. J. 





BEST-A-FILE folder 


TREAMLINED ~ 

git > ciple METAL Tap / 

0 
oe a 


ag a" 


’ 
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Attached aluminum Hangers that do not slip. 
Slant adjustable metal tabs that do not break. 


EXCLUSIVE DEALER SALES RIGHTS 


in some territories 
Write for Catalog. 


ADVANCE INDUSTRIES 


Manufacturers of Stee] Typewriter Stands 


1900 So. California Ave. Chicago 8, Ill. 
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Cash in on Transfer Time! 


MAYFAIR DELUXE TRANSFER CASES 






HEAVY 
GAUGE 





STEEL 
——= NO. SIZE 

Ask for our catalog—see our! |. Letter size 12x 10!/4 x 24 
complete line of office items eee 15 x 10'/y x24 
Card Files Ring Binders See vias on 
Cash Benes Smokers 3. Invoice 10x 8x24 
Desk os ts Sorti 
Desks Stationery Racks | 4 Check 9x 4x24 
File Stools Steel Box Files | 5, Voucher 5%, x 8!/> x 24 


Transfer Cases 

Typewriter Tables 
Vertical Files 
sWaste Baskets | 


Lamps, Desk 
Letter Trays 
Personal Files 
Post Binders 


THE MAYFAIR COMPANY 
315 N. DESPLAINES ST., CHICAGO 6, ILL. 


With or Without Rollers 
PROMPT DELIVERY 








MAKE MONEY SELLING * * MAKE MONEY USING 








” Liberal 
'< & Discount 


THE NEW 


CLIPLESS 


Does away with 
STAPLES* CLIPS* ENVELOPES « FASTENERS 
HIGH POSTAGE o> €49 
reduces all office expenses 


Some exclusive profitable territory 
open for agents. The usefulness of 
the Clipless will amaze you. 


CLIPLESS CORPORATION 


1777 S. Orange Grove Ave. 
Los Angeles 35, Calif. 


YIWOLSND JYOW INO SNVIW NOILVYLSNOW]G AYFZAZ 
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KARLO 


The 
Ideal Typewriter 





Support 







Sharp eyes, nimble fingers and 
clear brains are essential to con- 
stant speed and accuracy in business 
service. KARLO, the Ideal typewriter 
support, is unique in this service. No 
other Stand is so rigid, so free from 
wobble and vibration—no other so easily 
moved or adjusted—no other so nearly 
indestructible. “Proven high- 
ly satisfactory,” says one user, 
“Most indispensible piece of 
furniture in the office,” says 
another. “Most practical stand 
on the market,” etc. Typists 
prefer it because they can do 
more work with less fatigue 
by having their typ writers at just the right height. Their 
increased output aud greater accuracy soon pay the cost. 


MODEL Ne. 1 
METAL 
with woop 





Patent 


“D90848”" 





DEALERS: Every business furniture display should include 








this business producer. Write for information end prices. 


MANUFACTURING 
COMPANY 





Scrvice LETTER TRAYS 
WITH STACKING DEVICE—BUILT FOR 





Molded 
plastic corner 
provides vise-like grip 


3 COLORS 

SILVER GRAY 

WALNUT GRAINED 

OFFICE GREEN 

These handsome trays are made of 

a beautifully grained plastic ma- 

terial that combines extreme light- 
ness with exceptional strength. 


No. 915—-LEGAL SIZE 
(10" x 1S x 5". inside) 
$2.25 Ea. List 





Proven stacking feature 
provides utmost rigidity— 
easy access to papers. 


No. 912—LETTER SIZE 
(10 x i244" x 2%", inside) 
$2.00 Ea. List 





2035 Calumet Avenue «+ Chicege 16, Illinois 
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A great time saver 


Iu Big Demand! 


ALLEN'S “SNAP ERASER" 


Patent Pending 


Eraser is snap-attached to shield . . . Detach to erase . . . 
Snap on when finished. Always together —Saves time and 
patience. 


NEEDED IN EVERY OFFICE 








BUILD CARBON SALES 
WITH SNAP ERASER 
Write for sample and sales plan 


ALLEN & COMPANY 


Manulacturers of carbon papers and inked ribbons. 
11-15 Vandewater Street 
Dept. M New York 7, N.Y. 





Cram’s Globes 
EXCLUSIVE MODELS 
for the Chistmas Trade 


56 models to select from. Prompt deliveries 
on late orders. Write for new globe catalog 


Illustrated is Model 326-E (illuminated). List 
price $25.00—complete with bulb, cord and plug. 


S THE GEORGE F. CRAM COMPANY, INC. 
736 E. Washington St., Indianapolis 7, Ind. 














279 











STEEL FILING CABINETS 


Immediate Delivery 


New! 


Heavy Gauge Steel full suspen- 
sion, four and two drawer filing 
cabinets. Equipped with steel and 
Letter and 
Legal size with or without spring 
locks. Olive Green or Gray baked 


Also available in 


ball bearing rollers. 


enamel! finish. 
Walnut and Mahogany Grain. 


Write for dealers’ prices 


ond full information. 





LEXINGTON METAL PRODUCTS Inc. 


565 PARK AVE. . BROOKLYN 5, N. Y. 
ULSTER 5-3246 














Adams Ave. & Leiper St., Bldg. No. 5 





FOAM OR SPONGE RUBBER 
CHAIR CUSHIONS 


One side covered with rich 
pile corduroy for cool seasons, 
the other side with woven fibre 
for hot weather. 

Filled with new live rubber 
having thousands of air cells 
that breathe with every move. 

Colors: Brown, Green. Sizes: 
7” =» 10°15" 2 17°14," 
a 1S'/,"". 


L CUSHION 


“Perfect” 


om 
ee, 
P ag 






THE Sofseat STOO 


Transforms Hard Stools Into 
Soft Seats 


Elastic grip holds 
on stool firmly. Cush- 
ion Is instantly 
slipped on to give 
soft comfort to 
those who use stools 
constantly. Made 
of resilient one- 
piece sponge rub- 
her and covered 
with sturdy mate- 
rial. Available in 
13-14-15 inch diame- 
ters 





WRITE FOR NEW ILLUSTRATED FOLDER 
GIVING COMPLETE INFORMATION 
THE PERFECT RUBBER SEAT 
CUSHION CO. 


Philadelphia 24, Pa. 





280 


















.. 


CARBON PAPER 


Keeps customers 
coming back 


WON'T CURL 
SMUDGE, OR WRINKLE 


As soon as a typist has used her first sheet of 
Nev-R-Kurl she's sold. That's because it gives 
her such clean sharp coples, because it's so easy to handle 
She'll always want Nev-R-Kurl from then on 


Office managers keep coming back for it, too, because it 
doesn't take long to find out how it helps cut office costs— 
better, faster copying, fewer jobs to be done over, actually 
produces up to 50% more copies per sheet. You make the first 
sale—Nev-R-Kurl sells itself after that. 


PROCESS CO., INC. 


192 MILL ST_, ROCHE 





PROTYPE 
TYPEWRITER 
RIBBON 


CLEAR - PRINT 
WOOD STAMP PADS 


Besces 

















TYPEWRITERS 
ALL MAKES 


TYPEWRITER RIBBONS 
ADDING MACHINE = <= 
RIBBONS ; 


BOOKKEEPING MACHINE RIBBONS 
3 oy 4:10) eV 8 
DUPLICATING STENCILS 


HEADQUARTERS FOR 
ROYAL TYPEWRITER PARTS 
FOR DEALERS 


REGAL TYPEWRITER COMPANY, INC. 


200 Hudson St. New York 13, N. Y. 
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PARKER INTRODUCES OSCILLA-MATIC DISPLAY 


Mirrors, electrical impulses and vibrations are the 
“magic” behind the Parker Pen Company’s new Oscilla- 


Matic fountain pen and Superchrome ink display. This | 


display consists of a gray plastic base supporting two 
crystal-clear plastic arms—the left arm holding a 
model Superchrome ink package, the right arm ele- 
vating a Parker “51” pen. Both pen and ink revolve 





PARKER OSCILLA-MATIC DISPLAY 





MORE 
SALES 


for You! 





QUALITY 


INGENTO shinviss 


A size for every customer-—814",1014", 1214", 
1514”, 1814”, 24” plus the exclusive 614” and 
30” boards. Every Ingento Trimmer has de- 
tachable tempered tool steel blades, grooved 
aligning rules, mitered cleats. 


For further information, write Dept. 11 OA 











IDEAL SCHOOL SUPPLY CO. 
8318 Birkhoff Ave., Chicago 20, Ill. 





‘IMMEDIATE DELIVERY 


slowly in opposite directions by no visible source of | 
power. 

The answer lies in a series of vibrations created | 
through electrical impulses. A mirrored background 
adds to the illusive effect of the display and carries 
the copy: “Parker 51—The World’s Most Wanted Pen.” 


Another display innovation is Parker’s new plastic 
bubble, a clear Lucite container eight inches wide and 
four inches high. The bubble, which contains a “51” 
pen and pencil, can be affixed to the dealer’s showcase 
or street window 


TELLING THE STORY 

A sign that tells its 
own story is that used 
by the Rolland Safe & 
Lock Co., New Or- 
leans, La., with a safe 
topping the design 
both in outline of the 
sign and in neon trim 
and a giant key fol- 
lowing the same pat- 
tern at the bottom.— 


EWF 
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NEW LOW PRICES! 





HECTOGRAPHIA Double Service 
GELATIN TRAY DUPLICATORS 


A beautifully lithographed, lacquered tray filled 
with the famous and widely used Hectographia 
HI-TEST composition. Packed complete with 
ink and sponge. Manufactured and stocked in 
LEGAL SIZE... LETTER SIZE . . . NOTE SIZE. 
HECTOGRAPHIA HI-TEST Gelatine Refills 
The famous orange and black can with the 
same superb grade of gelatine duplicating com- 
position that has won high consumer acceptance 
for Hectographia Hi-Test for the past fifteen 
years. Manufactured and stocked in | |b, 2'2 
lb. and 5 Ib. cans. 

tor DOMESTIC and EXPORT trade 

Send for NEW CATALOGUE “O” 


HECTOGRAPHIA CORP. 


Manufacturers 
110 West 17th Street New York 11, N. Y. 
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STEEL OFFICE EQUIPMENT 


STORAGE — WARDROBE 
AND COMBINATION CABINETS 


Made of heavy gauge 
steel . . . electrically 
welded construction 
and completely rein- 
forced throughout .. . 





Are Recognized 






Standard for ae shelves adjustable ' 
ae every two inches. . 
jdt 4) dependable three way ' 
over 30 years j 4 °F locking device. Storage 
23 cabinets measure 72" 


x 35"'x 18". Wardrobe 


cabinets also available. 


an Fst The all new Parker 


PERS Steel Cabinet featur- 


ing crackle finishes in 


Consistently high quality 
...Up-to-the-minute packag- 
ing...a profit-and-prestige 
line you'll sell with pride. 
Green and Gray. Also 


+ /Envatores ‘A baked-on enamel finish 
- in Green-Gray or 

4 Grained Walnut and 

Mahogany. 


Inquire about our Franchise 
Sales Plan—the short cut 





to bigger and better sales. 


WANSCO 


PAPER PRODUCTS CO., INC. 
409-411-413 PEARL ST., NEW YORK 7 


WRITE FOR LATEST CATA- 
LOG AND DEALER PRICES 


PARKER STEEL PRODUCTS, INC. 


Manufacturers of Steel Office Equipment 


54-60 COLUMBIA ST. BROOKLYN 2, N. Y. 














DEALERS and ~ That Boston ‘Mew Look’ 
DISTRIBUTORS 


WANTED for 


|p LORM EO}! 


PENCIL SHARPENERS 





Eedzerole 


Here's the modernization of the famous BOSTON KS. 
Note how the free flowing graceful lines blend with the 


For the easy handling of large massive all metal strength of the stand .. . heavier 
or heavy loose leaf post binders . years ahead in design. 


4 





Ledgerole is a roller attachment that can be attached 
easily and quickly to any open end post binder. The binder 
equipped with Ledgerole rolls easily back and forth in front of 
the operator. It saves hours of time in posting, reduces fatigue, 


and eye strain is minimized 


Every bookkeeper and accountant immediately recognizes the 
value of Ledgerole and will want every binder equipped with this 
new, ingenious device. This means many sales in each office 





Write for information and price list, showing liberal discounts. 


rae arin rs BOSTON KS 


a edgerole Company C. HOWARD HUNT PEN CO., CAMDEN, N. J. 


MNFG. BOSTON, SPEEDBALL, AND HUNT PRODUCTS 








WRIGHT BUILDING, TULSA, OKLAHOMA 











282 OFFICE APPLIANCES, November, 1948 








Subsidiary of JOSEPH DIXON CRUCIBLE CO., 








ww ah of Special Alloy and Steel 
Construction! 
$50,000! A YEAR! * Cutters —extra length, hardened ond 


ground for service! 
* Finger-Tip adjustment for blunt or fine 


That's the sharpener 


investment of a world 


pointing. 
leading manufacturer : 8 oh : 
who selected DIXON ee prevents pencil sharpening 
waste. 
ENDUR N d afte 
weg Ye * Automatic chuck accommodates all 
severe competitive 


size pencils—self aligning! 

* Fastens to wall or desk horizontally or 
* vertically. 

AVAILABLE IN 3 BEAUTIFUL PLASTI-COLORS 

ATTRACTIVELY PACKAGED—12 TO CARTON 


Te RAITE-RAITE %, 


tests! 


DOWNERS GROVE am 











Jersey City, N. J. 


Facts about the “U.8.°— 


A TYPEWRITER RIBBON MADE IN 
1908 STILL WRITES WELL 


This particular ribbon was taken from stock 
40 years ago for testing purposes and then 
filed away. Recently it was put on a typewriter 
and honestly, it produced a dark write. It had 
not dried out! 


Speaks well for our ink formula and the fabric 
we used, wouldn't you say! 


And remember, the high-quality angle is but 
one reason why “U.S.” Inked Ribbons and 
Carbon Papers are featured by dealers every- 
where . . . they also like the liberal “U.S.” dis- 
counts and the prompt service on orders large 
or small. 


Greneral Offices & Plani 


U. S. TYPEWRITER RIBBON MFG. CO. 


621-623 CHERRY STREET 
PHILA. 6, PENNA. 
Established 1895 














Now... 
DRI-KWIK STAMP PAD GUARANTEES 
OVER 200,000 IMPRESSIONS 


Please your customers with a Dri-Kwik stamp pad, 
cellophane wrapped—one of the most outstanding 
offers in a rubber stamp pad ever put on the mar- 
ket. Guaranteed for over 200,000 impressions. 
Carefully constructed of special woven felt and 
muslin on perfectly insulated block—inked with Dri- 
Kwik, a special ink that is odorless and dries in- 
stantly after use, but remains moist in stock. 


Can furnish you with a complete line of 
e Daters of outstanding value 


e Numberers of high-grade rubber, deeply 
moulded to give clear impressions 


e Inks—for all marking (in sending orders, 
please submit sample of material to 
stamped for faster service) 


Also now available . . . No. 40 Pica Dates... 
No. 42 Long Primer Dates 


Dealer inquiries invited. Write for Catalog. 


Fultou Specialty 


COMPANY 
Factory and Showroom: 82 Fulton St., Elizabeth 1, N. J. 
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De Lure VAN WYKE Flnorescent 
Beautiful “LITE-0-DAY” CLOCK LAMP 






A Distinguished 
Christmas Gift 
Suggestion 





An Impressive 
Holiday Gift 





The “Peer” of quality, efficiency and beauty regardless of 


Price . . . a favorite gift item. Has exquisite hand-rubbed 
solid walnut base with the smartness of a solid bronze pen 
rest. Additional features are the nationally advertised self 


starting electric clock, the Parasil shade with Genuine White 

Liquid Plastic reflector and instantaneous manual type switch 
and ballast. Finished in Old English. 

Model No. 975 for Single 18" tube. 

Model No. 976 for Two 18" tubes. 


INQUIRIES INVITED—PROMPT DELIVERY 


VAN DYKE INDUSTRIES 


21st and Rockwell Sts Chicago, Illinois 
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— hur You Caw Dol. 





‘oi, | CEI 
SHIELD TABS / 





Once you “get the knack” of how to use your 


: hl ZIP-TIPPPER you will find that it gives you a perfect 
HT COLORS owe point—-ALMOST AUTOMATICALLY. 
LEAR GREEN —e: Makes any kind of point desired—long or stubby; 
ANG : — ra ; SCRAP toa S round or “chisel point.” 
BLUE REL _— CLEAN © FAST © CONVENIENT 
~ Sells for 25¢c each 
Packed 3 dozen to a box, each ZIP-TIPPER individually 


enveloped. 





IMMEDIATE DELIVERY 


CEL-U-DEX CORP., 1 Main Street, Brooklyn 1, N. Y. CROFOOT, NIELSEN & CO. 


205 WACKER DRIVE CHICAGO, ILL. 
Send for our sampled catalogue today. TELEPHONE—RANgdolph 3341 


Crock NEW. Lightning 
ORIGINATORS OF PY} i Cem vei |: 
Homogenized Inks " 


CANODE TAKES 
ANOTHER STEP 
FORWARD 
S 
NO OIL 
SEPARATION 
HIGHEST QUALITY 


FOR 45 YEARS THE 

LEADERS IN THE 

MANUFACTURE 

OF DUPLICATING 
INKS 


a 
TRY THIS NEWLY 
PROCESSED 


























New features! Precision built! X 
5 


YET IT STILL RETAILS FOR g 
YOU CAN GROSS BIG! 


CANODE 
HOMOGENIZED 

Nationally advertised in Saturday Evening Post, Collier's 
and others . . . it's America's fastest selling Adding 


DUPLICATING INK 
“The best ink is the cheapest ink” ecenak anaes 0° 1er fom 


IMMEDIATE DELIVERY— DISCOUNT IN DOZEN LOTS i 
INK SPECIALTIES CO., INC. LIGHTNING ADDING MACHINE CO., INC. § 


519 N. HALSTED ST., CHICAGO 22, ILL. 3; : 
543 So. Spring St., Los Angeles 13, Calif. 
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A VERY 
USEFUL 


GIFT 


“ZIPCASE” 


ELBE) ING BINDERS 


For Student and Commercial Use 






Solid, one-ply Simalated 
Leather. Two sturdy pockets. 
Bound-in construction. Heavy- 
duty, full-width Zippers. 
3-ring booster mechanism, nickel- 
plated, |” capacity. Binder furnished 
with two flappers. 


Available in Black or Brown 





Black Brown Size Each 12@ 
814-Z 914-Z 8'/."x5!/.” $4.50 $4.30 
815-Z 914-Z ox” 4.70 4.50 
817-2 917-Z 10/,"x8” 5.00 4.80 
816-2 6-X 11” x8i/.” 5.00 4.80 





Order Now for the Holiday Season 
Write for Catalog 


ELBE FILE & BINDER CO., INC. 
FALL RIVER, MASS. 
N. Y. Office—200 Fifth Ave. Boston Office—10 High St. 

















FOUNTNBRUSH & INKS 


For Better 
File Indexing 
/ 


EVERY LETTER 
BOLDER, BLACKER, EASIER TO READ 


controlled leakproof. A perfect flow 
of Flo-master instant-drying ink permits 
making any length line desired without 
redipping. Letters are uniformly black 

. » » assuring faster reference, greater 
accuracy. FINE MARK ADAPTER for 
making fine lines and letters 1/32 inch 


to 1/8 inch wide. 
$350 ser 


DENISON MFG. ‘ 


ss 


135 
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CLAR-O-TyPe 


Means Business ! 


- ++ because Neat le 
_  oUrage sales. Cy 
ink-clogged type 


tters create S00dwil] 
AR-O-TYpE Cleans dull, 














THE CLAROTYPE CO., INC. 
261 Broadway, New York 7 
























THREE SIZES OF DIES 
156" — Se 2” 





POCKET SEAL 
@ Fastest selling seal on the 
market! — priced to return 
you a fine profit against any 
competition, Display it and 
you will sell it. A base attach- 


ment converts it to a desk seal. 
For Sale by Leading Stationery 
and Marking Device Dealers 
Everywhere 














FA 


WENTHE INC. 


ESTABLISHED 1854 
30 SOUTH JEFFERSON STREET, CHICAGO 6 











INCORPORATED -CHICAGO 





REPRESENTATIVES 





Marion V. Follin James H. Davidson 
O. D. Mann Henry L. Guth 
Arthur R. Frey Ralph A. Bender 

330 E. Ohio St. Chicago, Ill. 











IN MAPTACKS 


MOORE METLHEDS 


TRULY, THE MOST COMPLETE LINE AVAILABLE 








All sizes, shapes and colors. 
Plain, numbered, lettered and 
special markings. Over 3,000 
different combinations. 
Sturdily made with sharp 





steel points. Firmly anchored 


Use Moore Marking heads. Nationally advertised. 
Tacks for price $ : 

boards, bin markers, Map companies sell the Moore 
counter ondwindow = line EXCLUSIVELY. 


disploys. 
Makers of famous Moore Push-Pins and Pushless Picture Hangers 


MOORE PUSH-PIN CO. [ince /900 


BERKLEY ST PHILADELPHIA 44, PA 
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“MISSING SALESMAN” ADS PROVE 
NOVEL WAY TO BOOST SALES 


By Staff Writer 


HERE ARE advertising experts who will tell you 

that classified ads are one of the cheapest forms 
of advertising. Robert E. Corino, partner in the Cay 
Company, Endicott, N. Y., retail and wholesale sta- 
tioners and office outfitters, does not claim to be an 
expert at advertising, but he will tell you that the 
small classified advertisements which they have been 
using for the past six months have brought surpris- 
ingly good results. 

At the modest cost of approximately $1 a week, the 
Cay Company has become one of the best known busi- 
ness concerns in the king-size village of Endicott. The 
town, population about 25,000, claims to be the largest 
village in New York state. 

What businessman has not dreamed of having his 
firm talked about and its advertisements eagerly read 
by everyone? Cay’s has achieved this goal by means 
of clever ads in the “Lost and Found” column of the 
Endicott Daily Bulletin. 


A Novel Idea Is Used 


Mr. Corino credits his partner, Herman W. Yurman, 
with the birth of the idea—a mythical outside sales- 
man who has become so wrapped up in his job of 
selling office supplies and stationery that he fails to 
return to the store. While on his prolonged selling 
binge, the missing salesman takes orders for a variety 
of merchandise.. Most of it is stationery and office 
equipment, but occasionally the salesman outdoes 
himself and sells items alien to the store’s stock. 

Some of the ads urge readers to be on the lookout 
for the missing salesman and to call the Cay Company 
in case a man accosts them with a weird proposition 
involving the firm’s merchandise. At times the ads 
take the form of messages to the missing salesman 
from the store management. Sometimes the salesman 
seems to be a woman. Consistency is lacking. In fact, 
the idea is to make the salesman appear to be a com- 
bination Danny Kaye-Madman Muntz who may try 
anything to sell goods. 

Messrs. Yurman and Corino debated the merits of 
the idea. The more they thought about it the better 
it seemed. Cautiously they produced sample ads and 
tried them out on friends and customers before de- 
ciding to embark upon the advertising campaign. Re- 
action to the samples was encouraging. 


Newspaper “Fell” for the Idea 


The nature of the ads was so unusual that the 
newspaper’s advertising salesman expressed doubts 
as to their acceptability. But the paper took the ads 
enthusiastically, recognized in them an appeal which 
would lend interest to the somewhat dry reading of 
the classified page. 

Both the store and the newspaper underestimated 
the effects of the missing salesman ads. Results were 
far above expectations. People’s curiosity was aroused. 
They came into the store to find out what it was all 
about. They called on the telephone. Mr. Corino esti- 
mates that during the past six months inquiries have 
varied from three to ten a day. 

“People stop me on the street,” he says, “to ask if 
I have heard from our missing salesman. They get a 
big kick out of the stunt. The surprising part is that 
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Engineered Seating Comfort 
PROPER SUPPORT « PITCH « BALANCE 


in this Modern Style Wood Chain by 


“Taylor 


4 modernly styled general office chair to match the new wood and steel 


desks. Here is a new leader to meet the growing emphasis on streamlining. 
Harmonious styling . . . light in weight . . . strong, dependable construction, 
No. 4 is the companion guest chair. 


The Taylor line is complete. Full line of other Taylor 
Comfortable-Posture Chairs for every office duty. Other lines 
in full range of models and pricing in All-Wood Bank of 








hw? e%, England and Commercial Flat Back. Also turned Leg and 48331 
Te Modern Chairs. Upholstered Models. 
( aylor Special finishes to match any new desk 
CHAIRS colors, wood or steel. Write for dealer 
% we proposition—a few choice territories not THE TAYLOR CHAIR COMPANY 
LForo g covered. 


Bedford, Ohio 


RE EES," 
The‘Taylor ChairCompany fit 
By. ..Position...... ery 





Please send dealer proposition and open territory. 


AE ed ' 











with 


. 


HERE‘S HOW 


$10,000.°° 


$20,000.°° 
PLUS BUSINESS 


ght-Light 


A single Sight-light sale per day 
totals $8,250.00 plus business per 
year. Multiply by two or more sales 
j  to0R Move fet ond San, TABLE move 
information and proof that IT 1S 

BEING DONE NOW by ovr declers? 















7 SALES DIVISION 


BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 Greenwich Street, New York 8, N. Y. 
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* 


SHEETS DON’T SPILL 
when opening or closing 
the 
FAULTLESs 


$-O 


slide-opening 
RING BINDER 


* 





STATIONERS ..sheets wear longer 
LOOSE LEAF CO 


MILWAUKEE |, 524 N. Broadway 
NEW YORK 3, 114-116 E. I3th St. 











Pat. No. D 144,677, other Patents Pending 


~ THE COUCH WITH THE ADJUSTABLE HEAD REST 


Featuring the new “MAGIC-HOLD” which 
locks the headpiece at any position 










Write for 
our new 
catalogue 









The “Leisurest” couch is now be featured 
in Leading Trade Publications to oh Den- 
tists, Institutions, Purchasing Agents, and Ex- 
ecutives. 






It will pay you to look into “Leisurest”. Write Today! 


IMPERIAL LEATHER FURNITURE CO. 


315 WEST 47th STREET 
NEW YORK 19, N. Y. 
Dept. O. 
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interest in it continues to hold up. The public has 
formed the habit of turning to the Lost and Found 
column every night to see what the missing salesman 
is doing.” 

Best of all, the store’s business has increased ap- 
proximately 50 per cent during this period. Mr. Corino 
thinks that most of the increase is the result of the 
missing salesman ads. 

The performance of the ads is all the more remark- 
able in view of the disappointing results from other 
advertising, classified and display, used by the store 
for a year preceding the missing salesman campaign. 
Former classified copy listed the principal types of 
merchandise carried by the Cay Company. Sales re- 
sponse was negligible. Display ads similarly failed to 
click. 


Radio Advertising Also Used 


Display copy still is used once a week, the size of 
space depending on the nature of the items adver- 
tised. When radio station WENE began operations 
a few months ago, the store used spot announcements 
with fair results. As the success of the missing sales- 
man ads became increasingly apparent, it was decided 
to switch the spot announcements to this theme also. 
Thus, currently both classified and radio advertising 
is confined to that. idea. 

Here are a few recent missing salesman ads chosen 
at random. “TO OUR MISSING SALESMAN—Yes, we 
sell everything for the office! No, we don’t sell machine 
guns. Why don’t you come back and see what we do 
sell? Cay Company.” 

Somewhat similar in theme is this one: “MESSAGE 
to our missing salesman. We don’t sell nylons—and 
don’t send anyone else in for fishing rods. Cay Com- 
pany.” 

An illustration of the shifting identity of the miss- 
ing salesman referred to above is this: “IF SHE SELLS 
3-cent stamps for a penny—notify the Cay Company— 
It’s our missing salesman.” It may be that the firm has 
more than one missing salesman. But probably the 
best explanation is that there is no explanation aside 
from the copywriter’s desire to maintain interest in 
the series of ads 


Screwy, But the Ads Pay 


Still on the screwy side: “IF A MAN asks you for a 
dime to buy a bottle of ink—call Cay Company. It’s 
our missing salesman.” 

The seasonal angle creeps in here: “IF A MAN tries 
to sell you a half-eaten turkey, tell him Thanksgiving 
is over and call 545, Cay Company.” 

“IF A MAN walks into your office, kisses the boss 
and gives cigars to the girls, call Cay Company. It’s 
our missing salesman.” This might be considered a 
typical Cay ad. It resulted in a sequel ad published a 
few days later by a store in another line of business: 
“A MAN walked into our dress shop, kissed our sales- 
girls and ran out. Could this be your missing sales- 
man? Charm Shop, Union.” 

During the period the Cay missing salesman cam- 
paign has been running, several other local business 
firms have toyed with the idea of running an ad series 
which would answer the Cay ads. The Charm Shop 
is the first to try it. Observe that the dress shop ad 
makes no mention of the Cay Company. Yet the ref- 
erence tu the missing salesman and the recital of a 
recent stunt of his unmistakably associates him with 
the Cay Company as a result of the latter’s repeated 
advertisements 

The office equipment firm appears to have brought 
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etter 
your business 
with Berkshire 


Eaton’s Berkshire Typewriter 
Paper line includes a fine paper 
for every office use! Carry a 
complete selection, take care of 
every demand, watch customers 
come back for more! 


tte 


VBA 


& . 
Res ni* 


EATON PAPER CORPORATION 
Pittsfield, Massachusetts ’ 


. Fine papers for business and social use... 
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1 & Listo gives you more 


consistent, strong selling promo 
tion than any other marking pencil 
in the world. Listo advertising 
reaches more than 54 million 

readers who are users of marking 
pencils. This big campaign cre- 


ates sales for you where none 
existed before. So, take advan- 
tage of this tremendous promo- 
tion by displaying Listo Pencils 
on counters and in windows. 


See Your Jobber or Write 
LISTO PENCIL CORP. 
Alameda, Calif. - Simce 1921 


IN 2 MODELS, STANDARD & DE LUXE, WITH METAL PARTS a> 


Ry ge Ban cma care 

















A Complete Line of 
POPULAR-PRICED 


BRIEF CASES—BRIEF BAGS 
ZIPPER RING BINDERS 


ZIPPER PORTFOLIOS 
STUDENT‘’S BAGS 





No. 625—BRIEF BAG. Mede in 3 «i ——I6, 17 and 18 inches 
—in Black, Royal Brown, Russet or Tan smooth grain split cow- 
hide. Single-post handle. 3 Extension Lock. Interior skiver grain 
lined, with 2 dividers forming 3 pockets. Drop bottom. A hand- 


some, sturdy bag, made the best that experience has taught us 


FOR IMMEDIATE DELIVERY 


NORTHWEST LEATHER GOODS CO. 


Manufacturers Since 1937 


CHICAGO, ILL. 











DRAWING 


MATERIALS 


t 


WRITE FOR 
CATALOG 


ARDINELL CORPORATION 
MONTCLAIR, NEW JERSEY 





290 











about the paradoxical situation where another store, 
not associated with it in any way, is spending money 
to publicize the Cay Company indirectly. 

Cay’s expects to continue the series as long as inter- 
est and results hold up, and as long as the partners 
can think of new situations for their missing salesman 
to become involved in. 

<= < 


ANALYZE YOURSELF IF YOU 
WANT TO MAKE MORE SALES 


By John Wismer 


6° YOU ARE WORKING in an office appliance store 
J You’ve been there a few years and maybe you are 
beginning to wonder if you are ever going to get a 
chance to prove to the boss that you are worthy of 
promotion. 

Yes, you are willing to learn, but the boss seems too 
busy to teach you al! the things you want to learn, 
and you feel that when you ask him questions you 
are interrupting him too much. Well, the answer is 
that you must rely on yourself, in many instances, 
if you want to make your worth as a sales person 
stand out. 

To help you help yourself and achieve more sales 
for your employer, I suggest that you keep a weekly 
check on yourself. This checkup will show you 
whether you measure up. You will be the sole judge 
Follow these rules faithfully and you will be aston- 
ished at what they will reveal to you. 


Some Rules to Examine Self 


Here they are: jot them down on a sheet of paper. 
Ask yourself these questions once a week for four 
weeks. Be honest in marking scores. If you are alert, 
your score will improve from week to week. Here 1s 
a chance for you to turn yourself inside out, for your 
own inspection only, with profit for you and your 
employer. 

1. Think through. Recall the obstacles you have 
met in your work behind the sales counter in the 
office appliance store or on the outside this week. 
Dwell on each one. Did you do your very best on each? 
Did you consider all angles of the problem and pos- 
sible solutions before running to the boss and asking 
his advice, or did you become awed by the problem 
and thus reveal that you couldn’t even handle a simple 
problem on your own initiative? This question is im- 
portant. The manner in which you tackle problems 
is revealed in your whole personality. And remember, 
personalities can be modified in many ways through 
honest effort. 

2. Good manners. You know that good manners are 
a wonderful asset in everyday life, in business and 
social life. We all stop to admire someone who has 
good manners with a generous measure of kindliness. 
Have you good manners? If you have, your employer 
and you are fortunate indeed. Good manners add to 
appreciation and enjoyment of life. They are in- 
valuable business assets. Can your manners be im- 
proved? Think back over as many transactions as 
possible, that you handled during the week, where 
good manners counted heavily. How did you score 
in this respect? Can you show some improvement 
next week? 

3. Personal appearance. One’s manners, personality 
and outlook on life are reflected in personal appear- 
ance. Is your personal appearance in harmony with 
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CLUB CHAIR 780 TODAY 


Our club chairs CLUB CHAIR 3500 
are masterpieces in 
finely designed 
and finished office 
furniture . .. write 
for complete 
new catalogue 











CHAIR COMPA NX LNG. 


127-133 BLEECKER STREET, NEW YORK 12, N. Y. GRAMERCY 7.5661 
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WHY STOCK COSTUMERS? 











YY LET OUR IMMEDIATE DELIVERY SERVE YOU. | 
dL SHIPMENTS LEAVE WITHIN 24 HOURS Ss \ “4 
NV Ss e 
JC STEEL—FLOOR COSTUMERS—TRIPLE CHROME~ ~ 
No. 300 No. 350 REVOLVING 
e 4 STEEL TRIPLE ° 25 LB. NON TILT 
CHROME HOOKS OVEN BAKED BLACK 
CRACKLE BASE 
e 15 LB. HEAVY CAST CHROME HOOKS 
IRON BASE BLACK * CAST REVOLVING | 
CRACKLE OVEN RING 
BAKED FINISH *e CHROME STEEL TUBE 
$1 39° LIST PRICE $9 590 LIST PRICE 
SOLD THROUGH AUTHORIZED DEALERS ONLY 
WRITE FOR CATALOG AND DISCOUNT 
Terms C.0.D. unless rated. 








MFG 312-14-16 BLUE RIDGE 


FIXTURES cong KANSAS city 3, missouri 


PHONE—CLIFTON 9034 


AICO 


... @ full line 
AVAILABLE NOW! 














AICO Index perfectly adapt 
to any use. So fill your customer's 
indexing needs from the full line of 
AICO Indexes and AICO-Grip Insert- 
e Index Tabs. These quality in- 








lexes come in colorful packages 
labeled so that customers can visu- 
e the exact contents. Their quick 





r means greater profits for 
r time-saving efficiency — it's 
AICO Indexes, manuiact ured by 


Index specialists with over forty 

years of experience designing 
i making durable indexes 

that stand up under hard 
rvice 





Send for New Desk Pad Cata- 
log and New Index Catalog. 











Chicago Sales Office: 

336 So. Jefferson St 

New York Sales Office: 
10 Thomas Street 
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your best, cheerful thoughts? If it is, you will find 
many people like to buy from you and talk to you. 
And surely your employer will notice this interest in 
you shown by customers. He may not say so, but he 
will approve of your appearance and your work. 

4. Enthusiasm. Do you believe in doing a job as 
you can do it, regardless of its nature? If so, then 
you will have enthusiasm and this feeling and atti- 
tude will be noticed by everyone, especially your em- 
ployer. Enthusiasm is contagious and also productive 
of other good things. Are you enthusiastic about your 
work, or do you constantly day dream of other things 
temporarily out of your reach? 

5. Worry. Do you worry too much? If you do, it 
shows in your face, your eyes, your whole attitude. 
Thus it becomes a business liability. Most things one 
worries about never happen; so it’s foolish to worry 
too much, isn’t it? Remember, business demands your 


best self. It is up to you which self the world sees. | 


6. Correct language. You meet the public every day 
and you have to talk a great deal. Talking helps you 
to sell. Therefore it is important that you speak cor- 
rectly. When you love correct language, you will cul- 
tivate it. Yes, it’s a business asset. It will help you 
a great deal in your work. 

7. Are you kind? The world is hungry for kindness. 
Salespersons who have a kindly attitude attract peo- 
ple as though they were magnets. Business is not a 
cold, hard proposition. Kindness can make your sales 
grow. Try it frequently and you will be surprised 
at the results 


Your Personality Is Your Own 


8. Have you an inferiority complex? If you have, 
realize that such an attitude is holding you back. Say 


to yourself, “In my own way, in my thoughts, I am 
different from anyone else in the world. I have a 
personality that is not duplicated anywhere in all its 
ramifications. I am proud of such a personality, and 
I will bring out its strong points. The world appre- 


ciates all types of personalities that fulfill their prom- 
ise.” If you are well, be happy about yourself. Show 


this attitude to others. They will welcome your out- 
look on life 

9. Self-pity. Never feel sorry for yourself. Never 
think the world is giving you a bum deal. Self-pity 
is destructive. Throw it out. Work calmly, sanely to 
overcome the obstacles in your path. How do you 


rate in this respect? Self-pity can sour your face and 
attitude and impair your sales ability. 

10. Habits. Make a list of what you think are your 
good habits. Also make a list of your bad habits. Be 
honest with yourself. How do you rate as you com- 





pare these lists? Work on one bad habit every week; | 
try to eradicate it. Also try to develop the good habits. | 


The results will astonish you. 
11. Sense of humor. Have you a sense of humor? 


The world loves to hear a sincere laugh, or spot a | 
twinkle in a pair of eyes, or glimpse a beautiful smile. 
Yes, these are business assets. Besides, it’s fun to 


laugh. It also helps you to relax from the strain of 
modern business, and it always refreshes you. 

12. Can you take advice? Often, in your dealings 
with your employer or with customers, you will be 
given advice. Can you view such advice calmly, fairly? 
If you can, you are fortunate. Do you resent advice? 
If so, your way will be hard. And when you are called 
upon to give advice, can you give it in a kindly way, 
or are you severe and condemning in your manner? 

13. Are you lazy? Be honest about this question. 
Do you know that most people who are lazy become 
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GITS NO. 111 


“ONE HAND” KNIFE 


° Finest steel blade 
¢ Unbreakable plastic handle 
¢ Lustrous colors 

© SAFE! 


GITS No. 111 Knife—sturdy and light 
in weight—is 3%” long, ideal for 
pocket or purse. It has a million uses. 
Blade slides open with one hand to 
5 safe-locking positions. Handle comes 
in Pearl White, Bone Onyx, Green 
Onyx, Red Onyx and Black. Each 
knife individvally boxed; 12 knives 
in a colorful counter display box. 


Retail List 69¢ each with full discount 


NEW! GITS No. 112 Deluxe Knife. Plastic 

old, bronze or silver handle, crocus 
Rrished blade, stunning gift box. Retail 
List $1.00 each. 


EE 


4600 W. HURON ST., CHICAGO 44, ILL. 
Manufacturers of the famous Gits Flash- 


Order from 


lights, Gomes, Savings Bonks, Protect- your jobber 
O-Shields, Switch Plotes, Etc. 


CANADIAN DISTRIBUTOR: Myer Bald, Ltd., 69 York St., Toronto 


Maso’s All Steel Personal File! 








The 


“BANKETTE” 


Has the 
Mark-Up 
For Profits! 
The Features 
That Win 
Sales! 


a 


Suggested Retail 


Meets The Big Unfilled Demand For 
A Top Quality Personal 
File! 


Has everything your customers want in & 
personal file: secret chamber, swivelled front, 
2 different locks, equipped with 20 Heavy 
File Folders, 5 storage envelopes. Made of 
heavy gauge metal for rugged lifetime 
service; everything provided for safe, handy, 
convenient safe-keeping. Corners are rounded, 
swivel front opens a full 3 inches. In your 
choice of baked enamel green hammerloid or 
gray finish, 13” « 12” x 5%’’ deep. Packed 
one to a carton; shipping wet. 9 ibs. F.0.B 
STRONG HANDLE Chicago 7, Ml. 
Sturdy all steel rivetted 











handle makes it easy to ORDER YOUR NEEDS TODAY 
carry, take any place. 


MASO STEEL PRODUCTS 
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your CLEARTYPE MAP 


DEPARTMENT IS READY TO MOVE 














We have broken all precedent with “ | 
manufacture and production of a wig " 
and display unit to handle a complete line o 
CLEARTYPE MAPS. 
Ask for details 
ynit, help you to advertise an 


to YOU. 


about how we install this 
d bring PROFITS 


Reply Dept. A-! — 7 
~~ AMERICAN MAP COMPANY, INC. 








16 East 42 St. N.Y. 17, N.Y. | 








L . > ‘ 
An Amfile adaptation of the old-time box file. Cov- 
ered with marble paper, orange back. Pull tab at 
back. Suit-case catch. Equipped with index. Packed 





12 to carton. Gross lots 
Per Doz. Per Doz. 

No. 890 Letter Size, 16-division A-Z $17.00 $15.50 
No. 891 Letter Size, 31-division 1-31 . 19.50 18.75 
No. 892 Cap Size, 16-division A-Z. 19.75 19.00 
No. 898 Letter Size, double thick (Jumbo) 

26 division A-Z ........... 25.50 24.50 
No. 894 Cap Size, double thick (Jumbo) 

26 division A-Z ........... 29.75 28.50 
No. 899. Similar to No. 890 but made of steel $2.70 each 

Higher west of Rockies and Canada 


Orper Tovay. Send for Amfle Catalog showing 
complete line of filing specialties 


AMBERG FILE & INDEX CO. 
1608 Duane Boulevard . Kankakee, Ill. 
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so because their interest is not fully aroused in the 
task at hand? You can make yourself interested in 
the tasks you are asked to perform, and thus over- 
come laziness. 


You Can Be a Boy Scout 


14. Do one good deed every day. Sounds like the Boy 
Scout creed, doesn’t it? But when you see a Boy Scout 
help a blind woman across the street, you admire him, 
don’t you? You are proud of him, and life some- 
how seems better because of that deed. Just so much 
as you think life worth living, so will your attitude 
show it—in business, at home, in social life. Did you 
do a good deed this week? 

15. Live within your means. Your employer must 
regulate his business so that he spends less than he 
takes in. Thus he is able to pay you and meet his 
other obligations. If he does this, he is a better man 
for whom to work. Regulate your own finances in a 
Similar manner. When you do, you make for a more 
harmonious life. It will show in your sales work, in 
your whole attitude. Are your finances in good order? 

Judge yourself 6.7 on each question and then total 
your score. If you rate 70, you pass. However, there 
will still be 30 points for improvement. If you fol- 


| low this plan for four weeks you will become so inter- 


ested that you will continue it indefinitely. And you 
can be certain your employer and the people whom 
you serve will notice your improvement. This self- 
analysis costs you nothing except your own time, but 
the rewards it brings are great. 

fielded cn 


NEWS NOTES FROM THE MARITIME PROVINCES 





W. J. McNulty, Correspondent 





Bancroft Davis, head of R. H. Davis & Company, 
Yarmouth, N. S., is a firm believer in an office supply 
dealer manifesting activity in extra-curricular affairs 
in his home area. He is practicing what he preaches, 
too, for he is president of the Rotary Club and of the 
Boy Scouts’ Association. 

* * ” 

“McKee’s for Keys,” is a sideline claim of the McKee 
firm at St. John, N. B. A specialty is made of small 
metal boxes for cash and papers. 

+ * * 

A drive by thieves specifically at safes through the 
Maritime Provinces has eased off somewhat lately, 
although individual efforts have been reported. The 
police seem to have been unable to check the opera- 
tions. 

* ~ a 

L. T. Allen, manager of J. & A. McMillan, Ltd.., 
St. John, N. B., one of the founders of the Byng Boys 
Club in suburban St. John, continues active in that 
organization. 

. * * 

Aranoff Brothers, St. John, N. B., is a firm special- 

izing in handling used office appliances, including 


| portable and standard typewriters, adding machines 


and filing systems. 


* * * 


Peter Sinclair, St. John, N. B., who had been on the 
staff of J. & A. McMillan, Ltd., for about a half-cen- 


| tury and was called out of retirement several times 


to return to the McMillan base, is now in another of 
his absences from work. This veteran, now 81, is a 
keen fan on baseball, and goes statistical on major 
league play. 


* * + 
New theatres are buying office appliances and fur- 
niture at St. John, N. B., St. John’s, Nfid., Halifax, 
N. S., and other cities in the Maritime Provinces and 
Newfoundland. 
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YU 


Paper Chipe 
ae 


ARMA ! 


SECRETARIAL + EXECUTIVE 


\\ METAL OFFICE CHAIRS 


EVERY CHAIR GUARANTEED. 
Gracefu metal frames that assure 
years of service at business building 


prices 
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PITTSBURGH CUT WIRE CO. 
1112-20 Galveston Ave., Pittsburgh 12, Pa. 


949 


Business 
Builders 


1948 


TODAY'S 
GREATEST VALUES! 


These two outstanding values are making 

chair history. The response has been tre- 

mendous. Priced to win business. Don't miss 
. order today. 


No. 535A—Flo-Tilt Model —seat tilts with 
back. Cushions: 19''x16''x4" NuKraft latex hair. 
Back Rest: I5''x!0"' padded, adjust 3" hori- 
zontal. Seat Height: Adjusts 17''x21". Base: 
“Alumna Grey" enamel. 


No. 435A "JR. EXECUTIVE” RESILIENT BACK. 





No. 120 with unique “back slope 
tilt’ with easy underseat finger knobs, 
adjustable ‘while seated.” 


DEALERS: Build your business with tne 
complete Riteform line. Write—for 
Franchise details. 








WALZ FIREPROOF 





STEEL: STRONG 
®) Be ) The Red 


ives-ease- 


pas) °F Yosibilidy 





































AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


‘Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 


Write for libera) discounts and sales help on: 





Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 


Manual Coin Counters 
Currency Racks 
gs Wrapper Cabinets 
tory Bags py | Trays 
pping Tags Coin Storage Trays 
Downey Change Trays 


THE C. L. DOWNEY CO. HANNIBAL, MO. 


12 Drawer 
LEGAL BLANK CABINET 


For Legal Blanks, Insurance 
Forms, printing cuts, etc., 
Available in Olive Green, 
Gray and Walnut Brown. 
Rubber feet. Inside Drawer 
dimensions, 9”x114"x15". 


LIST PRICE $26.40 


Currency Bags 
Draw String Bags 

















No. $J12H 
(Also available In 3” Depth 
Drawers) 


4 


FORT WORTH. TEXAS 


A 
PHONE Py 









HAROLD D. 
401-3 RAND ST 


cc 








| nips 
























SELF-RELEASING Yyy 
CHEMICAL PROTECTION 77 
Customer appeal! Special high Y; Y 
temp e insulati Rich FY 
silver-gray steel casing — full 7 
hinge—tumbler lock. Luxurious. ZZ 


ly lined. 
WALZ MANUFACTURING CO. 3 SIZES: 


808 SO. HARVEY AVE., OAK PARK, 1LL, $10.95 
* $15.50 LIST 


, WRITE FOR FULL DETAILS a DISCouNr $22.50 PRICE 





Uy 








MANY STYLES—ALSO 


NON-FOLDING CHAIRS 
TABLET ARMCHAIRS 
—FOLDING TABLES 
immediate Shipment 
from N. Y. Stock or 
Factory 
Don’t Turn Down Chair 
No. M-2 Inquiries! No. 600 


All styles—for classrooms, cafeterias, 
sales meetings, etc. 


ADIRONDACK CHAIR COMPANY 


DEPT. 15-1 1140 BROADWAY 
MUrrayhill 3-1385 N. Y. 1, N. Y. 





Near 26th St. 
























You can multiply your volume of busi- 
ness by selling stationery and office 
specialties to your customers. We sup- 
ply all necessary advertising matter. 
Send for Price List. Full details and a 
richly illustrated 100-page catalogue 
describing many unusual items will be 
sent upon receipt of 35 cents (coin or 
stamps) to pay part of cost. 


SS ger 
®, 
DIETIGAD inte. 2298 ES 4 
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OFFICE 
SPECIALTIES 


CASH REGISTER 


WORLD WIDE SERVICE—HIGHEST QUALITY PRODUCTS 


WRITE FOR OUR LATEST CATALOG 


Chicage Cash Register Parts Ca. 


2810 W. ADDISON ST CHICAGO 18, ILL. 











Have You 


a Friend—o business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us the 
name, address and business and we will 
send a sample copy with our com- 
pliments. 
THE OFFICE APPLIANCE COMPANY 


€00 WEST JACKSON BOULEVARD, CHICAGO, U. S. A 
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By 93% 


Yes, as many as 93 out of 100 
who try MASTER SPEED KEYS on 
their typewriters like them and 
keep them; many others buy on 
sight alone. 

An unusually satisfactory product—just the one to 
add extra profit to your office calls. Can be sold from 
a sample key. 

For further information write 


SPEED KEY CORPORATION 


245 RALPH AVE. BROOKLYN 33, N.Y. 


























Cramer Posture ; Write for 
Chairs in use > details. 
all over the / Dealer inquiries 
world. are invited. 
A Chair for 
Every Seated 


Worker 


(Cramer POSTURE CHAIR COMPANY, Inc. 


Al ital Kansas City 6, Mo. 








Buy U.S. Savings Bonds 
REGULARLY 





“Ask where you WORK 
Ask where you BANK 
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ONLY 


TRULLI] HOE 


| | 
| | 
| 
| PHOTO COPYING MACHINES | 
| OFFER YOU A PERPETUAL GUARANTEE | 
, | 
| 








% Saving of 90% copying time 
% Easiest operation 
% Lowest cost per print 

“The Equipment That Can’t Make A Mistake” 


Tru-Copy-Phote makes exact, actual size copies 
of anything printed, written or drawn, as well as 
photographs. No darkroom, no camera required. 
Although equipment is used professionally, its 
simple operation can be handled by a child. 


Copies Surfaces: | 

836" x11" to 24" x36" 
Prices Only $27.50 to $450.0 | 
| 








USUAL DEALER DISCOUNTS 
Send for Catalog 


General Photo Products Co. 


Dept. OA 
15 Summit Ave., Chatham, N. J. 
24 Stone St., New York 4, N.Y. 














PREFERENCE! 


More and more typists 
prefer NORTA, the mod- 
ern plastic type clean- 
er. No liquids to spill 
or splatter...no mess 
-+- Quick, efficient and 
longer lasting. A favor- 
ite since 1924. 





THE ORIGINAL 


NORTA 
PLASTIC TYPE CLEANER 


Norta Distributing Ce 1123 Broadway, New York 


oy) Ae), eyes, leat 
WORKS CO. *snic”™ 
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To Commercial 


GME STATIONERS 


Sinplihied Weekly 


BOOKKEEPING RECORD 





if you are not familiar with the DOME 
RECORD, write us on your business 
letterhead and we will send you a 
sample copy FREE OF CHARGE. 

A glance at the book itself will show 
you why DOME is America’s fastest 
Sz | selling bookkeeping system. Perfected 

= for keeping complete records for all 

small businesses, DOME sells on sight 
to accountants, bookkeepers, profes- 


° sional men and all small business 
Retails operators. 
for $3 Don’t pass up this profit maker. 

Write today for your Free Copy. 


DOME PUBLISHING COMPANY, INC. 


49 Westminster St. Providence 3, R. ! 












J-S.STAEOTLER,INCG. 
53 Worth Street + New York 13, N. Y. 


STAEDTLER SINCE 1662 


MEILICKE CALCULATORS 





















ENTHUSIASTICALLY RECEIVED 














BY DEALERS ...BY USERS 
Users say Meilicke Les Dealers and users, alike, on actual cess 
Calculators are a weg - of the new Be vat All or 
¥ inum enograpni« osture 1A 
necessi where pay have been unanimous in their whole- 
roll and tax calcula hearted approval! 
tions are involved. Here are the -_ ires ae ae at 
313 tracting every day more an more 
eng Meilicke you dealers the nation over to place thei: 
just pa card and the sample orders for the Rest-All. 
swer wan 1. il, fi > t adjustability. 
fre — t is right in 2. Ae IE gee oe Ae i De aoanel on ball 
agg Fe you—to Eee aueten. bearing casters with soft rubber 
° ers—no machine ad wheels. 
A i di sioned seat and bac 
justments. You just tip a card . cushioned "with ‘om inch Soom rub 
8 i f pr. 
and save time—wo and mistakes. Meilicke Calculators a ,  oght | Simulated leather ipholstering 
are compact, attractive, handy. Dealers should acquaint erate price, available — green, brown, maroon or gray. b ‘ 
De eamin na r asuminum Ins. 
their customers with Meilicke Calculators. poesia 6. Extra Selndagens =at at parts june es 
tures. 
S 4 c. 3458 North Clark St. Chai C 
Meilicke Systems, Inc. oii ts ites aif GO., 813 NORTH STATE ST., GIRARD, OHIO 











‘DEALERS... 
'NO LARGE 
‘INVENTORIES 
NECESSARY ® 


IMMEDIATE SHIPMENTS 


Made from our large stock of office equipment 
on hand at all times 


WOOD AND STEEL 
| DESKS - CHAIRS - FILING CABINETS 
| 


OUR GRADUATE 
TYPEWRITER REPAIRMEN 


are thoroughly trained in the maintenance of 
all standard machines. They are dependable, 
ambitious young men, skilled at their trade, 
who have chosen typewriter repair as a career. 
Our courses are government approved for vet- 
eran or non-veteran training. 


Write for Full Information 
RICHARD J. ZAIDEN [ 


COMMERCIAL INSTITUTE 





LEATHER FURNITURE and ACCESSORIES 


Write or call for complete information 
prices and dealer discounts 























|  cxaeipalypenne betgry bg gta tone eetege » TO 2020 WEST LIBERTY AVENUE, PITTSBURGH 26, PA. Ff 
APEX 1948 W WITHHOLDING e: 

=£ STATEMENTS 

NO INCREASE NEW REVISED FORMS 

OVER 1947 NOW READY! 










|* 1) Geplovers 
ADDRESS 6 5. 5. NO. 
| PRINTED HERE 





NEW FEATURE: Employee's original and 
duplicate NOW furnished in a ONE PIECE 
FOLD-OVER CONSTRUCTION — addi 
tional time saved. 


The time-saving APEX W-2's for 1948 are 
approved by the Bureau of Internal Revenue 
Snap-out construction, carbon interleaved, 
imprinted or blank. Special window envel- 
opes made to fit the APEX W-2 forms also 
available. W-2's also made in 5 part sets, 
including N. Y. STATE FORM and 5 or 6 
part sets for VARIOUS STATES at no addi- 
tional cost! All forms supplied singly or in 
continuous strips. ORDER TODAY! 


Write now for FREE SAMPLE and prices. 


Apex Business SYSTEMS 





NCIL COMPANY « JERSEY CITY 6 6 MURRAY STREET NEW YORK 7, N.Y; BEEKMAN 3-3 393 
Se oa 
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Now! Two 

FAST, STURDY, z= 
LOW-PRICED HANDY CALCULATORS 
OFFICE MACHINES— 2 
COMPACT & PORTABLE 


© Weighs 12 tbs. 

@ New bock transfer device 
®@ Easy te learn 

® Nomina! service cost 

®@ Saves mon-heurs 


© Electrically operated 


© Direct subtraction ASK FOR 
@ Multiply key BULLETIN 
® Credit balonce RO-105 
@ Quiet 


I. an Sent all, inc. 


ADDING MACHINES 210 FIFTH AVENUE, NEW YORK 





Acme No. 1 Saddle back 4 


eee | Just Ask US 
STAPLES FLAT 


<r 5 dnl For an attractive ‘Silent Salesman" 
wee for 
BEACH’S 


“Common Sense” 


EXPENSE BOOKS 


Displayed like this & 
in your window or 


on ¢ counter, 
the books will sell 
themselves! 


BeachPublishingCo. 


Detroit 2, Mich. 





OR SADDLE WORE 


UZ /, 


WN 


Adjusted instantly 


A C E Handy for offices or smal! binderies—uses 
T A p L cE Ve, 5/16, % and 2” leg length staples 
without mechanical change and has |2” 

reach. Saddle back and flat interchange- 

COM PAN y able tables are standard equipment. Com- 
pare the Acme Silverstreak Line of standard 


1648 Haddon Ave. and special capacity staplers, as shown 
CAMDEN, N. J. in the Silverstreak Folder. 


Also Mfr. ACME No. 1—No. 2—SURESHOT—MIDGET—SIMPLEX 


ROLLING STORE LADDERS 


“A” Type Ladders ° Library Ladders 


For use with Filing Cabi- 
ts and Shelving, in Of 
s. Voulte and Store 


ms 























MaRpeao 
CELLULO/O PRODUCTS 


— ——. punched; card-ounen, 
size; factory — protectors; tag 
holders: bi bill- fold envelopes; st amp containers, etc 
Made of acetate (flame resistant) treneperent 
cellulose. We bulld to fit your particular need 
Write us for details. 


Markile Company, Mfrs. 


8688 S. Recine Ave. jeage 9, U.S. A. 


MARTENS 


Made of Oak and Birch 
n a variety of heights 
xnd styles, with wheels 

Automatic Safety 


n 
razes 








Vend tor Folder 
and prices. 





Manufactured by 


l. DO. COTTERMAN a. 




















tent 
Mg FOr TYPE CLEANER 
BETTER OFFICE APPEARANCE THE 
AND PROTECTION PERFECT FLUID 
Chair Casters — ag — Tips - 0a AND NEW 
ber and Fibre Chair Mats — Rubber PATENTED 
Desk and Chair Guards — Plush Fend- 
ers — Rubber Desk Shoes. ‘ : APPLICATOR 
WRITE FOR CATALOG, nouns samnele and 


DEALER PRICES AND DISCOUNTS 1 details on your 
letterhead 


THE FLOORCRAFT COMPANY = RR 


w 
393 BROADWAY, WORTH 4-5810, NEW YORK 13, DIAMOND POINT 2, WN. Y. 
lcci datad i ate 
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BE BPE xs - Pi] 
oof] 


CHECK THESE 
EIGHT HILCO 
FEATURES: 


Front Paper Stop. Assures Accurate Registration. 
Automatic Roller Release. Eliminates Smudged 
Sheets. 

Automatic Counter. Counts only printed sheets. 
Enclosed Drum. Automatic Inking. 

Hilco Slipsheeter can be attached. 


$Rg52 Plus Tax Automatic Feed. 
IMMEDIATE DELIVERY. Paper Pusher is automatically lifted and carried 


back to feeding position, to eliminate lint on the 
stencil. 


Drums are quickly interchangeable for color printing. 


DEALERS are REQUESTED TO WRITE FOR 8 
COMPLETE CATALOG AND DISCOUNTS. . 


TECHN 


TECHN’ 








Mr. Dealer: Don't accept a substitute.... When 
Youcan easily DOUBLE your Sales with BLACKBOURN’S— 

































— 
(- (Blackbourn S ystems America’s most Complete 
America’s Atos? Complete Lire of Simpl lied «++. and Fastest Growing Line 
. INTMENT BOOKS f 
BOOKKEEPING SYSTEMS - APPO @ 
; TAX RECORDS : m7 ~ 
aoe SECURITY ond ircses, TRADES AND PROFESSION? = Simplified Bookkeeping 
Expresety Pocigred =~ . To | —_ and Income Tax Records 
GENERAL l TALS | pppownTments | REGISTERS 1 

is REN | : * 
CONTRACTORS ) | al onl eestaonants | é 
| wou _| Tailor-Made 












































canes Most Every 
Business, Trade, 
and Profession 





for 
for g VARIED | | ' for 
Smale nome =|} . 
GROCERS AND BUSINESS || pRoFEssiONAl | ‘ ; 
MARKETS for | for {| men \ or 
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Write Today 


For Broadside on Cabinets—and our New Illustrated 
Catalog of over 60 systems and records with sales helps—and liberal dealer discounts 
—New Display Cabinets Available—Choice of size and style—The Livest Merchandising Plan in the Industry. 


230 So. Cedar Lake Rd. 


The BLACKBOURN SYSTEMS, INC. Minneapolis 5, Minnesota 
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R-70 COUNTER DISPLAY 


STEADY SALES AND PROFITS ARE 
YOURS IN THIS COLORFUL, EYE- 
CATCHING WOOD GRAIN FINISH, 
EASEL BACKED COUNTER DISPLAY. 
ESPECIALLY DESIGNED TO PROMPT 
SELF-SERVICE PURCHASES, IT CON- 
TAINS SEVENTY CAREFULLY SELECT- 
ED, FAST MOVING ITEMS OF REY- 
BURN’S POPULAR MENDING TAPES, 
GUMMED LABELS, ADDRESS LABELS, 
KEY TAGS, SHIPPING TAGS AND 
GUMMED REINFORCEMENTS. 

















THE REYBURN MANUFACTURING CO., INC. 


PHILADELPHIA 32, PA. 
BRANCH FACTORY AND WAREHOUSE: 2030 N. NATCHEZ AVE., CHICAGO 35, ILL. 
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BEAUTY FOR THE BUSINESS SCENE 


Br 




















In rich colors ... handsome 
finishes on every type of furni- 
ture for the business or pro 
fessional office. 


Duran is all-plastic, resistant to 
wear, scuffing, peeling and dem- 
age by grease, oil or perspir- 
ation. 


Only the red, qray and black 
tag identifies yenvine Masland 
Duran. Insist on it, and be sure 
ef getting the lasting satisfac- 
tion of real upholstery exce!- 
lence on the furniture you buy. 
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ALUMINUM SMOKING STAND 


Carefully designed te grace 
the office of the most 
dischiminaling executive. 


ODORLESS 
LARGE ASH RECEPTACLE 
AUTOMATIC PLUNGER 
WEIGHTED BASE 


Onder a Sample Today ! 


| WRITE FOR OUR NEW CATALOG FEATURING 
| SMOKERS, COSTUMERS, SAND URNS, ETC. 
| No. 411 


Manufacturers IS REMOVABLE 
3177 EDGEMERE AVENUE FAR ROCKAWAY, N. Y. 
















No. 410 




















iW and IMPROVED 
mOoDEEL™C™ SPIRIT DUPLICATOR 


LOOK AT THESE FEATURES 


Light weigt 

Portable 

Simple operat 

Sturdy construction 

Quality work 

Enclosed self-draining fluid moistener 
Automotic release handles 

Low price 

Low operct ') ost 


NO STENCILS — NO INK — NO GELATIN 
THE New W right Spirit Duplicator does everything that 


even the highest priced machines do. Perfect copies from 
typing or hand drawing or lettering—as many as 500 from 
me master carbon—and up to four colors with one opera- 
tion. Handles any size sheet up to 9 x 14. Improvements 
in the new Model C Wright Spirit Duplicator include longer 
paper guides, a new type moistening unit designed to save 
fluid and insure better distribution, and a new automatic 
release crank handle. A handsome dust and moisture proof 
cover is included with the new Model C and a counting 
device is available at slight extra cost. Compare the Wright 
Spirit Duplicator’s work and features with any other ma 
chine. Then look at the price. The Wright Company 
1380 Quincy Street N. E., Minneapolis 13, Minn 





MINNEAPOLIS, MINNESOTA 
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A few of the many styles in| 
America’s finest quality erasers | 
—for every erasing requirement. 


WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 








U.S. Patents 





Nos. 





Every Day, In Your Store There Is 


A LIVE PROSPECT 
For The NEW 


Make Those Sales Yours! And you do when you tell 
your customers how they save time and materials 
in wrapping, packing, cutting and trimming 
with the New Precise Trimming Board. How it 
pays for itself in eliminating hand cutting, scissor 
work, razor use and other costly, old fashioned 
methods of trimming and cutting. Besides, you’re 


Blade Sizes List Prices absolutely right when you say there is no finer 






2,186,986 Ne ¢ism" 08 board on the market with an all inclusive guaran- 
2 887,000 No. 5—15%"” 14.50 tee. And only Precise has the exclusive patented 
2,485,559 ne ae nea adjustable paper guide that locks or releases the 
a a en ae paper with a finger flick; that assures square, 

“*" 10% to list. accurate, easy cutting every time. 


The white scales on the black background, in sixteenths 
speed geen bey Only the finest seasoned hardwood 
is used in the ebony finished board. Blades of finest steel 
are carefully ground for lasting, rugged service. Models. 
5, 6, and 7 have special safety ee. Thruout, nothing 
has been overlooked to assure top performance and lasting 
service. Talk up the “Precise” and you increase your sales 
of this indispensable office item. Send Postcard for Free 
Literature. 


Order the "Precise" Boards You Need Today! 


AMERICAN PHOTO LABORATORIES 


Dept. A, 28 N. LOOMIS ST. CHICAGO 7, ILLINOIS 
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More and more DEALERS éack the CHAMP for dmooth, 
fast action in Sales and Profits! 


USE ON SINGLE O8 
DOUBLE DESK 
MAXIMUM CAPACITY 


ALUMINUM 


D E S K } 4 AY SMweamuneo Comers 
STREAMLINED CORNERS 


STANDING on the pedestal of popularity “THE 





















































CHAMP” is by far the finest desk tray on the a 
market today. - 

‘ . x SATIN SMOOTH 
The graceful streamlined design together with CORNERS FOR 
the rich baked enamel finish combine to make GUARANTEED SAFETY ee . 3 at 
this tray a welcome addition to any office. e™ } / 
The solid one piece construction of heavy gauge r ion | J) |: 
aluminum affords the utmost in strength, dura- Gu Gus wean A Neca HH} 

a gr ‘ 











feet. No fear of scratching the most expensive or 
highly polished desk. These feet are not glued or 
pasted on, but securely eyeletted so that they 
cannot come off. RUBBER 





a, 
bility and service. Another feature of these trays EASY ACCESS AND AVOID ' 
which is most important are the four soft rubber — ey a ¢ Us 
a -, 























“THE CHAMP” is now being sold with increas- FEET a i 
ing success by all leading stationery, office equip- ay! i at ine. 5 Ue - 
ment and office furniture dealers throughout the <= x a HF 3 ae 
United States. When your customers ask for desk ; yrs 
trays, why not introduce them to “THE CHAMP.” STURDY ALUMINUM POSTS 
FOR STACKING INTO FIVE FINISHES 
Write today for illustrated circulars and Ls MAHOGANY —WAiNUT - GREEN 
complete information on dealers prices GRAY- SATIN FINISHED ALUMINUM 
AVAILABLE IN LETTER AND LEGAL SIZES 


and discounts. 


NU-CRAFT PRODUCTS CO. 


95 Atlantic Avenue, Brooklyn 2, N. Y. 
TRIANGLE 5-8831 Dept. A 








The AAR) Wimeograph 


**The Heart of Every Firm’s Mailing Department’’ 








A FULL SIZED 
MODERATELY PRICED 
MIMEOGRAPH 


00 


PLUS 
TAX 





® Legal to Post Card Size e@ Automatic Feed 
e Registration Control e Automatic Inking @ Uses 
Standard Stencils & Ink Pads e Ball Bearing 
@ Automatic Roller Release e Ultra-Modern Design 


; Equipped with a minimum of adjustments for usual duplicator tasks. No special supplies 
necled. Feeding mechanism employs a radically new principle, assuring perfect registration. Clean, non-leaking, fully 
enclosed ink-drum equipped with internal ink brush. Finished in the new easy to clean taupe hammerloid baked enamel. 


IMMEDIATE DELIVERY—WRITTEN GUARANTEE 


Write for Illustrated Literature—Unusually Attractive Dealer’s Discounts 


HART MANUFACTURING CO. 


2400 ENDICOTT STREET—ST. PAUL 4, MINN. 
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a bral New profit opportunity 
CONVERS @-CALL =: 


OFFICE INTER-COM SYSTEMS 


If your customers have offices with more than one 
room, they need the efficient help of Convers-O-Call. 
Here is the complete line of Inter-Communication 
Address equipment for offices, schools, 





and Public 
homes and industry. 

30 years of sound transmission experience has engi- 
neered into Convers-O-Call advantages found in mo 
other system. 

Built better, priced lower, Convers-O-Call Office 
Inter-Coms are a number one profit opportunity for you. 





* 
. s * e DIS ®@-e ee 
National Inter-Communicating Systems, Inc. © | °/@@UTORS—pey spe ~ < 
1531-33 WEST DEVON AVENUE, CHICAGO 26, ILLINOIS s eh pry re 

30 Years of Sound Transmission Experience a WRITE on be 

... that You can profit by CS 6 a : W! me 

aay ® @e . 











OFFICE GREEN HEAVY GAUGE 
ENAMEL FINISH FURNITURE STEEL 
a * 
REINFORCED INSERT ELECTRICALLY WELDED 
ANGLE CORNERS THROUGHOUT 
_ 


CAN BE STACKED 
IN SOLID BANKS 
TO THE CEILING 


CONTINUOUS WELDED 
CORNERS 





LETTER SIZE TRANSFER FILE 





with 4 rollers’ 
BRASS HANDLE & CARD HOLDER 
Dimensions 
H W 
Case 12%” 13%” 24%” 
Drawer 11” 12%” 24” 
. 





CHECK OR UTILITY CABINET 


TRANSFER FILES 
Brass Handles & Card Holders 


LEGAL SIZE TRANSFER FILE N ‘lable i 2 eth | 
No. 600 (Not Illustrated) yl able in 5x8 and other popular Stee! Handles on Back of Drawer 
Dimensions SPECIAL SIZES Dimensions 
H W D Made to your specifications. H Ww D 
Cabinet 474," lve’ 24%” 


Drawer 44" 104%" 4” 


(ase 
Drawer 


16%” 244,” We invite inquiries. 
ISvs” 24° F.0.B. Factory B:ooklyn, N. Y. 


WRITE FOR DESCRIPTIVE LITERATURE 


DOLIN METAL PRODUCTS, Inc 


6 WN 


189 Varet Street 
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NOW! 


add it to 


your Royal 


Line... 


THE 


posture chair 
with “PLUS 


design’”’ 


THESE THREE HANODWHEELS DO THE TRICK! 


1* Easily accessible handwheels adjust shaped backrest 


FP'CS SSO Ne cme weceseeeeooeoeoese 







up, down, forward, or tilted as desired. Another simple 
adjustment raises or lowers Flex-spring seat on a steel 


screw stem. 


THE SNAP-ON SEAT-TOP—on innovation in chair engi- 
neering! Royal-developed to increase life-span of the 
chair's usefulness. Now seat-top can be removed in an 


instant—and replaced new at minimum cost. 





MADE BY THE MAKERS OF 





FURWNiI >», 
Oisrinct'** Up, 


306 
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O NEWEST 


Posture Chair 
COMPLETELY ADJUSTABLE 
> 
Exclusive Tapered Seat Design 
PLUS Exclusive Snap-on Seat-Top 


Ino THIS newest Royal Posture Chair, Royal built style, com- 





fort and true adjustability. Not content, Royal engineers added 
two unique plus features in design: They tapered the seat one 
full inch—to automatically position body-weight for firm, func- 
tional support. And for easy, inexpensive replacement, they 
adapted Royal’s “‘snap-on”’ seat-top idea. 

The new chair (No. 864) is available in your choice of Royal's 
many metal finishes and upholsteries. 


WRITE 
ROYAL METAL MANUFACTURING COMPANY 


1753) NORTH MICHIGAN AVENUE + “CHICAGO 1 


NEW YORK ° LOS ANGELES ° PRESTON, ONT. 
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Each model a leader in its ric 
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Lettergraph Model E 


Has al! the improved features of the highly popular Models C and D Lettergraph plus automatic 
inking. Inking is automatic and continuous, assuring the same clear impressions from start to finish 
of any run. To re-ink simply pour half-pound can of ink into closed cylinder. Automatic roller 
release keeps the impression roller out of printing position until paper is fed thus keeping im- 


pression roller clean at all times. Even lighter weight paper is stripped cleanly by positive paper 
strippers. The Model E is an economical and efficient heavy duty duplicator. 


Lettergraph Model D 


over 100 clear, sharp cepies per minute. Model D 
round duplicator at a modest price. It is equipped with fool-proof roller release 
mechanism, positive paper strippers which facilitate running on lighter weight papers, and many 
other important features. Inking is easy and quick .. . applied by brush to inside of 


Automatically feeds all sizes up to legal... 


is an all- 


| 


cylinder 


Lettergraph Model C 


th many essontial features of more expensive duplicators, the Model C is a dependable and 
low priced machine. Economy and ease of operation make it a wonderful buy for offices, schools, 
clubs, etc. Its sturdy construction and HEYER quality is full assurance of years of 


satisfactory service. 


Write for catalog detailing these 3 duplicators and full line of supplies. 


THE HEYER CORPORATION 


1852 SOUTH KOSTNER AVE. CHICAGO 23 


churches 
























AUTOMATIC FEED 
EASY to OPERATE 

$4950 — 
Plus Federal Excise Tax 


Price includes ‘orn 
Shipping Weight 30 : 














SH more Ulead (bls 


with this modern merchandising help... 











| FEATURES 


DUAL TOUCH TUNING 


1. To tune the touch on all keys simul 
taneously to your own choice, use the 
“Touch-Tuning™ lever, located just above 
the keyboard to the right of the machine 


2. To change single keys, or groups of 
keys, to suit an individual finger cond 
tion; to restore “balance” to the key 
board; to maintain quality of typewritten 
work—Underwood gives you individual 
key-lever tension adjustment. Of the 42 
keys of the keyboard, 10 [the vowels 
a, e, i, o, vw and the five prominent con 
sonants s, +, t, h, n) do approximotely 
70% of all writing. These may be first 
to get out of ““bolance"™’ and show signs 
of wear. Underwood—and only Under 
wood—offers individual key-lever ten 
sion adjustment to compensate for this 
This adjustment can be made very quickly 
by a competent serviceman 


STANDARD RIBBON 

Your Underwood Portoble.uses the same 
length and width ribbon as the famous 
Underwood office machine. Wherever 
you go, onywhere in the world, you can 
buy an Underwood typewriter ribbon 
and it will fit your Underwood Portable 

. the spools ore reversible too, for 
longer wear and greater economy 





FINGER COMFORT KEYBOARD 


Non-glare . .. Scientifically designed for 
finger comfort . . . concave to center the 
fingers for accurate key-stroking no 
rings, no sharp prongs underneath 
protects the fingers of the youthful be 
ginner and the expert typist alike 


CARRIAGE CENTRALIZING LOCK 


Before closing the cose, lift the corriage 
centralizing lock on the left hand side of 
carriage rails and move carriage to left 
to lock. Disengages corrioge rack to 
prevent jarring while carrying on 
Underwood protection to give you long 
er, trouble-free use of your Underwood 
Portable Typewriter 








THAT MAKE YOU PROUD OF 
THE UNDERWOOD PORTABLE 


DURABLE CONSTRUCTION 


Tip your Underwood on its back ob- 
serve its construction strong, sturdy, 
durable precision-built with the core 
and pride of master craftsmanship . . . 
for over fifty years Underwood has been 
outstanding in its reputation for dur- 





ability 


SINGLE, DOUBLE AND 
TRIPLE LINE SPACING 


The Underwood Portable is one of the 
few portables that has this office size 
machine feature .. . this and other big 
machine features make the Underwood 
Portable a truly worthy brother of the 
famous Underwood office machine 





Jnderwood, the standard of comparison. 


VARIABLE LINE SPACER 


A “pull-out” type variable pull out 
the left-hand cylinder knob for variable 
line spacing . . . push it in to re-engoge 
normal line spacing . positive, accu- 
rate, one-hand operation proved on 
the famous Underwood office machine, 
now available on the Underwood Port 
able Typewriter, too, 





RIGHT AND LEFT 
MARGIN RELEASE 


The push-button release, located just 
above the keyboard to the left of the 
machine, enables you to write outside 
e:ther margin for marginal notes re- 
stores automatically to the original 





margin 
These are only a few of the outstanding features of the 
Underwood Portable . .. made by the Typewriter Leader 


of the World. For a complete demonstration of all features, 
ask your Underwood Portable Typewriter Representative. 


Portable Typewriter Division 
UNDERWOOD CORPORATION 


One Park Avenve + New York 16, New York 














For more Profit, Prestige 
and Protection .. . 


©1948 


SHE Undeuvood 


TYPEWRITER LEADER OF THE WORLD! 


This useful Demon- 
stration Sheet comes 
€:. you with every 
Underwood Portable. 


With this modern mer- 
chandising help, your 
sales personnel find 

is easier to demon- 
strate the Underwood 
Portable. 


There is nothing to 
memorize! Nothing to 
lose! This sales help 
is in every Under- 
wood Portable. 








